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7 rarly 2,000 Lower for U. S. Makespep ARTMENT 
_ 33,286 Dealers Counted 


By John K. Teahen Jr. 
Staff Writer 

SPITE a better than average 
¥ year from the sales standpoint, 
ie number of dealerships handling 

passenger cars declined again 
1959, the annual AuToMotive News 

is disclosed. 
| There were an estimated 33,286 
dea! ps in operation on Jan. 


New Output Peak 
Jue This Month 


fed 


J. 





By Martin L. Whitmyer 
Staff Writer 

ER a record-breaking Janu- 
in both car and total ve- 
© assemblies, the auto industry 
(Feb. 1) opened its floodgates 
goal of 725,000 cars this month. 
it would mark the highest Feb- 
car output on record and 
largest car-output month in 


os 


OED T AA a AT 


iding to the car total better 
120,000 trucks scheduled for 
pmbly this month, February 
should stack up as the high- 
February output for total ve- 
and the fifth greatest ve- 

Cle ovitput month in history. 
February’s output boost will be 
edited to continuance of overtime 
ons throughout the industry, 

added compact volume, 

alcon assembly lines will open 
mid-month at Metuchen, N. J.; 
met will roll in mid-month at 
in, O., and production is to be 
pped up by Rambler at Ken- 
a, Wis. Studebaker also is sched- 
led to begin production on its 


wk series next week. 
* ak 


MONTINUED record-breaking 
performances at Ford division, 
necied operations at Chevro- 
f and heavy overtime scheduling 

ewhere throughout the industry 
elped the manufacturers turn out 
h estimated 175,332 cars last week. 
» The industry built an estimated 
990,729 cars last month for its 
ighest car output since Novem- 
Tr, 1955, when 749,003 units were 
pmbled. It also topped the for- 
’ high for January, 1955, when 
959,508 cars were built. Compact- 
j 3 r production last month to- 
“talled 149,670, or 21.7 percent of 
the total. 
Production of an estimated 32,554 
trucks last week-—-highest since the 
eek ended June 30, 1951, ‘when 


[924,003 units were built—gave the 
5 (Continued on Page 141, Col. 3) 











1, 1960, compared | with 35,249 a 
year earlier. The year-to-year 
loss of 1,963 sstuliitebanantie, was 
almost as severe as the dip of 
2,371 recorded in revression-ridden 
1958. 

It was the eighth @ecline in nine 
years, and it was the fourth straight 
time that the count was below the 
40,000 total that long had been con- 
sidered the norma] ddalership pop- 
ulation. 

+ + *~ 

HERE are several) reasons for 

the continued decline. Corpo- 
rate mergers have cut the dealer 
total, and such makes as Edsel, 
Nash, Hudson, Packard, Willys, 
Kaiser, Frazer and Crosley have 
left the passenger-car field. 

Intercorporate dualling has be- 
come an important factor in deal- 

(Continued on Page 4, Col. 1) 
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Compact Pipelines Full; 
Buyers’ Market Arrives 


By Robert M. Lienert i 
Associate Editor 
Tu day of reckoning is af hand 
in the compact-car market, field 
reports indicate. 


capable of matchi 
g the five do 
AR. From now on 


it looks like a diMg-dong fray from 
here on out, 


« / * 
AST week, le&éders in the compact 

race were Falcon and Rambler. 
It appeared, fhowever, that Ram- 
bler productién was exceeding cur- 
rent demand by a greater margin 
than was Falcon. 

Rambler/ dealers held a new- 
car stock Averaging approximate- 
ly 45 days of selling, while the 
average Falcon inventory was 
running At seven to 10 days, 
Ramblgr dealers have been doing 
slightly fetter on the profit side, 
however, with grosses running $160 
to $180,j while Falcon grosses were 
in the /$150-$160 range. Dealers in 
both limes reported an occasional 

$200 deal. 

Lark dealers, working off a 30- 
to-40-fay inventory, were in the 
Falcon-Rambler range on grosses, 
with j/their market continuing on a 
steady keel. Volume was about one- 
third that of Falcon or Rambler. 

+ * * 
LIANT dealers, reporting 
tocks good for seven or fewer 





days of selling, said they were not 
really hurting for cars. 

Grosses for Valiant were the 
best in the compact field, with 
some dealers reporting they can 
still salvage up to $300, Average 
was $200 to $225, although a few 
Valiant deals were reportedly 
being written in some areas for 
as little as $100. 

“Valiant,” said one happy dealer, 


Top Cars 


No December new-car registra- 
tions were available last week 
from R. L. Polk & Co. Top Cars 
will resume next week. 


“is as hot a car as there is on the 
road.” 

Corvair was falling farther be- 
hind pace-setting Falcon and Ram- 
bler, with some Chevrolet dealers 
admitting they were hard-put to 
sustain interest in the car. A 45-day 


supply was about par on Corvair, 

and dealers said $100 gross is “it.” 
ok oe 

or dealers navelirdened no 

Corvairs for two weeks, “and 
others said they plan to buy only 
coupes as they pt to balance 
inventories. 

Dealers mentioned a variety of 
reasons for the sticky Corvair 
market, but the consenstUg was — 
that unfavorable word-of-mouth 
reports on poor economy and 
other “bugs” on early models 
were stil] hurting. 

“The trouble,” said one dealer, 
“is that you can’t tell a prospect 
about the running improvements 
made on the Corvair without giv- 
ing him the idea that it must have 
been substandard to start with.” 

It is interesting to note that 
Chevrolet dealers reported grosses 
on their “big” car running $60 to 

(Continued on Page 4, Col. 3) 


NADA Keynoter Foresees 
Record U.S. Prosperity 


ASHINGTON. — Dealers heard 

some cheering words from their 
keynote speaker this morning 
(Monday) as the business sessions 
of the 43rd annual NADA conven- 
tion got under way. 

Bearer of the glad tidings was 
Dr. Arthur R. Upgren, director 
of the Bureau of Economic Stud- 
ies, Macalester College, St. Paul, 


Dealers Handling U.S. Makes of Passenger Cars 


| 1960 vs. 1959 


(Estimated by Automotive News) 


Excjusives Multiples 


AMERICAN MOTORS 
Rambler intssidisivenatnn 

CHRYSLER CORP. 
Chrysler 


Imperial 
BIIIIIIIS « 2c ceascnccusesscpehssasnesuoueiahtase 
Valiant. 


FORD MOTOR CO. ...........:c:ssesse 6,118 


Lincoln 
Mercury 
GENERAL MOTORS 


Cadillac 

Chevrolet 

Oldsmobile 

Pontiac a ia 
STUDEBAKER-PACKARD 

Studebaker 


Less intercorporate duals 


TOTAL U. 8S. DEALERS 


* Revised, 


JAN. 1, 1960 


Total 
(within Fran- 
corp.) chises 


0 2,977 
0 2,977 
10,849 13,404 
2,379 2,418 
1,818 1,846 
611 2,847 
1,258 1,258 
3,755 4,007 
1,028 1,028 
4,441 — 10,559 

0 0 
1,205 6,830 
1,088 1,088 
2,148 2,641 
9,757 19,489 
1,622 3,112 
1,579 1,749 
2,190 7,241 
2,331 §,702 
2,085 8,685 
2,614 


2,614 


—_— 


49,043 


Net 
Dealers 


2,977 


6,771 





*Exclusives *Multiples 
(within 


JAN. 1, 1959 — 


*Total 
Fran- 
chises 


2,743 
2,743 
16,062 
2,579 
2,053 
3,229 


*Net 
Dealers 


2,743 


(within 
corp.) corp.) 


2,743 0 
2,743 0 
566 ©=-:15,496 
60 2,519 
38 2,015 
292 2,937 
0 1,358 1,358 
176 6,667 6,843 
0 i) 0 
6,368 12,371 
1,337 1,561 
1,253 6,897 
1,132 1,132 
2,646 2,781 
9,525 19,617 
1,575 3,215 
1,581 1,756 
2,054 7,246 
2,315 3,710 
2,000 3,690 
0 2,479 
0 2,479 


8,037 


2,479 


31,389 53,272 36,755 


1,506 
Ree 
© 1960, Automotive News 


Minn. His topic was “1960 and the 
New-Car Dealer.” 

He told the delegates that new- 
car dealers are entering a period of 
remarkable economic growth in the 
U. S., a period which should bring 
them record prosperity during the 
next seven years. 

* * * 
eo predicted that the pe- 
riod should produce a gross 
national product in excess of $600 
billion and average family incomes 
of $7,500. 

“And,” he added, “this advance 
can be produced without any seri- 
ous inflation, mostly because we 
are developing very improved 
methods to fight inflation.” 

Upgren declared that in the last 
14 years, the U. S. has demonstrated 
that it has a “built-in stability” 
which has allowed growth and a 
substantially reduced rate of infla- 
tion. 

He said the three postwar reces- 
sions were moderate in degree and 
| that recovery from them was rapid, 
and he noted that after each reces- 
sion, the recovery was two to three 
times the amount of the decline. 

* a * 
j comm beyond the predicted 
period of prosperity, Upgren 
said he believes “America must find 
the political wisdom to act to assure 
the continuance of this growth.” 

“I would like to think,” he said, 
“that we would meet the strain 
that would come by adopting wise 
policies beforehand. But history 
affords me no basis whatsoever 
for taking that view. 

“We have never met these crises 
until ‘after the event.’ I hope we 
do better this time.” 

Upgren’s address opened three 
days of business meetings that will 
conclude Wednesday afternoon. 
Vice-President Richard M, Nixon 
will appear at the closing session 
of the convention. 

* * * 
ADA announced last week that 


new tator Richard 
wt was the Wednes- 
day ion and that a 


(Continued on Page 138, Col, 1) 











2 
Declines Noted in 2 Key Areas... 












By Kenneth C. Kelley Jr. 
Staff Writer 


DETROIT.—Some good news on 
the tight money situation highlight- 
ed business news last week. 

The good news indicated that, 
while money may not be getting 
easier to come by, the money mar- 
ket isn’t getting any tighter. The 
upswing in interest rates may have 


Rambler and Falcon Head 


Reports on Compacts 


DETROIT. — Among market re- 
ports breaking down compact-car 
registrations for December are the 
following: 

Hartrorpv, Conn.— Rambler, 163; 
Falcon, 96; Valiant, 40; Corvair, 38, 
and Lark, 37. 

Nortu Carotina—Falcon, 613; 
Rambler, 295; Corvair, 220; Lark, 
211, and Valiant, 17. 


NADA Convention Guide 


Washington, Jan. 30 to Feb. 3, 1960 
Daily Receptions 


Car and Truck Manufacturers 

American Motors, Paris Ballroom, Shoreham; Buick, Presidenta] Suite, 
Sheraton-Park; Cadillac, Crystal Room, Sheraton-Carlton; Chevro- 
let, Colonial Room; Mayflower; Chrysler-Imperial, Club Room, 
Shoreham; Dodge, Burgundy Room, Sheraton-Park; Ford division, 
Federal Room, Statler-Hilton; GMC Truck & Coach division, Shore- 
ham; International Harvester, Sheraton-Park, 

Lincoln-Mercury, Park Room, Shoreham; MoPar division, Shoreham; 
Oldsmobile, Rocket Suite 932, Mayflower; Plymouth-DeSoto-Valiant, 
Madison Suite, Sheraton-Park; Pontiac, Pan American Room, Stat- 
ler-Hilton; Simca, Suite 100-E, Shoreham; White, Sheraton-Park; 
Willys, Sheraton-Park. 

ne Publications 


Suppliers, 

Armstrong Rubber, vole 00-C, Shoreham; This Week magazine, 
Sheraton-Park; Tyrex, Main Ballroom, Shoreham; U. 8S, Rubber, 
Suite 500-C, Sheraton-Park. 

Associates Investment and Associates Discount, Suite 200-B, Shore- 
ham; Commercial Credit, Caribar Room, Sheraton-Park; General 
Finance, Statler-Hilton; Universal CIT, South American Room, 
Statler-Hilton. 


reached a plateau. 

Finance companies actually cut 
interest rates on commercial 
paper, which is used to obtain 
short-term funds for such uses 
as floor-plan loans. A continued 
upswing in commercial paper 
rates would have brought higher 
interest charges on floor-plan 
notes sooner or later. 


upswing has abated. 


tight for some time. 

The Federal Reserve Board has 
been reducing the supply of avail- 
able credit, a normal action at 
this time of year as the loans ex- 


Special Functions 


Monday, Feb. 1 
Breakfast—American Motors dealers and their wives. 7:30 a.m., Main 
Shoreham. 

For the Ladies—Tour of the White House. Noon. 

Lancheon—Auto Industries Highway Safety Committee. Noon, Blue 
Room, Shoreham. (By invitation.) 

For the Ladies—NADA Fashion Show. 2:30 p.m., Constitution Hall. 
(Staged by Julius Garfinckel & Co.) 

Evening—Cocktails and dinner for Plymouth-DeSoto-Valiant dealers 
and their wives. 6:30 p.m., Sheraton Hall, Sheraton-Park. 
Evening—Universal Underwriters “Plantation Party.” 6 p.m. to 9 p.m., 

Presidential and Congressional ballrooms, Statler-Hilton. 


Tuesday, Feb. 2 
Breakfast—NADA 30-Year Club, honoring William L. Mallon. 7:45 
a.m., Sheraton Room, Sheraton-Park. 
Luancheon—Automotive Old Timers 20th anniversary luncheon. 12:30 
p.m., Continental Room, Sheraton-Park. 
For the Ladies—Lecture: “Modern Trends in Literature and Humor,” 
by Bennett Cerf, publisher and TV panelist, 2:30 p.m., Constitution 


Evening—Reception and buffet dinner for Studebaker, Mercedes-Benz 
and Auto Union-DKW dealers and their wives. 5:30 p.m., Chinese 
Room and Grand Ballroom, Mayflower. 

Evening—NADA Convention Dance. 9 p.m., Sheraton Hall, Sheraton- 


Park. 
Wednesday, Feb. 3 
Evening—“The NADA Revue,” featuring Tennessee Ernie Ford, 
Gibbs and Frank Fontaine. (Presented through courtesy of 
Ford Motor Co.) 8:40 p.m., Capitol Theater. 


Hotel Headquarters 


Car and Truck Manufacturers 

American Motors, Shoreham; Buick, Sheraton-Park; Cadillac, Shera- 
ton-Carlton; Chevrolet, Mayflower; Chrysler-Imperial, Shoreham; 
Dodge, Sheraton-Park; Ford division, Statler-Hilton; GMC Truck 
& Coach division, Shoreham; International-Harvester, Sheraton- 
Park; Lincoln-Mercury, Shoreham; Oldsmobile, Mayflower; Plym- 
outh-DeSoto-Valiant, Sheraton-Park; Pontiac, Statler-Hilton; 
Simca, Shoreham; Studebaker-Packard, Sheraton-Park; White, 
Sheraton-Park; Willys, Sheraton-Park. 

Dealer Associations 

Akron, Sheraton-Park; Sheraton-Park; Arizona, Sheraton- 
Park; Arkansas, Mayflower; Brooklyn-Long Island, Sheraton-Park; 
Northern California, Shoreham; Canada, Sheraton-Park; Chicago, 
Shoreham; Cleveland, Statler-Hilton; Colorado, Sheraton-Park; 
Connecticut, Sheraton-Park; Delaware, Sheraton-Park; Detroit, 
Shoreham; Florida, Sheraton Park. 

Idaho, Sheraton-Park; Illinois, Shoreham; Indiana, Sheraton-Park; 
Iowa, Sheraton-Park; Kansas, Statler-Hilton; Kentucky, Sheraton- 
Park; Louisiana, Sheraton-Park; Maryland, Sheraton-Park; Massa- 
chusetts, Statler-Hilton; Michigan, Shoreham; Minnesota, Sheraton- 
Park; Mississi Mayflower; Nebraska, Sheraton-Park; New 
Hampshire, Sheraton-Park; New Jersey, Statler-Hilton; New Mex- 
ico, Sheraton-Park. 

North Carolina, Sheraton-Park; North Dakota, Sheraton-Park; Ohio, 
Sheraton-Park; Oklahoma, Shoreham; Oregon, Mayflower; South 
Carolina, Shoreham; South Dakota, Sheraton-Park; Tennessee, 
Shoreham; Texas, Sheraton-Park; Utah, Shoreham; Vermont, Sher- 
aton-Park; Virginia, Sheraton-Park; Washington (D. C.), Sheraton- 
Park; Washington State, Shoreham; West Virginia, Sheraton-Park; 
Wisconsin, Shoreham; Wyoming, Sheraton-Park. 


The Treasury has been getting 
progressively lower interest rates 
on its short-term bill offerings, an- 
other indication that the interest 


On the other hand, the heads of 
two large New York City banks 
took a look at the money market 
and found it very tight. They agreed 
that the market was likely to stay 
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Upswing Stops in Money Costs 


















tended to carry the Christmas 

rush are repaid. 

The Government cost of living 
index for December was 0.1 percent 
below the figure for November buft 
stood 1.5 percent above the figure 
for December, 1958. 

Meanwhile, just about all of last 
week’s reports on current business 
activity showed the economy was 
moving at a brisk pace. 

The Commerce Department put 
December personal income at the 
annual rate of $390.7 billion, com- 
pared to $386.9 billion in November 
and $366.9 billion in December, 1958. 

The gain between November and 
December resulted largely from a 
pickup in wage and salary pay- 
ments and in farm income. Wage 
and salary payments by manufac- 
turing concerns showed a particu- 
larly sharp gain. 

The Aluminum Assn. said De- 
cember production of primary 
aluminum reached 162,996 tons, 
compared to 153,666 tons in No- 
vember and 152,301 tons in De- 
cember, 1958. 

The National Machine Tool Build- 
ers Assn. said December net new 
orders for all types of machine tools 
totalled $58.8 million, up from the 
$54.3 million in November and $43.9 
million in December, 1958. 

The American Truck Assns. said 
truck freight loaded in the most 
recent week reported was 6.9 per- 
cent above the total for the like 
week of 1959. 

Dun & Bradstreet reported 
bank clearings, a measure of the 
amount of money changing hands 
by check, was up 5.1 percent over 
the like week in 1959 in 26 major 
cities. 

Steel companies last week began 
making reports on operations in 
1959 and the earnings were surpris- 
ingly high in view of the fact that 
the strike halted production for 116 
days during the year. 


Dodge, Rambler, 
P-D-V, Lark Tell 
Of Sales Gains 


DETROIT.—Dodge, Plymouth- 
DeSoto-Valiant and Rambler have 
reported increased sales in the mid- 
dle 10-day period of January. Their 
reports follow: 


Rambler 


Rambler retail sales continued to 
rise in the second 10-day period of 
January, climbing to 10,652 for a 
67.6 percent gain over the compar- 
able period of 1959, according to 
Roy Abernethy, automotive distri- 
bution and marketing vic e-presi- 
dent of American Motors Corp. 

From Jan. 1-20, dealers sold 19,773 
units to come close to matching the 
19,818 for all of January last year, 
Abernethy pointed out. 

Dodge 

Retail sales of Dodge cars in the 
second 10 days of January were 
more than 2% times greater than 
sales in the same period last year, 
M. C. Patterson, general manager 
of Dodge division, announced. 

Patterson said sales from Jan, 11- 
20 totalled 9,487 cars, compared with 
3,606 in the same 10 days of Janu- 
ary, 1959—an increase of 163 per- 
cent. He noted that retail sales in 
the second 10 days of January, were 
66 percent higher than in the first 


10 days. 
P-D-V 

Retail sales of 11,642 Plymouths 
and Valiants in the second 10 days 
of January were 40 percent over 
the first 10 days, the division said. 
Retail sales of DeSotos in the sec- 
ond 10 days totalled 1,055—up 70 
percent over the first 10-day period, 
P-D-V added. 


Studebaker 


Studebaker-P ackard Corp. an- 
nounced that total retail deliveries 
of 1960 model Larks have passed 
40,000. 

S. A. Skillman, general sales man- 
ager, said that in the first three 
months of the 1960 model year, sales 
ran better than 12 percent ahead of 
the same period a year earlier. 

Lark deliveries, he said, account- 
ed for 2.89 percent of the market, 
compared with 1.89 during the year- 
earlier period. 


Ford Reported 
Aiming at $2,000 
Price for Comet 


here last week indicated that Ford 
Motor Co. will try to hold the 
sticker price of its new Comet two- 
door sedan around the $2,000 mark. 


would be within $100 of Falcon 
models. The Falcon two-door sedan 
carries a $1,912 sticker, and the 
Falcon four-door is $1,974. 


Comet will be held tomorrow (Feb. 
2) 
Country Club, Arlington, Va., across 
the Potomac from Washington, 
scene of the NADA convention. The 
new compact will be marketed by 
Lincoln-Mercury division. 


observers predicted that the new 
Falcon wagons will be priced about 
as much below full-sized Ford 
wagons as Falcon sedans are below 
Ford Fairlanes. 


about $2,240 for the Falcon two- 
door wagon and about $2,300 for the 
four-door model. 











Business Barometer 


Automotive News Economic Index — 


99.6 Percent of Last Week 
115.0 Percent of Like Week Last Year 


Percent of LL tke West 
Last Week Last Year 










































































































































Auto Production ............... 175,060 100.8 137.8 
Track Production ............0. 31,821 106.8 130.1 
Auto Registrations—Year to date. . 5,597,000 er 135.3 
Truck Registrations—Year to date. 878,196 bade 134.7 
Steel Production—Tons ......... 2,727,000 100.0 1326 FT 
Paperboard Production—Tons.... 322,114 99.2 110.1 
Soft Coal Output—tons ........ 8,830,000 98.0 106.5 in | 
Oil Refinery Output—Borrels ..... 52,649,000 99.3 97.3 § for 
Barometer Freight Car Loadings 358,273 102.5 105.1 § O's 
Department Store Sales Index .. 120 90.9 103.4 § tru: 
Stock Market Price Index....... 416.9 98.4 100.9 fis ' 
U.S. Government Spending to | 
—Fiscal year to date ............ $53,138,199,000 ahaa 101.2 § £9 
Commercial and Industrial Loans $30,131,000,000 99.9 Re gin 
Savings Deposits ................ $30,236,000,000 99.6 100.6 anc 
Used-Car Prices—Average........ $1,133 99.0 99.4 § him 
Business Failures ................ 302 103.4 102.0 § fle, 
Common sale 
Stocks Jan. 27 Jan. 20 1959-60 Range Stocks Jan. 27 Jan. 20 1959-60 Range § 800 
AMC....... 83% 86 96%-25% | IH......... 50 50% 57%-39%. 2 
var 
Chrysler... 63% 62% 72%-50% Mack...... 47 48%, 552%-32y, 8 ten 
Ford....... 82% 84% 93%-50% ae 20%, 22% 29%-9y%)§ be 
GUE oc cc0se 494%, 50%, 58% -45 White...... 61 62 67%-40%, 8 &Ve 
(Feb. 1, 1960) the 
sale 
den 
« 2 pra 
Foe of Delayed Billing 
era 
D Y ll, NADA ot 
of 
efends Yarnall, ot 


CHICAGO.—A defense of Frank 
H. Yarnall and other NADA direc- 
tors who voted against a proposal 
for 30-60-90-day billing on new ve- 
hicles has been offered by a Chi- 
—e Oldsmobile dealer. 


the Massachusetts Assn. on 30, 
60 or 90-day open billing to assist 
in carrying new-car inventories, 

On the face of it, anyone who 
would vote against such a propos: 
would seem to be shortsighted in 
















Chicago NADA direc- | deed but, when it is analyzed, the > 
hor until this week’s convention, | very fact that you want relief i Yor 
offered a motion that the board’s | proof that car : ide: 

Pp at carrying of new-car in 
ti mmittee advi the bee 
industry reintons commaitice that |on" that then is expensive wig a 
on tha 
it was opposed to the proposal. | er individual deans Guat. the ta -_ 
~—_ L. wr omg president of|ventories or whether the factorie T 
the Massachusetts State Automo-| do. sug 
bile Dealers Assn., assailed the ac-| go if : sto 
tion of the executive committee,|of say 90 days, Kt will only ‘men dea 
Yarnall and Roland Hughes, Ar-| th h , atic 
at this cost, whatever it is, wi 
kansas NADA director who sec- a 33,0 
onded the motion that the proposal Se o6Ge8 to cach sar, whether B the 
is a car ordered for a custome 
be opposed. and immediately delivered, or on 17 
Maxwell S. Evans, president of/that will remain in stock even be let, 
Bel-Park Motors, Inc. (Oldsmobile), | yond the 90-day period tior 
Chicago, supported the action of : er : 
the executive committee and Yar- ur tae doe ea oa B At 
nall. + 
: 1 examinations and probablyp 8% 
Separini’s position, in brief, was ee of 
that extended billing for new ve- — for = a a — ye the 
hicles would give dealers some fi-| 4’ Ses a5 well would _ tisi 
_|And then, on top of all of th 
nancial relief in a period of mount lati 
tne inventestes. Evans folds that would be added the excise tax 
amenies billing would add to the| Which has still not been removed f . 
cost of all cars, even those sold im- — what about the usual mark - 
mediately after delivery, and would | “P° ons 
penalize some dealers for the bene- nee our proses sytem, Se oni 
fit of others. entory cost can con 
The text of Evans’ letter to Sepa-| by the dealer and, when too high, V 
rini follows: can be reduced by the simple - 
I read with considerable inter- | Process of buying fewer or no 
est the article in the Jan. 25 issue | ©@PS- Under the proposed plan § ©" 
of Automotive News, wherein you | ©@ch dealer would pay the 90-day § W' 
were critical of NADA and par- cost on each and every car re- § 8° 
ticularly Mr. Frank H, Yarnall, | 8@Fdless of how few or many he § by 
@ past president of NADA, and | had in inventory. pe 
our present director from Chi- Then, too, there are many deal- . 
cago, for opposing the stand of |ers who use their own capital to T 
| finance their inventories and these Y 


dealers would certainly object to 
paying for less well-financed deal- 
ers’ inventories. 

So despite the unpopular posi 
tion, Mr, Yarnall has once again 
demonstrated the sort of judgment 
we dealers have come to expect 
from him through his Jong and dis- 
tinguished service to the dealers of 
Chicago and the nation. 


DETROIT. — Reports circulating 





Post Honors Bankston 


As Dealer of Year 


WASHINGTON.—W. O. Banks- 
ton, president of Bankston Mo- 
tors, Inc., Dallas, was the win- 
ner of the Saturday Evening 
Post’s first annual Benjamin 
Franklin Quality Automobile 
Dealer Award and was honored 
at special ceremonies held at the 
Mayflower Hotel here as a part 
of the 48rd annual NADA con- 
vention. 

The award, which cites Banks- 
ton for outstanding qualities in 
citizenship, community service 
and contributions to the automo- 
tive industry, was presented by 
Peter E. Schruth, vice-president 
of Curtis Publishing Co. and a4d- 
vertising director of the Post. 


It was reported that Comet prices 


The national press preview of the 


at the Washington Golf and 


In the station-wagon field, price 


This would mean a figure of 
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THE outside observer, there 
appear to be two great trends 
in auto retailing. One is a striving 
for reputable merchandising, an 
organized movement to win public 
trust. The other 
is the temptation 
to attract cus- 
tomers with a 
gimmicked deal 
and then give 
him a fast shuf- 
fle, a pressured 
gale and a fast 
bye. 
Orne has led to 
:various sales sys- 
tems, which have 
been excused or 
even promoted by factories because 
they appear to get results—new-car 
sales in volume. What is less evi- 
dent is the number of sales such 
practices spoil for all dealers. 
However that may be, it is gen- 
erally conceded that there is room 
for great improvement in the area 
of winning public respect for auto 


Life Booklet Offers 
Selling Tips from 
3,000 Dealers 


NEW YORK.—“What In It For 
You?,” a major survey of selling 
ideas for the auto industry, has 
been prepared by Life magazine's 
automotive merchandising depart- 
ment. 

The booklet presents opinions and 
suggestions collected in “brain- 
storming” sessions from 3,000 auto 
dealers, and Life said dealer associ- 
ations have requested more than 
33,000 copies for distribution to 
their members. 

To gather material for the book- 
let, Life set up a program of ques- 
tion-and-answer sessions at 26 deal- 
er association conventions last year. 
At each meeting, participants en- 
gaged in a free-wheeling exchange 
of ideas on 32 basic problems of 
the industry, ranging from adver- 
tising to manufacturer-dealer re- 
lationships and used-car sales. 

A total of 488 ideas was selected 
from the transcripts to be incorpor- 
ated in the booklet as practical 
suggestions for solving both local 
and general dealer problems. 

Warren A. King, Life automotive 
merchandising manager, said the 
booklet is not intended to be a 
complete text book. “But,” he added, 
“we believe that many of the sug- 
gestions can be used successfully 
by dealers seeking"to increase their 
Profitable sales of new and used 
automobiles and trucks.” 

The booklet contains a foreword 
by James C. Moore, NADA execu- 
tive vice-president. 
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by Robert M. Finlay 





dealers, auto salesmen and auto re- 
tailing in general. 

This is the background against 
which K, E. (Gene) Staley, general 
sales manager of Chevrolet since 
last Aug. 1, launched his owner- 
relations program. Staley says that 
two minutes after E. N. Cole, gen- 
eral manager, notified him that he 
was the new general sales man- 
ager, he asked Cole for a million 
dollars to start his customer rela- 
tions program. 

“I didn’t get the million,” Sta- 
ley concedes, “but I got enough 
to get started.” 

And those who have noted the 
enthusiasm with which Staley 
speaks on this subject are inclined 
to think he will keep the program 


moving, 


* * * 


Can Do It Better 


HERE seems to be little basic- 

ally new in the program. All 
manufacturers are likely to claim 
an interest in treating owners in 
such a manner that they will keep 
coming back. They all fail in some 
degree, however. And no matter 
how successful some are, there is 
great room for improvement. 

And, while the industry is likely 
to concede that Chevrolet and its 
dealers have done as good a job as 
any in this area, there were special 
reasons why Staley wanted to do 
more. 

In the first place, there are so 
many Chevrolet owners—17 mil- 
lion of them. It just makes sense 
to cultivate them, 

In addition, Staley said, Chevro- 
let owners are desirable to others 
in the industry. Staley quoted fig- 
ures to the effect that the owner of 
a year-old Chevrolet had a car that 
was worth $35 to $50 more than the 
next highest car in resale value. 
After the second year, the resale 
value was up to $150 to $175 more 
than the nearest competitor, he 
said. 

“The better we make 
uct,” Staley said, “the 
competitors will want 
ers, and the more we 
to do to keep them.” 

Incidentally, 70 percent of the 
cars traded in on ‘59 Chevrolets 
were Chevrolets. This seems to in- 
dicate a great deal of loyalty, al- 
though Staley points out that 
owner loyalty has declined in the 
postwar years. In spite of the de- 
cline, he said that Chevrolet has 
next highest loyalty to Cadillac. 

cs a * 


our prod- 
more our 
our own- 
will have 


Many Reasons 


HE idea behind the owner re- 

lations department is that there 
is more to cultivating owners than 
a good product by the manufactur- 
er or even good service by the 
dealer. 

Owner relations may be affected 
by the treatment a prospect gets 
when he walks into a dealership, 
the tone of the phone operator’s 
voice, or a sign in the backshop, 
“No cars delivered after 6 p.m.” 

“Is the Chevrolet owner an or- 
phan after 6 p.m.?” Staley asks. 

This doesn’t mean that Chevrolet 
wants all its dealers to operate 
second service shifts, although over 
50 Chevrolet dealers now offer serv- 
ice around the clock, and each week 
several are adding a second shift. 
Obviously, in big cities if all deal- 
ers added a second shift, many 
would have no customers, 

But Staley says what he means is 
an attitude—an attitude on the part 
of everyone connected with Chev- 
rolet of so taking care of Chevro- 
let owners that they will want to 
remain in the family. 

* * na 


Letter From Staley 


HIS starts with a letter from 

Staley to each owner, thanking 
him for his purchase and soliciting 
his comments on product and serv- 
ice. 

“This is not a complaint de- 
partment,” Staley insisted, “but 
we do solicit complaints.” 

And Staley gets them, too. One 
(Continued on Page 8, Col. 1) 
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Senators OK 5 Years 


For Reserve Taxes 


WASHINGTON.—The Senate 
Finance Committee has approved 
the House-passed Ikard bill pro- 
viding for installment payments 
of dealer-reserve tax judgments. 
However, the committee author- 
ized a five-year payoff period, 
compared to the 10 years in the 
House version. 

The Ikard bill was introduced 
last year following a U. S, Su- 
preme Court decision upholding 
the Internal Revenue Service’s 
view that dealer reserves are 
taxable in the year they are cre- 
dited to the dealer’s account, A 
bill to reverse the IRS position, 
making reserves taxable on a re- 
ceipt basis, was withdrawn in the 
House. 
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Witnesses Support Regulation... 





Lawmakers Introduce 
D.C. Dealer Controls 


WASHINGTON. — Legislation to 
rid the auto industry of sales and 
financing abuses in the District of 
Columbia hag been introduced in 
both houses of Congress after a 
hearing in which the regulation 
idea was widely supported. 

The bills were introduced by 
Senator Alan Bible, Nevada Dem- 
ocrat, and Rep. John L, McMil- 
lan, South Carolina Democrat. 

Early action on the bills is con- 
sidered likely. 

The legislation proposed would 
fix maximum financing charges at 








CATA Executive Board Meets— 

New officers and members of the executive board of the Connecticut Automotive 
Trades Assn. are shown at their first meeting of the year in Hartford. At the head of the 
table, from left, are Roger J. Soulen (GMC), East Hartford, secretary; Richard H. Burk- 


hart (Dodge), Waterbury, president; Carl R. 


D. Meek, general counsel. 


Lane, executive vice-president, and Richard 


New Auto-Insurance Rules 
Fought by Texas Dealers 


AUSTIN, Tex.—The State’s new 
auto insurance regulations “virtu- 
ally are in restraint of trade,” the 
president of the Texas Automotive 
Dealers Assn. said at a public hear- 
ing on the rules. 

Some of the rules are unfair to 
both the auto dealer and buyer, 
Cc. B. Smith told the Board of 
Insurance, which took the matter 
under advisement after two days 
of hearings. 

Many senators and representa- 
tives who testified indicated that 
if the board doesn’t make some 
changes, the Legislature will at its 
next session, Smith reported. 

Under the new rules, a driver’s 
insurance rate is based on his past 
driving record. Smith said the 
TADA was opposed to 36-month 
retroactivity in establishing the 
rates. 

He said the association objected 
principally to the parts of the 
regulations which hold dealers 
liable for the accuracy of the 
auto buyer’s statement on past 
traffic violations in insurance ap- 
plications. 

“If through honest error the pur- 
chaser has made an incorrect state- 
ment, his insurance is figured on 
that basis,” Smith said. “If the 
error is discovered later, the insur- 
ance rate, and consequently the 
monthly payment rate, must be 
raised,” : 

Such increases hurt both the 
dealer and the buyer, he contin- 
ued. 

“They could be disastrous to 
auto dealers who in a competitive 
market have sold their goods on a 
small margin of profit, and through 





West Elected to Head 


Oklahoma City Assn. 


OKLAHOMA CITY.—Ray West 
has been elected president of the 
Oklahoma City Motor Car Dealers 
Assn, Dub Richardson is the new 
vice-president and Clarence Shep- 
ard is secretary-treasurer. 

Ralph Bolen, Ed Eskridge, H. B. 
Jackson and Buddy Reinauer were 
named to the board of directors. 








circumstances beyond their control 
are forced to reacquire a previously 
sold vehicle,” Smith added. 

The increased rate could impair 
the buyer’s equity, he said, partic- 
ularly if the buyer bought on a thin 
margin between income and bud- 
geted expenses. 

He called the retroactive provi- 
sions “most unjust,” saying many 
people accused of minor traffic 
violations would have taken their 
cases to court on a not-guilty plea 
rather than paying a small fine 
which could result in increased 
insurance rates, 


Smith also said various other fac- 
tors could add to the unfairness of 
the regulations. 

He cited indifference to enforce- 
ment of traffic rules in some places, 
whereby a violator would escape 
rate hikes, a lack of uniformity by 
cities in reporting violations to the 
Public Safety Department and de- 
lays due to heavy court schedules 
of traffic cases, 
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non-members . 
Apr. 28... 












On the House... 


Can NADA’s new president top this? John Kin- 
naird, new president of the National Independent 
Auto Dealers Assn., and his three brothers (Clarence, 
E. C. and Jess) sing gospel music professionally in 
Fort Worth; they’ve recorded under their own label. 
All four work in the used-car lot at 900 W. Weather- 
ford, Fort Worth; John has been a used-car dealer 
since leaving Army in 1945... . Chrysler’s Tex Colbert 
has been elected president of the Detroit Athletic 
Club, a post highly sought by auto executives; Pon- 
tiac’s Bunky Knudsen was named second vice-presi- 
dent and is in line for post two years hence... 

Central Motor Sales, said to be the oldest Olds- 
mobile dealership in the nation, will be honored Feb. 24 by Dayton 
(O.) chamber of commerce; Dick Swartsel is president of firm 
founded by his father in 1909 .. . Jim Garfield has been elevated to 
general manager of Cleveland dealer association .. . Alabama associ- 
ation has produced a special membership brochure as aid in selling 
. . Brooklyn dealers will stage annual meeting 


North Dakota dealer group added 81 new members but is still shy 
the 400 mark .. . John P. Crisconi, 
elected director of Broad,Street Trust Co. . 
weeks while I attend NADA’s parley and then take a vacation. 


$8 per $100 on new cars; at $11 per 
$100 for cars not more than two 
years old; at $14 per $100 for cars 
more than two but not more than 
four years old, and at $16 per $100 
for cars more than four years old. 

Other provisions of the bill 
would: 

Provide for bonding dealers up 
to $25,000 to protect buyers and 
require that dealer’s books and 
records be kept open to city in- 
spectors. 

Require that buyers be credited 
with any savings they may earn 
by paying off auto loans faster than 
required by contract. 

Give the owner of a repossessed 
car the right to redeem it before 
it is sold at auction, 

Let the city specify what types 
of insurance may be required in 
connection with a sale. 

At an earlier hearing by city 
commissioners, ten witnesses tes- 
tified on the stiff new regulations, 
and not one opposed the need for 
regulation as such. 

The proposed rules had been 
mailed in advance to 200 area re- 
tailers. All were notified of the Dis- 
trict Commissioners’ hearing, The 
rules were an aftermath of mount- 
ing complaints about gyp used-car 
dealers and finance companies, ex- 
posed in a series of local newspaper 
articles. 

“The whole business isn’t rotten,” 
said Louis H. Mann, attorney for 
the Automotive Trade Assn. Na- 
tional Capital Area. “It’s just a 
small fringe element, We're as 
anxious as anybody else to stamp it 
out.” 

John Bonner, representing six 
dealers whose licenses had not been 
renewed because of consumer com- 
plaints, criticized the rules as 
“carelessly and loosely drawn.” 

Bonner recommended that dis- 
satisfied car purchasers be re- 
quired to make sworn statements 
to the licensing office, 

“Otherwise,” he said, “all the dis- 
gruntled buyer has to do is run 
downtown and make a complaint 
and a dealer is out of business.” 


Ford Salesmen 


Vie for Bonds 


DETROIT.—Ford salesmen have 
a chance to win U. S. Savings 
Bonds and automobiles in a Febru- 
ary-March incentive program which 
is tied to Ford division’s Buyer’s 
Digest. 

Salesmen will contact persons 
who ordered copies of the booklet. 
For each contact, the salesman will 
receive a chance on a drawing that 
will be held every 10 days at dis- 
trict headquarters. Savings Bonds 
in $25, $50 and $100 denominations 
will be awarded in the drawings. 

In addition, for each car the sales- 
man sells through a Buyer’s Digest 
contact, he will get a chance on a 
regional drawing for a Fairlane 500 
V-8. One car will be awarded in 
each region. 


Philadelphia Olds dealer, has been 
. . That’s all for a few 


—Perte WeMuorr, Editor, 
Automotive News 
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33,286 Is Latest Total for U. S. Makes... 





Dealer Count Drops 
Nearly 2,000 in Year 


(Continued from Page 1) 


ership operation, with some 30 per- 
cent of American Motors and 
Studebaker-Packard outlets teamed 
with Big Three makes. 

Overdealering must be consid- 
ered. Many makers apparently 
had too many dealers in the 
early years of the last decade. 
The return of the buyer’s market 
and a pair of recessions cut the 
total. 

The reduced volume in the medi- 
um-priced field has played a part. 
So have imported cars and the ex- 
pansion of the Ford-Chevrolet- 
Plymouth price range; Ford deal- 
ers, for instance, now handle 
everything from the under-$2,000 
Falcon to the over-$4,000 Thunder- 
bird. 

Profits have dived, and costs 
have skyrocketed. Thousands of 
dealerships have drowned in a sea 
of red ink. 

The Automotive News census fig- 
ures show that the dealership total 
declined 29 percent during the 1950s 
—from 46,821 to the present 33,286. 

* a * 

oo 1959 decrease followed the 

same pattern as in 1958, with 
the Big Three accounting for the 
full loss. American Motors and 
Studebaker-Packard gained, but 
their increases—both numerically 
and percentagewise—were consid- 
erably smaller than in 1958. 

The General Motors dealership 
estimate dropped from 14,671 to 
14,427 during the year, a loss of 
244 outlets, while Ford Motor Co. 
slipped from 8,825 to 8,240. 

Chrysler Corp. was hard hit, Its 
total fell nearly 16 percent—from 
8,037 at the beginning of 1959 to 
6,771 as 1960 dawned. 

American Motors added 234 out- 
lets as it jumped from 2,743 to 
2,977, and Studebaker climbed from 
2,479 to 2,614, a net gain of 135, In 
1958, AMC’s increase was 543 out- 


lets, and S-P’s was 412, 
= og em 


Independents Dual 


——— two-year rise of Rambler 
and Studebaker, however, has 
been accomplished more by dual- 
ling with existing Big Three deals 
than by the opening of new estab- 
lishments. 

Last year, for example, the 369 
franchise holders added by Ram- 
bler and Lark represented a net 
gain of fewer than 150 dealerships 
—about 130 for Rambler and less 
than 20 for Lark. 

Upwards of 900 Rambler deal- 
ers and more than 800 Lark mer- 
chants also handle a Big Three 
make, with the GM lines being 
the favorite companion. There 
are fewer than 40 Rambler-Lark 


duals, 

The 1959 decline in the number of 
dealerships handling U. §, cars 
continued a trend that has been 
halted only once (during 1955) in 
the last nine years. 

* + * = 
ERE are the dealership totals 
for recent years (figures are as 


of Jan. 1): 
°54—41,910 
9 9 "53—45,191 
"58—37,620 "52—46,014 
"57 —38,367 *51—47,543 
"56—41,018 ’50—46,821 
"55—40,374 "49-—49,173 


There were 45,299 franchised new- 
car dealerships on Jan, 1, 1941, 

The franchise total also dropped 
considerably last year, falling from 
53,272 to 49,043. There were two 
major reasons for this: The death 
of the Edsel and the Dodge-Plym- 
outh divorce. 

* cs + 

Dodge-Plymouth split and 
the resulting change in the 
Chrysler Corp. setup was the story 
of the year in franchise circles. 
The move gave the corporation 
more than four times as many one- 
line dealerships as at the begin- 

ning of 1959. 

Stated another way, Chrysler had 
one exclusive for every four multi- 
ples at the beginning of this year. 
A year earlier, there was only one 
exclusive for 27 multiples. 

Dodge was the big gainer in 
the exclusive field, The division 





now has 2,236 one-line outlets and 
611 multiples with other Chrys- 
ler Corp, makes. A year ago, 
there were 292 exclusives and 
2,937 multiples, 


Incidentally, there still are about 
150 dealerships which handle both 
Dodge and Plymouth. About 80 are 
Dodge-Plymouth duals, while the 
rest carry these makes and one or 
more other Chrysler Corp. lines. 
The 150 outlets are principally in 


small towns, 
* * * 


Plymouth Has 4,007 


E Dodge-Plymouth separation 
sliced the latter’s franchise total 
from 6,843 to 4,007, and it undoubt- 
edly will result in considerably 
more sales per dealer in the Plym- 
outh family. 


Valiant entered the Plymouth 
picture last fall, and 1,028 fran- 
chises had been awarded by the 
end of the year. The corporation 
reportedly is aiming at a total of 
slightly more than 1,200 Valiant 
outlets. 


Plymouth ended the year with 
252 exclusive outlets. DeSoto had 
28, and there were no Valiant or 
Imperial solos. Two dealers handle 
only Chrysler, and 37 others have 
Chrysler and Imperial. 


The Chrysler-Imperial duos are 
considered Chrysler exclusives in 
the Automotive News compilation 
because of the traditional link be- 
tween the makes. Prior to the ’55 
model year, Imperial was a series 
of the Chrysler line. 

o* * * 


ro the third straight year, 
Edsel played a role in altering 
Ford Motor’s dealer total. In 1957, 
the figure rose as dealers clamber- 
ed aboard the Edsel bandwagon. 
In 1958 and 1959, the total decreas- 
ed as they jumped off. 

Although Mercury lost some 140 
outlets during the year, it gained 
about 350 exclusives. Again, Edsel 
was the answer. As Edsel died, 
hundreds of duals became Mercury 
exclusives, 


Mercury’s single-line dealer- 
ships will dip again this year as 
Comet enters the picture, Many 
of the Mercury exclusives will be 
Mercury-Comet duals when the 
new compact hits the market. 

Comet, like Valiant, will not 
boost the industry’s overall dealer- 
ship total, since all franchises will 


go to existing outlets, 
* ok * 


Steadiness at Ford 


oe division held steady during 
1959. It began the year with 
6,897 outlets and finished with 6,830, 
a change of less than one percent. 
Lincoln’s franchise total slipped 
from 1,132 to 1,088. 

Nearly 90 percent of the Lincoln 
dealers are dualled with Mercury, 
and all but a handful of the re- 
mainder are tripled with Ford and 
Mercury. Ford Motor’s qualling 
setup also includes an estimated 
1,070 Ford-Mercury deals. Some of 
the latter probably will get Comet. 

Buick’s continued sales slump 
and an increase in dualling 
throughout the corporation were 

responsible for GM’s loss of 244 
dealerships in 1959. 

Each of the five makes ended the 
year with fewer exclusive dealer- 
ships, but Chevrolet, Cadillac, Olds- 
mobile and Pontiac wound up with 
almost the same number of fran- 
chises in effect, 

+ * + 
UICK, on the other hand, lost 
an estimated 150 exclusives and 
gained 47 duals for a net drop of 
103 franchises. 

Chevrolet played a major role in 
GM’s increased dualling as it added 
136 multiples during the year. 

Since the number of Chevrolet 
exclusives dipped by 141, it ap- 
pears that most of those 136 mul- 
tiples were formed by giving a 
Chevrolet dealer an additional 
franchise. 

Also contributing to the slight 
decline in the overall GM total is 
the realignment program which the 
corporation calls a reappraisal of 
its distribution network, 
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Dealer's Industrial Showcase— 


Center of the attention-getting display of locally manufactured products seen at 
Murphy-West Motor Co. (Oldsmobile-Chevrolet), Maryville, Tenn., was this unusual re- 
volving table of exhibits, This feature, with a number of other display panels placed 
about the showroom, attracted many viewers during the week-long Area Industrial 


Showcase exhibit. 


Compact Pipelines Full; 
Buyers’ Market Arrives 


(Continued from Page 1) 


$75 better than on a Corvair, while 
Ford dealers said the Falcon gross 
tops the average for standard 
series, 

*” * a 


Csr soust and Plymouth 

dealers said Corvair and Val- 
iant sales were running at 20 per- 
cent, or slightly less, of their over- 
all volume. Ford dealers, on the 
average, said the Falcon accounted 
for 30 to 35 percent of total volume, 
although some said they have 
matched every big-car sale with a 
Falcon sale. On the other hand, 
volume Ford dealers with fleet ac- 
counts reported Falcon sales con- 
tributing only 18 to 20 percent to 
their total unit volume. 


Rambler dealers said the Amer- 
ican series has suddenly “come 
alive.’ They welcomed the fac- 
tory’s decision to broaden the line. 

As is usually the case, dealers in 
all the compact lines were inclined 
to blame the other guy for starting 
it when they discuss discounting. 
Funny business hasn’t helped, ei- 
ther. 

Summed up a Ford retailer, 
“Everybody can beat somebody’s 
deal, but nobody can beat any- 
body’s highball.” 

* * * 
[pPAtans said that the lull ap- 
parently has been broken in 
the used-car market, although it is 

still far from healthy. 

They hoped that warm sun- 
shine will revive used cars’ ap- 
peal and enable dealers to pump 
a few dollars back into their 
new-car grosses. 

The overall new-car market, as 
January drew to a close, was be- 
ginning to show increased volume. 
With the heavy discounting, how- 
ever, it was apparent that dealers 
were digging into their own pock- 
ets to get sales off the ground. 

Furthermore, volume gains have 
not been sensational and, while 
many dealers said volume is better 
than it was a year ago, they tended 





Dealer Totals 
U. S. Passenger Cars 














1960 §=«.: 1959 
American Motors .... 2,977 2,743 
Chrysler Corp. .......... 6,771 8,037 
Ford Motor Co. ........ 8,240 8,825 
General Motors ........ 14,427 14,671 
II, ace cies ssecciccess 2,614 2,479 
NR oo ipsa sects cciece 35,029 36,755 
Minus intercor- 

porate duals ...... 1,743 = 1,506 

U. S. Passenger- 
Car Dealers ...... 33,286 35,249 


to speak of current volume as “nor- 
mal,” 

“Normal” demand, of course, is 
not a good enough springboard to 
attain the hoped-for seven-million- 
car year in 1960, 

ao * * 
ARLY every dealer, however, 
seems to have a hunch that 
sales just might suddenly break 
through and skyrocket. 

“The auto industry has a bomb 
that could go off any moment,” 
a Midwest dealer said. 

“We have the stocks and the cars 
are right. We’re just waiting for 
sales to explode. Dealers had bet- 
ter get steamed up.” 

Last week, however, it looked 
like the bomb was burning on a 


long fuse, 
ca * oa 


Glut of Compact Cars 


Plotted, Economist Says 

NEW YORK.—Auto manufactur- 
ers are deliberately planning over- 
production of their new economy 
cars, says Eliot Janeway, president 
of Janeway Research Corp. 

The current production rush in 
the new economy models is “a cal- 
culated business risk to give the 
cars the needed market test of what 
the ‘hard sell’ and high discounts 
can do for the small car,” he said. 

He said as soon as the retail mar- 
kets have been tested, production 
will be reduced to at least the level 
of sales. If, however, the test proves 
disappointing, production will be 
scaled below sales, he said. 





B10 Pet. Equity 
j| Urged to Lease 


Finance Sources Warn 
On Undercapitalization 


Eprror’s Nore: This is another 
in a series of articles on automo- 
tive leasing and opportunities it 
presents to dealers. 

By John E, Walsh 
Staff Writer 

HE number and kind of vehicles 

to be put into operation, antici. 
pated overhead and expenses in 
starting a full-time leasing business 
determine the capital which a deal. 
er will need. 

Many dealers in the business ree. 
ommend a 1 
percent equity 
in the unit be 
fore it is leas. 
ed. This view 
is supported by 
banks and finance companies gen. 
erally. 

All warn the newcomer against 
“undercapitalization,” which they 
say curbs the firm’s operations until 
additional money can be obtained, 

Veterans also advise the dealer 
to sit down with his banker, at- 
torney or an expert on leasing to 
iron out any problems on capital- 
ization. 

The prospective lessee’s credit 
rating is used by some lessors to 
provide needed capital, In cases 
where the credit is topshelf, the 
lessor drafts a contract for the 
leased units and has it signed by 
the prospect. 

. 


A Look 


At Leasing 


* * 
HE contract then is taken toa 
bank or other financial source, 


and after approval by the lending 
(Continued on Page 141, Col, 4) 


Porta to Direct 
Auto Operations 


In S-P Shuffle 


SOUTH BEND.—A realignment 
of corporate management functions 
has been announced by Harold E 
Churchill, president of Studebaker- 
Packard Corp. 

He announced the appointment 
of A. J. Porta, executive vice-presi- 
dent, as general manager of the 
automotive division, and Byers A 
Burlingame, comptroller, as _ vice 
president and comptroller. 

Porta will supervise S-P domes- 
tic, Canadian, Mexican and export 
operations and Mercedes-Bent 
Sales, Inc. Burlingame will be re 
sponsible for financial activities of 
the corporation. 

Reporting directly to Churchill 
will be the automotive division, 
Gering Products division, Kenil 
worth, N. J.; C. T. L. division, Cin- 
cinnati, and William D, Mewhort, 
diversification vice-president who 
directs acquisition activities. 


Beckham-Joslin Burns 
SARATOGA, Calif.—aA fire in the 
Beckham and Joslin Chrysler- 
Plymouth dealership caused an esti- 
mated $200,000 loss. Twenty-five 
cars were destroyed and the build- 
ing heavily damaged. 








British Dealers Get the Facts— 





Alan G. Rude, left, president, Universal CIT Credit Corp., discusses chart contrasting 
1959 volume of new-car sales and percentage financed between U. S. and Great 
Britain, with E. John Furlong, London and H. R. Hill, Kent, England. The Englishmen 
are co-leaders of a group of 20 auto dealers from Great Britain who are on three 
week tour of U. S. and Canada to study latest auto selling and financing methods. 
Following all-day visit to home office of Universal CIT in New York, the group is 


© 1960, Automotive News| ™eeting with dealers in Buffalo, Toronto, Detroit, Chicago and Washington. During 
the Washington visit, British dealers will be guests of the NADA.at its annual meeting. 
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“,.. helpful, common sense 


approach to time selling...’ 


9 














says W. L. TAYLOR; President of Rail Splitters Motors, 
Chrysler-Plymouth dealer, Springfield, Illinois 


“CoMMERCIAL CrepiT has a helpful, common sense approach 
to time selling that has made it possible for us to close a 
bigger percentage of our potential customers. Our men use the 
CoMMERCIAL CREDIT PLAN as part of their selling story with 
conspicuous success. Their insurance coverages enable us to 
maintain our body shop on a profitable basis. Prompt settle- 
ment of claims is a very important factor in building customer 


good-will.” 





Commercial Credit dealers 
are successful dealers 













Write or call the nearest ComMMERCIAL CREDIT CORPORATION 
office for complete information on the benefits of COMMERCIAL 
Crepit Pian. Why not do it, today? 











A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $225,000,000. . . offices in principal 
cities of the United States and Canada. 
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Prizes to 333 Salesmen .. . 


Chicago Show Gate 
Tops 500,000 Again 


By John E, Walsh 
Staff Writer 


CHICAGO.—A record closing 
weekend pushed attendance at the 
52nd annual Chicago Automobile 
Show to 512,156, the second time 
since 1950 that the turnout has 
exceeded a half million. 

Edward L. Cleary, show man- 
ager, said 77,843 persons visited the 
city’s biggest auto exhibit on the 
final Saturday, the best turnout for 
a Saturday in the show’s history. 

Closing Sunday attendance to- 
talled 63,106, the biggest crowd 
ever drawn on the show’s final 
day, he said. 

The attendance record of 518,521 
for the nine-day show, sponsored 
by the Chicago Automobile Trade 
Assn., was set in 1958. Last year’s 
show, plagued by bad weather, 
drew 481,358, 

Cleary said exhibitors were high 


AMA Reports 
Progress in Fight 
Against Smog 


LOS ANGELES.—The auto in- 
dustry has submitted a report on 
efforts “to reduce the contribution 
of auto exhausts to the smog prob- 
lem to two committees of the Cali- 
fornia Senate in hearings held here. 

The statement from the Automo- 
bile Manufacturers Assn, indicated 
that the most encouraging progress 
was being made in efforts to return 
crankcase blow-by emissions to the 
engine for reburning. 

AMA said the method was effec- 
tive, simple, inexpensive and re- 
quired little maintenance. Devices 
based on the finding will be offered 
on cars sold in California no later 
than the beginning of the 1961 
model run. 

The industry said it was continu- 
ing to study the problem and had 
made progress with other methods 
of reducing the emission of un- 
burned hydrocarbons, These devices 
remain expensive and are not yet 
_—" enough for use by the pub- 

ic. 

AMA said the industry will con- 
tinue to cooperate with California 
authorities in meeting the problem 
and preparing antismog regulations. 
An Air Pollution Control Board was 
suggested to provide the flexibility 
needed to meet new conditions as 
they arise, 





Controls Air Pollution— 


New type of automotive muffler de- 
veloped by Universal Oil Products Co., 
Des Plaines, lll., is said to remove smog- 
causing material from exhaust. Called 
Purzaust, the muffler can be installed on 
any car. The California Senate Committee 
on Public Health and Safety was told the 
catalytic device has undergone laboratory 
and road driving tests. These indicate that 
the muffler will control exhaust emissions 
sufficiently throughout a year's operation 
for the average car to meet both carbon 
monoxide and hydrocarbon standards rec- 
ommended by California's State Board of 
Health. 


in their praise of the show’s re- 
sults. 

“It’s virtually impossible at this 
time to say just how many sales 
were made on the floor, but one 
count put the six-day total at more 
than 250,” Cleary said. 

A Studebaker-Packard dealer 
reported deposits or firm com- 
mitments on 30 cars, he added. 

The CATA awarded 333 prizes of 
$25 each in the second salesmen’s 
incentive competition. The money 
went to salesmen chosen by CATA 
“shoppers” on the basis of alert- 
ness, product knowledge and en- 
thusiasm. 

Don C. Mullery, CATA president, 
said about three-quarters of the as- 
sociation’s more than 400 dealers 
participated in this year’s contest, 
either as shoppers or as employers 
of winners of the $25 awards. 

He said that on only 67 occa- 
sions dealer-shoppers reported they 
had been unable to find any sales- 
men whose performance merited 

a $25 reward. 

Forty-nine salesmen won two 
or more prizes, Mullery continu- 
ed, and those representing some 
makes received matching awards 
from dealers, zone offices and 
line groups. 

Only about half of the CATA 
members took part in last year’s 
competition, which was open only 
to those selling American cars, The 
’60 contest was extended to sales- 
men for truck and import makes. 

The CATA “pot” this year was 
$10,000, of which $8,325 was distri- 
buted. Last year’s prize total was 
$7,500, and 300 awards of $25 were 
made -to salesmen on the spot. 
Thirty-two received more than one 
award. 

“The dealers who shopped always 
were assigned to makes other than 
those which they handle,” Mullery 
said. 

“In many instances, so thorough 
was their testing of salesmen that 
the shoppers actually led their sub- 
jects right up to the point of writ- 
ing an order and taking a deposit 
before they revealed their true 
identities,” Mullery said. 


U. C. Dealer Draws 
$500 Fine for 


Sticker Removal 


SAN FRANCISCO.—John Archi- 
bald Thomson, 46, operator of 
Scotchman’s Corner, a used-car 
dealership at 390 S. Market St., San 
Jose, was fined $500 in U. S. District 
Court on Jan. 25 for violating the 
Federal price sticker law. 

Thomson pleaded guilty. He ad- 
mitted removing the label from a 
new car. 

Six other counts were dismissed 
by Judge Oliver J. Carter. 

In another price sticker case, 
Judge Carter scheduled sentencing 
Feb. 3 for Bonded Motors, Inc., a 
San Francisco and San Jose used- 
ear firm, on two counts. 

Attorney James E. Burns with- 
drew an innocent plea and pleaded 
no contest. He told the court the 
firm’s credit would be impaired, “if 
not destroyed” by a plea of guilty. 

A motion to dismiss seven other 
counts that named the firm, Edward 
Shapiro, the company manager, and 
Jack C. Miller, manager of the San 
Jose lot, was taken under submis- 
sion by Judge Carter. 


Gruet Marks 25 Years 


As St. Louis Dealer 


ST. LOUIS.—Gruet Motor Car 
Co., which sells Continental, Lin- 
coln, Mercury, Rolls-Royce and 
Jaguar, has celebrated its 25th an- 
niversary. 

Members of the firm, which was 
founded by George Gruet, who pre- 
viously had been associated with 
Western Automobile Co., a Pierce- 
Arrow distributor, include: Gruet, 
president and general manager; 
Elmer H. Wohlschlaeger, sales man- 
ager; Ty Evans, used-car manager; 
Lon Durham and Elmer Mueller, 
service managers, and William 
Grosch, parts manager. 
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A 'Dual' Replacement— 


A single truck tire, left, designed to replace conventional dual equipment, right, 


is checked for tread temperature by W. R. 
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Woodall, Firestone engineer. The new tire 


currently under development by Firestone Tire & Rubber Co., is said to require consid- 
erably less space than duals and features a lower spring rate which results in a 


softer ride, better load cushioning and reduced truck maintenance. 


Tractors and 


trailers can now be designed with less space required for wheel and axle assemblies. 
The wide base tire and wheel is substantially lighter than duals, permitting a lower 
ready-for-the-road weight, according to Firestone. 


Projects in Six Fields 
Unveiled by Firestone 


By Joseph M. Callahan 
Engineering Editor 


AKRON.—Prospects and products 
of Firestone Tire & Rubber Co. for 
the “soaring Sixties” were describ- 
ed here last week in a two-day dem- 
onstration for newsmen. 

Included in the program were 
presentations from Firestone’s six 
fields—rubber, metals, plastics, syn- 
thetics, textiles and chemicals. The 
company produces more than 12,000 
products in these fields. 


The conference, which marked 
the company’s 60th anniversary, 
was keynoted by President Ray- 
mond C. Firestone, who predicted 
that by 1970 the demand for rub- 
ber will amount to seven million 
long tons and will considerably 
exceed the supply despite increas- 
ed synthetic production and step- 
ped up planting programs. 
“Perhaps this explains to you 
more clearly why Firestone has 
currently started an expansion pro- 
gram in the synthetic fields and has 
also cleared many new acres in 
Liberia and elsewhere for the plant- 
ing of rubber trees,” he asserted. 


Earl B. Hathaway, sales vice- 
president, discussed the prospects 
of the tire market and declared that 
“Firestone is the No. 1 original 
equipment tire supplier for cars, 


Conn. Assn. Asks 
New Factory Plan 
On Buildout Bonus 


HARTFORD, Conn.— The Con- 
necticut Automotive Trades Assn.’s 
executive board has appealed to 
NADA for help in a resolution as- 
sailing factory methods of handling 
buildout bonuses. 

The resolution, unanimously 
adopted, calls on NADA to ask the 
makers to adopt a cleanup policy 
under which at a certain date deal- 
ers would get a refund on new Cars 
in inventory and pay the same dis- 
counted price for additional cars 
they buy during the buildout. 

James R. Johnson, NADA direc- 
tor from Connecticut, presented the 
resolution, and was instructed to 
favor maintaining the traditional 
discount rather than the present 
system of lower discount on some 
models. 

Another resolution requested 
NADA to ask the factories to have 
a top-level executive, with authority 
to make decisions, attend meetings 
of national dealer councils. 

Robert Wright, CATA vice-presi- 
dent representing finance compa- 
nies, warned of overproduction pos- 
sibilities and cautioned dealers to 
buy only the cars they can sell at 
a profit. 

Al Previtali, vice-president repre- 
senting repair garages and body re- 
builders, urged members to com- 
plain at once to CATA whenever 
they see repairs being made by un- 
licensed persons or service stations. 


trucks, tractors and off-the-high- 
way equipment.” 

He said that Firestone intends 
to maintain this position “through 
its quality products, advanced re- 
search and development and 
through hard selling.” In the 
overall rubber industry, he said 
that Firestone had moved from 
fourth to second place in the last 
25 years. 

Much of the program was devoted 
to a variety of projects which Fire- 
stone now has under way for the 
improvement of vehicle tires, under 
the direction of J. J. Robson, direc- 
tor of tire engineering and devel- 
opment. 

Robson said that much work is 
now being directed to the elimina- 
tion of tire noises on the nation’s 
expressways—which has presented 
the tire industry with its “toughest 
development problem in 25 years.” 
Among these noises are “thump,” 
“roughness,” “throb” and “freeway 
hop.” 

Discussing the relative merits of 
tyrex (a rayon derivative) and nylon 
for tire fabrics, Robson said that 
nylon was superior in most of the 
important characteristics, except 
that it still resulted in “flat spot- 
ting,” a thumping that occurs until 
the tire is driven a short distance. 

However, he predicted that the 
tire fabric of the future (about 
1965) would probably be Dacron 
because of its strength, high- 
speed performance and refusal to 
flat-spot. 

Among the problems that have 
to be worked out before Dacron 
is fully acceptable as a tire fabric 
are in its high cost (about 50 per- 
cent more than nylon) and inade- 
quate adhesion properties. 

Mel P. Hershey, manager of tire 
engineering, discussed Firestone’s 
increased activity in the racing tire 
business, a field in which it has been 
the leader here for 50 years. 

Among his projects are develop- 
ment of a set of tires for the first 
jet-propelled race car that will 
make an assault this summer on 
the British-held land speed record 
of 394 miles an hour at the Bonne- 
ville (Utah) Salt Flats. 

The car, which is being built by 

(Continued on Page 141, Col, 1) 


Late Report... 
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22 Dealers Vie 
In Brand Contest; 
3 Are Repeaters 


NEW YORK.—Twenty-two new. 
car dealers are among 571 firms 
competing in the annual “Brand 
Name retailer-of-the-year” competi. 
tion, sponsored by Brand Name, 
Foundation, Inc. 

Competing again this year are 
three certificate-of-distinction win. 
ners in previous competitions. They 
are Taylor Motor Co., Inc. (Dodge. 
Plymouth), King William, Va., 1957 
and 1958; Corwin-Churchill Motors, 
Inc. (Chrysler-Imperial), Bismarck, 
N. D., and Williamson-Willey Pon. 
tiac Co., Birmingham, Ala., both 
in 1958. 

Other dealers vying for top hon. 
ors are: 

Bigelow Motors (DeSoto), Belle- 
ville, N. J.; David Blaushild’s 
(Chevrolet), Shaker Heights, 0, 
Bill Booth Ford, Inc., Wildwood, 
N. J.; Broad Street Pontiac, Inc, 
Newark; Cranson Rambler, Inc, 
Bethesda, Md.; Horne Motor Sales 
(Ford), Sumter, S. C.; James Motor 
Center (Mercedes-Studebaker), 
Long Beach, Calif.; Kossman Buick 
Co., Cleveland, Miss.; Lipman Mo 
tors, Inc. (Rambler), Hartford, 
Conn.; Loel Lust Chevrolet Co, 
Aberdeen, S. D. 

Long-McArthur, Inc (Ford), Sa- 
lina, Kans.; Mierley Motor Co, 
(Rambler), Altoona, Pa.; Murphy 
Oldsmobile Co., Los Angeles; Noble 
Motor Co. (Ford), Danville, Il; 
Schroeder Motor Sales Co. (Lin- 
coln-Mercury), Saginaw, Mich; 
Seifert Pontiac Cadillac, Inc., Den- 
ver; Semmes Motors, Inc. (Ford), 
Scarsdale, N. Y.; Swanson Motors, 
Inc, (Cadillac), Danville, Va., and 
Wynne-Wright Motor Corp. (Plym- 
outh), Norfolk, Va. 

Chairman of the dealership judges 
will be C. Ed Flandro (Ford), of 
Pocatello, Id., winner of last year’s 
competition. 


Rambler Adds 
American Series 


With 125 H.P. 


DETROIT.—American Motors 
last week added a Custom series to 
its 100-inch-w heelbase Rambler 
American line. The new models will 
have a 125-horsepower engine, com- 
pared with 90 horsepower for 
American Deluxe and Super units. 

The American Custom engine is 
an overhead-valve, six-cylinder 
power plant that is similar to the 
one used in the 108-inch-wheelbase 
Rambler Six. It displaces 1956 
cubic inches and has a compression 
ratio of 8.7 to 1. 

Three Custom models will be of- 
fered—a four-door sedan, a two- 
door sedan and a two-door station 
wagon. Whee! disks, and custom up- 
holstery and trim will be standard, 
and the cars will have 6.40 x 15 tires, 
compared with 5.90x15 on other 
Americans. 

The four-door sedan will have a 
sticker price of $2,059; the two-door 
sedan will be $2,010, and the wagon 
will be $2,235. The figures are $130 
above American Super models. 


Huntington Dealers Elect 


HUNTINGTON, W. Va.— Jack 
Moses has been elected president of 
the Huntington Automobile Dealers 
Assn., succeeding William C. Turn- 
bull, who was chosen treasurer. Hez 
Ward was named vice-president 
and Dutch Miller, secretary. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
declined $11 last week to $1,133, according to Automotive News’ 


index. 


Only newest and oldest models on the index escaped the setback, 
with increases amounting to $6 on ’60s, $7 on ’54s and $6 on ’53s. 
Losses were indexed at $5 on 57s, $6 on 56s, $7 on ’55s, $27 on 
58s and $67 on $59s, New lows were established by ’59s, ’58s, ’57s, 


56s and ’55s. 


At a group of representative auctions last week, the average 
consignment was 274.8 units, compared with 331.8 a week earlier. 
The sales ratio was 68.2 percent, compared with 71.5 percent the 


previous week. 


Auction reports begin on Page 101. 











RAMBLER SELLS MORE 


BECAUSE 


RAMBLER SAVES MORK ¥ 
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.| © Rambler American Station Wagon NOW-—THREE BRAND NEW 
J : RAMBLER AMERICAN 
| is priced at least *345 less CUSTOM MODELS 


than any wagon built by the Te on ons eee 
, array of 24 a Par —_e in har- 
monizing vinyl and fabric materials. Luxurious 


other 4. Major U. S. Manufacturers . cook ta 2 ’ door-to-door carpeting sets the a 


be 


apart from all other cars in its field! The Custom 
4-Door Sedan, 2-Door Sedan and Station Wagon 
are available in 16 solid and 32 two-tone exterior 
color combinations. 


® Rambler has top resale value ae 
of All U.S.-built low-priced cars ea CUSTOM FLYING SCOT ENGINE 


In answer to popular demand, this newest 
Rambler American Custom features an engine 


that combines effortless performance with 
budget-saving gas economy. The 125 H.P. 


® Rambler is America’s official ) eT ce ee eee 


handling and ride characteristics of the 


Rambler American. Choice of standard, over- 


economy King Sf aa drive or automatic transmissions. 





Wouldn’t You Like To GO And GROW With RAMBLER? 








Be Our Guest... 
AMERICAN MOTORS 
HOSPITALITY HEADQUARTERS 
Terrace Ballroom—Shoreham Hotel 


5-8 P.M. DAILY... JAN. 31-FEB. 2 
During N.A.D.A. Convention 


MAIL THIS COUPON TODAY 


Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 





Dear Sir: Will you please provide me with more complete informa- 
tion about the Rambler franchise. | understand that | am under no 
obligation and my inquiry will be held in the strictest confidence. 


a ; imansibeicn 
ADDRESS__ ‘ideas tiodeca 
CITY on = iam lh te clriaecia Adee 
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the booklet seeks to learn some-/| designed to improve the qu:lity of 


Dealer Forum »% robert m. Fintay 





(Continued from Page 3) 


owner took Staley’s expression of |the program to the public is avail- 


interest at face value and phoned 
him at home at night to ask how 
“the dash-blamed dome light work- 
ed.” 

“That's part of the program,” 
Staley said. “Every time we deliver 
a@ car we should go to great pains 
to make sure the new owner un- 
derstands as much as possible 
about the features of his car, and 
anything he can do to avoid trou- 
ble or expense.” 


Staley reports that dealers are 
enthusiastic about the program. 
As part of it, they get a mailing 
piece: “Are You Ready?” 

This folder urges dealers to ap- 
Point a responsible employe to 
check each car to make sure it 
arrives in good condition, to pre- 
pare each car for delivery with ut- 
most care, to make sure cars are 
properly delivered to customers, to 
be certain service facilities are ade- 
quate, to follow up sales. 

Dealer advertising announcing 


able. In addition, dealers in some 
cities are combining to support 
“buy-with-confidence” advertising 
programs, based on the owner rela- 
tions drive. oe 


Plans for Future 


— day in the future, Staley 
hopes to have a national owner 
relations manager and an owner 
relations manager in each zone. At 
present he has an owner relations 
manager, Mack Worden, plugging 
at the program all the time; for- 
ward-development boards meeting 
periodically with all departments, 
and a panel of 1,200 owners repre- 
senting a four-year model span 
whose advice is solicited by mail. 
Staley took office Aug. 1. The first 
forward-development board meet- 
ing was held in October on service. 
The board is made up of a cross- 
section of the whole Chevrolet sales 
organization — a regional man, a 


zone man, five district men and five 
dealers. The next board, in Novem- 
ber, covered sales promotion and 
car distribution. The third board 
wag just completed and covered the 
parts and accessory department 
and business management. 

These meetings are like semin- 
ars, lasting for three days. The 
various departments have a speci- 
fied time to tell what they are 
doing to promote good owner re- 
lations, and then the board mem- 
bers go to work on suggestions for 
doing it better. 

The fact that these board meet- 
ings are coming up tends to keep 
each department conscious of the 
program. 

In addition, every 10th Corvair 
buyer and every 30th regular 
Chevrolet buyer gets a research 
booklet, which goes into owner sat- 
isfaction with appearance, quality 
of workmanship, comfort and con- 
venience, safety, handling, per- 
formance and service, In addition, 


Estate Put at $190,000 


SALEM, Ore.—The late W. L. 
Phillips, partner in Valley Motor 
Co. (Ford), left an estate of $190,- 
702..He was a partner with Paul 
Wallace in the pioneer firm, 


thing about the owner’s buying 
habits, as well as personal informa- 
tion. The booklet is so designed 
that by folding out the back cover 
it becomes a mailing piece needing 
no stamp. 

* * 


‘Defect-Free’ Program 


TALEY said that he conceived 

the need for such a program 
when travelling with Cole on a 
dealer swing a couple of years ago. 
At that time, Cole was promising 
the dealers that there would come 
a day when a deliverable car would 
be turned out at the end of the 
assembly line. Since the industry 
practice was for the manufacturer 
to expect the dealer to do consider- 
able conditioning before delivery, 
Staley said he suggested that Cole 
qualify his statement a bit. 

Cole has pushed this program, 
called the “defect-free program,” 
at all plants. The longer it has been 
in operation at a plant, the better 
it is working, Staley said. (It was 
started at the Atlanta plant, by the 
way.) 

As an indication of the success 
of the program, Staley said that 
the dealer checklist has been cut 
from 50 to 10 items, 

This program in manufacturing, 





———, 


the product, called for a parallg 
program in owner relations, Staley 
said. 

To some it might appear to be 

a@ program of confidence—« wil]. 
ingness to face the customer 
after the sale, to stay with him, 
to satisfy him and then to seek 
his future business as well 1s the 
future business of his friends, 

“You can’t do this,” Staley saiq 
“unless you've satisfied him aj 
down the line.” 

A backlog of millions of satisfieg 
owners, said Staley, offers an op. 
portunity for the factory and the 
dealers to protect themselves from 
the ravages of cyclical buying. 

Since the program was started, 
stated owner preference for 
Chevrolet has risen five percent- 
age points, Staley said. 

A point Staley accents to his staff 
in this regard: 

“We must not learn to do things 
right by first doing them wrong’ 

We remarked: 

“This program doesn’t seem to 
leave room for the dealer who bases 
his operation on giving the cus. 
tomer a fast shuffle.” 

Staley: 

“It certainly does not.” 
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Belleville 9, N.J. 


Name 
Company 
Address 
City 
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Heyer Industries Incorporated, Dept. AN-2 


© Send complete data on Dyna-Vision, includ- 
ing details of easy-payment plan. 
© Arrange a demonstration at my convenience. 








eer Sw ee 
No. of mechanics employed___ 


Title 


Why you can make more money 
with Dyna-Vision’ tune-up 


Dyna-Vision with Power-Chek saves you at least 
an hour per job, eliminates time wasted on untun- 
able engines, never misses a possible parts or serv- 
ice sale, reduces comebacks to a minimum, helps 
assure customer satisfaction. Here’s why: 

New Dyna-Vision is more than just another 
scope-meter combination. It is a completely in- 
tegrated motor tuner capable of analyzing all four 
systems of a modern engine in only 15 minutes. 
Nothing else on the market can do a comparable 
job in less than an hour. 

Trouble can originate at over 100 points in the 
four basic engine systems—ignition, carburetion, 
low voltage and power. To check them all with 
meter-type equipment takes 1-4 hours and is costly 
in time and labor. A scope-meter unit does the job 
faster, but it still requires some 50 time-consuming 
connections and control adjustments. And no 
“scope” until now has provided a quick check on 
engine mechanical condition—rings, valves, gas- 
kets, etc. 

Dyna-Vision is different. It requires only 7 con- 
nections for 100% diagnosis. This includes the 
Power-Chek, which is equivalent to a compression 
test, yet takes less than a minute and is made with 
the engine running. With any other equipment, 
this check takes up to 1% hours and thus is seldom 
made except as a last resort. Yet 10-15% of all 
engines require some mechanical repair before 
successful tune-up is possible. 

These are just a few reasons why tune-up with 
Dyna-Vision is more profitable. For complete de- 
tails, mail the coupon today. 


HEYER INDUSTRIES INCORPORATED 
Belleville 9, N. J. 
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Dyna-Vision Representatives 








Weare prepared to sell and train deal- 
ers on a national basis through the 
following Dyna-Sales companies (ad- 
dresses indicate store and warehouse 
locations): 


Belleville, N.J. 
500 Cortlandt St.. PLymouth 1-2222 


Boston, Mass. 
7 Jersey St........... COpley 7-3159 


Chicago (Oak Park), Ill. 
666 W. Madison St....EUclid 3-5950 


Cincinnati (Deer Park), Ohio 
3980 Superior Ave. .TWeed 1-3748 


Cleveland, Ohio 
7413 Memphis Ave. 
Denver, Col. 
1217 California St.....TAbor 5-5066 


Detroit, Mich. 
15827-31 Plymouth Rd. 


Houston, Tex. 
6821 Academy St...MAdison 3-1442 


Indianapolis, Ind. 
6060 E. Washington St. 
Los Angeles, Calif. 
833 E. Sixth St.....MAdison 7-9377 
Milwaukee, Wis. 
3222 National Ave. 
Minneapolis, Minn. 
5456 Nicollet Ave.....TAylor 4-0430 


New Orleans, La. 
7202 Washington Ave...... GA 2214 


Philadelphia, Pa. 
831-33 N. Broad St...POplar 3-2973 


Pittsburgh, Pa. 
22 Diamond North..FAirfax 1-1234 


San Francisco, Calif. 
183 Utah Ave.......... JUno 9-5363 


Seattle, Wash. 
3155 Elliott Ave.....ATwater 3-5345 


St. Louis (University City), Mo. 
7523 Olive St. Rd. PArkview 1-2562 


Dallas, Tex.....Contact Belleville, N.J. 


HEYER INDUSTRIES INCORPORATED 


SHadyside 9-1880 


BR 3-5144 


FLeetwood 9-9026 


EVergreen 4-0787 


MULL LLLLL ULLAL LULL LULLLLCUUULUUULUUCCUULUULUU UCU UOULOUULUUCUOUUUMLIUMOUMNUOMOUOMO ULTIMO CUUCUOUUU UCU UCUCLU LUC ULOPCO CUPL PLLC OULU PLUTO LULL TL 01 


PLymouth 9-0800 





Pen: Bios é 00 <'0000 MElirose 4-4959 = 
Burlington, N.C........JUniper 4-7239 = 
Gadsden, Ala........... Liberty6-0100 3 
Kingsport, Tenn......... Circle 6-2667 3 
Nashville, Tenn......... ALpine 5-3574 = 
Phoenix, Ariz......... Amherst 5-6786 3 
Richmond, Va......+.++. Milton 3-7708 3 
po eee Tampa 47-2494 2 


Belleville 9, N.J. 
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Progress 


During the Year 1959, the Evening 


NEW YORK 


a American 
Gained 
146,265 Lines’ 


OF NEW PASSENGER 


CAR ADVERTISING 
an increase of 47% 
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This was the largest linage gain, and the largest per cent 


gain of all New York newspapers, morning, evening or Sunday 


The JOURNAL-AMERICAN Is New York’s Most Popular Evening Paper 


It reaches 118,000 more families than the World-Telegram and Sun 
and 243,000 more families than the Post 


Represented Nationally by Hearst Advertising Service 
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AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM 

. M { |. Fair and equitable contracts between manufacturers and dealers in 

E A motor vehicles, parts and accessories; 

A K { 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 

t E and U. S. governments, applied to building and maintenance of highways; 

. R { 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 

NEWS else in the world. 





All Dealers May Take 
This Road 


UTO dealers meeting in Washington this week will be 

importuned to do any number of things. Something for 

the small dealers. Something for the big dealers. What about 
the medium dealers? 


There are some odd ideas about in the land, and they 
come from high places as well as low. For example, Presi- 
dent Eisenhower urged the other day that industries hold 
or cut prices to further the battle of inflation. The White 
House said he was referring particularly to the steel and 
auto industries. 


In an industry where there is competition, prices are set, 
not by the industry, but by the competitive facts of life. 
And that is one thing the auto industry has—competition. 


Dealers themselves, when they think ahead, we are sure, 
realize that NADA cannot favor proposals that would pit 
small dealers against big dealers or medium dealers, or any 
combination. 


In the end, a trade association must work for the benefit 
of all its dealers, and it can do this only under one standard 
—the public interest. NADA must work for a_ business 
climate under which all dealers may operate competitively 
and with honor. 

In this regard, it is interesting to note that the price- 
disclosure bill, which was eyed by the industry with con- 
siderable doubt at first, has worked wonders to improve the 
business climate of dealers. 


It is noteworthy, too, that the bill is in the public interest. 
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Coming 
Events 


% Eprror’s Norte: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Jan, 30-Feb, 3—National Automobile Deal- 
ers Assn., Washington, D. C. 

Feb. 14-15—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 

%& Feb. 17 — Annual Legislative-Business 
Meeting, South Carolina Automobile 
Dealers Assn.. Wade Hampton Hotel, 
Columbia. 

March 20-22 — Automobile Dealers Assn. 
of North Dakota, Hotel Ryan, Grand 
Forks, 

Apr. 3-5—Illinois Automotive Trade Assn., 
St. Nicholas Hotel, Springfield. 

Apr. 24-26—Automobile Dealers Assn. of 
seem, Buena Vista Hotel, Biloxi, 

iss, 

Apr. 24-26—Ohio Automobile Deaiers 
Assn., Commodore Perry Hotel, Toledo. 

April 28—Brooklyn and Long Island Auto- 
mobile Dealers Assn., Salisbury Club, 
East Meadows, Long Island. 

May 1!-3—Texas Automotive Dealers Assn., 
Driscoll Hotel, Corpus Christi, 

May 1-3— Georgia Automobile Dealers 
Assn., British Colonial Hotel, Nassau. 
— 5-6—Joint Convention of Kansas 
otor Car Dealers Assn, and Missouri 
Automobile Dealers Assn., Hotel 

Muehlebach, Kansas City, Mo, 

May 6-7—Arizona Automobile Dealers 
Assn., El Tovar Lodge, South Rim, 
Grand Canyon, Ariz. 

May 8-10— Oregon Automobile Dealers 
Assn., Benson Hotel, Portland. 

May 12-14—Washington State Auto Deal- 
ers Assn., Longview. 

May 13-14— South Carolina Automobile 
Dealers Assn., Francis Marion Hotel, 
Charleston, 

May 15-17—Idaho Automobile Dealers 
Assn., Hotel Boise, Boise. 

June 7-9—New York State Automobile 
Dealers, Spring Meeting and Golf Tour- 
nament, Grossinger's, N. Y. 

June 12-14—New Mexico Automotive Deal- 
ers Assn.. Western Skies Hotel, Albu- 
qerque. 

June 13-15—New Mexico Automobile Deal- 
ers Assn., Western Skies Motel, Albu- 
querque, 

June 20-22—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 
June 23-26—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island. 
Aug. 21-23—Colorado Automobile Dealers 

Assn., Harvest House, Boulder, 


Sept. 11-13—New Hampshire Automobile 
Dealers Assn., Farragut House, Rye 
Beach. N. H 


Sept. 12-13—Minnesota Automobile Deal- 
ers Assn., Leamington Hotel, Minne- 


apolis. 
Sept. 18-19—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 
Sept. 18-20—New York State Automobile 
i The Concord, Kiamesha Lake, 


Sept. 19-20—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 

*% Oct, 28-Nov. 2 — Florida Automobile 
Dealers Assn., Cruise to Montego Bay 
and Port-au-Prince. 

. 2 «6 


Auto Shows 


Jan. 30-Feb. 6—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb, 6-13—Milwaukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee 
flactodes imports). 

Feb. 6-14—Detroit Auto Show, Artillery 
Armory (includes imports). 

Feb. 9-13— St. Petersburg Auto Show, 
Crossroads Shopping Center, St. Peters- 


burg. 

Feb. 13-20—Syracuse Auto Show, Onon- 
daga County War Memorial Building, 
Syracuse, N. Y. 

Feb. 17-22 — Autorama, Connecticut State 
Armory, Hartford. 

Feb. 19-2i—Albuquerque Auto Show, State 
Fair Coliseum, Albuquerque, 

Feb. 27-March 6—Kansas City Auto Show, 
Municipal Auditorium Exhibition Hall, 
Kansas City. 

March 30-April 3 — Louisville Auto Show, 
saereey ‘air & Exposition Center, Louis- 
ville. 

Apr. 49—Philadelphia International Auto 
Show, Trade and Convention Center, 
Philadelphia, (Foreign and Domestic 


Cars.) 

Apr. 16-24—International Auto Show, Colli- 
seum, New York, N. Y. 

Oct. 15-23— National Automobile Show, 
Cobo Hall, Detroit. 

Jan. 9-17—Memphis Auto Show, Ellis Audi- 
torium, Memphis. 

(Continued on Page 124, Col. 5) 


being predicted. 


10 Years Ago — 1950 


During 1949, 1,088 new-car dealers went out of business, with 420 
folding in December, according to NADA. 






Automotive Cartoon 





Of the Week 

















The Big Stories 


34 Years Ago — 1926 


Fred W. Slack, chief engineer, Peerless Motor Car Corp., said there 
is a widespread impression that cars being made today are not as 
carefully built as those of 10 years ago. Said he: “It is easy to explain 
why this belief is so widely held. Aside from the present tendency to 
look upon the past as the golden age, there are a number of cars 
made 10 years ago still giving service. Owners of present day cars 
look at these and remark sagely, ‘They aren’t making cars like they 
did those days.’ They don’t stop to think that in 10 years from now 
there will be many more cars of the present day in operation than 
there are cars of 10 years ago running today.” 


20 Years Ago — 1940 


With auto production virtually halted throughout Europe and not 
to be resumed for the duration of hostilities there, a tremendous 
European demand for American cars as soon as the war ends is 





"We've virtually wiped out our competition .. ." 









Letterbox 


‘Quality, Not Quantity . . . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 






has been nor will there be a really 
great volume in sales such as the 
American manufacturers have en- 
joyed—Pau.t J. Kaurman (Borg- 


: ward-Morgan), Milwaukee. 
not agree with all of his comments. 8 oe ae 


‘Imports Here to Stay’ 

I have read with interest the ar- 
ticle and interview of my friend 
and neighbor, Abe Malofsky. I can- 


The people who are buying for- 
eign cars are still the fine type of 
person who insists upon true qual- 
ity and true economy, without 
planned obsolescence and with a 
minimum of maintenance. 

It is my feeling that this makes 
a foreign car, where quality and 
not quantity is the prime factor. 
With the introduction of the Amer- 
ican compacts, our business in- 
creased, and certainly interest has 
increased. The foreign-car picture 
has changed to this degree. No 
longer can a foreign-car dealer sit 
back and demand. He now must 
sell. 

With more competition, the pros- 
pective purchaser must be treated 
with kindness and respect and a 
desire to please. He must be sold 
and not expected to buy because 
the dealer has a near monopoly on 
the line of cars. 

I personally feel that the import 
business is here to stay, as witness 
the fact that I have just taken on 
Triumph and Daimler. 

There will always be a demand 
for foreign cars, but there never 


‘Good Luck’ 

Eprror’s Note: The following is 
the text of a telegram sent to the 
Los Angeles Area BMC Dealers 
Assn. 

Please accept my resignation to 
the office I hold in your dealers’ 
association. I honestly think we 
dealers are our worst enemies in 
this business. 

When an officer of our dealers’ 
association advertises no interest 
charge and other gimmicks, and no 
doubt other dealers will follow, I 
quit. You all have been good drink- 
ing partners. Good luck. — AL Per- 
NETT, Riverside, Calif. 

t ok * 


Thanks 

We should like to congratulate 
you for a fine job in reporting the 
news as it pertained to the auto- 
mobile industry in 1959. 

We always look to the AUTOMOTIVE 
News as a source for information 
to guide us in our thinking and 
planning, so keep up the good work. 
—Frep I. Lyte, president, Green- 
wald Auto Co., New Kensington, 


Pa. 
* * * 


DAF Doffs Hat 

I greatly appreciate the nice ar- 
ticle about the DAF car in the 
Dec. 21 issue—JaN Sorten, DAF of 
Holland, P. O. Box 690, Stamford, 
Conn. 








* * 


Over a 4-Barrel 


On Page 6 of your Jan. 11 issue, 
lower left corner at bottom of page, 
it says Mr. Chesebrough is shown 
with a new one-piece valve body 
for Torqueflite transmission. 

I may be mistaken, but if I ever 
saw a Chrysler four-barrel carbure- 
tor, this is it—-Buck Bryan, Rey- 
nolds Park Rd., Winston-Salem, 
N. C. 

Eprror’s Note: You’re absolutely 
right. 
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LIKE A 
NEW CAR! 


There’s 
nothing 
like 
a 
new 


car 
! 


There’s nothing like a new car unless it’s the outstanding opportunities that exist right now 
to sell a lot of them! You see, American families these days have more disposable income than ever 
before—along with the extra leisure time to enjoy this new prosperity to the utmost. What’s more, 
this trend is just beginning. For the next ten years, authorities predict income and living standards 
far beyond what we witness today. 

To help General Motors dealers continue to share in the fruits of this expanding economy, 
GM is currently running a dramatic advertising campaign. Advertisements such as the one repro- 
duced will appear in full color to remind folks of the family fun they can enjoy only with a new 
car—of the excitement, pleasure, comfort and safety that accompany new car ownership—and of 
the fact that nothing else will return so much over so long a time as will their investment in the 
outstanding new .‘tyling and engineering features of the 1960 General Motors cars. 

Millions of prosperous new car prospects will see these exciting advertisements in leading national 
publications. Watch for this new series of advertisements. They’re more reasons why it will be great 
to be a GM dealer in the Sixties! 
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GENERAL MOTORS 


GO GM FOR 60 


CHEVROLET - PONTIAC - OLDSMOBILE - BUICK - CADILLAC - ALL WITH BODY BY FISHER 
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Here comes somebody s opportunity! 


Dodge Has Expanded Into the Low-Price Field—And So Can You! 


If you are currently operating a single-line dealership in 
the medium-price field, this message is especially for you. 


Today, due to recent market changes, many thoroughly 
capable dealers, like yourself, are faced with a steadily 
decreasing market and increased competition in this field. 


The growing and continuing success of the low-priced cars, 
and the enthusiastic reception given this year’s new com- 
pact offerings are clear indications of which way the market 
is heading. 


Currently the low-price field is not only the largest, it is 
the fastest growing portion of the present market. It offers 
dealers the opportunity for increased sales today—and even 
more important—the potential for additional expansion 
and growth in the future. 


The Dodge Division of Chrysler Corporation has acted 
swiftly to capitalize on this market trend: A new and highly 
flexible Market-Programmed Sales Agreement has been 
developed to assure Dodge Dealers that their sales activities 
will be directed where they will produce the greatest 
potential for profit and future growth. 


The successful introduction of the low-price Dart was the 
first step in providing Dodge Dealers with new and highly 
salable products that keep pace with changing market 


conditions. Today, it gives Dodge Dealers a crack at 7 out 
of 10 new-car buyers—the broadest single-line coverage in 


the industry. 


Special Opportunities for Qualified Dealers. 


The recent Dodge expansion into the low-price field has 
made available a limited number of highly desirable Dodge 
Market-Programmed Sales Agreements. Openings are avail- 
able in most sections of the country and in all types of 
markets. For the man with the proper qualifications, they 
offer unequalled opportunities for immediate expansion 
and future growth. For full details on opportunities in your 
area, write in complete confidence to: 


John B. Naughton, General Sales Manager 
Dodge Division, 7900 Jos. Campau Ave. 
Detroit 11, Michigan 


Attention General Managers and Sales Managers: 


Many qualified men, interested in opening a business of 
their own, are held back solely through a lack of financial 
backing. If this is the case with you, investigate the Dodge 
Dealer Enterprise Program. It provides up to 75% of the 
capital required, plus other valuable assistance, to men 
with the necessary background. A confidential letter to 
John B. Naughton will bring full details. 


In 1960 the big deal is 1) ()[) (GE 


‘60 DODGE *« DODGE DART +« DODGE TRUCKS 
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continues. Enormous shopping cen-| ern medical facilities in the nation, 
ters are being built so fast that|/It combined three of the capitay’s 


AUTOMOTIVE WASHINGTON 


Here Is Ullman’s Guide 
For NADA Visitors 


By William Ullman 
Washington Bureau Chief 
geome in Washington for the NADA convention will 
discover that some new spots and sights—and a lot of 
new holes—have appeared since the retailers were here four 


years ago. Several good for- 


eign restaurants have been 
added to the capital’s already dis- 
tinguished roster, and night life 

oes a generally has 
“sai » taken a more vig- 
orous turn. There 
are plenty of new 
buildings, includ- 
ing one of the 
largest churches 
in the world. 
Washington is al- 
ways worth a new 
look. 

A national mag- 
azine recently 
asked 15 U. S. 





William Uliman 
leaders who know their way around 





to pick America’s top tourist at- 
tractions for the foreign visitor. 
Washington got more votes than 
any other place, topping both New 
York and San Francisco by one 
vote. What’s good for the foreigner 
ought to be good for the American, 
too. 
a” +” * 


Heart of City Unchanged 


E heart of the capital re- 

maing unchanged, Downtown 
Washington is a monument to sta- 
bility. The Capitol is still up at 
one end of the avenue, and the 
White House remains at 1600 
Pennsylvania Ave, In between is 
a central business district with the 


same old buildings that were here 


40 years ago. 

Outside the core, however, there 
is plenty of change. Mammoth 
craters on the Mall will be filled 
by new Federal office buildings, 
Near Capitol Hill, the super- 
structure is up for a third House 
office building. 

The Capitol itself is getting a 
facelifting and a new east wing, 
and a new Senate office building, 
which some thought was haunted 
at first, is open for business. There 
is a streamlined Senate railway to 
the Capitol, too. 

Along the Potomac, work has 
begun on two new bridges. One 
whole section of the District— 
Southwest Washington—has been 
levelled. At the moment, it looks 
as if the city had been bombed, 
but a vast urban renewal project 
will rise from the rubble, 

New office buildings abound in 
the Connecticut Ave. area, and it 
is clear now that NADA led the 
way in spurring new construction 
in the vicinity of 2000 K St., N.W. 
The NADA Building was first in the 
neighborhood; others have followed. 

* * * 
CH of the current Washing- 
ton story can be grasped only 
by driving to the suburbs. The ex- 


Washingtonians can’t keep up with 
them. 

Autos have played a major 
role in this shift, as did one 
Washington auto dealer, The late 
Joe Cherner, veteran D., ©. Ford 
dealer, built Shirlington, the first 
big shopping center in suburban 
Washington, 

Visitors who still cling to the 
hope that our Federal Government 
can be cut in size should drive out 
for a look. The real estate men 
around Washington are betting 
heavily on continued growth, 

* 


 @ 


Catholic Shrine Is Open 


ie NORTHEAST Washington, on 
the campus of Catholic Univer- 
sity, is the largest Catholic church 
in the Western Hemisphere. It is 
the National Shrine of the Immac- 
ulate Conception, which opened a 
few months ago. 

The great edifice is topped by a 
startlingly brilliant dome of red, 
blue, and yellow tile, and, like 
Washington’s venerable National 
Cathedral (Episcopal), the Shrine 
is attracting visitors of every 
faith. Tours are conducted daily 
from 9 to 5. 

Also new since the last conven- 


plosion of Washington’s population | tion in 1956 is the Washington Hos- 
into nearby Virginia and Maryland | pital Center, one of the most mod- 








| MAGNESIUM 


MAGNESIUM DELIVERS 4 TIMES 
MORE DIE CASTINGS per pound than zinc! 


4 pounds of magnesium make... 





4 pounds of zinc make... 


Magnesium die castings have a long history of successful 
application in automobiles—and for several good 
reasons. You get more volume of lightweight magnesium 
per pound, thus you get more die castings per pound. 
Aluminum, for example, is 50% heavier—zinc and steel 
four times heavier —than magnesium. You save on 
production costs because magnesium can usually be die 


cast 50% faster than aluminum. It can be machined 


faster, too. 


If weight or time saving is your problem, check mag- 
nesium with your die casting supplier or write to: 
Automotive Development Engineering, Magnesium 


Sales Dept. 1100U2-1, 


THE DOW CHEMICAL COMPANY, 


Fisher Building, Detroit, Michigan. 


A FEW EXAMPLES of the many automotive parts die cast of magnesium. 


Instrument panels and bezel rings 


Fan spacers 


Steering column parts 


THE DOW CHEMICAL COMPANY - 





Engine Parts, including: 
Generator end plates 
Starter end plates 


Fuel pump cover 
Main bearing oil seals 
Drive parts 


MIDLAND, MICHIGAN 








as, 


finest hospitals. 

Adjacent to the Center is the Olq 
Soldier’s Home, also open to vigj. 
tors. It is a sight missed by far 
too many capital visitors, 

* * of 
HE best show in Washington 
continues to be the workings of 
our legislative branch, Visitorg 
passes to the House and Senate 
can be picked up at the offices of 
congressmen and senators. 

Frequently, committee hearings 
provide more interest than the big- 
ger sessions, and they are usually 
open to the public. Hearings sched. 
uled for each day are listed in 
Washington’s morning paper. No 
passes are required; the public may 
attend any hearings noted as 
“open.” 

cl a + 


Top Stars at Top Clubs 


= to the capital know 
that Washington is not a big 
night-club town, like New York or 
Chicago, The supper clubs, outside 
of those in the major hotels here, 
can be counted on the fingers of 
one hand. The few that are oper- 
ating often have big name acts, 
however. 

Chief among the downtown 
night clubs are the Lotus, Casino 
Royal and the Champagne Room, 

Washington has plenty of good 
restaurants, many of them serving 
foreign specialties, Embassy staffs 
help to support them, but the aver- 
age Washingtonian likes to experi- 
ment with foreign dishes, too. 

Two good French places, both 
comparatively new, are the Rive 
Gauche and Cordon Bleu in Old 
Georgetown. You can trust their 
wine stewards. 

Oriental food is exceptional, Only 
a few years old is the Ghengis 
Khan, which serves dishes from 
all Asian countries, including cur- 
ries. Nearby is the Tokyo, where 
customers can sit on the floor (if 
they wish), drink sake and watch 
attractive Japanese waitresses cook 
sukiyaki before their eyes. 

* * + 

MONG Chinese restaurants, the 

least pretentious looking ones 
still seem to have the best food. 
The Peking, out near Chevy Chase 
Circle, is an adventure, Also good 
is the Orient, and a couple in 
Washington’s block-long China- 
town, 

For visitors from the Southwest 
who like their food hot, the city 
has La Fonda and El Mexico. 
Hammel’s serves German spe- 
cialties, like sauerbraten and po- 
tato dumplings, and Duke Zie- 
bert’s serves continental dishes 
and good seafood. Tops for Ital- 
ian food are Gusti’s, Aldo’s, and 
AV’s Ristorante Italiano. 

Good old U. S., A. food still is be- 
ing turned out at Washington’s old 
standbys, Harvey’s and the Occi- 
dental. A new contender is Alex 
Stuart’s, which serves roast beef 
and oysters in elegant surround- 
ings. 

These are but a few. There are 
plenty of others, 


* x * 


Visit Antique-Car Exhibit 


F ANY dealers still haven't vis- 
ited the collection of antique 
cars at the Smithsonian Institution, 
they had better get over there in 4 
hurry. While many auto collections 
have been started in this country, 
none contain so many actual] auto 
milestones as that housed in the 
U. S. National Museum, 

The bookstore of the Govern- 
ment Printing Office also is worth 
a visit. Among current auto 
publications available there is 
“Automobiles and Motorcycles in 
the U. S. National Museum.” The 
book presents the story of the 
pioneers in the auto industry and 
describes many of the vehicles 
contained in the Smithsonian col- 
lection. 

The bookstore also can’ furnish 
dealers with a list of current auto- 
motive publications put out by the 
Government, By current standards, 
everything there is a bargain. 

of co * 
[VERT WHERe you go in Wash- 
ington, the motor vehicle 38 
king. The streetcar tracks are being 
torn up or covered, and the motor 
bus, taxi and private auto reign 
supreme, 

It hasn’t come about without 
curses and tears, A number of 
Washington old-timers mourn the 
passing of the electric streetcars. 








First in New York in automotive advertising. You ought to be in it! 
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Withie Views... 





Knudsen: ‘Dealer Profit Vital’ 


By David J. Wilkie 


“HE’S SUCH a forthright sort of 
guy.” 

That, say his friends and associ- 
ates, is a major reason why they 
like Semon E. 
(Bunky) Knud- 
sen, a vice-presi- 
dent of General 
Motors Corp., and 
general manager 
of Pontiac Motor 
Division. 

Another reason, 
they add, is that 
in discussing an 
enviable record of 
achievement at 

8. E. Knudsen Pontiac, Knud- 
sen never says “I”; he always uses 
“we.” 

Knudsen’s father was the late 
William S. (Big Bill) Knudsen, who 
resigned the presidency of GM to 
head the nation’s war production 
program in World War II “because 





over to Pontiac. The 1957-model 
Pontiac car already had been “final- 
ized,” as they say in automobile 
design circles; work also was well 
advanced on the 1958 model. So it 
was not until the 1959-model year 
that the “Knudsen Pontiac” was 


I wanted to do something for a presented. 


country that had been good to me.” 

But being the son of a famous 
father doesn’t have to be a handi- 
cap, “unless you want to make it 
so,” says Bunky. “All you have to 
do is to get out and work hard 
for about 10 years. If you’re will- 
ing to do that, you'll get along on 
your own.” 

The younger Knudsen did exactly 
that. After graduation from Massa- 
chusetts Institute of Technology 
with an engineering degree, he 
worked as a machinist in the De- 
troit area, got a place in the manu- 
facturing end of the Pontiac divi- 
sion in 1939 and in 1955 was moved 
up to the post of manager of GM’s 
Detroit Diesel Engine Division. 

* * * 

THE FOLLOWING year he be- 
came general manager of Pontiac 
Motor Division and also a GM vice- 
president. 

It was mid-year when he moved 


But even the “finalized” report 
didn’t deter Bunky in his deter- 
mination to make changes at 
Pontiac immediately upon his ar- 
rival. He took the time-honored 
silver streaks off the 1957 model 
in a move to implement his own 
ideas of eye-appeal. He also added 
the high-powered Bonneville 
model to the 1957 line. 

By 1959 he had the line entirely 
re-styled and re-engineered. A 
major re-engineering change in- 
cluded the wider track wheels he 
introduced with the 1959 line. By 
1960 he had another complete styl- 
ing change and major engineering 
advancements throughout the Pon- 
tiac line and a new series of models 
called the Ventura. 

The Ventura fits in the Pontiac 
line just above the Catalina series. 

“We started out to produce about 
9 percent of our total volume as 
Ventura models and had to boost 






Mobile R.R. Carrier— 


It took the Chesapeake and Ohio rail- 
road 65 months of research and engineer- 
ing to get this mobile carrier for the 
program it is carrying out. The first carrier, 
used to carry a reflectoscope so railroad 
journals could be checked, was built in 
1953 by engineers at the C&O test labora- 
tory in Huntington, W. Va. As the months 
went by, additional carriers were built and 
improved. C&O now uses 20 of these 
midget cars. 


that to 16 percent,” he said. “Sales 
figures show that 64 percent of the 
Ventura deliveries were ‘conquest’ 


are “Rubbermaid Reinforced" 
avy wear areas— 





Double-thick rubber reinforcement in high-wear areas 


plus exclusive Rubbermaid compound make today’s 
Kar-Rugs tougher, stronger and more beautiful than ever. 
Attractively designed and custom engineered for snug-rug 


fit of all modern cars, including the new ‘compacts’. 
If you haven’t got ’em... get ’em. Send for details on the 


complete Rubbermaid Kar-Rug line — now! 


RUBBERMAID INC. ¢ Automotive Division ¢ WOOSTER, OHIO 


World's Largest Manufacturer of Rubber Automobile Mats 





— 


sales—customers taken from other 


|| than Pontiac owners.” 


* * * 


MORE IMPORTANT than “con. 
quest” sales, in the opinion of his 
friends and associates, is that “he 
has knitted the Pontiac organiza. 
tion together into a highly efiicient 
body. He has inspired eve: ybody 
to want to do things better And 
nobody wants to let him down.” 

Knudsen is one of the smal, but 
growing group of engineers who 
have become successful auto indus- 
try executives. He is extremely op- 
timistic about the auto industry's 
future. 

One major point in his long- 
range philosophy about the in- 
dustry’s operation is: “The dealer 
body must make money, or it’s 
no good to the car manufacturer,” 

He tells an interesting story in 

this connection about a lesson in 

dealer relations he got from his 

famous father when the elder 

Knudsen was head of Chevrolet. At 

17, Bunky accompanied his father 

on a dealer trip through the south, 
* * * 


IN ONE community, they stopped 
and asked a lot of questions of per- 
sons they met concerning the local 
Chevrolet dealer. The elder Knud- 
sen wanted to know: “Is he well 
liked? Does he interest himself in 
community affairs? Is he getting 
his share of his price class?” ' 


Getting affirmative answers to all 
questions, Big Bill said: ‘Take me 
to him; I want to buy him a beer.” 

Bunky makes two countrywide 
trips annually to keep in touch 
with Pontiac’s dealer body—and 
to learn what’s wrong, if any are 
not making money. 

He has no delusions about Pon- 
tiac being in third place in industry 
output and sales. For varying rea- 
sons, Pontiac has been there at dif- 
ferent times in recent years, but it 
isn’t Pontiac’s true place. 

Its true place, Bunky says, is 
second biggest producer in General 
Motors’ group—second only to 
Chevrolet. 


Vt. Users F ight 
Differential in 


Excise-Tax Plan 


MONTPELIER, Vt. — The Ver- 
mont Highway Users Conference 
has passed a resolution voicing its 
opposition to “discriminatory” 
clauses in a proposed excise-tax law 
imposing a differential use tax on 
the purchase of automobiles out- 
side the state. 

“There should be no discrimina- 
tion in the application of the excise 
tax on vehicles either purchased 
within or outside the state,” the 
Conference members declared, 

The proposed levy, which is 
before the current session of the 
Vermont Legislature, would impose 
a 2 percent excise tax on cars. 
It would be applied against the 
tradein purchase price of cars pur 
chased in Vermont, and a use tax 
would be placed on the total sales 
price of cars purchased outside the 
state. 

Meanwhile, State Senator Robert 
C. Spencer, of Chittenden County, 
questioned the constitutionality of 
the use tax, which was approved by 
the House Ways and Means Com- 
mittee, Attorney General Frederick 
M. Reed indicated his office was 
studying the legality of the clause 
placing the use tax on _ vehicles 
purchased outside Vermont, 

“A similar case is now being 
argued in the Pennsylvania courts,” 
the attorney general declared, “and 
we have been in contact with them 
to see what the outcome of the case 
will be.” 


Texas Dealer Retires 


After 40-Year Career 


ALTO, Tex.—Jewel Pearman has 
retired after spending 40 years a8 
an auto dealer in Cherokee County. 

Starting in 1920 with Maxwell and 
Chalmers, he later switched to 
Chrysler Corp. lines and handled 
Chrysler, Dodge and Plymouth. 


Upon retirement, he sold his inter- } 


est in Pearman Motor Co, (Dodge- 
Plymouth) to W. H. Lyons, who 
will operate as a partner with 
Pearman’s son, J, H. Pearman jr. 


Gregory in New Home 


DECATUR, Ill.—Gregory Ford 
has moved to new quarters at 
E. Pershing Rd. 





they work to keep owners sold on Chevrolet 


Chevrolet has scored another first with the establishment of a new 
department devoted entirely to owner relations. While Chevrolet owner 
loyalty has always been high, the new department, now and in the years 
to come, will explore new ways to achieve an even greater degree of 


customer satisfaction. 


Here, a Forward Development Board of the Department of 
Owner Relations holds its first meeting on service. Consisting of 
fourteen members, including Chevrolet wholesale personnel and 
Chevrolet dealers, the board discusses informally what is being 
done and what might be done for the more than 16,000,000 owners 
of Chevrolet cars and trucks in the area of service. Similar boards 


are in operation, again in cooperation with Chevrolet dealers, to 
investigate many other aspects of owner relations. 


Another phase of the owner relations program, already under 
way, is the formation of panels of Chevrolet owners representing 
a model span of four years. These panels will periodically furnish 
their opinions on problems and ideas affecting owner relations. 


Chevrolet dealers across the nation have endorsed the new 
department and have reaffirmed the challenge that responsibility 
to the Chevrolet owner extends far beyond the 
sale of an automobile. . . . Chevrolet Division of V chievRoLer f 
General Motors, Detroit 2, Michigan. 


Chevrolet dealers are No. 1 with customers because customers are No. 1 with Chevrolet dealers 
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Small-Town Auto Show— 

Approximately 4,200 adults were attracted to the second annual outdoor auto show 
in Centralia, Iil., without the benefit of gimmicks or give-aways. Sponsored by the 
City National Bank of Centralia for the city's nine new-car dealers, the show was 
organized by the bank's installment credit department and was staged in the bank's 
parking lot. The show was billed as an invitation “to compare the new cars side by 
side." Salesmen were on hand to answer questions and literature was available on 
request, but there was no direct sales effort. Coffee and doughnuts were served by 
bank personnel. “It is by far the best sales promotion we've had in my 50 years in 
the auto business,” I. A. Pfeffer (Chevrolet), dealer association secretary said. 
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Territory Rentals and Service .. . 





Dealing Down Miami Way 


By Trescot Goode 
Staff Correspondent 

MIAMI.—The Florida Tourist 
Commission estimates some 9 mil- 
lion tourists will visit Florida this 
coming season and the great ma- 
jority of them will wind up in 
Miami and the Beach or spend 
their entire vacations there. 

At one time, this great influx 
came by car or train but now- 
adays, with so many air lines 
coming from most everywhere 
into the new airport, plane traf- 
fic has reached tremendous pro- 
portions. 

As an example, Eastern Airlines, 
one of the largest, will have 186 
flights daily in and out of Miami. 
Coach fares from New York, 2% 
hours away, are as low as $42. 

With all these people arriving 
without cars, the rental business in 
Dade County has soared to tre- 
mendous heights. Exact figures are 
impossible to get, but an educated 


guess is that at the peak period 
66 rental agencies will have 14,000 
passenger cars available. Last sea- 
son on some weekends every car 
was in operation. 

Rental agencies experienced diffi- 
culties in obtaining 1960 models 
due to the steel strike. And every- 
one who rents, of course, wants a 
new car. Practically all makes of 
cars are available, although Plym- 
outh, Chevrolet and Ford are pre- 
ponderant. 

These rental cars are sold by 
local dealers, in the case of the 
three makes mentioned, usually 
at cost plus $50. In the spring 
and summer 75 percent of these 
cars are wholesaled out of the 
territory by the rental people, 
about 25 percent resold to local 
dealers. 

Two reasons for this: Not to 
flood the local used-car market and 
because a Florida law makes it 





| PREDICTION: 1960 Will See 
High-Profit Beam Changer Become 
A Volume-Accessory Seller 







One model suits all 


DETROIT — Announcement of the 
‘roduction of the Hi-way-i and its 


At Last — A Trouble-free 


Beam Changer 
at a Non-Luxury Price 
any Motorist can Justify 





It is the only beam changer that 
will respond to tai’ lights as wel’ 


lity as an »ce-ssorv for all jas ea“ligh* 
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TESTED... PROVED 
Used as Original 


Equipment by Leading 


Car Manufacturers 


cars...order from your jobber today 


7 OUT OF 10 MOTORISTS WANT WHAT 


PAYS YOU BIC... the Hi-way-i is 
one of the highest profit accessories a 
dealer can sell. Also, you make money 
on the installation. You can get this extra 
profit from a high percentage of new car 
buyers, and people you sold last year. 


NO PROBLEMS follow the sale. In- 
stallation is simple . . . any mechanic 
can follow the clear instructions packed 
with each unit. Eliminated by the ad- 
vanced, transistorized design are any 


YQ 
= 
f 


troubles formerly associated with beam 
changers. 


SUPERIOR PERFORMANCE can be 
guaranteed your customers. Sensitivity 
of the Scanner “eye” can be adjusted by 
control knob on the thumb-size scanner, 
to suit road conditions. Driver can take 
over from automatic control by depress- 
ing foot switch. The single electronic 
tube is rated equal to 100,000 miles 
driving. The only beam changer that re- 
sponds to tail lights as well as headlights. 


ELECTRONICS CORPORATION OF AMERICA 
Cambridge 42, Mass. 


Manufacturers of Electronic Controls for Industry since 1937 


THIS BIG SHOWROOM POSTER OFFERS 
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mandatory to label all cars used in 
the rental business. 

One might imagine that with the 
tremendous volume of visitors, 
local car dealers would sell « sub- 
stantial number of cars to them, 
Not so, In fact dealers estimate 
tourists purchase only abou: one 
percent of cars sold by them. 

On the other hand, service vol- 
ume increases by as much as 50 
percent in some cases. Miami car 
business comes primarily from 
Miami residents, or people who 
spend half their time here. That 
includes used cars also. 

Some 300 used-car dealerships 
of all sizes and descriptions light 
up 36th St., Automobile Row. It 
has been said Los Angeles is the 
only city with more used car lots 
than Miami. Some of these estab- 
lishments are huge, ornate af- 
fairs with as many as 350 cars 
on display and extending two full 
city blocks. 

Until last July, Sunday was the 
big shopping day for used cars 
(and new, for that matter). How- 
ever, a new state law now prohibits [ 
the sale of automobiles on Sunday. 


Switch-Treads 
On Sale in Canada; 
Solids Next Year? 


MONTREAL.—According to Dr. 
Mark Abbott, development engineer 
of Courtaulds (Canada) Limited, 
Canadian motorists will be driving 
on tires with replaceable treads 
this month, and next year they may 
return to riding on solid tires, com- 
pletely puncture-proof and filled 
with rigid foam plastic. 

Dr. Abbott, addressing the Corn- 
wall and District Textile Assn., said 
that Courtaulds (Canada) has de- 
veloped a tire with replaceable 
treads that can be changed in two 
minutes. 

“These bands of rubber backed 
by steel cords fit into wide grooves 
on the tire and are held very tight 
by the inflation pressure,” he said. 

“Both summer and winter treads 
are available and additional steel 
spikes are available which fit neat- 
ly between the tread bands to give 
better traction on ice than even 
chains—a necessary factor for 
Canadian winters.” 

Dr. Abbott declared these new 
| tires are on sale in Europe and will 
next month be available to Cana- 
dian motorists. 


U. C. Dealer Drops 
Oregon Bond Suit 


SALEM, Ore.—Henry A. Bryant, 
Portland used-car dealer, has with- 
drawn a suit to test the constitu- 
tionality of Oregon’s automobile 
dealer bonding law. He reserved the 
right to refile the suit. 

The law provides that used-car 
dealers must post a $15,000 corpo- 
rate surety bond with the State. 

Earlier, Bryant lost a plea for 4 
temporary injunction against the 
bond requirement in Marion Coun- 
ty Circuit Court, Used-car dealers 
then were required to post the 
bonds to operate during 1960, pend- 
ing the outcome of the suit. 


Pa. Dealership Cleared 


In Salesman’s Crash 

READING, Pa.—George D, Man- 
derbach, Inc, (Lincoln-Mercury), 
has been cleared by a civil jury in 
Berks County Court of blame in 4 
crash which injured two women 
riding in a car owned by the deal- 
ership. 

Daniel T. McDevitt jr., a sales- 
man for Manderbach, was driving 
the car Aug. 5, 1956, when it was 
involved in a collision with another 
automobile in suburban Mount 
Penn, 

McDevitt was found liable by the 
jury, together with the other driv- 
er, John D. Brown, Camp Kilmer, 
N. J., and the injured women were 
awarded $839, 


Lark Deal Adds DKW 


TOLEDO.— Downtown Stude- 
baker-Mercedes-Benz has added 
the German-built DKW. Don Cauf- 
fiel is president of the dealership. 
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“ORIGINAL 
EQUIPMENT” 


tire 


THz 


“change-over 
tire 





The shape 


of tires 
tO come 


U.S. ROYAL 











U.S. ROYAL Safety 8 


the tire proved in 241,000,000 test miles 


The safety-tested U.S. Royal Safety 8 tire has not only proved itself 
on the road, but now offers exclusive new advances for better ride, 
greater protection and ease of handling. One such exclusive is 
No-Shock Rubber that delivers the luxurious “RED CARPET RIDE”. 


U.S. ROYAL MASTER 


) America’s foremost premium tire 


Custom crafted and designed with radically new advancements, U.S. 
Royal Master offers such outstanding features as PRESSURE TEM- 
PERING, 360° TRACTION TREAD, and ACCENT STYLING. 





U.S. ROYAL iow PROFILE” TIRES 


the lower, wider shape tire 
pioneered by U.S. Rubber 


The new U.S. Royal *LOW PROFILE’ tires take regular air 
pressure... yet they’re lower and wider to flex less, reduce heat 







SAFETY 
SHAPE 







build-up... give extra safety, extra mileage. 


*“Low Profile” is United States Rubber Company's trademark for its lower, wider shape tire. 


3 TIRES 





US United States Rubber 


ROCKEFELLER CENTER, NEW YORK 20, NEW YORK 
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Small-Town Flavor in New York... 


From Loss to Profit in Service |. 


NEW YORK.—“When we took 
over here, we found that we were 
paying a weekly labor bill of about 
$2,400 and collecting less than $400 
in paid customer labor,” according 
to partners Sol Heft and Arnold 
Levine of Baron Oldsmobile in 
Yonkers, N. Y. 


From this beginning to today, 
when paid customer labor aver- 
ages over $3,000 a month, has 
been a long, hard struggle. But 
a battle with much personal gatis- 
faction involved. 

The labor bill was first cut dras- 
tically. Then a campaign was begun 
to encourage old and new customers 
to visit Baron Olds for a sample 
of the new management’s servicing 
Policies. 

Some old customers were willing 


sistently good service have turned 
the trick. 


“One of the first things we did,” 
according to Heft, “was to put in a 
complete followup system, Every 
service customer is now contacted 
at regular intervals after his visit 
to the shop. If he fails to revisit 
within a reasonable time, we call 
him and ask why.” 


One day following delivery of 

a customer’s car, a card is sent to 
his home asking him if he was 
pleased with the work done, if 
not, why not, with a little space 
on the stamped return card for 
comment, 

“You’d be surprised how few cus- 
tomers take the time to answer 
our questions,” Heft said. “But we 
are pleased with the ones we do re- 
ceive. We are particularly happy 
if we get a card from a customer 
who isn’t pleased with his service, 
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customer never makes his com- 
plaint known and too often that’s 
the man who doesn’t return for 
further work.” 

Heft has a policy which the men'| 
in his shop follow. Always agree; 
to an adjustment before the cus- 
tomer gets angry. Once the custo- 
mer is angry, Heft feels, you have 
lost him. 

Any adjustment agreed to after 
the customer has worked his 
temper up merely convinces him 
that the only way he can get re- 
sults is through anger, and he will 
more than likely take his business 
elsewhere, 

At Baron Olds, the service man- 
ager is a “working” manager, a 
fact which the partners rate highly. 

“Our manager, Ken Edwards, has 
been connected with us for many, 
many years,” according to Levine, 
“and has worked on Oldsmobile all 


your deal.” 


day long. 


day, If there is something the me 
don’t know or can’t handle, Ke 


is solved. That’s a great asset i 
this business today.” 








to accept the fact that a new phil- 
osophy of customer service had 
been introduced to encourage their 
patronage, But persistence and con- 


because this gives us an oppor- 
tunity to contact him and discuss 
the problem with him. 


“So many times, a disgruntled 





Edwards and each serviceman 
are sent to the Oldsmobile and 
General Motors clinics for serv- 


that time. When we say he’s a 
‘working’ manager we are compar- 
ing his approach to the job to that 





“IT think this means Harry likes 





of the man who sits at a desk all 


“Ken knows an Oldsmobile like 
few other men in the business to- 


will get under that car with them 
and work on it until the problem 


ice people at regular intervals. It 

























is felt that this is the only 
to assure top-notch work. 


Edwards also has the autlio; 
to make any and all adjust 
which, in his opinion, need ‘o 
made, without consulting eithe 
partner. This latitude of action aly 
lows for speedy handling of inin 
and major problems, instilling 
great feeling of confidence in 
customer. 


“We do a great deal of local 
vertising,” Heft stated, “and sp 
quite a bit of money on direct m 
for the service station, We ha 
Seasonal specials as customer 
ducements, as well as our reg 
followup direct mail pieces to ever 
service customer.” 

However, with all of this, it 
felt that the best possible adve 
ing the dealership can get is wo 
of mouth. 

As an added feature, any cus." 
tomer, who will be inconvenienced 
by leaving his auto, is loaned a 
car. If the customer needs trans- 
portation back to his home or 
the subway, that is furnished, 
And pickup and delivery of 
car can be arranged at the cu 
tomer’s home, 

These items are usually co 
ered inconvenient and a waste 
time and money in this metropolk 
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nothing much 


to a Car on BBO h& 


We are talking about city blocks... where 
a car may rest at ease in a garage day after 
day, while its cliff-dwelling owner uses buses, 
taxis and subways to make his daily rounds. 


If you are selling cars, replacement parts, 
accessories or automotive services, why scratch 
where it doesn’t itch? Tell your advertising 
story where you have a stake in a sizzling car- 
owning, car-using market...in towns with 
under 50,000 population, where dependency 
on passenger car transportation reaches its 


peak of 83%. 
| PLENTY HAPPENS 


IN LEGION-AREA 
TOWNS UNDER 50,000 POPULATION 


RS 


84% of franchised car dealers account for 
59% of annual sales. 


73% of America’s gasoline service stations 
ring up 66% of the annual dollar sales. 


68% of TBA dealers handle 53% of tire, 
battery and accessory sales. 





65% of total U. S. population. 
70% OF AMERICAN LEGION HOUSEHOLDS 
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happens 


We call this “Legion-Area”, as it is here that 
70% of our 2,700,000 Legionnaire families 
live and buy. 90% of them are car owners 
and you can bet no dust collects on the total 
3,000,000 Legionnaire-owned cars as they burn 
up an average of 13,700 road miles each year. 


The only sure way to tell and sell this potent 
car-owning Legionnaire market is through ad- 
vertising in their own American Legion Mag- 
azine. They welcome it into their homes every 
month and read its editorial pages and adver- 


tising columns with loyal interest. 


THE AMERICAN 


LEGION 


MAGAZINE 














































tan area, but Baron Olds is tryin 
to preserve the small town feel 
in its area, 
The new-car showroom is direct 
across the street from the se 
station and remains open every 
night until 9. Although service p 
sonnel leave at 5:30 every night, , 
customer is welcome to pick up hig 
car anytime until the showroon 
closes. 
“We have found that our custon 
ers appreciate that extra time” 
Heft said. “It means they can 
home from work at the usual! tim 
eat their supper leisurely and the 
come over to pick the car up. 
is never any problem for us 
release the car to them.” § 
A special mechanic has been © 
hired as a Jaguar-Triumph spe- 
cialist. An Englishman, he is re- 
sponsible for the imported-car 
work, 
“We have found that people 
owning these cars have an ex 
tionally difficult time getting god 
service work. We provide it f 
them, and find that our business 
this area is growing continuously,”) 
according to Heft. a 
As word spreads about the f 
work available for imports 
Baron, more and more import own-) 
ers are bringing in their automo 
biles. They are treated with 
same care and enthusiasm as 
other customers. 
Heft expects his monthly cu 
tomer-labor totals to contin 
climbing. “I really think we are” 
over the hump now,” he said. ‘ft 
believe that our customers are 
aware of our sincerity now, 5 
that our customer-labor sales will | 
continue to grow. We are a long | 
way from the figure I want to” 
achieve, but we have the worst | 
of it behind us now.” 
The partners appear confiden 
that they can make the initial sale) 
of a new automobile out of aa 
showroom, “But repeat sales are 
actually made in the service sta 
tion,” they agreed. “And that’s why” 
we have spent so much time ani 
effort bringing this end of our busi-" 
ness back into shape.” 


Dealer to Hold 
Art Exhibit 


In Showrooms 


PHILADELPHIA.—An art com- 
petition and exhibit will be spon= 
sored by Wilkie Buick Corp. in its 
showrooms at 1750 N. Broad Sty 
March 5-7. 

The show is open to all Ameri- 
can artists living within 50 miles 
of Philadelphia, and entries must 
be in oils, temperas or caseins, the 
firm said. Prizes are: First, $1,000; 
second, $750; third, $500, and fourth, 
$250. 

Wilkie showrooms are expected 
to be able to accommodate more 
than 200 paintings. Paintings may 
be purchased during the exhibit, 
with the entire proceeds going t0 
the artist, the firm added, 

During the exhibit, there will be 
no automobiles or salesmen in the 
showrooms, the firm said. No entry 
fee is charged for submission bY 
the artists or for the public to seé 
the exhibit. 
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ECONOMY METER measures prospect's gas mileage to 
a fraction of a mile. Test takes 15 minutes, lets prospect 
see proof of Plymouth’s economy with his own two eyes. 


YOU CAN’T HAVE THE SECOND WITHOUT You can argue about the chicken and the egg, but not about 


this one. The product comes first—only then can you have a 


THE FIRST. WITH THE SOLID NEW 1960 eon promenon. 


Plymouth dealers started with the Solid ’60 Plymouth—in our 


PLYMOUTH AND THE SOLI D NEW “DROVE- opinion the best built, best performing low-price car in America 


today. Now they’re profiting from the most daring promotion 
that ever came down the pike, the Plymouth Prove-It- Yourself 


IT-YOURSELF ECONOMY DRIVE” PLYMOUTH Economy Drive. They’re proving Plymouth’s excellent« gas 
economy right before prospects’ eyes. 


DEALERS HAVE BOTH GOING FOR THEM. Plymouth dealers, as we've said all along, are in solid for ’60. 


SOLID PLYMOUTH 1960 


A Chrysler-engineered product, built a new solid way to give solid satisfaction. 











HowALCOA helps 


| THIS FACT-PACKED AD SELLS 
| NEW-CAR INNOVATIONS! 


! Two-page ad in January, 1960, issue of Popular 
| Mechanics is addressed ‘to 1,277,000 mechanically 
| minded prospects—tells all about new aluminum com- 
| ponents that make the ’60 cars a better buy! 
(Ad is reproduced below with format revised to fit 
larger page of Automotive News.) Here are facts you 
j can use to swing the sale with your customers! 
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Gives every cor more Gleam aad Go! 
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Re re een a er er neeee 


RUGGED NEW ENGINES DELIVER 
MORE HORSEPOWER PER POUND 


Power for one of the new U.S. compact cars comes from an 
exciting new aluminum engine. Because aluminum weighs 
only one-third as much as iron or steel, this power plant 
delivers far more horsepower per pound of engine weight. 

Now let’s say you get 17.5 miles per gallon of gas. 
Based on operating tests, if you reduce car weight 400 lb, 
you'll boost that figure to 20 mpg. You’ll get away from 
stop lights 10 per cent faster, too, because a big enemy 
of car performance is weight. 

Airplane engines, toughest proving grounds for rugged- 
ness and dependability, have been made of strong, tough 


EXPERIMENTAL aluminum V-8 
engine built by Alcoa engineers 
in 1917. 





aluminum since the time of the Wright brothers. 

All U.S. cars have used aluminum pistons since 1955 
(most, earlier). Alcoa developed the special alloys and 
shapes which made these pistons possible. Racing-car 
drivers have demanded aluminum heads since Barney 
Oldfield’s day because they permit higher compression 
ratios. To nonracing-car drivers, this means knock-free 
performance on regular gas. 

By 1961, we predict you will see still more cars with 
aluminum engines. And, with a lighter engine, they can 
use lighter chassis, brakes, steering mechanisms and axles. 
This weight saving may lead to lighter transmission, 
drive shaft, differential, radiator and wheels. In other 
words, the weight savings snowball. That’s why auto 
makers are switching to aluminum as fast as they can 
tool up for it. And Alcoa is contributing the same intense 
research to this move as it has for the past 50 years. 


ALUMINUM BRAKES REDUCE “FADE’’... 
SAVE RELINING 





HEAT dissipation in aluminum brake drum (right) is measured in a heavily 
chestet te — test car. Special thermocouple pack fits over the 


The popular US. cars now have aluminum brake drums, 
a major advance in automotive safety. Because aluminum 





STRESS analysis of new aluminum auto engine at Alcoa lab. Use of aluminum in this 
engine reduced the weight of the cast-iron production model nearly 25 per cent. 


WHY YOUR 1960 CAR HAS FOUR TIMES 
MORE ALUMINUM THAN YOUR 1950 MODEL 


dissipates heat three times as fast as iron, aluminum 
drums stay many degrees cooler. After two or three 
“panic stops,’ or when braking down a steep grade, 
ordinary brakes get hot and tend to “‘fade,”’ so the lining 
loses its grip on the drum. 

By contrast, aluminum brake drums have made 10 
consecutive severe stops from 100 mph with no sign of 
brake fade. Iron brakes faded after three stops. In a 
controlled test under identical conditions, at 70 mph, an 
iron drum heated up to 630°F, while an aluminum drum 
reached only 420°F. Cool-running aluminum drums also 
increase the life of the brake lining. And they save 
weight, too—unsprung weight that lets wheels hug the 
road to give you a better ride. 


ALUMINUM GRILLES AND TRIM STAY 
SHOWROOM BRIGHT FOR YEARS 





You’ve probably noticed the big swing to aluminum for 
auto grilles and for trim, inside and out. Superb corrosion 
resistance is the reason. Aluminum that’s anodized—a 
process perfected by Alcoa—has a surface of hard, brilliant 
aluminum oxide (the material from which sapphire is 
formed). This gleaming surface stays showroom bright 
till trade-in time and beyond. 

Because it’s not a coating, it can’t chip or flake as 
paint does. Water is the only cleanser you’ll need. 

Versatility is another aluminum trim feature which 
gives the stylist a satin finish or brilliant polish, an 
exciting texture or beautiful, lasting color. 

Everywhere on your car—upholstery, paint and trim 
—aluminum gives you gleaming beauty. 


TOMORROW: HIGH-STRENGTH BUMPERS 
WITH LIFETIME GLEAM 





Within a few years, most auto bumpers will probably be 
made of aluminum. Trucks and buses have been using 
them for years. Aluminum bumpers have great shock- 
absorbing capacity. They have no plating to chip off. 


They’ll trim anywhere from 20 to 40 lb from front-end 
weight and give you better steering. 


COMING: LIGHTWEIGHT, EFFICIENT 

ALUMINUM RADIATORS 

This spring, one car will make its debut with an aluminum 

radiator. Weighing only about half as much as ordinary 

radiators, the new aluminum jobs will improve steering, 

cut front-end weight, reduce the load on shocks and springs. 
Excellent heat conductivity and high corrosion resist- 

ance make aluminum a natural for radiators. Small 

wonder that more aluminum radiators are on the way. 


HOW TO HEAT AND COOL YOUR 196X CAR 












This special Alcoa sheet has tubing formed right into it 
during manufacture. Someday it may be used for auto 
floor, roof and side panels. In winter, hot water might 
flow through the tubes; in summer, cold gas from the 
auto air conditioner. (The tubes can also act as structural 
members... part of the auto frame.) 


BODY PANELS WITH BUILT-IN TRIM 


Single sheet of 
stamped aluminum 


Painted surface 
of aluminum sheet 


Trim surface 
embossed and anodized 


Textured area 
of colored 
aluminum sheet 


Today’s auto trim is fastened onto the sheet body—a 
costly process. Tomorrow’s cars may have body panels 
stamped from aluminum sheet, with raised sections left 
unpainted to form highly polished trim. 


This ‘‘Pictorial History of the 
American Automobile’ shows how aluminum 

has helped sell cars since 1901. (Reprints suitable 
for framing available from Alcoa 
on request.) 








XALCOA ALUMINUM... 
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MECHANICS 


Typical Chassis Of The Decade Typical Engine Typical Chassis Of The Decade 


THE AMERICAN 
AUTOMOBILE 


A pictorial history of the 
nation’s surviving auto- 
mobile manufacturers. 
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ANNUAL PRODUCTION OF 
PASSENGER CARS IN MILLIONS 


Copyright 1959 Popular Mechanics Co. 
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differential housing 





the-world car has aluminum trim parts 
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Ist flight 
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Chevrolet offers 
air-cooled engine 


Ford buys Lincoln » 


from Henry Leland 


Chalmers car 
dropped; Maxwell 


Corp. formed 





Cole car has > 
aluminum wheels 
made by Alcoa 
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Alcoa pioneers . 
forged aluminum 
connecting rods. 
Autos now use 
half the aluminum 
produced in U.S. 
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chrome plating 


Thermostatic control Codillac 1st: 


for cooling system 
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Millionth ventilation 
Buick built 2 millionth 
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9109 Model T’s 
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world’s record 
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Model T’s built 
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Alcoa develops cam 
grinding of pistons. 
New trim alloys 
also developed 


Alcoa, Pomeroy and 
Pierce Arrow build 
and test cars of 
aluminum. One runs 
160,000 test miles 
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Aluminum goes to war as 63 
percent of aluminum produced 
goes to aircraft industry. 

25 tons of aluminum in B29 
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pistons. 
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you sell more Cars.... 


THESE SPARKLING TV 
COMMERCIALS SELL NEW- 
CAR GETUP AND GO! 


Eighty-second TV commercials beamed to 33,214,000 
people who watch Alcoa Theatre and Alcoa Presents. 
These pithy sales pitches drive home the point that 
today’s cars are lighter, brighter, more efficient— 
thanks to aluminum! 





THUNDERBIRD 





FORD FALCON 





THESE HIGH-STYLE ADS 
SELL NEW-CAR GLEAM 
AND GLAMOUR! 


Colorful full-page ads every other month in The New 
Yorker assure this sophisticated audience that alu- 
minum trim and brightwork keep their showroom 
shine for years—while aluminum alloys under the 
hood step up performance for thousands of extra miles! 
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(ORIVE PEAMENELY TO SALTY PaLe BEACH 
(Ply mewins gritte 14 temic 
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THIS INFORMATIVE BOOKLET SELLS NEW-CAR ECONOMY 
AND HANDLING EASE! 


Eight-page booklet, Questions You May Ask About 
Aluminum in the 1960 Cars, tells new-car shoppers 
how aluminum adds to their safety, comfort and 
convenience. Copies free on request to Automotive 
News readers, auto industry executives, designers, 


engineers, dealers. Get yours today! 

For copies of booklet and “Pictorial History of the 
American Automobile” (see folded insert), write to 
Aluminum Company of America, 1810-B Alcoa 
Building, Pittsburgh 19, Pa. 


THESE MASS-AUDIENCE ADS 
SELL NEW-CAR POWER 
AND PICKUP! 


Full-page ads aimed at The Saturday Evening Post’s 
massive readership sell the weight and speed advan- 
tages of new aluminum engines—invite readers to 
drop in at dealers’ and see the exciting new ’60 models! 





Detrost takes the trail blazed hy Alcoa 
THOUSANDS OF CARS WITH ALUMINUM ENGINES 
ARE NOW ON THE ROAD! 
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gives every car more Gleam and Go! 
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At NADA Service Clinic .. . 





Good U. C. Setup Held 


Business Stabilizer 


By Louis W. King 
Used Car Manager, 
King Motor Co., Fort Lauderdale, Fla. 


The Used Car— 
A Red Ink 
Eradicator 


eyes of the nation, these 
days, are upon Wall St. The 
Dow-Jones averages demand as 
much interest as Dick Tracy. All 
of you associated with an industry 
as great as ours are affected, 
whether you like it or not, by the 
bulls and the bears. 

There is hardly anything that 
compares to the excitement that 
goes with the unexpected favor- 
able announcement about public- 
ly owned companies or the dis- 
appointment that is attached to 
a gamble that lost. 


market for the fun of it, or for 
the excitement that is involved, it 
is wonderful. For those who do it 
because of a thirst for gain, for 
the desire to make money, the hun- 
gry greed—if you can call it that— 
that goes with dollar bills—for 
those people in this business who 
really enjoy making money—I have 
been asked to talk about a new 
market place. 

A market place that exists in 
your business; a market place that 
is capped only by your most domi- 
nant aspiration; a market place 
where your ingenuity is the only 
measuring stick of satisfactory re- 
sults; a market place that has been 
too long overlooked by too many 
new car franchised dealers, 

That market place is the depart- 
ment that can give you satisfactory 
profits from announcement to 


For those of you who play the! cleanup from January through De- 





cember. It’s that often overlooked, 
even looked-down-upon market, 
your used-car department. 

* * + 


Dealer Creates Market 


7 used-car market you create 
with your cars, your advertis- 
ing—your salesmen. Yes, and even 
more important, your personal 
dealer-level interest. It’s that mar- 
ket which you control within the 
four walls of your dealership organ- 
ization. It is that untouched profit 
potential that will level out the val- 
leys on your financial statement— 
financial valleys that sometimes go 
so deep that they are under water 
in a sea of red ink. 

We shall not dwell on what has 
happened in the past. In the first 
place, the thing that succeeded 
yesterday probably won’t work 
today. The thinking of “prewar 
selling” has gone too far. We 
need to forget the past, for the 
most part—it’s ancient history— 
and bid the hand in view of 
what’s happening across the table 
this game. 

Robert Maynard Hitchins, when 
chancellor of Chicago University, 
once said “the only thing we learn 
from history is that we do not learn 
from history.” This statement has 








“ve shown you every model 
we have. Could I interest you in 
a truck?” 





a challenge as well as a disappoint- 
ment—the challenge that change is 
constant. We need to direct the 
stream of automotive history rather 
than to drift along in its currents. 

I come, not as a public speaker, 
not as an expert on motivation or 
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the psychology of selling, bit ag 
a man in love with the use.j-car 
business. We own a used-car cvera- 
tion in Fort Lauderdale witn an 
Oldsmobile franchise as a sid-line. 
Basically, and fundamentally, we 
are in the used-car business 
Now don’t misunderstand that— 
we are very proud to be an Olds- 
mobile dealer. In our area—to brag 
a little—we bounce Oldsmobil. be. 
tween third and fourth place, but 
should they fall on their face to- 
morrow, as some makers have in 
the last few years, we will be there 
making money with the organiza. 
tion we have set up as a dealership 
whole—not just a new-car depart- 


ment. 
* + * 


Used Cars a Big Help 


Paar err when they invest 

their assets totally in their 
manufacturer’s car. A well-organ- 
ized used-car department can keep 
your business stable in periods 
when your new-car product hits a 
spongy market and add to your 
profits when your new car is hot. 

Now, it is the intent of this 
presentation to cover, briefly, 
some major points in profitable 
used-car merchandising. Among 
the things that are important in 
profitable used-car merchandis- 
ing, attitude comes close to head- 
ing up the list. 

Approach the used car as a prof- 
itable means of operating a dealer- 
ship; approach it as a sound, basic 
investment. Be proud that you are 
in the used-car business, and back 
up that thought by handling the 
kind of cars that you would be 
proud to have display a plate with 
your name on the front. 

Make sure that when a used car 
hits the front line of your used-car 
lot, it is the kind of car that you 
could get into and go to Texas and 
back, or a car that you would know 
that your wife or daughter wouldn't 
have trouble with if they had to 
get in it and take a trip. In other 
words, handle only healthy cars. 

One of the big problems in mer- 
chandising used cars profitably and 
handling the kind of cars that we 
are talking about is procurement. 
How do you go about inventorying 
that kind of car? Basically, you 
know there is just one way to ob- 
tain a car, and that is by buying it. 
So often, dealers limit their used- 
car inventory to those cars they 
buy in trade from customers who 
purchase a new car or another 
used car. 

* x * 


Be an Expert on Values 


TSERe are other profitable ways 

to inventory good automobiles. 
Second to trading, I believe, is be- 
coming an authority on the value 
of a car. Placing yourself in a posi- 
tion where you know what the 
market is and letting people know 
that you are interested in exchang- 
ing with them your cash for their 
car. 

You and your used-car man- 
ager, by becoming authorities, 
will have dealers from your trade 
area, their salesmen and sales 
managers, calling you for what 
they consider to be an expert 
opinion. We try, in talking with 
another dealer on the phone, to 
draw a mental picture of just 
how the car will look and give 
him a real check-writing price. 

A new buying market is rapidly 
developing for the used-car mer- 
chandiser—leasing companies. Al- 
though the leasing business was 
only a very small percentage of 
total volume five years ago, today 
it’s quite a market. And there are 
those who predict that in another 
seven years, 40 percent of all auto- 
mobiles will be leased cars. 

These leasing companies provide 
the used-car dealer with a two-fold 
buying market—from the leasing 
companies themselves, as they re- 
place older models, and from cus- 
tomers who wish to sell in order 
to lease. 

There are times when auctions 
are an acceptable place to buy in- 
ventory. By and large, we use 
auctions for disposing of inventory 
—undesirable cars, cars that we 
haven’t been successful in merchan- 
dising for one reason or another. 
And we generally consider an auc- 
tion a lot better place to sel] than 
to buy. 

” ae of 
Finance Firm Good Source 


FeINANCE companies are another 
good source of inventory, but 
basically, in procuring an inven- 
tory, the most profitable way to 
(Continued on Page 33, Col. 1) 
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At NADA Service Clinic .. . 


Used Cars Called Dealer ‘Cushion’ 


(Continued from Page 32) 


puy an automobile is to be consid- 
ered a local authority; be in a posi- 
tion to know what you will write 
a check for for every car you see. 
Once an automobile belongs to 
you, the next important step is to 
make a decision on it. You may 
know, before you trade or before 
you buy, exactly what you are 
going to do, but at the time—at 
the very moment you own the 
ear—you should decide if you in- 
tend to recondition the car for 
retail, junk it because of its age, 
or condition, or take the car and 
wholesale it to another dealer. 


There is big money lost when 
you take a car and spend money 
on it only to decide, after you’ve 
put $150 of hidden work in brakes, 
and transmission, to take that car 
and wholesale it, Basically, you 
haven’t increased its wholesale 
value, and you have tied up the 
amount of money that represents 
the purchase price of the car, plus 
the reconditioning—and done all 
that on a declining car market. 

At this point, I think we need 
to inject one word, at least, on 
wholesale. There are a certain num- 
ber of dealers left in the business 
who believe that the word “whole- 
sale” is synonomous with sin. None 
of us are big enough to control the 
automobile business; especially are 
none of us big enough to control 
a market as vast and volatile as 
the used-car market. 

If we were all to get together 
today and decide, at a dealers’ poll 
throughout the U. S., that no fran- 
chised new-car dealer would ever 
wholesale another used car, I doubt 
it would affect any major used-car 
operation, There are independent 
used-car dealers who operate profit- 
ably without ever darkening the 
door of a new-car dealer. 

+ + ~ 


Cars Are Plentiful 


— are enough cars to be 
bought, without new-car dealer 
used-car inventory, to keep the in- 
dependent used-car dealers in busi- 
ness, There are a couple dealers 
in our town who frown on whole- 
sale. It’s an exciting experience to 
send a new salesman into their 
place with cash to buy a car at 
their “retail,” take the car the 
same day to an auction and make 
a wholesale profit. In addition to 
being wrong on values, they’ve paid 
a healthy commission. 

The big obstacle in avoiding the 
wholesale market is losing track 
of the value of an automobile. A 
car has but one value and that is 
the amount somebody in the busi- 
ness will write a check for, You 
can’t avoid the wholesale phase 
of a used-car business, When you 
do you take your buying com- 
pletely from the market and deal 
in thousands of dollars in ab- 
stract, not knowing where you 
stand on cost or value at any 
point, 

At the time the decision is made 
to junk, or retail, or wholesale, it 
goes without saying that that ac- 
tion should be followed. Take the 
car and wholesale it that day; take 
the car and junk it out that day; 
oy advantage of that day’s mar- 

et. 

And if you decide to retail, then 
go into the value of that car and 
your reconditioning program, real- 
izing that you are going to make 
that automobile as nearly like it 
was when it was delivered new as 
money will let you. There isn’t any 
one single thing that will create 
larger profits, or better volume, and 
more satisfied customers, than hav- 
ing cars on your lot that look like 
they looked when they were new. 

Take a car and correct any ab- 
Surd two-tone combinations that 
the customer might have put on it, 
take off all the gadget accessories 
—compass, special rear-view mir- 
rors inside—remove all the mirrors 
from the fenders—take off all the 
foxtails and fancy aerials—bring 
that car back as close as possible 
to the original appearance it pre- 
Sented when that first prospect 
Saw it, and liked it and bought it. 

7 x * 


Fixup Helps Sell Car 


R®CONDITIONING will help 
Overcome mediocre salesman- 








ship. The real cream puff, regard- 
less of make or year, does not re- 
quire a five-star, supersalesman to 
sell it at a good gross profit. 

We have an uphill climb, as 
dealers, to attract the kind of 
respect back to the retail end of 
our business that it demands, and 
it will help, immeasurably, to 
handle the kind of car that con- 
scientious men can enjoy selling 
to their friends. 

As many of you know, there are 
no secrets to our business. We 
know, for a fact, the things that 
make for success, and how any of 
us, realizing the importance of re- 
conditioning, will take a ’57, ’56 or 
any nice late-model car, and cut 
the tires, or try to patch floor mats, 
or try to skimp and get by on 
little things, assuming that every 
prospect we intend to sell is stupid, 
is a mystery to me. 

We need to face, head-on, the 
truism that money well spent will 
make money, You can take an au- 





tomobile and try to save on im- 
portant appearance and mechanical 
items, and it will cost lots more in 
the sale of the car than you will 
Save. That money spent toward 
making the automobile back into a 
good car, a basically healthy car, 
will be money repaid several times 
over in the sale price. 

One mistake that is easily made 
in reconditioning is trying to make 
a used-car manager serve the dual 
role of service manager. Make your 
shop be competitive or have a low- 
salary man handle the farming out 
or reconditioning. Sales manage- 
ment has more important and prof- 
itable requirements than supervis- 
ing mechanics or jockeying cars all 
over town, 

ok om + 


Display Is Big Factor 


No all this is a part of mer- 
chandising. Merchandising has 
other important aspects. Perhaps as 
important as any point in merchan- 


dising is display. So many times, 


We see a used-car lot that looks 


like a stack of cord wood. 

Can you understand why deal- 
ers insist on lining their cars up 
as close to the street as they can 
get them and arrange them so 
that the prospect can neither see, 
or inspect, much less walk around 
and look at the side of a car, or 
see it from an angle, or see the 
graceful and beautiful lines that 
the manufacturer intended for 
the prospect to see? 

For an automobile, whether it be 
new or used, is a product that the 
customer wants to inspect —he 
wants to feel of it, kick the tires, 
if you please. He wants to be in 
position to handle it and admire it 
and know that when he makes his 
decision, it will be a good decision. 

With that fact in mind, arrange 
your display so that the prospect, 
as he comes to look, can see how 
he is going to get out when he 
gets in; so that he feels that he 
won’t be hemmed up in the clutches 
of some high-pressure, high-pow- 
ered company that is going to take 
his keys and—well, you’ve heard 
those stories. Make your display 
attractive. Change your display at 


least once a day. Make it easy to 
buy. 
* * * 


Passersby Look for Ads 


pray gy you have the opportuni- 
ty to display, you’ll find, if you 
will watch closely on the street in 
front of your used-car lot, a good 
number of people who drive slowly, 
looking—are not looking for your 
sign that says, “Smith Motors,” 
“Jones Motors”’—they’re not soak- 
ing up all your advertising—they’re 
not looking for your dealership 
reputation —they’re looking for a 
red 1955 New Yorker hardtop, and 
maybe they have looked for six 
months. 

There are a surprising number 
of people who stay in the market 
for a particular model equipped 
in a particular fashion and, yes— 
even in a particular color, for a 
long time. Now you may have 
that red ’55 Chrysler hardtop, 
but you’ve go it double-decked in 
the back and they can’t see it, 

And you'll end up selling it for 
$990 when there are some people 
who are thirsty to buy for $1,290, 
or at some inflated market, because 
that’s what they want. That’s what 
their heart desires, That’s what 

(Continued on Page 34, Col. 1) 
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& Fire-Ring Spark Plugs with 
E-X-T-E-N-D-E-D SHELL 


against drowning after false starts. This assures cleaner burn- 
ing for superior performance throughout the extended life. 


This revolutionary spark 


plug development —the extended 


shell—is designed to improve spark plug performance for 
Ford and Chrysler owners. It’s original equipment on 1960 
Pontiacs and Buicks, and it’s an important service option for 
Chevrolet owners requiring special-duty performance. 


The extended shell features a shorter ground electrode, which 
reduces burning and breaking off during extreme temperatures. 
The insulator tip is shielded during starts and protected 
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What's more, the new knurled center electrode multiplies 
spark points at the gap to provide faster, surer starts 


under extreme conditions. 
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Mamma, Daddy and the kids have 
been looking for—and you had it, 
but you didn’t show it, so they 
can’t see it because of your hobble- 
gobble display. 

Now, display leads into our fav-; 
orite subject—and that’s high gross 
profit. We believe there is a system 
to gross; there’s a planned ap- 
proach to gross. We always look, 
as I'm sure a great percentage of 
you do, first of all, at the market 
of a car, what is it worth? 


Not what we have in it, not that) 
Wwe made a mistake and bought it 
too high for, or a chance to buy 
under the market—but the market 
on the car; what’s it worth in 
money, and markup from that 
point. Take that car and display it 
properly, advertise it effectively, 
and push that market for a high 
gross profit for at least 10 days. 


At the end of that time, you have 
exposed the car to the market that 
would pay the premium dollar. Re- 
duce the price to what the market 
on the car really is, or should be 
retail. In other words, step down 
off of the cloud, But it’s at that 
time, during those first 10 days, if 
you display and advertise a car 
properly, that you'll consistently 
make your high gross deal. 


* * * 


The Sky’s the Limit 


ROSS profit is one of the excit- 

ing things about the used-car 
business, and we could dwell all 
afternoon on the fun that’s in- 
volved, and the excitement that’s 
attached, to taking an automobile 
and reconditioning it properly and 
making good money. There’s no 
limit to what you can do. 

Management, not salesmen, 
should control gross. Profit is the 
responsibility of management. 

Your advertising money is per- 
haps the best money that you 
spend. Even though the most of us 
acknowledge that we waste a lot 
of money advertising, and it’s hard 
to pinpoint the things that do us 
good and the things that fail. I am 
not an expert on advertising but 
we believe that an automobile is 
well advertised when its most sal- 
ient points are brought out; items 
of equipment and color, even to the 
original factory name of the color, 
which adds a lot of romance to a 
gray or green or a blue. 

And show the car off even with 
pictures or details of its back- 
ground, not glittering generalities, 
but specific points—things you in- 
vite the customer to check your 
accuracy on. And never be afraid 
of a price in a car ad. Don’t try 
to price a car too cheap; don’t be 
afraid to price one high. 

Any of you, this afternoon, could 
take a ’56 Oldsmobile Super 88 four- 
door hardtop, turquoise and white 
with white leather and turquoise 
nylon interior, with white tires and 
power steering and power brakes, 
with radio and heater, and take it 
to half a dozen dealers and come 
back with half a dozen different 
prices. 

So if the variance exists among 
the car dealers, the people who are 
supposed to know, how could a 
retail customer know the exact 


market on the car? 
* aK ae 


No One Knows Exactly 


UT the point is, none of us 

know exactly. There is no com- 
petition on this particular turquoise 
and white super 88 Oldsmobile, be- 
cause you have the only one that 
belonged to Frederick Jones who 
lives at 1511 Coral Ridge Drive. You 
have a complete market in this one 
car, It is bound by certain general 
limitations, but it is one of the 
great things about the used-car 
business that does not exist in our 
new car market today. 

How can you hope to make 
$600 on this new Biscayne Chev- 
rolet or Impala Chevrolet when 
there are five other Chevrolet 
dealers in as many miles, maybe, 
from you who offer identically 
the same car with the same for- 
mer owner, Chevrolet Motor di- 
vision of General Motors Corp., 
with the same sticker at $150 
gross? 

So, you see, we have a market 
for profit that isn’t limited by what 
other people do, because no one 








else has a car exactly like ours, in 
the first place. And, in the second 
place, nine dealers out of 10 haven’t 
bothered to paint the little cups 
inside the arm rest or refinish the 
window sticks, or go to the trouble 


|of taking that frayed front cushion 


and recovering it in the original 
factory material. 


Your competitor is offering what 
appears to the customer to be a 
shabby, abused, mismatched auto- 
mobile, which doesn’t compare to 
your car from Coral Ridge Drive. 


Sales training probably should fit 
under the subtopic of merchandis- 
ing. There is little that I can say 
that you gentlemen haven’t studied 
and know as an absolute fact. I 
would ask you only to reconsider 
two things. One is, approach a 
salesman that works for you as 
though he were, in every sense, a 
human being. 

Respect the fact that if he is 
going to be the kind of person that 
you want to represent your name 
everywhere he goes, he’s got to be 
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the sort of fellow who loves his 
family, plays with his children, 
likes to teach his boy how to play 
ball. 


* * * 


He’s No Machine 


n GOT to be a healthy sort 
of person psychologically. And 
he’s not going to love the car busi- 
ness and he’s not going to love his 
job with you, if you make him into 
a machine. I don’t know how many 
of you have morning sales meet- 
ings at 8 o'clock, or 8:30, but I 
doubt that there are very many 
of you that can say anything of 
interest that will motivate a bal- 
anced salesman if he has had to 
work until 10:30 or 11 o’clock the 
night before on your used car lot. 

There isn’t anything wrong 
with organizing a sales force in 
some manner of a split-shift ar- 
rangement, and if you must have 
meetings, have them every morn- 
ing with a different crew. Be- 
cause the guys that are there 
representing you until 10 o’clock 








at night need to be representing 
themselves at the breakfast table 
the next morning with their fam- 
ilies. 

Secondly, after you have this 
man that represents you as you 
want to be represented, train him 
only in the basic things. Allow him 
room to be a thinker; allow him 
room to figure out some things by 
himself. He may be smarter than 
you are on some lines. 


Teach him the importance of 
placing the customer in the right 
car. Sell him on the value of dis- 
playing your company to its best 
advantage, of getting on common 
ground with his customer and 
selling himself, as well as the deal- 
ership. Let him understand the 
importance of a demonstration and 
why the appraisal is timed a cer- 
tain way. 

Teach him never to knock the 
good judgment of his prospect or 
tell him how silly he was to have 
bought a Whiz-it 8 when, if he had 
bought something else, there would 
be a lot better tradein on it. Teach 
him to be complimentary and cour- 
teous, Teach him how to show off 
a car to its best advantage; tell 
him why the customer should drive. 

Give him some of the reasons 
why he will enjoy the automobile 








business. Teach him all the as sects 
of your finance plan, Let him fol- 
low you around for a day anv see 
some of the ins and outs of the 
business—some of the problem; the 
dealer has that could have been 
avoided by better personnel. Teach 
him the importance of his place 
and his position in the place of 
business that you are so proud of. 
* a cd 


Razzle-Dazzle Days Gone 


4 ieee people that we sell to, the 
people we make profit off of, 
are the average John Doe kind of 
people who like to do business with 
a clean-cut, honest business house. 
You have found that the razzle- 
dazzle days are gone forever, and 
the buying public has been hoo- 
dooed and lied to and stolen from 
so much that, today, they will place 
a greater value on personality than 
they will on a gimmick. 

Acquire for yourself, in your 
sales organization, the kind of 
men that you’d be proud to have 
in your own home and proud to 
represent your name on the 
street, and you will find that sales 
training will become a minor 
item. If that man has the ability 
to sell himself, and is sincere, 

(Continued on Page 35, Col. 1) 


SELLING SLANTS 


Dealers Enthusiastically Reporting: 


“New Spark Plug Sales Records 
with & ACilloscope!” 


"The ACilloscope gets our 
men under the hood easily." 


Bob's Union Service, Long Beach, Cal. 


"Checked 34 cars in five days 
and sold 18 sets of spark plugs!’ 


Mayfair Cities Service, Chicago, Ill. 


"Spark plug sales jumped 
128.5%. | recommend it, 
without exception." 


Lathrop's Carter Service 
Mercer Island, Washington 


"Great time and labor 
saver—excellent silent 


solesman."' 


Sunny Enterprises, Inc. 
Hartsdale, N. Y. 


Reports are coming fast and the verdict is virtually unanimous: 
AC’s new ACilloscope is the automotive selling tool of the year, 
the biggest spark plug news of the decade! Spark plug sales are 
soaring and profits right along with them. And with good 
reason! The ACilloscope is the only spark plug analyzer to do 
the whole job. It lets you show your customers a complete 














"Simple to hook up; easy to 
read. Checked nine cars, 
sold two sets of plugs." 


S & H Sinclair Service, Cleveland, Ohio 


“Our spark plug sales 
increased 300% through the 
use of the ACilloscope!"’ 


Dick Smith Signal Service, Los Angeles, Cal. 


"In five days, we sold 12 sets of 
spark plugs and nine tune-ups!" 


Sam's Seven and Coyle Service 


Detroit, Mich. 


ONLY Spark Plug Analyzer to Do the Complete Job 


AC SPARK PLUG RB THE ELECTRONICS DIVISION OF GENERAL MOTORS 





profits multiply! 


electronic analysis of spark plug performance. If spark plugs 
need replacing, they can see it for themselves. The ACilloscope 
is EASY TO USE (just four simple connections) and EASY TO 
READ (gives you clear, sharp readings in seconds). Order your 
ACilloscope today—use it constantly—and watch spark plug 
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At NADA Service Clinic ... 


Good U. C. Setup Held 


Business Stabilizer 


(Continued from Page 34) 


then he’ll have no trouble selling 
your product. 

Used cars could hardly be dis- 
cussed without bringing clearly 
into the picture the possibilities and 
problems of financing. So many 
salesmen are unaware, and many 
dealers are unaware, of the differ- 
ent finance plans that fit into a 
particular prospect’s plan of pay- 
ment, or should we say the unus- 
ual plans that make it possible for 
some people to pay for a car. 

So often we hire salesmen at our 
place with automobile background 
that are unaware of the latitude in 
financing that certain banks use, 
certain credit unions employ. 

Even our own finance companies 
have many unusual payment plans 
that make it easy for some people 


agreed. We believe, very strongly, 
at our particular place of business, 
in recourse paper. The feeling, gen- 
erally, today, is to avoid recourse 
paper. It has done nothing for us 
but help us make more money. 

+” ea + 


Terms Fit the Prospect 


io HAVING the latitude from a 
dealer level for farmer plans 
and school-teacher plans and pay- 
ment schedules six months apart, 
or a year apart, for people who 
have unusual income schedules— 
makes it possible, sometimes, to 
trade with a prospect who really 
didn’t know he had the ability, or 
could pay for a car in any other 
way than 24 or 36 equal monthly 
payments. 


A properly reconditioned car is 


to buy a car and pay for it as' important in financing, particu- 


OF THE MONTH 


larly where you have the interest 
of the customer and the interest 
of the finance company, and on 
the recourse arrangement, your 
own interest—at heart in seeing 
that the car is paid for as agreed. 

Because few people, regardless of 
credit, who you’ve stripped of every 
dime they had saved for a down- 
payment and put them on as strong 
a payment schedule as they can 
stand, when they find out, in six 
weeks, that they have cut tires or 
this thing or that thing has been 
patched up, then you’re headed for 
trouble in financing. 

Selling the customer what he 
ought to buy, having that car so 
that it will give him satisfactory 
Service, will lend itself to a low 
percentage of repossessions. And 
the man who is buying the paper 
at the other end of the wire is far 
more considerate in going 10 or 20 
percent over loan value, if he 
knows that that car is going to 
give the purchaser satisfactory 
service. 

Now, another thing that we've 
found in our area—it may be true 
here—it takes a man with strong 
credit, it takes a better credit risk 
to buy a used car than to buy a 
new one, We jokingly refer to a 
$500 downpayment on a used car 


as, “This man has enough to buy 
three cars—with $500 in cash.” 
* * * 


Be Up on Plans 
O, UNDERSTAND the resources 
that are at your disposal on 
financing, the different plans that 
are available through your own fi- 
nance company that have been 
worked out on a sound, equitable 
basis for the repayment of the 
mortgage on the car. Make sure 
that your salesmen understand it. 
Another important part of 
profitable used-car merchandising 
is a satisfactory guarantee on the 
car that you sell. Now, the guar- 
antee to the customer is worth 
only the respect that you give it 
as you present it. In other words, 
if you slide over it, or cover it 
briefly, then the customer looks 
upon it as something you regard 
as unimportant and something 
that doesn’t have much value, 
There are a lot of different guar- 
antees floating around, some good, 
some bad. The factory, with their 
A-1 and OK safety-tested slogans, 
have a guarantee program for you 
to offer. Basically, their guarantee 
is what they consider to be a cost 
repair for a specific period of time. 
There is a guarantee used that 











You start making additional spark plug sales right away, when you get your ACilloscope. The 
ACilloscope comes to you — not as just a selling tool— but as a complete selling package. 


WINDOW TRiIM-—These four colorful pieces give you 
a choice of what to say on your window. You can 
display one, two, three or all four. 
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Check POWER 
PERFORMANCE 
ECONOMY with the 


New & Fire-Ring Spark Plugs 


They must be the best! 







ALL METAL DRIVEWAY SIGN — This 
colorful all-metal driveway sign reminds 
motorists that you do service work. It’s 
26” wide by 48” high. 


@9 FIRE ORING 


SPARK PLUGS 





CHART FOR EASY READING—Your customers 
will be interested in this chart. It shows spark 
plug conditions, and corresponding readings on 


the ACilloscope. 





SLIDE RULE—This handy pocket slide rule will be a 
real help when you’re talking to customers. 


. SERVICE MANUAL-—tere’s one of the most 
complete spark plug service manuals ever com- 
piled. It shows spark plug removal and installa- 
tion methods for the difficult, as well as the simple 
applications. It gives simple seven-step proce- 
dures to help train attendants, and complete 


ACilloscope and 
Selling Tools... 
DEALER PRICE 


instructions for the best use of the ACilloscope. 





AC PRESENTS THE 


Art CARNEY SHOW, NBC-TV, MARCH 4 


PERMANENT IDENTIFICATION—This 
decal gives you a permanent identifica- 
tion as a spark plug service center, 


TOTAL PACKAGE PRICE 


$4.49 


No Qualifications 


You also get these big extras FREE 
after receiving your ACilloscope! 


As the purchaser of an ACilloscope, you will be contacted by an AC 
representative, who will deliver the all-metal driveway sign and the 
decal. If requested, the representative will assist you in setting up a 
spark plug service center. . 
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Every AC features the 
exclusive Hot Tip that 
heats faster, cools faster 
to stay clean longer. 


35 


borders on being like a deductible 
insurance policy. It guarantees the 
customer that the most expense he 
would incur for mechanical break- 
down would be $25. It is called 
simply a $25 deductible guarantee. 

While at an NADA seminar this 
year in Washington, we picked up 
an idea from a Ford dealer in 
Burlington, N. C., that we’re very 
happy to have heard about, and 
we've put it into effect. 

We find that it not only excites 
our customers, but really and truly 
excites the salesmen. When you get 
something today that excites an 
automobile salesman, you’ve really 
hit upon something. So, this isn’t 
our idea, but rather, belongs to 
that Ford dealer in Burlington, 

aa * + 


One-Year Warranty Offered 


T GIVES the customer a one- 

year warranty for any mechani- 
cal difficulty or repair that he 
might want done to the car, with 
a 25 percent discount on parts and 
a 25 percent discount on labor. 
We're taking half a loaf in order 
to get that customer back as a 
service customer and, at the same 
time, giving him a guarantee that 
he appreciates. 

Now, guarantees wili vary with 
organizations, but the guarantee 
on a used car is important, It’s 
important, in the first place, that 
you see that the customer under- 
stands it; and, in the second 
place, that you intend to do what 
you say you'll do. 

Two items that are offered as 
suggestions on merchandising: 

1. We advertise, and have printed 
on our orders, that every used car 
is sold with an absolute 48-hour 
money-back guarantee. We mean 
what we say. In the last three 
years, we’ve had to reverse only 
five deals, so it isn’t as big a buga- 
boo as it sounds, but it gives im- 
measurable confidence to the cus- 
tomer. He knows that what he is 
buying should represent sound 
value. 

2. Design a price sticker with 
your company name and back- 
ground, print the major accessories, 
then check the items that each car 
is equipped with so the customer 
and salesman can compare the 
value with the price. 

Invite people, in your advertising, 
to come in on Sundays, or when 
you are closed, to inspect cars and 
prices; compare price with value, 
There are a world of customers 
who consider themselves experts 
without the assistance of a sales- 
man. 

* * = 


A Balance Wheel 


WE LOVE the car business. It’s 
what we think about, talk 
about and dream about making 
better. Particularly of the car busi- 
ness, we are fascinated by, and 
attached to, the used-car business. 
It has been a balance wheel to our 
business. It’s helped us take months 
when new-car business was poor, 
new car gross was low, competition 
was chewing us up and spitting us 
out against a brick wall, it’s helped 
us take those months, and with an 
aggressive used car department, 
continually make money, 

I present to you gentlemen noth- 
ing new, nothing revolutionary, but 
the honest fact that, with a dy- 
namic used-car operation, with an 
aggressive, hard-hitting, well-bal- 
lanced used-car department, you 
will make money. To paraphrase a 
familiar ‘statement “Where your 
pocketbook lies, there will your 
heart be, also.” 


Camden Dealers 
Headed by Turney 


CAMDEN, N. J.—Arthur J. Tur- 
ney (Dodge), Gloucester, has been 
installed as president of the Cam- 
den County Automobile Trade Assn. 
He succeeds John F. Ranken 
(Chevrolet), Haddonfield. 

Other officers are Thomas Bar- 
low (Lincoln-Mercury), first vice- 
president; Curtis Mitchell (Chevro- 
let), second vice-president; John H. 
Gardner jr. (Buick), treasurer, and 
Walter Engle, former automotive 
ad manager of the Courier-Post 
newspapers, secretary. 

Other board members include 
H. J. Mugrauer (Chevrolet), John 
P. Masson sr. (Buick), Orie Pol- 
lock (Chrysler-Plymouth), De Motte 
Eggie (Rambler), Ed J. McAllen jr 
(Buick), J. Nelson Ingram (Olds- 
mobile), and Max Jenstch (DeSoto). 
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Westroads Shopping Center, St. Louis, Missouri— 109 models of new cars advertised in LIFE were exhibited— 275,615 attended. Two 
to three times as many cars were sold as at any recent auto show in the area. Presented by Greater St. Louis Automotive Assn., Inc. 


In just ten days, 2,500,000 
people had a chance to see 
the new 1960 cars at six auto 


shows co-sponsored by [EJ 7 


© Between October 28 and November 14, 1959, 
LIFE Magazine sponsored automobile shows 
at six regional shopping centers across the 
country. These were staged in cooperation 
with individual automobile dealers and shop- 
ping center merchants, or their associations. 
© Eachshow lasted 10 days, including Sundays. 
¢ 420 cars representing different models and 
makes (including foreign cars)—all advertised 
in LIFE — were exhibited by 158 local auto 
dealers in the six shopping centers. 
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Lakewood Center, Lakewood, Calif.—56 models of new cars advertised in LIFE were exhibited—750,000 attended. Presented by 12 Lakewood—Compton—Bellflower—Long Beach Dealers. 





Evergreen Plaza Shopping Center, Chicago, Illinois—Comedienne Dody Goodman opens show sponsored by LIFE, Evergreen 
Plaza and 16 Chicago automobile dealers. 44 models of new cars advertised in LIFE were exhibited. 241,810 attended. 


e These auto shows increased the normal at- 
tendance of the shopping centers by an aver- 
age of 42% over similar periods. 

e Even on Sundays, when most shops in the 
centers were closed, attendance at each auto 
show ranged between 10,000 and 35,000. 

e LIFE’s experiment helped to take 1960’s new 
cars directly to the shopping centers where 
car-driving men and women congregate. LIFE 
thus enabled the co-sponsoring auto dealers 
and shopping center merchants to show their 


Hillsdale Mall, San Mateo, California—66 models of new cars advertised in LIFE were exhibited. 567,580 attended 


products to more people in less time than 
ever before. 

This is one more example of how LIFE con- 
tinually works at the local level to merchan- 
dise the products advertised in ‘‘America’s 
greatest selling force.”’ 


For further information on the LIFE co-spon- 
sored auto shows, write to Warren A: King, 
Automotive Merchandising Manager, LIFE, 
Time & Life Building, Rockefeller Center, 
New York 20, New York. 
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A report to the industry from 


America’s automobile showroom. 
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. Presented by Burlingamé—San Mateo Motor Car Dealers Assn. 
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WASHINGTON. — The following 
service experts and merchandising 
men are on duty in the service con- 
sultation section of the NADA 
Equipment Exhibition here, 


American Motors: F. H. Bro- 
dek, R, H. Isbrandt, J. S. Krider, 
K. E. Kuehl, C. M. Tillinghast, 
J. R. Leonard and L, F. Roberts. 
Chrysler Corp.: Dodge—J. W. 

Farley, R. H. Kline and W. M. 
Spencer. Plymouth-DeSoto-Valiant 
—E. A. Wilson, R, E. Johnston, 
M, J. Farrell and G. J. Cutler. 
Chrysler division—C. T. McClure. 
Simca—L, M, Brucker. 

Chrysler Corp. service develop- 
ment and training—P, B. Hopkins, 
H, A, Schweppe and William Lan- 
don. MoPar division—T. W. Water- 
fall, S. J. Wall and L. W. Piot. 





A New Deal in Portiand— 
Automobile row in Portland, Ore., acquired a newcomer with the opening of this 
Fiat outlet by Corder Motors of Vancouver, Wash. The new deal will be known as 


Corder Motors of Oregon, Inc. An Oldsmobile dealer for 25 years, J. W. Corder is 
the Fiat distributor for Oregon and parts of Washington and Idaho. 





Chrysler service parts and acces- 
sory division—H. D. Costello. 

Ford Motor Co.: Ford division— 
Carl Doman, Reginald I, Rice, R, D. 
Williams, G. L. Adams, J. E, Camp- 
bell, C. W. Hallaran, O. W. Roper 
and A. W. Schuff, Lincoln-Mercury 
—D, A. Kuhn, George Lattimer, Dan 
Cornila, George Dixon, E, A, Erick- 
son, Earle Brown, C. J. Fournier 
and J. W. Dimmock, 

General Motors—«M. E. St. 
Aubin, E, L, Lape, P. E, McDon- 
ald, T. A, Dykstra and E, C, Hen- 
ricks, Buick—E, J. Krause and 
Clair Martin. Cadillac—R, M. 
Phillips, N. W. Metzger and Carl 
Eichenauer. 

Chevrolet—E, L, Harrig, R. L. 
Siegrist, R. Burdette, J. P, Ecken- 





rode and T, W. Childs. Oldsmobile— 


— 


W. J. Buxton, A. R. Beaudion, G, 
Rittenger and A, L, Cotton. Pontiac 
—H. J. Hales, W. D, Manley and 
P. J. Dembny. GMC Truck & Coach 
—W. W. Edwards, R. G. Febder 
and E, L. Thomas. 

Studebaker-Packard—Roy B. 
Bender, E. J. Challinor, C. w. 
Hackler, M. L. Weaver, F. R. Mc. 
Bride, J. C. Sheppard, A. J. Kin. 
nune, J. R, Fassel, A, E. Iserman, 
T. W. Downs, M, L. Reynolds, John 
Frechette, F. C, Oldenburg and 
R, D. Feick. 

Factory used-car men in attend- 
ance are as follows: American Mo- 
tors, Harry Cardoze and Don Whit- 
ten; Buick, Dick Newkirk; Cadil- 
lac, Clarence Staufenbeil; Chevro- 
let, Ed Cowan; Chrysler-Imperial, 
|C. H. Van Steenberg; Dodge, B. M. 
Carter; Ford Division, Ed Taub, 
Ken Bemish and C. V. Toussaint; 
Lincoln-Mercury, E. D. Rebban; 
Oldsmobile, Webb F. Hoffman; 
Plymouth-DeSoto-Valiant, Ed 
Howe; Pontiac, John Mahony; 
Studebaker-Packard, Elwood W. 
Dalton. 





Total Passenger Cars in Operation, States by Makes 


As of July 1, 1959 
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Total Commercial Cars in Operation, States by Makes 


As of July 1, 1959 
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Outdoor sells cars hard 
when and where the selling 1s good 


Auto makers take a back seat to no one when it 
comes to moving products. That’s why Outdoor 
advertising shows up so big in their media mix. 


Auto makers know Outdoor delivers more prospects 
at a lower cost per exposure than any other medium. 
Outdoor hits prospects wherever they drive... when 
they’re most receptive...in big full color. 


There’s no more flexible medium. Outdoor blankets 
the nation at new car introduction time. Then settles 
down for the long hard pull of year-round selling. 
And it’s quick on its feet... quick to change with the 
market situation. 


ie} OUTDOO 


Selective, hard-selling, big. These are the words for 
Outdoor. Ask an OAI man to show you how Outdoor 
posters, painted bulletins and spectaculars can sell 
hard for you...whether you sell cars, tires, or any 
automotive products. 


He’ll put at your disposal all the research, planning, 
creative and merchandising services of Outdoor 
Advertising Incorporated—the national sales repre- 
sentative of the Outdoor advertising medium. 


Sales offices in: Atlanta, Chicago, Dallas, Detroit, Los Angeles, 
New York, Philadelphia, St. Louis, San Francisco, Seattle. 


ADVERTISING 
INCORPORATED 








LARK MAKES NEWS AGAIN ;+ 
IN ‘THE WORLD'S 
BIGGEST SHOWROOM! 





PRACTICAL PARERABLE TESSABLE 
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> Here’s Lark “up front” again, dramatically dominating Grand Central Station in New York. Right here in the world’s 
biggest showroom more than 400,000 travelers each day, from every state in the country, see for themselves the superior 
quality of The Lark product “> And in dealers’ own showrooms across the nation this same Lark quality is racking up 


new sales records ” With the hottest V-8, the lowest price V-8 line, and the only Convertible in the field—Lark dealers 


have a live product with proven sales performance. Larks move in volume—at a solid profit From the Atlantic to the 


Pacific, dealer after dealer reports profits up and current sales running substantially over original estimates # Shouldn’t you 


be getting a share of this Lark prosperity? 


GET THE FACTS ON 
TELL ME ABOUT THE LARK FRANCHISE—in strictest confidence, and without 


LARK DEALER __ itstssoninen vounen 
PROSPERITY rm 


ADDRESS 
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Howard A. Schmeal has been 
elected vice-president, treasurer 
and secretary of Ingersoll Products 
division of Borg-Warner Corp. He 
joined the division in 1944. 

Ingersoll Products, Chicago, 
makes farm implement disks, 
washing machine tubs, bathroom 
and kitchen plumbingware, steel 
stampings, tapered discs for truck 
wheels, furnaces and cranes and 
hoists. 


* * * 


Superior Names Bradford 


Harry E. Bradford has been 
named Eastern division manager of 
the school-coach sales department 
for Superior Coach Corp., Lima, O. 
He joined the company in 1952. 

* * * 


Spector Heads Binkley 


Jd. J. Spector has been named 
president of Binkley Co., Warrenton, 
Mo., maker of truck and trailer 
components. He succeeds William 
J. Binkley, company founder, who 
remains with the firm in an advi- 





Heavy-Duty Hauling Jobs Are Easy With Timken-Detroit* 


BAVAN GED 


Timken-Detroit balanced hypoid-helical double- 
reduction gearing is unequalled for top perform- 
ance and dependability. Outstanding advantages 
that make it the choice of heavy-duty equipment 


manufacturers and 


gears... greater flexibility in gear ratios .. . bal- 
anced gear set loadings . . . long life and low main- 
tenance costs. The hypoid first reduction is 30% 
stronger than spiral bevel, and works in series 
with the second reduction to take an equal share 
of the load. In the helical second reduction, 
strong helical gears with a wide range of ratios 
insure balanced double-reduction gearing. 


sory capacity. Spector formerly was 
vice-president of Universal Match 
Corp., St. Louis. Also named to 
Binkley posts were William Haus- 
ner, vice-president and treasurer; 
Frank A, Bornmann, sales vice- 
president, and Harry McKay, engi- 
neering vice-president. 

* * * 


Sherry Heads Buick Output 


As Wagner Retires 


Robert M. Wagner, 62, general 
production manager of Buick for 
the past 17 years, retired Dec. 31. 
A 40-year employe of General Mo- 
tors, Wagner joined Buick as as- 
sistant production manager 27 years 
ago, He started his career with the 
corporation in 1919 as a stock clerk 
at Oakland. 

Succeeding Wagner as Buick’s 
general production manager was 


James J. Sherry jr., 45, his assist- 


ant for the past three years. John 
C. Fisher, 44, superintendent of 
tabulating and data processing, be- 
came manager of production and 


operators are: big, husky 


240 SERIES 
SINGLE-SPEED, HYPOID-HELICAL 
DOUBLE-REDUCTION 


Two full-sized gear sets form a balanced power train—with 
each gear set accomplishing a substantial reduction. This 
combination of husky hypoid first reduction gears coupled 
with rugged, wide-faced helical second reduction gears pro- 
vides a double-reduction gear set that outperforms all 
others. Because the ratios of each reduction may be varied, 









Ypiter -rodity. ROCKWELL-STANDARD 


you get a balanced power 
train with the larger selec- 
tion of axle ratios for maxi- 
mum operational versa- 
tility and performance. 


choree 


of two | 


INTERCHANGEABLE BALANCED 
DOUBLE-REDUCTION 
DRIVES 


planning; William B. Darnton, 40, 
supervisor of data processing, took 
over Fisher’s post; Russell C. Yahr, 
51, director of material and pro- 
duction planning, became director 
of production control, and Irving 
H. Smith, 48, supervisor of data 
processing, became director of pro- 
gramming operations. 

* * x 


Mack Names Gustafsson 


To Engineering Post 


Carl J. Gustafsson has been 
named engineering manager of the 
gear design department of Mack 
Trucks, Inc. 

His primary activity will be to 
handle all new and advanced de- 
sign geared components. He for- 
merly was with Dana Corp. 


* o * 
Eaton Promotes Three 


In Central Research Unit 


Three promotions in the research 
and engineering staff of the central 
research division of Eaton Mfg. 
Co, have been announced. 

George R. Pipes, formerly chief 
engineer, has been advanced to as- 
sistant manager of the division; 
Harold A. Frost, formerly chief 
electrical engineer, was named 








HYPOID-HELICAL 
DOUBLE-REDUCTION 
AXLES 


manager of product development, 
and Joseph E, Urbassik was pro- 
moted to automation manager. 

a * * 


American Enka Names 


New Chief Executive 


Philip B. Stull has been elected 
president and board chairman of 
American Enka 
Corp., New York, 
succeeding Wil- 
liam Gage Brady 
jr., who retired. 

Stull was for- 
merly a vice- 
president and di- 
rector of Her- 
cules Powder Co., 
Wilmington, Del. 
He has been a di- 

, @ rector and mem- 
P. B. Stull ber of the execu- 
tive committee of American Enka 
since 1956. 





* * * 


Rubber Veteran Retires 


After 35 years in the rubber in- 
dustry, K. D. Smith has retired 
from National-Standard Co., Niles, 
Mich. He had been vice-president 
of rubber and automotive relations 
and will continue to serve in an 
advisory capacity. He was with 


— 


National-Standard 15 years and 
was located in the company’s A kron 
office. 

. * * 


Dura Transfers Sward 

Kenneth W. Sward has bee: ap- 
pointed executive assistant tc the 
executive vice-president and gen. 
eral manager of Weaver Mfg. Co, 
Springfield, Ill., a division of Dura 
Corp., Detroit. He is a vice-presgj- 
dent of Dura. Weaver makes auto- 
motive service equipment. 

+ * * 


Autolite’s Cappi Heads 


Service Parts Operations 

Joseph A. Cappi, Electric Au- 
tolite Co. vice-president, has been 
named to head the company’s 
service parts operations. 

In the new post, Cappi will co- 
ordinate engineering and pro- 
curement and will supervise dis- 
tribution of Autolite’s electrical 
replacement parts. 

* + 


Finn Named Sales Chief 


Ben J. Finn has been named 
sales manager for the Master 
Parts division, Airtex Products, 
Inc. 

+ + + 


AMT Appoints Roberts 
Sales Vice-President 


Automotive division, American 
Machinery Importers, has announc- 
ed the appointment of James T, 
Roberts to sales vice-president. 

Roberts will be calling on fran- 
chised distributors to assist them 
with sales promotion and field rep- 


ing their complete line of metric 
fasteners for foreign cars. 
+. * * 


Merritt Joins Rossi 


John W. Merritt has joined Rossi 
& Co., Detroit, as supervisor of 


| group activities relating to automo- 


tive products and automotive after- 
market merchandising. He former- 
ly was advertising manager for the 
replacement division of Thompson- 
Ramo-Wooldridge, Inc. 


+ * * 


Autolite Hikes McKeever 


Edward E. McKeever has been 
named Eastern regional manager 
for Electric Autolite Co.’s replace- 
ment sales division. He joined 
Autolite in 1948 in Newark, N. J, 
and has been district sales man- 
ager there since 1955. 

« oo + 


Willys Appoints Staelens 


Vice-President, Controller 


L. O. Staelens has been elected a 
vice-president and controller of 





340 SERIES 

TWO-SPEED, HYPOID-HELICAL 
DOUBLE-REDUCTION 
axle which provides two separate gear 


A true 


ratios through the use of two full-size helical 


sets... 


a “fast” ratio for maximum speeds and a “slow” ratio for 
greatest pulling power. Pick the most efficient gear ratio to 
meet your requirements of speed, load and road. Spring-flex 
power shifting provides simple, positive shifting with either 


air, vacuum or electric actuation. 
Timken-Detroit two-speed hypoid- 
helical double-reduction axles give 
a versatility and economy to truck- 
ing operations that is unmatched 


by other axle gear designs. 
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Willys Motors, 
Inc., Toledo. With 
Willys since 1953, 
Staelens has been 
controller of the 
company since 
1958. 

A graduate of 
University of 
Notre Dame, 
Staelens was with 
Chevrolet for 10 
years. He joined 
Kaiser-Frazer 





L. O. Staelens 
Corp. in 1945, serving in various 
finance positions, before moving to 
Toledo as assistant controller of 
Willys in 1953. 

a 


* * 


AMC Names Keith 


R. L. Keith has been named 
manager of a new American Mo- 
tors district which includes most 
of South Dakota. He will headquar- 
ter in Sioux Falls, S. D. Keith for- 
merly was parts and service repre- 
sentative for AMC in that area 

* * + 


Bendix Ups Weyburne 


Bendix Aviation Corp. has an- 
nounced the appointment of Fredric 
©. Weyburne as assistant group ex- 
ecutive in charge of six manufac- 
turing divisions. The divisions in- 
clude Marshall-Eclipse, Eclipse 
Machine, Zenith Carburetor, Bendix 
Filter, Lakeshore division, and 
Bendix-Eclipse of Canada, Ltd. 

7” ” oe 


Rockwell-Standard Division 


Promotes Koch, Flannery 


Kenneth M. Koch has been 
named engineering director and 
Gerard J. Flannery service parts 
manager of the transmission and 
axle division, Rockwell-Standard 
Corp. 

Koch joined the company as & 
junior engineer in the engineering 

(Continued on Page 43, Col, 1) 
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department and was assistant gen- 
eral sales manager prior to his new 
appointment. Flannery joined the 
firm as an accounts payable clerk 
in the accounting department. 

* * * 


Lerch Joins Thompson 


Jerome W. Lerch. has been named 
marketing research manager for 
the Thompson Products Replace- 
ment division, Thompson Ramo 
Wooldridge, Inc. He had been doing 
market and consumer research an- 
alytical work for Ford Motor Co. 

* * * 


Kindelberger Elevated 


Charles G. Kindelberger has been 
elected vice-president and secretary 
of the corporate division of Simoniz 
Co. He formerly was manufactur- 
ing vice-president. 

* * * 
Rubbermaid Names Coulter 


Auto, Marine Sales Chief 

William F. Coulter has been 
named to the newly created posi- 
tion of automo- 
tive and marine 
sales vic e-presi- 
dent for Rubber- 
maid, Inc., Woost- 
er, O. 

Coulter has 
been associated 
with Rubbermaid 
since 1950 when 
he joined the 
company as a 
sales representa- 
tive. He was as- 
sistant sales manager of the house 
wares division and later sales man- 
ager of the housewares specialty 
department before being named 
sales manager of the automotive 
division in 1955. He was promoted 
to director of automotive and 
marine sales earlier this year. 

* * * 


Yale Rubber Names Bush 


Yale Rubber Mfg. Co., Sandusky, 
Mich., manufacturer of oil seals, 
rubber molded and extruded prod- 
ucts, has named Jack A. Bush 
manager of sales engineering for 
oil seals. 





W. F. Coulter 


* * cg 


Sales Post for Arthur 


Richard Arthur has been named 
assistant sales manager in charge 
of auto industry sales for Donnelly- 
Kelley Glass Co., Holland, Mich. 

+ of * 


Harris, Johnston Shifted 
By Bohn Aluminum & Brass 


Edward N. Harris has been 
named manager of Bohn Aluminum 
& Brass Plant No. 12 at South 
Haven, Mich. He formerly super- 
vised Bohn’s sales and engineering 
contacts with several General Mo- 
tors divisions. 

Robert W. Johnston has been ap~ 
pointed to supervise the accounts 
formerly handled by Harris. 

+ * * 


Giroux in New Sales Post 


The Owosso division of Midland- 
Ross Corp., has announced the ap- 
pointment of Robert M. Giroux as 
Midwestern regional manager. 
Prior to joining Midland-Ross, Gir- 
oux was associated with Phillips 
Petroleum Co, and Gatke Corp. 

*” + * 


Royal Gets Added Duties 


John A, Royal has been appoint- 
ed manager of vulcanized fibre 
Sales by Taylor Fibre Co., Norris- 
town, Pa. He will continue as man- 
ager of foreign sales, a position he 
has held since he joined the com- 


pany in 1949, 
in an 


Kayser Named to Sales Post 


Albert J. Kayser has been 
named sales engineer in Texas, 
Louisiana and Mississippi for De- 
troit controls division, American- 
Standard, Detroit. Kayser’s head- 
quarters will be in Dallas. 


~ + * 
Clinton Appoints Champion 
Production Director 


Clinton Engines Corp., Clinton, 
Mich., has announced the appoint- 
ment of Jack L. Champion as pur- 
chasing and production control di- 
rector. 

Champion joined Clinton after 
serving 20 years as production 





manager with the Ford Motor 
Cos Sandusky (O.) hardware 
plant, and as president of the 
Champion-Lee Co., a sales organ- 
ization. 

a * * 


Lewis Promoted in Sales 
The promotion of Thomas L. 
Lewis jr. from salesman to assist- 
ant sales manager of the tire cord 
-industrial products division of In- 
dustrial Rayon Corp. was reported. 
a * * 


Anderson Jr. Named 


Head of Bundy Tubing 


Wendell W. Anderson jr, has been 
elected president of Bundy Tubing 
Co., Detroit. 

Other officers elected were: Ar- 
thur Gardner, chairman of the 
board; John W. Anderson II, ex- 
ecutive vice-president; F. C, Miles, 
treasurer and assistant secretary; 
Yates G, Smith, member of the 
board and secretary, Miles was also 


appointed a vice-president of the 
company. 

Wendell W. Anderson jr. and 
John W. Anderson II are sons of 
lthe late Wendell Anderson sr., a 
| founder of Bundy Tubing. 

Oo * * 
UMS Promotes Cody 
| Promotion of P. T. Cody to west- 
ern regional manager for United 
Motors Service division has been 
announced. Cody, formerly zone 
|manager at Los Angeles, succeeds 
R. H. Rutherford, who has been 
granted a leave of absence for rea- 
| sons of health. 
* 


* * 


IH Advances Uebelhoer 


John P. Uebelhoer has been pro- 
moted from assistant manager to 
manager of the order and distribu- 
|tion department of International 
Harvester Co. He succeeds M. W. 
|Shellabarger, who resigned. 

* * * 
Big Four Names Glasmeier 


Assistant Sales Chief 


Paul G. Glasmeier has been ap- 
pointed assistant sales manager as- 
signed to national accounts for Big 
| Four Industries, Inc., Foster, O. 
Glasmeier will specialize in work 
‘with the major tire and petroleum 





marketers, analyzing their tire 

service requirements. He joined 

Big Four in 1950. 
* 


Eaton Appoints deWindt 


Sales Vice-President 


E. M. deWindt, who started as a 
production clerk with a division of 
the corporation 18 years ago, has 
been elected vice-president and 

sales director of 

Eaton Mfg. Co., 

‘ . Cleveland. He will 
succeed Ralph E. 
Fisher, retired. 

With Eaton 
Since 1941, de- 
Windt moves up 
from his present 
position as assist- 
ant sales director 
of the corpora- 
tion. Before  be- 

E. M. deWindt coming assistant 
sales director earlier this year, he 
had been, for five years, general 
manager of Eaton’s stamping divi- 
sion in Cleveland. 

* * * 


Warrender Joins Globe 


William T. Warrender has been 
named administration vic e-presi- 
dent of the battery division, Globe- 
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Union, Inc. He had been with 
RCA’s Electronic Components & 
International divisions. 

oe * * 


Kay Named Sales Manager 


Darrell H. Kay has been named 
automotive division sales manager 
for the Los Angeles division, Behr- 
Manning Co. He had been a field 


engineer. 
* * 


Stedron Named Sales V-P 


N. G. Stedron has been appointed 
assistant sales vice-president of 
Trailmobile, Inc., in Cincinnati. He 
had been manager of Trailmobile’s 


Southeast division. 
* * od 


IH’s Foley Goes to Dallas 


G. H. Foley has been appointed 
Dallas district sales manager for 
International. Harvester’s truck di- 
vision. 

aa & 


Shackelford Named 


Harry K. Shackelford has been 
appointed industrial - automotive 
sales representative by Black & 
Decker Mfg. Co., Towson, Md. He 
has been assigned to the electric 
tool company’s San Francisco sales 
district and will headquarter at 
Fresno, Calif. 


THE SUCCESS STORY* BEHIND 


VESPA 


“QUALITY 
PRODUCTS 


* * Slightly higher 
in the West 


RELIABLE 


af SERVICE 


The Vespa “400” automobile and the Vespa Motor 
Scooter have gained world-wide recognition for 
their precision engineering and prize-winning 


design. 


The Vespa “400” 


with the most economical air 


cooled rear engine, squeezes an unbelievable 60 


miles out of every gallon of gas. . 


. comes com- 


pletely equipped with heater, defroster, electric 
windshield wipers, has four wheel independent, 
deep coil suspension and retails for only $1,080. 
P.O.E.** East Coast. 


VESPA DISTRIBUTING CORPORATION 
MOTOMAC OVERSEAS CORPORATION 


31-02 


Northern Blvd., 


WA 


Long 


NATIONAL — 





BIG 


DVERTISING SALES 





Vespa Motor Scooters retail from $365. P.O.E. 
and everybody knows how dependable, sturdy 
economical Vespa Motor Scooters are!! 


Parts and service problems do not exist—factory 
trained mechanics are always at the disposal of 
dealers and new supplies are being constantly 
flown in to the 12 Vespa depots. 


Get the complete story today and find out how you can 
join the happy family of Vespa dealers across America. 


Island City 1 


, N.Y. 
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Dodge Dealers Win Poster Award— 


Dick Rudolph, of Howard Morris Co., Baltimore, congratulates Milton Weiner, left, 


advertising cochairman, Dodge Dealers of Baltimore, as he awards the ‘November 
Poster of the Month"’ award to Baltimore's Dodge dealers. From left are Weiner; Jack 
Gerber, vice-president, Brahams-Gerber, agency creating the poster; Rudolph; Mark | 
Chenowith, advertising cochairman; Jack Maume, Dodge Baltimore city manager, and 
Jack Brahms, president, Brahms-Gerber. 








We value our customers most after the 


buy a VOLVO! (And thanks to you, Mr. Volvo 


Dealer, you back up this statement to the consumer.) ¥,, wr. Deal- 


er, are the final reason why Volvo is making a great name in America as the family sports car 


. . . the favorite compact European car. Because 


fine a piece of machinery as there is on the road today, every car needs the right parts at the 
right time and the right service. This is what you are regularly delivering! As fine a car as can 


be sold, fine service keeps it sold and word of mouth sells more and more and more. 


VOLVO DISTRIBUTING, INC. 


452 Hudson Terrace 
Englewood Cliffs, New Jersey 


IN CANADA: Auto Imports (Swedish) Ltd., 48 Crockford 


Georgia St., Vancouver 6 


Symbol of superb Swedish enginee 
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SWEDISH MOTOR IMPORT, INC. 


3301 West 12 Street 
Houston 24, Texas 


An Organizing Tool... 





Case for Phone Prospecting 


can be lined up by phone, An 
hour of calls in the morning 
could provide enough afternoon, 
evening or next-day appointments 
to keep any salesman fully sup- 
plied with prospects, he said. 


| “Many salesmen fret constantly 
|about their inadequate supply of 
man should use the phone to con- | prospects,” Schwartz said. “They 
tact customers. }are hooked up by telephone to 

1. Hours of leg work are elimi-| practically every prospect there is, 
nated. By contacting people by| and a few turns of the finger will 
phone, he pointed out, the salesman | Pring any of them into conversa- 
uses his legs only to get to those| ‘on with you.” — ; 
who already have indicated they| 4. Sales prestige is increased by 
are willing to talk to him. |phone appointments. A salesman 

“You are no longer a tired man| Shows his appreciation of a pros- 
ringing doorbells, not knowing) Pect’s time by calling him by phone 
what kind of a reception you will| Tather than knocking on his door 
get,” he added. | unannounced, he said. 

2. Valuable time is saved. Using!) 5. Phone gets you in when other 
the phone to obtain and space ap-| methods fail. “When you call a 
pointments with “cold” prospects,| prospect to ask permission to call, 
he said, the salesman can add from| the courtesy, consideration and re- 
a half to twice as much effective| spect is so marked in contrast to 
selling time. | banging personally at his door and 

3. A better supply of prospects ‘' being hard to get rid of, that every- 


LOS ANGELES.—Salesmen who| 
want to increase their income and_| 
cut down physical waste at the) 
same time should concentrate on| 
prospecting by telephone. 

That's the advice of Jack | 
Schwartz, author of “How to Get 
More Business by Telephone.” He 
listed 12 reasons why the sales- 


thing is at once on a much higher 
plane,” Schwartz explained. 

6. Phone keeps salesmen on a 
“straight track.” By using the 
phone, he added, the salesman 
can choose the section of town in 
which he wants to concentrate, 
the street, block or the particular 
building. 

7. Salesmen are able to “condi- 
tion” the prospects. A big part of 
the sales job is done when the pros- 
pect consents by phone to be inter- 
viewed, Schwartz said. 

8. Working area can be confined, 
“By knowing precisely what class 
of prospects there are in a selected 
area, you can shoot much closer to 
the bull’s eye in your sales talk,” 
he said. 

9. Salesmen keep in closer touch 
with customers. If the first contact 
and sale are made as a result of 
a phone call, it will be much easier 


|to pursue this type of approach, he 


said. These customers also can pro- 
vide other leads, he added. 

10. There is no mileage limit to 
a salesman’s work, the further 
the distance from the prospect, 
the more logical a phone call to 
make an appointment. 

11. Phone prospecting is more re- 


| warding and agreeable personally. 


12. Phone _ prospecting is_ the 
salesman’s best bet for increasing 
earnings. 

Schwartz, an insurance salesman, 
said he has done all of his selling 
by phone for several years, “and 
have consistently stood at the top 
among my company’s salesmen as 
a result.” 









Dow Examines 
Auto Owners in 
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as much pride as Volvo takes in producing as 


AUTO IMPORTS, INC. 
13517 Ventura Boulevard 
Sherman Oaks, California 


Blvd., Scarborough (Toronto); 1350 E. 








ring and craftsmanship 








Gas Station Study 


MIDLAND, Mich.—What the mo- 
torist knows about his car and how 
he sees the operator of the neigh- 
borhood filling station are discussed 
in a study prepared for Dow Chem- 
ical Co. 

Titled “The Service Station Cus- 
tomer,” the motivation study was 
conducted for Dow by Nowland & 
Co., Inc. 

The study is divided into three 
parts: “What about the service sta- 
tion customer—who is he?” “The 
service station as the customer sees 
it” and “What the customer knows 
about his car and the way it op- 
erates.” 

On the final topic, the study de- 
clares: “During the break-in period 
of a new car, the auto dealer is the 
most influential source of advice 
and information ,, .” 

The survey added: “Depending on 
the confidence, accessibility and 
service facilities of the auto dealer, 
the customer gradually adopts a 
routine in which the service sta- 
tion dealer, and in cases of more 
systematic, mechanically involved 
situations, the garage mechanic, 
plays the most directly effective 
role of giving advice and offering 
information.” 


Goodyear to Build 
$12 Million Plant 
Near New Delhi 


AKRON.—Plans for a $12 million 
tire-and-t u b e-manufacturing proj- 
ect near New Delhi, India, have 
been announced by Goodyear Tire 
& Rubber Co. 

The plant, to be located on a 50- 
acre site, is the third new facility 
outside of the U. S. announced by 
Goodyear within the past year. A 
tire-manufacturing plant is planned 
at Amiens, France, and a tire plant 
in Medicine Hat, Alta. 

The India plant is expected to be 
completed early in 1961. The plant 
will bring to 58 the number of 
Goodyear manufacturing locations. 

Goodyear said the plant will be 
equipped with the most modern 
tire manufacturing machinery for 
the production of passenger, truck 
and farm tires and tubes. 

A team of engineers from Akron 
headquarters is in India and con- 
struction is scheduled to begin im- 
mediately, the firm said. 
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Across the Nation... 








BLANCHESTER, O.— Two local 
auto dealerships have taken on ad- 
ditional lines. Lawrence Brown & 
Son (Pontiac-Rambler-G MC) has 
added Buick, and Blanchester Oil 
Co, has been awarded an Oldsmo- 
bile franchise. Blanchester will con- 
tinue to handle Chevrolet. 

* + * 


Midway Motors Opens 
MILAN, N. M.—Midway Motors 
Rambler held its grand opening 
here. Owners are Lynn and Jack 


Warren. 
* * 


Bridges Adds VW 


BIRMINGHAM, Ala. — Roy P. 
Bridges, head of Roy Bridges Op- 
erations (Rambler), 728 8. Twen- 
ty-first, has opened Roy Bridges 
Volkswagen at 407 8. Twenty- 
second. ce, ae 


New Home for Williams 


ROCK HILL, S. C.—Williams Mo- 
tors, Inc. (Plymouth-Chrysler-Im- 
perial) has opened in its new loca- 
tion at 129 W. Oakland. 


Sanders and Major Sign 
To Sell Renault in Missouri 


ST. LOUIS.—Two dealerships in 
Missouri have been franchised to 
handle Renault. 

They are Major Motors, 5474 
Natural Bridge, St. Louis, and 
Sanders Motor Sales, 102 S. Wil- 
liams St., Moberly. 


34 More Sealers 
Signed by S-P 


SOUTH BEN D.—Studebaker- 
Packard Corp. has announced it 
has added 34 dealerships. They are: 

Irwin Motors Corp., Great Neck, 
N. Y.; Forest Hills Motors, Inc., 
Rockford, Ill.; Amesbury Motor 
Sales, Inc. Amesbury, Mass.; 
George E. Baker Motor Co., Hop- 
kinsville, Ky.; Ballard Pontiac, 
Waverly, O.; Barber Pontiac Co., 
Springfield, Tenn.; Bucky’s Auto 
Sales, Cranston, R. I.; Cape Sports 
Car Center, Inc., Falmouth, Mass.; 
Capitol City Motors, Olympia, 
Wash. 

Cochran Buick Co., Wharton, 
Tex.; Crossroads Motors, Inc., Fox- 
boro, Mass.; Harold R. Edwards, 
Millville, N. J.; Elsey Motor Co., 
Garden City, Kans.; Forness Stude- 
baker, Olean, N. Y. 

Fox Buick, Greencastle, Pa.; 
Gimm Motor, Inc., Fairmont, Minn.; 
Livingston Motors, Andalusia, Ala.; 
M. B. Auto Sales, Inc., Wilmington, 
Del.; Martin Motor Co., Sweetwa- 
ter, Tex.; Mason Motors, Onley, 
Va. 

Orange County Motors, Paoli, 
Ind.; Patterson Buick, Inc., Mel- 
bourne, Fla.; Carl Price Lincoln- 
Mercury, Inc., Jasper, Ala.; Seefeld 
Motors, West Bend, Wis.; Star 
Studebaker, Inc., Kirkland, Wash.; 
Studebaker Sales & Service, Beaver 
Dam, Wis.; Van Ness Buick-Pon- 
tiac, Inc., Green Cove Springs, Fla.; 
Lee Alan Motor Co., Inc., Chicago; 
Beaver Brook Motors, Inc., Walt- 


ham, Mass.; E. B. Bronson & Co.,| 
Burgin’s,| 


Inc., Blue Island, IIL; 
Long Beach, Calif.; Bob Robertson 
Autos, Inc., Lubbock, Tex.; Metro- 
politan Motor Cc., Inc., Cincinnati, 
and Mixon Buick Co., East St. 
Louis, Ill. 
* + * 
Cooley in New Home 
PASADENA, Tex.—Cooley Mo- 
tors Co. (Studebaker), held a grand 
opening of its new quarters at 2801 
S. Shaver, 
* + + 


Rambler for Dunn 


PORTALES, N. M.—Tam Dunn 
has opened Tam Dunn Motor Co. 
(Rambler) at 701 S. Ave. C. As- 
Sociated with him are Arthur Clark 
and Donnie Mann. 

* * a 


P-D-.V Adds 4 Dealers 


In Upper Midwest 
MINNEAPOLIS.—Four new deal- 
erships in the Upper Midwest have 
been announced by the Plymouth- 
DeSoto regional office. 
They are: Buhl Motor Service 
(Plymouth), Buhl, Minn., headed by 


Auto Dealer Changes 











L. G. Pervenanze; Erwin Motors 
(Plymouth-DeSoto), Cavalier, N. D., 
owned by Erwin Herzog; Hopkins 
Motor Sales, Inc. (Plymouth-Val- 
iant), Hopkins, Minn., headed by 
W. D. McKinstry, and Spencer 
Motor Co. (Plymouth-DeSoto), 
Spencer, Ia., operated by Glenn 
Kahley. 


* * * 


Sage Motor Sold 


FARMINGTON, N. M.—Sage 
Motor Co., Inc. (Oldsmobile-Ram- 
bler), has been sold to Leonard 
Ford, Dodge City, Kans., who has 
renamed the dealership Leonard- 
Olds, Inc. Nate Skousen, president 
of Sage, said a new Rambler dealer 
probably would be named shortly. 


* * * 


Farhart Garage Is Sold 


GLOVERSVILLE, N. Y. — Ber- 
nard D. Caringe, owner of Glove 


Cities Chevrolet, 22 Washington St., 


has announced the purchase of! 





Farhart’s Garage, 19 Washington 
St, He said his firm will move into 
the Farhart quarters by Jan. 1. 
Farhart relinquished its Buick 
franchise earlier this year. 

* * * 


Donaldson Remodels 


MILWAUKEE.—Mark Donaldson 
Oldsmobile, 2500 N. Third St., has 
completed a $100,000 remodeling 
project. 

od a * 


Castrucci Goes Rambler 


CINCINNATI.—City Rambler 
Sales & Service, 2300 Reading Rd., 
is the newest Rambler dealership 
in Cincinnati. A. W. Castrucci jr. 
is president and general manager. 

*~ * * 


Schaeffer Realigns Staff 


MEMPHIS.—J oe H. Schaeffer 
jr., president of Bluff City Buick 
and Bluff City Imports, has re- 
organized both firms. Assign- 
ments in the car division include 
| Bill Speros, general sales man- 
ager for Buick and Opel; Wayne 
Fulks, general sales manager for 
| used cars; Flint J. Webb, treas- 
urer and general office manager; 
T. Edsel James, director of serv- 





The Money Machine”... 


ice and public relations, and 
Percy Forrest, paint and body 





shop general manager. Officials 
of the import division include 
Don Coleman, general sales man- 
ager; Les Ward, general sales 
manager at the Millington 
branch; Clarence Holly, service 
manager, and John Turboville, 
parts manager. 
x * * 


Ross Swisher (Renault) 


LAREDO, Tex.—Ross Swisher 
Motors, 420 Guadalupe St., has been 
franchised as Laredo dealer for 
Renault. Swisher has been in the 
automotive business for 20 years. 

ad * * 


2 New Ford Dealers 


MINNEAPOLIS. — New Ford 
dealerships in the Upper Midwest 
are Gabler Ford Sales, Raymond, 
Minn., headed by Pete Gabler, 
and Miller Motors, Augusta, Wis., 
operated by Bob Miller. 


* * * 


VW Outlet Being Built 


BURLINGTON, Vt.—Ground has 
been broken on Shelburne Rd. for 
construction of a Volkswagen 
showroom and service department 
to be operated by McNash Motors, 
Inc. The new company’s name is a 
composite of the names of the own- 
ers, Richard P, McDowell, Burling- 


ton, and Charles R. Nash, Colches- 
ter. 
* * * 


Azalea Ford Moves 


SUMMERVILLE, S. C.— Azalea 
Motors (Ford) has opened in its 
new location at 402 N. Main. 

ok * + 
Othling-Williams Opens 

MIAMI. — Othling-Williams, Inc., 
has taken over the DeSoto-Plym- 
outh franchise of Bernard Bros., 
6740 S.W. Ejighty-first St. Robert 
Othling and Andrew Williams are 
the owners. 

* * * 


W. Va. Import Switch 


HUNTINGTON, W. Va.—Im- 
ported Motors, 2460 Fifth Ave., has 
been sold to Fred L. Schoew II, of 
Huntington, and his associates. The 
firm, which owned a one-story 
building, has been renamed Foreign 
Motors, Inc. 

* * * 


Richmond Motor Builds 


RICHMOND, Va—Richmond 
Motor Co. (Ford) has set Apr. 15 as 
the completion date for its new 
quarters at Westmoreland and 
Broad Sts. Cost of the entire proj- 
ect is about $1,357,000. 
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...in which it expands a rental business for a car dealer 


“Our Monroe Accounting Machine saved us $6,724 during its first year. 
We used that money to enlarge our new leasing subsidiary, Carnegie Auto 
Rental Company,” says Stanley Meisel, President of Meiselgate, car sales 
and service agency of Cleveland, Ohio. “And our Monroe saved us even 





* That's what you'll 


more when it took over the extra bookkeeping of the new rental company 
without extra clerical help.” 


Meiselgate paid $1,195 for their Monroe Accounting Machine but received 
a 500% profit through lower accounting costs. This money, invested in 
expansion, will greatly increase their long-range profits and growth. 


Join the hundreds of companies who have cut accounting 
costs...saved money to grow on...with Monroe Machine 
Accounting. As little as $750 buys it. 


See the MAN from MQ 


(A A DIVISION OF LITTON INDUSTRIES 






~--~~—FREE CASE HISTORIES--~---~ 


Learn the facts about how Monroe Machine 
Accounting earned companies more money to 


grow on. Write: 


for CALCULATING 
ADDING - ACCOUNTING 
\@ DATA PROCESSING MACHINES 


Accounting Machine Dept. 12 
Monroe Calculating Machine Company 
Orange, New Jersey 


call your Monroe Ac- 


counting Machine; because it saves money by 
lowering your accounting costs...makes money 
by freeing capital for your business to grow on. 


Monroe Calculating Machine Company, tnc., Sales and service in principal cities everywhere. General offices, Orange, N. J. 








NEW IMPERIAL America’s most carefully built car... luxury without compromise. 


Which line fits you best’? 


GOT PROSPECTS WHO: 
are neighborhood stop-and-go drivers? 
















drive 300 miles, or more, a week? 
have more than a splash of Scotch blood? 


are looking for an economy car that’s styled 
with the best of them? 


want plenty of room for sitting? 
want luxury without compromise? 
have a large family of small children? 


have always had a yen to own an 
imported car, too? 


Whatever prospects want most from a car, they can get in one 
of these 1960 cars from Chrysler Corporation. 







NEW DODGE _ the car with youthful beauty .. . styled with the natural lines of motion. 


1960’s DODGE DART<a complete new line of full-sized cars...Chrysler 
Corporation’s new entry in the popular-priced field. 
















NEW SIMCA_ imported from Paris... 
for people who are hard to please. 


NEW DE SOTO —the quiet look of quality . . . with action 
to match the command. 


NEW PLYMOUTH — solid for '60 and sweeter handling, too— built to give solid satistaction. 







1960’s VALIANT _ 
Chrysler Corporation's new 6-passenger 
economy car... the car you’d want at any price. 


PURE AUTOMOBILE... For the 1 man in 4 who wants a little bit more. 
The Quick, the Strong, and the Quiet 7 


from CHRYSLER CORPORATION 


VALIANT PLYMOUTH DODGE DART DODGE DE SOTO CHRYSLER IMPERIAL 








DEALERS 








| WANTED 


FOR THE FOLLOWING STATES: 


ALASKA IDAHO 

: HAWAII UTAH 

NO. CALIFORNIA NEVADA 
OREGON NEW MEXICO 
WASHINGTON ARIZONA 


ie) am bo lol®, 


Skoda has been building aluminum alloy engines for 
more than 20 years! This car delivered 40.83 mpg. 
in city traffic. (Official Test) 


Aluminum engine, clutch and 
transmission housing *« Tubular 
torsion-proof sports chassis. 

¢ de Dion-type axles + Inde- 
pendent 4-wheel suspension 


“1,995 


2400 W. WASHINGTON BLVD. 
Los Angeles 17, Calif. Dept. AS-2 


* OHV; wet cylinder liners; 
carbon steel crankshaft balanced 
dynamically and statically; 
cam-driven forced feed 
lubrication; 12-volt system. 


[1697 


WILLY WITKIN, INC. 


Sole Distributor 


CONVERTIBLE WITH 
TWIN CARBURETORS 


DELIVERED 


WEST COAST 





DIRECTOR OF DEALER DEVELOPMENT | 
SKODA DEALERS-DISTRIBUTORS 
2400 W. WASHINGTON BLVD., L. A. 17, CALIF. 


Dear Sir: Will you please provide me with more com- 
plete information about the SKODA Franchise? | 
understand that | am under no obligation and my 
inquiry will be heid in the strictest confidence. 

a 
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TURNINGS ... 
Thompson-Ramo Goal: 


Wider Automotive Line 


By Joseph M. Callahan 


Engineering Editor 
(ee eee veteran automotive suppliers have 
become disenchanted with the automobile industry, say- 
ing it is ruthless and sometimes profitless. But Thompson- 
Ramo-Wooldridge, Inc., is one 
old-time supplier that per- 


ists in trying to develop new auto- 
motive products, regardless of the 
risks. 

Backbone of 
this company has 
been Thompson 
Products Co., long 
a supplier of 
valves and piston 
rings to the auto 
industry. In re- 
cent years, the 
company has, by 
merger and ex- 
pansion, diver- - 
sified into many J. M. Callahan 
new fields, but the T-R-W manage- 1 Ja 
ment still feels that the auto indus- for air-conditioned cars where un- 
try is a desirable customer. der-hood heat is a serious problem. 

At Thompson-R a m o-Wooldridge a ee 
there is a mature poe nee of two Only One Moving Part 
basic facts for an automotive sup- : = 
plier. One is that price is almost MAx J. TAUSCHEK, chief eng!- 
paramount, since an auto maker|,. Deer of the valve division, said 
can’t afford to be higher priced| is fan drive was much less com- 
than his competition. The other is ermal and a aoe half as 
that continuing research is the only er oy” a pe “ake eae 
guarantee of continuing sales. no maintenance is sential 


A visit to the T-R-W automotive 
development laboratories in Cleve- Key component of the T-R-W 
unit is a brass expansion cham- 


land revealed a series of automo- 

tive projects that were astonishing| ber filled with freon, which is 

both in their number and in their| both speed-and-heat sensitive. 

diversity. Whenever this chamber is cooled 
sufficiently, it collapses and dis- 

engages the fan. 


Surrounding the chamber is a 
quantity of oil that also collapses 
the chamber, disengaging the fan, 
whenever the engine speed (3,000 
r.p.m.s or more) develops enough 
centrifugal force. 


According to Tauschek, this fan 
drive requires less space than ex- 
isting drives and can be easily in- 
stalled on current cars. 

As an example of how enterpris- 
ing the valve division’s engineers 
are, they now are conducting work 
on the Corvair engine (with Chev- 
rolet’s knowledge) with the idea of 
taking some of the engine’s waste 
heat and heating the car with it. 

Another patented device is a 
simplified coupling for hooking up 
e : : haust pipes. It consists of a roll- 
There’s no single place where = : 
new ideas can come. You can’t pre- aa Strap ans two booking 


dict the source of any idea, so dee 


OW bei ivel b 
AMC to Reopen None Big Three division: the 
Toronto Plant; 


coupling eliminates bolted flanges 
New Chief Named 


with bolts, nuts and washers, In 
addition to eliminating the corrod- 

DETROIT.—Reports that Ram- 
bler production will get under way 


ed bolts and nuts that are such a 

problem when changing mufflers, 
ok oF x 

in Toronto this year were confirm- 

ed by Roy D. Chapin jr., executive 

vice-president of American Motors. 

The confirmation was made by 
Chapin in conjunction with the an- 
nouncement of the appointment of 
Earl K. Brownridge as executive 
vice-president and general manager 
of the Canadian operation. 

“Full details will be announced 
when our plans are completed, 
probably within the next few 
weeks,” according to Chapin, who 
also is president of American Mo- 
tors (Canada) Ltd, 

“The Canadian company has been 
anxious to produce its own Ram- 
blers in Canada, instead of obtain- 
ing them from the U. S., and the 
continuing sharp rise in Rambler 
volume in Canada now makes the 
move possible,” he said. 
| American Motors (Canada) Ltd. 
built automobiles at its plant in 
Toronto, but production for the 
Canadian market was transferred 
to U. S. plants in 1957. Rambler re- 
tail sales in Canada during 1959 
were up 73 percent over the pre- 
ceding year, Chapin said. Z 

Brownridge, a native of Canada, of ae 
is a longtime manufacturing execu- ce 
tive who until recently was presi- 
dent of Orenda Engines, Ltd. 

Chapin said Leo E. Fenn will 
continue as vice-president in charge 
of Rambler sales in Canada. 









































































































we're trying to exploit every possi- 
ble source. Our divisions have a lot 
of autonomy. We feel that the more 
nuclei you have, the better.” 


The company’s oldest division is 
the valve division, which does re- 
search on valves, as well as many 
other items, Among these is a new 
variable-speed fan drive that dis- 
engages the fan when the car 
reaches a certain speed or when 


the engine is sufficiently cool. : ' “4 
Thompson-Ramo-Wooldridge valve division, 


This type of fan drive (a varia- sc d 
tion of which is now on several| Pointing out the pressure an es : 
cars) permits the saving of some tive chamber in his company's new va 
engine power, elimination of fan| %!e-sPeed fan. 
noises at high speed and, primarily, 


the use of larger fans, especially 


Os 


—_ 


Variable-Speed Fan— 
Max J. Tauschek, chief engineer of 


a 
a 
Bi 
7 





* * * 


this coupling can be installed with 
great ease during final assembly. 

Since 1953 this company has 

been developing fuel-injection 
systems and now has a system 
that it feels is dramatically 
lower in price—about $50 a unit 
to the manufacturer with a vol- 
ume of 150,000 units and the pos- 
sibility of further reducing the 
cost to $35. 

James Yingst, manager of 
T-R-W’s staff automotive develop- 
ment laboratory, said “after seven 
years of aggressively pushing this 
program and of studying al] the 
other. systems, our company con- 
cluded that it was impossible to 
get the cost of fuel injection down 
until the ‘close fits’ were elimi- 
nated.” 

Accordingly, the clearances of the 
metering sleeves and plungers have ™ 
been increased, without affecting 
the performance of the system, An- 
other change was the switch from 
a continuous-flow system to @ 
timed-injection system. 

“One procedural change were 
going to make,” said Yingst, “is 
that in the future we're not going” 
to adapt our units to specific cars,” 
because to get the desired optimum 
performance, changes must be 
made in the manifolding, valve) 
timing and other areas, and the- 
auto makers can best do this them- 
selves,” 


* * *~ 

HEN Automotive News asked 
Edward P. Riley, automotive 
group vice-president, about the di- 
rection this research was taking, he 
said: “Traditionally, we’ve been an 
engine and chassis-parts manufac- 
turer, but we’re interested in ex- 
panding in any related field. There 
are no limitations, We'll go any- 
where that our know-how can help. 

“Our five automotive divisions 
carry on their own research and 
they’re responsible for perpetuat- 
ing their own product lines. The 
objective of our staff laboratories 
here is to make preliminary an- 
alyses that may bring us into new 
automotive fields, By ‘automotive’ 
here we mean anything that is 
not related to aviation, defense 
work, electronics or missiles. 





* * * 


Other Projects Noted 


AMONG the other Thompson-_ 
Ramo-Wooldridge automotive 
research projects now under way 
or completed are: 3 
1. An induction-type alternat- 
ing-current submerged gas-tank 
pump that doesn’t cause electri- ~ 
cal arcing and, consequently, © 
needs no protective housing. 
2. An automatic transmission 
shaft seal made of Teflon that will” 
better withstand high temperatures, © 
will have a longer life and will re-= 
duce friction on the shaft, % 
3. A new process—plasma spray” 
welding—for applying a nickel? 
chrome-cobalt face on valve seats” 
for longer life. 
Keynoting all the T-R-W de) 
velopment work, Tauschek said); 
“We want to apply more scientific) 
knowledge to making automotiv 
parts, There’s been too much) 
‘blacksmith’ engineering. The an) 
swer to many of our problems oftemy 
can be found in high school books.” 


Chrysler Counts 
4,000 Skokie Grads? 


SKOKIE, Ill.—More than 4,0005 
auto salesmen and service tech=} 
nicians have completed courses at 
Chrysler Corp.’s Chicago-area re 
gional training center since it open 
ed less than two years ago, War 
ren S, Hatch, manager of the 
center, reports. , 

te Since the Skokie regional center 

was opened in May, 1958, more 

New Coupling— than 1,900 sales trainees have com=} 

A young woman exhibiting a new ex-| pleted courses here and nearly 2,100 

haust-pipe coupling that was developed by! service technicians have receiv 
Thompson-Ramo-Wooldridge, Inc. training, Hatch said. 
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ANOTHER EXTRA SERVICE 
FROM ASSOCIATES 


Three helpful 
training films build 
time-sales revenue 


These 18-minute sound-slide films have proved to be excellent 
sales aids. They cover all the aspects of a sale in some detail, 


and they emphasize financing and its place in your profit 

picture. If the revenue from time-sales is an important part ASSOCIA] NY tes 

of your income, and you'd like to boost it, these films can be a 

me Hap INVESTMENT COMPANY . SOUTH BEND, INDIANA 
To get them, just call your local Associates representative. 


He’ll come out and run them for you or loan you the film and Associates Discount Corporation, Associates Discount 
projector, whichever is more convenient. Give him a call. (Canada) Ltd., Emmeco Insurance Company 


See you at the N.A.D.A. Convention, January 30 to February 3, 1960, in Washington, D. C. Visit the Associates suite, Room 200-B, Shoreham Hotel 








52 


By Albert S. Keshen 
Staff Correspondent 


SUMMIT, N. J.—It takes smart 
management, front-office coopera- 
tion and competent personnel to 
build a profitable parts department, 
and B. E. Nicola has used this for- 
mula to make the parts operation 
= vital segment of Nicola Chevrolet, 

ic. 

When Nicola moved here four 
years ago, he resolved to give the 
parts department particular at- 
tention. He realized its value 
through long experience in parts 
work. 

Nicola entered the auto business 
as a parts man in 1931 and worked 
for Chevrolet dealers in Connecti- 
cut, Long Island and New Jersey 
before acquiring his first franchise 
in 1952, 

His first move after coming to 
Summit was to expand the dealer- 
ship’s one-man. parts department 
and hire competent men to work 





out his genera] policies in detail, 
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Big Business for N. J. Chevy Deal... 


Nicola Concentrates 





Bill McCollum was named parts 
manager, with Andy Sproha as as- 
sistant and Dick Geary as driver. 
Max Gagnon is service manager. 

In four years, Nicola’s parts in- 
ventory has grown to $42,000, and 
monthly sales average $11,000 retail 
and $6,000 wholesale. 

McCollum attributes this suc- 


Le Roi Operations 


To Be Consolidated 


MILWAUKEE. — Westinghouse 
Air Brake Co. announced that its 
Le Roi division operations in West 
Allis, Wis.; Greenwich, O., and cer- 
tain functions of its Cleveland plant 
will be consolidated into one oper- 
ating unit which will be established 
at Sidney, O. 

The new, consolidated unit will 
begin operations this spring, ac- 
cording to Frank Zielsdorf, division 
general manager. LeRoi makes air 
compressors and rock-drills, | 


on Parts 


cess to a well-rounded policy of 
serving customers promptly, get- 
ting to know them and always 
being on hand to discuss their 
problems. 

This is important because garage- 
men talk to each other about their 
experiences and are quick to praise 
or knock a supplier. 

Each morning, McCollum tele- 
phones his customers in order to 
set up a route for the parts truck. 
He’s a good salesman and can an- 
ticipate the needs of his customers. 
The procedure is to oversupply 
rather than undersupply so the cus- 
tomer will not run out of any need- 
ed part. 

By lining up orders in advance, 
McCollum is able to prevent back- 
tracking or extra trips. 

If a special trip is necessary, Mc- 
Collum again uses the telephone to 
build up extra shipments for the 
driver to deliver, thus cutting the 
delivery costs per order. 

Nicola Chevrolet supplies its cus- 


ay 


= 
Writing the Repair Order— 


* * * 


The dealership is located near a 
General Motors parts warehouse, 
So a quick run to the supply house 
can be made to keep a customer 


Charles Pasch, assistant service manager for Nicola Chevrolet, Summit, N. J., dise 
cusses a repair job with customers. The company is headed by B. E. Nicola, a 29-year 
auto veteran who stresses the parts and service segments of dealership operation. 









ad oe ea 
tomers well in advance when a 
price increase is due, and he sug- 
gests that an order be placed im- 
mediately at the current figure, 







happy. 





tomers with parts for other makes. 


Truckers wrote this ad! 





PROOF Volvo Diesel Trucks meet America’s needs 


Volvo Diesel Trucks, of every size, have now undergone searching 
road tests by impartial American truckers. Here’s what they said: 


“Performed equal 
to, or up to 20% 
better than, any 
comparable horse- 
power-rated 
truck.” 

(Volvo185hp trac- 


tor carrying jet 
aviation fuel) 


= 








‘‘Better than 10 


McCollum also tips off his cus- 


VOLVO 


Write for the full Volvo truck story: Volvo Import, Inc., Truck Div., 357 Wilson Ave., Newark 5, N. J. 


‘Equal to any 
truck in its class 
on the highway, 
with consistently 
better fuel econ- 
omy.” 

(Volvo 150 hp 


carrying domestic 
fuel oil) 


miles to the gal- 
lon on a coast-to- 
coast trip.” 


(Volvo 115 hp, 
40,000 Ibs GCW, 
carrying furni- 
ture) 


‘Averaged ten miles a gallon with 
pulling power and road speeds 
equal to V-8 gasoline engined 
rigs claiming up to double Volvo's 
rated horsepower.” 


(Volvo 90 hp dump truck, work- 
ing out of pit under shovel. 414 
cubic yards of shale or sand) 


(actual test reports may be obtained from Volvo) 


The finest, most rugged carriers on the road today 
Product of superb Swedish engineering and craftsmanship 


Customers like that kind of at-" 
tention. : 

Another goodwill builder is Nie 
ola’s annual party for parts c 
tomers. It’s held at model-introdue 
tion time and includes refreshmentg, 
a buffet and door prizes. 

Nicola’s parts men take advant 
age of all advertising and prome 
tion help furnished by Chevrole 
Newspaper mats are used, and d 
rect-mail material is sent out at 
every opportunity. 


* * 
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Service Chief— 


Max Gagnon heads the service depart | 
ment at Nicola Chevrolet, Summit, N. J 
Dealer B. E. Nicola's formula for parts and 
service success is smart management, front > 
office cooperation and competent person-— 
nel. : 














New Issue Faces 
Trico in Defense 
Of Patent Action 


BUFFALO.—T he question of 
whether Trico Products Corp, has 7 
found additional evidence to sup- 
port its prior public-use defense in 
a multimillion-dollar patent suit® 
has arisen in Federa! Court. j 

Judge John O. Henderson re 
served decision on whether Trico” 
should be compelled to answer in-7 
terrogatories filed by the plaintiff, 
John W. Anderson, Gary, Ind., con- 
cerning Trico’s investigations into 
the existence of a Zaiger-curved 
windshield-wiper blade. The case is | 
scheduled for retrial starting Feb. 9. 

David L, Landy, attorney for the 
plaintiff, argued that if Trico is to = 
use the Zaiger blade as part of its 
second trial defense, it must pre 
sent more evidence than it did in 
the first trial. 

He said Anderson interests claim 
the Zaiger blade is “spurious.” 

Landy said the interrogatories 
call upon Trico to reveal whether 
it has obtained more evidence at 
Studebaker-Packard Corp. and 
Stewart-Warner Corp. to whom it 
was claimed the Zaiger blade was 
offered. 

James O. Moore, Trico attorney, 
said there has been no showing of 
necessity by the plaintiff to justify 
Trico having to answer questions 
concerning this phase of its de- 
fense. 
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CEILING LUBREELS* 


(AIR OR SPRING POWERED ) 


SO ase 
Faster Lube Jobs 
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*Tradename registered 


LINCOLN ENGINEERING COMPANY 


Division of The McNeil Machine & Engineering Co. 


4010 GOODFELLOW BOULEVARD *+ ST. LOUIS 20, MISSOURI 
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It’s Robbery, Says NADA Speaker .. . 





Price Selling Helps 
No One, Dealers Told 


WASHINGTON.—Neither the 
customer nor the dealer benefits 
when autos are sold mainly on the 
basis of price, delegates to the 43rd 
annual NADA convention and ex- 
hibition were told. 

Speaking at opening sales ses- 
sion, Edward R, Taylor, executive 
vice-president of the Consumer 
Products division, Motorola, Inc., 
said “dealers cannot operate on 
short margins and serve the cus- 
tomer well.” 

Taylor said he feels that fortun- 
ately “the selling atmosphere in 
which automobile dealers as well as 
our television dealers operates is 
undergoing a change. 

“As you well know, the entire em- 
phasis during the past several years 
has been on price,” he said in his 
talk, entitled “The Swinging Pen- 
dulum.” 

“All we need do is look back on 
our profit records for ample evi- 
dence of the penalties of price sell- 
ing. Not only does it rob dealers, 
distributors and manufacturers of 
rightful profits, but more insidiously 


Media Can Help 
In Ad Cleanup, 


Moore Declares 


CHICAGO.—Newspapers and 
other media can help NADA blot 
out misleading auto advertising, 
James C. Moore, NADA executive 
vice-president, told the Newspaper 
Advertising Executives Assn, last 
week. 


Referring to the “Advertising 
Principles” document drawn up by 
NADA and the auto factories, 
Moore declared: “If these standards 
and principles are followed by all 
dealers and advertising media, most 
deceptive, misleading and false ad- 
vertising can be eliminated.” 

He continued: “I would like to 
suggest that you analyze the auto- 
mobile advertising appearing in 
your paper to see how offensive 
some of it might be. Why don’t 
you make sure that the people who 
write the ads you publish follow 
these principles?” 

Moore said NADA is convinced 
that if dealers and media work to- 
gether, advertising can be develop- 
ed “which will accomplish great 
things for you and for us and still 
preserve what we believe the aver- 
age reader and customer is desper- 
ately seeking—honesty in business 
and integrity in people.” 

This spring’s “Auto-Buy” type 
campaign, he said, gives dealers 
and media an excellent opportunity 
to lay a solid foundation for such 
@ program, 

“Let’s work together,’ Moore 
urged, “Let’s give it an honest try.” 


Caruso Wins 


Delay on Jail 


LOS ANGELES.—A Superior 
Court judge has granted H. J. Ca- 
ruso, former Los Angeles dealer, a 
delay until March 21 in the start of 
@ one-year county jail sentence. He 
pleaded guilty a year ago to alter- 
ing auto sales contracts. 

The court said the delay was 
granted to allow time for the U. S. 
Supreme Court to consider Caruso’s 
plea for a writ of certiorari (re- 
view). California courts have de- 
nied all of his appeals. 


Perri, Harrison Head 


Dealer Groups in Florida 


ORLANDO, Fla—M. A. Perri 
(Oldsmobile), has been elected pres- 
ident of the Fort Pierce Automobile 
Dealers Assn. James H. Pore 
(Buick), is vice-president, and 
Edwin Minton (International), sec- 
retary-treasurer. 

The Sarasota County Automobile 
Dealers Assn, has named James L. 
Harrison (Volvo-Rover), president. 


Ben H. Hopkins (Chrysler-Imper- 
ial-Plymouth), is vice-president, and 
A. O. Anderson (Ford), secretary- 
treasurer, 


it educates the public to play one 
dealer against the other for the 
best deal. 

“The pendulum now is swing- 
ing the other way in that the 
public is getting smart in recog- 
nizing ‘value’ as compared to 


Ford’s Lidgard Retiring; 
St. Louis Sales Chief 


KANSAS CITY.—Harry M, Lid- 
gard, who joined Ford Motor Co. 
36 years ago, has retired as St. 
Louis district sales manager for the 
Ford division. 

In 1932 he was transferred from 
Detroit to Pittsburgh, where he was 
promoted successively to retail 
manager, wholesale Manager, as- 
sistant branch manager and district 
manager, He became Cleveland dis- 
trict sales manager in 1952. 


“But, Jean...We NEED 











price,” he added, “I would say 
that the automobile industry in 
its new 1960 lines has done the 
best job of pushing this trend by 
coming out with such exciting 
new models.” 

Taylor warned, however, that the 
dealer shouldn’t leave it to the 
manufacturer to do the whole job. 


“The manufacturer can provide 
the product and the features and 
the value, but never lose sight of 
the fact that the sale is made on 
the dealer’s floor. If the dealer’s 
salesman does not latch on to these 
features and sell them at the best 
possible price that they can attract, 
then he’s not upholding his end of 
the deal, 

“I have run into experiences in 
television and in major appliances 
where my company has spent hun- 
dreds of thousands of dollars to 
design, develop, engineer, tool up 
and produce certain features to go 
on products. 

“And yet I’ve been on retail floors 
and heard customers ask about 
these features only to have the 
salesman shrug them off by saying 
they’re just ‘gimmicks,’ The sales- 
man has not taken enough interest 
to find out just what these features 
mean in terms of customer bene- 
fits.” 





Chrysler Steps Up Training Program— 


These men will be conducting special sales management conferences for Chrysler 
Corp.'s Canadian dealers and their sales and general managers. The men received 
intensive training at the Chrysler Training Center in Detroit. Seated, from left, are 
Don Beamish, sales promotion representative, Ontario zone; George Holdsworth, train- 
ing specialist, sales Promotion department, and Tom Page, sales management specialist, 
Toronto. Standing is Jack Rotes, staff specialist, Chrysler Training Center. 
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Bulletin Board 





Wiring Guide 
Wall-chart guide for determining 
the correct wire gauge for any 
automotive wiring job—free. Stand- 
ard Motor Products, Inc., 37-18 
Northern Blvd., Long Island City 
m N. X. 

* * * 
Wheel-Alignment Data 
Wheel-alignment equipment for 
garages and service stations—20 
pages, Catalog PL-486-5, free. 
Weaver Mfg. Co., 2171 S. Ninth 

St., Springfield, Ml. 


* * * 


Truck-Trailer Equipment 
Trailer and truck-body sections, 
structural parts and components— 
191 pages, Catalog T-60, free. Bink- 
ley Co., Warrenton, Mo. 
* * + 


Ditzler Catalog 
Automotive refinishing catalog— 


24 pages, Catalog 6056, free. Avail- 
able from Ditzler jobbers or from 





Ditzler Color division, Pittsburgh 
Plate Glass Co., 8000 W. Chicago 
Ave., Detroit 4, Mich. 

* + * 


Brake Products 
Catalogs AU-500 (wholesaler) and 
AU-1 (dealer) on new automotive 
brake products—free. Wagner Elec- 
tric Corp., 6400 Plymouth Ave., St. 
Louis 33, Mo. 
ok +” * 
Replacement Motors 
Catalog on automotive replace- 
ment motors, including defroster, 
air conditioner, trunk lid and win- 
dow lift motors—free. O. E. M. 
Products Co., 5296 Northwest High- 
way, Chicago, IIl. 
> 


* * 


Reference Manual 
Reference manual of Velvetouch 
and Velvetouch Feramic replace- 
ment clutch plates, clutch facings, 
brake linings and matched facing 
sets for trucks, buses, fire engines 


(Catalog No. 60-A)—32 pages, free. 
S. K. Wellman Co., 200 Egbert Rd., 
Bedford, O. 

+ + 


Battery Care 


Handbook on proper battery care 
—free. Department H, National Dy- 
namics Corp., 220 E. Twenty-third 
St., New York 10, N. Y. 


* * * 


Fuel Pumps 


Catalog (English and Spanish) 
listing Kem line of fuel pumps, re- 
pair kits, filters for all makes of 
cars, trucks, marine and stationary 
engines — free. Dept. F60-5, Kem 
Mfg. Co., Inc., 20 Wagaraw Rd., 
Fair Lawn, N. J. 

+ 


* * 


Filter Wall Chart 


Streamlined oil, air and fuel-fil- 
ter specifications wall chart, listing 
filters for domestic and foreign 
cars and light trucks—four pages. 
Purolator Products, Inc., 1000 New 
Brunswick Ave., Rahway, N. J. 


Carriers Handbook 


“State Motor Carriers Handbook” 
—352 pages, $3.50. Commerce Clear- 
ing House, Inc., 420 Lexington Ave., 





Walter Hancock built steam 
autos in the 1830s. 





son Ave., Chicago 46, Ill, or 425 
Thirteenth St. N.W., Washington 4, 
D. C. 


* * - 
Lighting Bulletin 
An illustrated four-page bulletin 


New York 17, N. Y.; 4025 W. Peter-| describing a new line of lighting 





\Limited Slip Differential!” 





give him! 


spinning wheels! 


Maybe he’s a salesman, or a doctor, or a rural letter 
carrier. Or perhaps he’s thinking of the times his wife 
got stuck in deep snow, taking the children to school. 
One thing is sure—he wants, and needs, sure-footed 
action on slippery hills and ice-glazed city streets. He 
wants a car that will move, and keep moving, through 
snow, mud and sand. A car with extra convenience and 
safety values that only a limited slip differential can 


Limited slip differential action is smooth, positive, 
automatic. Power is immediately shifted to the wheel 
with the greater traction . . . not drained off through 


Be sure to order your next demonstrators fac- 
tory-equipped with the differential most of your 
customers need. 


es 





CORPORATION 


Toledo 1, Ohio 


Serving Transportation — Transmissions @ Auxiliaries e Universal Joints e Clutches e Propeller Shafts e Power Take-Offs 
Torque Converters e Axles @ Powr-Lok Differentials e Gear Boxes e Forgings @ Stampings e Frames e Railway Drives 
Many of these products are manufactured in Canada by Hayes Steel Products Limited, Merritton, Canada 
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fixtures, called Product-A-Lite— 
free. Products For Industry, Inc., 
1530 Summer St., Stamford, Conn. 


* * = 


Sheet-Metal Data 


“Craftsmen in Sheet Metal Pro- 
duction” —16 pages, free. Lyon 
Metal Products, Inc., 1933 Mont- 
gomery St., Aurora, IIl. 

* 


Import Lube Chart 


Lubrication chart covering 59 
makes of imported cars—free, Ken- 
dall Refining Co., 1177 Kendall Ave., 
Bradford, Pa. 

* + + 


Wrench Catalog 


A catalog featuring a simplified 
method for figuring correct wrench 


‘| size for any bolt or nut diameter 
and a list of the Lowell line of 


reversible ratchet wrenches—f ree. 
Lowell Wrench Co., Worcester 4, 
Mass. 

. * . 


Work-Holding Tools 


Description and specifications of 
work-holding tools — 27, 
free. Chicago Tool & Engineering 
Co., 8383 S, Chicago Ave., Chicago 
17, Il. 


* * * 


Speed Reducers 


A catalog describing single-re- 
duction worm gear speed reducers 
—32 pages, free. DeLaval Steam 
Turbine Co., Trenton, N. J. 

. + * 
Finishing Systems 

An illustrated index of complete 
finishing systems — free. DeVilbiss 
Co., Toledo 1, O. 

+ +” * 
Speed Equipment 

A catalog listing engine adapters, 
clutches, flywheels, supercharger 
kits, manifolds and ignitions for 
stock or competition use — free. 
Cragar Equipment Co., 3663 E. 
Gage Ave., Bell, Calif. 

* 


* * 


Refuse Collection 


A brochure on refuse collecting— 
12 pages, free. Daybrook Hydraulic 
Division, Young Spring & Wire 
Corp., Bowling Green, O. 








“"EVERY TIME I LIFT 
THE RECEIVER OFF THE 


HOOK | EARN $5.60" 
— Says JACK SCH- 
WARTZ, of Los Aan- 
geles, who has sold 
nearly ten million dol- 
lars worth of insar- 
ance — all by “cold” 
telephone-made ap- 
pointments. 


Mr. Schwartz is the author 
of the book, "HOW TO GET 
MORE BUSINESS BY TELE- 
PHONE," just out—filled to 
the brim with detailed ex- 
perience and guidance for 
greater business success via 
the telephone—for automo- 
bile dealers, department 
store, grocer, real estate, 
insurance, bonds, appliances, 
household goods, industrial 
goods — THE MOST COMPLETE AND AU- 
THORITATIVE COMPILATION OF MONEY- 
BRINGING TELEPHONE SELLING METHOD 
EVER MADE. 

A BOOK which you—everybody from top 
executive of a big corporation, down to priv- 
ate secretary, steno, office manager, automo- 
bile salesman, grocer, butcher, real estate 
seller, insurance man, banker, radio or TV 
repair, laundry ordering, service store man- 
ager, dentist can profit by, IMMEDIATELY. 
TODAY IS A DAY OF TELEPHONE SALES- 
MANSHIP. 

This book» has been long and carefully in 
the making—a compilation of actual preaches, 
actual experience—a down-to-earth, illustrat- 
ed, fact and figure book, which those who 
know admit is far and away the best, if not 
the ONLY book providing such useable, test- 
= poeta. Satisfaction guaranteed, or re- 
und. 

Order it at once and PUT IT TO WORK— 
it will give you real dividends at once. 

Only $5.00 which includes mailing costs. 
10%, discount for 3 or more. 








JACK SCHWARTZ TELEPHONE SALES CLINIC 
P. O. Box 24491, Village Station AWN 2-1-60 
Les Angeles 24, California @ Olive 3-6220 
Gentlemen: 

Please rush _._._.__. copies of “How to Get 
More Business by Telephone’ at once. The 
price is $5 which includes mailing cost. 


0 Enclosed is my check. 0 Send C.0.D. 
Name 

Company 
RIO cninsrmatiatinnesi 


NN 
ARERR eo eg OR 
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Lawsuits Affecting Dealers ... 





Court Decisions 


By Leo T. Parker 
Attorney at Law 


A FEW weeks ago, a higher court 
held an automobile dealer liable 
in damages for an injury caused by 
an incompetent driver who, without 
knowledge of the 
dealer, was per- 
mitted to drive 
the car by one of 
the dealer’s em- 
ployes. 

For example, in 
Sadler Motor Co. 
v. Draper, 326 S. 
W. (2d) 148, the 
testimony showed 
these interesting 
facts: Sadler Mo- 
tor Co. employed 
one Foxall to wash and take care 
of automobiles. He was permitted 
to use first one and then another 
of the cars to go back and forth 
from his home to work. One day 





ficials of Sadler Motor Co. permit- 
ted his friend named Cren to drive 
a car. Cren got drunk and struck 
one Draper and crushed his body 
between two Cars. 

Draper was seriously injured and 
he sued Sadler Motor Co. for heavy 
damages contending that officials 
of the Sadler Motor Co. were negli- 
gent in entrusting the car to Foxall 
who allowed the automobile to be 
driven by Cren when Foxall knew 
he was unfit, reckless and an habit- 
ual drunkard. 

It is interesting to observe that 
the lower court held Sadler Motor 
Co. liable in $85,000 damages to 
Draper. The higher court approved 
the verdict, saying: 

“We think the jury could reason- 
ably find from the evidence that 
Sadler by his servant Foxall acting 
in the scope of his employment, 
negligently entrusted this car to 
Cren; that such negligence of Sad- 


Foxall, without knowledge of of- ler, through his servant, was a 
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proximate or legal cause of the in- 
juries sued for; and that there is 
ample evidence to support the ver- 
dict.” 

With respect to the liability of 
Sadler Motor Co, for the unauthor- 
ized use of the car by Cren, the 
court said further that, while an 
automobile is not a dangerous in- 
strumentality if in proper condition 
and in competent hands, if in hands 
of an incompetent person, it is @ 
thing of danger. Hence, an auto- 
mobile dealer owes a duty to the 
public not to entrust an automobile 
to an incompetent person. 

* * * 


Must Prove Promise 


— a higher court laid 
down 

oral or verbal promise is not effec- 
tive unless its contents is proven by 
competent testimony. 

For instance, in Smith v. Nation- 
al, 326 S. W. (2d) 301, it was shown 
that a man named Smith purchased 
a Buick automobile. 
substantial downpayment, leaving a 
balance due for which he executed 
a note by a chattel morgage on the 
Buick automobile. 

Some time later Smith default- 
ed in payment and the dealer re- 
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sale. 


important law that an} 
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Ford Has Big Lead 
In ’°60 Cabs in N. Y. 


NEW YORK. —Ford division 
had more ’60 models in New York 
cab fleets as of Jan. 4 than any 
other maker, according to the 
Taxi Weekly. There were 758 new 
Fords on the street. 

Other ’60 cars in the fleets are: 
Studebaker, 187; Checker, 148; 
Dodge, 79; Plymouth, 5; Chevro- 
let, Mercedes-Benz and Rambler, 
2; Pontiac, Chrysler, 1. Of the 
11,556 ‘cabs of all makes and 
years, 4,143 are Fords and 2,394 
are Checkers. 





possessed the car, and sold it for 
$106, which amount was credited 
on Smith’s note. Later the dealer 
sued Smith for the balance due 
of $500 on the note after credit- 
ing the $106 sale price of the 
automobile. 

Smith defended the suit on the 
contention that the dealer had 
agreed verbally and orally to accept 
the automobile in full payment of 
the note, However, Smith failed to 
introduce any witnesses proving his 
contention and, therefore, the jury 


ALL} new type car finishes 
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Prepare only as much PAINT as you need 


withth NEW ALPHA-CRYL 
TINTOMETER SYSTEM 


colors. No waiting for deliveries to hold up production. 


1. A low initial investment leads to more profits and 
greatly reduced waste. Your paint costs you less with 
the Alpha-Cryl Tintometer system. You actually save 
an average of 48% over the cost of pint purchases. 


2. Stop paint waste by preparing only what you need, 
and eliminate the mess and confusion of partially filled 
containers cluttering up your shop. 


3. Control your paint inventory and eliminate obso- 
lescence. A complete inventory can be arranged neatly 
on compact shelving measuring no more than 4 ft. x 4 ft. 


4. Only 27 tinting base colors are required and you 
work with your own registered copy of R-M Tintometer 
formulas. You have immediate availability of all current 


See R-M Booths 41 and 42 at NADA Equipment Show, Jan. 30th-Feb. 2. 


5. The highly accurate R-M Tintometer measures all 


colors to the 1,000th part! 


6. Alpha-Cryl is not a modified enamel or lacquer prod- 
uct—but is a TRUE acrylic as supplied to the car 
manufacturers for production use. It is the only material 
recommended for the repair of all modern finishes. 


RINSHED-MASON COMPANY 


Detroit 10, Michigan 


| 
By 


. Anaheim, California 


Windsor, Ontario, Canada 


WOLVERINE FINISHES CORPORATION 


Morganton, N. C. 


Grand Rapids, Michigan 


IASI Show Booth Nos. 3242, 3244, Feb. 10th-13th 


held that Smith must pay the deal- 
er $500 plus interest and attorney 
fees. The higher court approved the 
verdict, saying: 

“There is no merit to Smith’s 
contention. The burden was prop- 
erly placed on appellant (Smith) to 
prove that there was an agreement, 
We see nothing ambiguous, mis- 
leading, or confusing about the 


issue.” 
+ + ok 


Inflation in the Courts 


A FEW weeks ago, the writer at- 
tended a convention of automo- 
bile dealers and I found that one 
particular legal question uppermost 
in the minds of many dealers with 
whom I talked is this: Why do the 
courts of late award damages so 
much higher than a few years ago? 

According to a recent higher 
court, damage allowances may now 
be considerably increased because 
our dollar is devaluated. 

For illustration, in the late case 
of Richey v. Service, 28 So. (2d) 
284, the court said: 

“The award of the lower court, 
if made a few years ago in a case 
of this character, would have been 
adequate. It is not so under present 
economic conditions .. .” 

A review of late and leading high- 
er court decisions disclose recent 
damage awards, as follows: 

In Caraway v. Achison, 318 
S. W. (2d) 331, the higher court 
awarded $45,000 damages toa 
person whose injuries comprised 
facial lacerations and other minor 
injuries for which he is partially 
disabled, He paid out $2,172 for 
medical expenses. 

In Houston v. Elliott, 180 N. Y. S. 
159, the higher court awarded an 
ordinary workman $105,883.45 for 
injuries which reduced his former 
earning capacity from $5,500 per 
year to $2,275 per year after the 
injury. 

In Reich v. Evans, 180 N. W. Y. 
159, $10,000 damages were allowed 
for a scratch on a man’s forehead, 
sprain of a shoulder, sprain of a 
hand, and scratches on a hand. 

In Carlin v. Master, 180 N, Y. S. 
(2d) 84, $20,000 damages were 
awarded an employe who suffered 
an eye injury and he could not flex 
his fingers perfectly, which disabil- 
ity did not interfere with his regu- 
lar work. 

In Louisville v. Matt, 318 S. W. 
(2d) 844, $20,000 damages were 
awarded to a 41-year-old man for 
fracture of lumbar vertebra. He 
never ceased to perform his regu- 
lar work. 

In Southern v. Jones, 106 S, E. 
(2d) 298, an employe was awarded 
$27,500 damages for a simple injury 
to his foot which prevented him 
from returning to his regular job 
paying $250 per month. 


GM Chief Eyes 


Auto Sales Mark 
For Canada in ’60 


MONTREAL —The Canadian 
automotive industry expects a rec- 
ord or near-record sales year in 
1960, according to Edwin H. Walk- 
er, president, General Motors of 
Canada, Ltd. 

He said present estimates indi- 
cate that sales of Canadian, Ameri- 
can and European vehicles in this 
country may reach 450,000 cars and 
90,000 trucks. The 540,000 units 
would be well ahead of the present 
record of 499,900 cars and trucks 
sold in 1956. 

Last year, Walker said, passen- 
ger-car sales numbered about 422,- 
000 for an all-time record. Truck 
sales totalled about 75,000. 

On the production side, Walker 
said the Canadian industry could 
build as many as 320,000 cars and 
80,000 trucks this year. The 400,000 
total would compare with about 
363,000 in 1959 and 356,000 in 1958. 
It is estimated that 1959 would have 
been 30,000 units higher had it not 
been for the steel shortage. 

Walker said the growing market 
offers opportunities for cars of all 
types—standard-sized autos, com- 
pacts and the small European im- 
ports that accounted for 26 percent 
of passenger-car sales in Canada 
last year. 


Jaguar Adds 2 Dealers 


NEW YORK.—George Dayton 
Motors, Inc., Ringling Blvd., Sara- 
sota, Fla., and Don Van Slyke Mo- 
tors, 310 E. Broad St., Gadsden, 
Ala., have been named Jaguar 
dealers. 
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| Week is distributed by a Sunday 
newspaper. (Booths 112-13.) } 


* * * 


Radio Commercials 


Radio commercials offered as a 
supplement to its “Speedy” coordi- 
nated advertising service are being | - 
exhibited by Local Trademarks, 
Inc., New York. (Booth 85.) 
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* * * 


BODY-FRAME ALIGNER—The John Bean 
group 1679 portable body and frame 
aligner, designed for use on all cars, is 
exhibited by John Bean division, Food 
Machinery and Chemical Corp., Lansing, 


a R ve 
TUBELESS TIRE—Armstrong Rubber Co Mich, (Booth 114.) 
* 


West Haven, Conn., is exhibiting its Pre- 
mium Miracle Puncture Sealing Tubeless 
tire. (Booth 88.) 

* 


* * 


* * 








BRAKE DRUM LATHE—The model 301 
Re-Tru vertical type brake drum lathe, oc- 
cupying less than two square feet of floor 
space, is featured by Van Norman Auto- 
motive Equipment Co., Springfield, Mass. 
(Booth 108.) 





TIRE CHANGING EQUIPMENT — The 
Coats Twin-Air tire changer is being ex- 
hibited by Jack P. Hennessy Co., Inc., 
Englewood, N. J. (Booths 4 and 5.) 

a 


RIDGE REAMER—Ammco Tools, Inc., 
North Chicago, Ill., is exhibiting the model 
7100 for all modern canted and short- 
stroke engine blocks as well as conven- 
tional within its 3 to 5-inch range. (Booth 


79.) 
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CAR WASHER—Balcrank, Inc., Cincin- 
nati, is exhibiting its line of lubricating 
equipment and its new Model 365 car 

DISPATCHER NUMERALS — Disposable | washer. (Booth 66.) 
dispatcher numerals are being displayed s 8 (lt 
by Reynolds & Reynolds Co., Dayton, O. 
(Booths 137-40.) 





ACCOUNTING EQUIPMENT—The com- 
putation and writing of dealer's monthly 
financial statements, by machine, is fea- 
tured in the exhibit by Burroughs Corp., 
Detroit. This application will be shown on 
two pieces of equipment—the F5000 Dual 
Printer, and the F1500 Typewriter-Account- 
ing Machine. (Booths 37-8). 
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WOLF PLAN 


OF 
CUSTOMER 
DEVELOPMENT 


Serving Authorized Dealers 
Since 1932 . . . exclusively! 


CREATED AND 
PRODUCED BY 


JOHN E.WOLF 
COMPANY 


OxLanoma CITY 2. Oma 


USED-CAR GUIDE—NAD Used Car 
Guide Co., Washington, will exhibit a 
Pantomime display depicting the modern 
methods used in producing the NADA 
Used Car Guide. (Booths 7 and 8.) 





a ne DEALERSHIP PROMOTION — The Wolf 
ve e ° Plan of Customer Development, designed 
Circulation Display to get more customers, more new-car sales 
_ This Week Magazine, New York, | and more service profits, is displayed by 
is displaying its “circulation wheel,” | John E. Wolf Co., Oklahoma City. (Booth 
Showing the 42 cities where This| 103.) 
s = Ss oe ¢ 





DUAL WHEEL LIFT— Among the brake 
servicing equipment exhibited by Barrett 
Equipment Co., St. Louis, is the dual wheel 
lift and outboard support for brake drum 
lathes. (Booths 106-7). 

oo. <2 


Lubrication Program 
Kendall Refining Co., Bradford, 


PORTABLE FRAME TOOL—The FK-100 portable frame tool for unitized bodies and| Pa., is featuring its Lifetime lubri- 
stondard frames is displayed by Kansas Jack, Inc., McPherson, Kans. (Booths 120-1.) cation and guaranteed bond pro- 











New Products at NADA 


grams under the theme “Traffic at 
a Profit.” (Booth 130.) 
+ * * 


Advertising Film 


Television Bureau of Advertising, 
Inc., New York, offers two film 
presentations concerning auto ad- 
vertising on television. (Booth 81.) 

* * * 
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MOTOR TESTER—Among the automotive 
test and service equipment exhibited by 
Sun Electric Corp., Chicago, is the Scope 
Motor Test, model SMT 510. (Booths 33-4.) 





TIRE CHANGER—An electric tire changer 
that clears wheel weights and the rim 
flange without any attention from the op- 
erator is being displayed by Bishman 
Mfg. Co., Osseo, Minn. (Booth 118.) 





BOOKKEEPING MACHINE — National 
Cash Register Co., Dayton, O., is display- 
ing the “Class 42" bookkeeping and an- 
alysis machine for automobile dealerships, 
the “Class 31" typewriter-bookkeeping 
machine, the “Class 41"" analysis and dis- 
tribution automotive system, the ‘Class 
160" desk model bookkeeping machine, 
and a line of “Live Keyboard” adding 


machines. (Booths 51-3.) 
. .& 2 


WRECKER—The Holmes 12-ton, all-purpose wrecker, featuring the Holmes tow sling, 














POWER TRAIN KIT—An Corvair power 
train adapter kit, AD-15, is displayed by 
Walker Mfg. Co., Racine, Wis. The adapter 
kit converts Walker Nos. 47 or 48 Jacks 
for under-lift removal and installation of 
the Corvair power train. Booths 96-7.) 





CAR WASHER—The FSE-5 Golden Wash- 
mobile, with top and side dryers, is ex- 
hibited by Washmobile, Union, N. J. 


(Booths 104-5.) 
* * 





ACCESSORIES—MoPar Parts and Acces- 
sories Division, Chrysler Motors Corp., 
Centerline, Mich., is exhibiting the MoPar 
Airtemp “Cool Aire" air conditioner, the 
45 r.p.m. record player, an automatic 
headlamp beam changer, and MoPar bat- 
teries. (Booths 93-5.) 





SPEED CONTROL — The Speedostat, an 
electronic speed control, is displayed by 
PC Speedostat Division, Perfect Circle 
Corp., Hagerstown, Ind. (Booth 24.) 


Mitchell Offers Manuals 


On Collision Estimates 
Two manuals, Collision Estimator 
and Foreign Estimator, have been 
published to aid body shops and in- 
surance companies in estimating 
(Continued on Page 60, Col. 1) 





and the Holmes tow dolly dre being exhibited by Ernest Holmes Co., Chattanooga, 


Tenn, (Booths 124-9.) 








Olds dealers 
are rocketing 
into the 
Soaring Sixties 


... With the finest the medium- 
price class has to offer! 


Olds dealers have got it! A healthy 
backlog of orders from people who said 
“Td rather wait for an Olds”! A price- 
less list of loyal owners who are pre-sold 


on Olds quality! 


And it all gets back to the fact that 
there’s still nothing like a Rocket! You 
can’t beat Olds performance or ride... 
the quietest anyone ever tried! And 
in 1960, you'll hear more and more 
about Oldsmobile advantages such as 
Vibra-Tuned Body Mountings, Guard- 
Beam Frame and Wide-Stance Chassis. 


For dealers. as well as motorists, Olds 
is the finest the medium-price class has 


to offer! 


CGO with 
“OLDS 
for SO Y 


OLDSMOBILE e« DIVISION OF 
GENERAL MOTORS CORPORATION 
LANSING, MICHIGAN 











collision damage, according to 
Glenn Mitchell Collision Estimator, 
Inc., P. O. Box 1505, San Diego 10, 
Calif. 

The Collision Estimator covers all 
current domestic makes and Chev- 
rolet, Ford and Dodge trucks, the 
firm said. The Foreign Estimator 
covers 19 imports, Mitchell added. 

* + ~ 


Contour Seat Offered 
By American Metal 


A new contour-hugging truck 
seat designed to reduce cost of fleet 
operation by decreasing highway 
fatigue and aiding driver efficiency 
is now in production at American 
Metal Products Co., Detroit. 

Priced lower than any other spe- 
cial truck seat now on the market, 
the Unison-Action truck seat can 
be specified in any make of truck 
as original or replacement equip- 
ment, according to Andrew M. 


Mras, president of AMP. 
A contoured adjustable back and! 


TBEA distributors 
represent nationally- 
known manufacturers 
of such specialized 
truck equipment as: 


SS AR 





And special 
equipment including: 
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(Continued from Page 57) 


seat cushion combination operate 

together to absorb road shock, 

eliminate annoying back-scrub and 

absorb back-slap action, Mras said. 
+ + * 





COLOR MIXING SERVICE—Ditzler Color 
Division, Pittsburgh Plate Glass Co., De- 
troit, is exhibiting the Ditzler Acrylic Color 
Mixing Service. It is designed to enable 
dealers and paint shops to match all of 
the acrylic colors, now used on many new 
cars. (Booth 109.) 


= 
UV-2 Clear 
Multi-Color Process Co., P. O. 


1033, Tulsa 1, Okla., has developed a 


new weather and sunlight resist- 
ant, flexible film for overprinting 
their Rubbercal emblems. It is call- 
ed UV-2 Clear. 





VALVE TOOLS—Hall-Toledo, Inc., To- 
ledo, is exhibiting its entire product line, 
including the model EJ eccentric valve seat 
grinder and the dual-purpose model ER 
valve seat inserter-valve guide reamer. 
(Booth 80.) 
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HOIST—Globe Hoist Co., Philadelphia, 
is displaying the FN-10 frame-engaging 
auto hoist. This hoist is said to “measure 
up” to the underside chassis contacting 
range of past and present car design, 
including foreign cars, sports cars, com- 
pact cars and the full roster of American 
automobiles, (Booths 43-4.) 

* * * 
Emergency Release Valve 
Power Brake Equipment Co., 1632 

S.E. Eleventh Ave., Portland, Ore., 
has announced the development of 
a trailer emergency release valve, 
TES8-271, which igs said to provide 
a means of releasing and reapply- 
ing the emergency breakaway valve 
at will when it is desirable to move 
or spot trailers without the use of 





This is the emblem of the Truck Body & Equipment Association. Their 
distributors (one is near you) help you meet your customers’ require- 
ments for special trucks and equipment. Your TBEA distributor figures 
the technical details, recommends the proper equipment, and makes 
certain the job comes out right. Call him—it costs you nothing. 









STAKE BODY 


VAN & REEFER BODIES 
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UTILITY BODY 






ELEVATING TAILGATES GAS TANKS 
HYDRAULIC AND 
MANUAL DERRICKS AERIAL 
HYDRAULIC LIFTS Co-Op WHEEL DRIVES LAaSonS 
Your TBEA distributor gives truck sales a boost whenever he’s con- 
sulted. Write now for the name of your nearest TBEA distributor. 2 
Dept. H-2 


** TRUCK BODY & EQUIPMENT ASSOCIATION, inc. 


BOARD OF TRADE BUILDING ¢« 1616 K STREET N.W. © WASHINGTON 6G, D. C. 


an air control equipped tractor, »y 
using the hitch on the front eid 
of a tractor. 
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RADIATOR SERVICER—The Super VFT-10 
One-Piece Radiator Shop, combining hot 
cleaning vat, Flo-Test machine and test 
and repair bench is displayed by Inland 
Mfg. Co., Omaha. Both the hot cleaning 
vat and the test and repair bench, are 
equipped with electric elevators. (Booths 
9 and 10.) 





CARD FILE—Among the items being 
exhibited by Norick Bros., Inc., Oklahoma 
City, is the Mobi-File, a card filing device 
designed for 5 by 8-inch parts inventory 
cards. (Booths 77-8.) 

. oS 





DISPATCHER SYSTEM—A two-way elec- 
tronic intercom system designed especially 
for automobile dealers, the Executone 
1122HD Master Station, is exhibited by 


Executone, Inc., New York. (Booths 82-3.) 
* * & 





WORKBENCHES—A series of work- 
benches and locking enclosure for “Scotty” 
workbenches are being displayed by Shure 


Mfg. Corp., St. Louis. (Booths 20-2.) 
o- a *s 





AIR CONDITIONER—The 1960 Mark IV 
Monitor air conditioner is being displayed 
by John E. Mitchell Co., Dallas. (Booths 
60-2.) 





ACCOUNTING MACHINE—Monroe Ca!- 
culating Machine Co., a division of Litton 
Industries, Beverly Hills, Calif., is display - 
ing a machine that is said to bring co 
different concept to automotive accounting. 
Called the Synchro-Monroe punch tape 

(Continued on Page 62, Col. 1) 
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Your biggest automobile buyers are the young 


householders with growing and active families to 


transport. 


In Chicago and suburbs the Sun-Times reaches more 
young men and women up to 35* than any other 


Chicago newspaper. 


You're sure to reach this prime audience when you 
run your advertising in the Sun-Times— 


full color or black and white. 


*Source: Publication Research Service Study No. 5 


Young 
Chicago 
loves to buy.. 








..the 
Chicago 
Sun-Times 
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powder catalyst or cream hardener. (Booth 
45.) 


(Continued from Page 60) 


method of keeping dealership records, it is | 
said to reduce time-consuming record 
keeping to a simple matter of electronics. 


(Booths 72-4.) 





SPRAY BOOTHS—A line of automobile 
spray painting booths is being featured 
by Binks Mfg. Co., Chicago. (Eooth 118.) 

a oe 





TIRE CHANGER —Big Four Industries, 
Inc., Cincinnati, is displaying its model 
LCP tire changer. The unit is said to fit 
PLASTIC PASTE—Baird Dynamic Corp.,|all sizes of tires, 10 to 19% inches. 
Stratford, Conn., is displaying a fast-work- | (Booths 39-40.) 





WHEEL ALIGNER—Bear Mfg. Co., Rock 
Island, Ill., is exhibiting its No. 614 Tela- 
liner wheel aligner, the Autorol with load- 
ed rolls designed to give a car a road adaptor for balancing compact car wheels. | 


ADAPTOR—Hunter Engineering Co., St. | 
Louis, is demonstrating the model 127-13 | 


fest, and the Trukrol tower. (Booths 30-2.)' (Booths 25-7). 


~ How Perfect Circles 





are engineered 
for severe service 


Precise pressure ana preseated 
hard, solid chrome doubles life 
of rings and cylinders. 


PRECISE CONTROL 
of correct ring pressure distribution for 
any particular type engine plus a pre- 
seated surface on ring face assures long life 
and eliminates tedious break-in period. 


SOLID HARD CHROME PLATING 
on face of compression ring reduces the 
rate of wear to one-fourth that of unplated 
rings. 

CORRECT FACE DESIGN 
on compression ring, tailored to specific 
applications, prevents blow-by and scuff- 
ing, yet provides immediate oil control. 


CHROME ''98’’ OIL RING 
has made high-compression history 
because of its ability to provide positive 
oil control on both vacuum and compres- 
sion strokes! The ‘98’ does not depend 
upon the depth or bottom of the ring 
groove for pressure. The rails are in con- 
stant contact with both sides of the 
groove and cylinder wall. The result: a 
ring that seals off two principal leakage 
paths—even after thousands of hours of 
service! 


BE SURE OF CUSTOMER SATISFACTION— 
Install 2-in-1 Chrome sets for thousands of extra 
miles of power protection and positive oil control! 


PERFECT“. CIRCLE 


PISTON RINGS AND POWER SERVICE PRODUCTS 
Don Mills, Ontario, Canada 





Hagerstown, Indiana 








CUSTOMER CONTROL UNIT—Follomatic, 
an electrically operated, fully automatic 
follow-up machine, is exhibited by Penn- 
zoil Co., Oil City, Pa. (Booth 135.) 


* * * 





AIR CONDITIONING TOOLS — Kent- 
Moore Organization, Inc., Warren, Mich., 
is displaying its 1960 line of service tools 
for automotive air conditioning, including 
the model J-8393 portable air conditioner 


service station. (Booths 49-50.) 
“SC ae 








BODY-FRAME SYSTEM—A portable, low- 
cost system that repairs both body and 
frame together without the need for per- 
manent racks is being displayed by Black- 
hawk Mfg. Co., Milwaukee. Called the 
“‘Damage-Dozer,” it consists of a portable 
hydraulic straightening unit with a mini- 
mum of selected attachments. (Booth 116- 
17.) 





TWIN-POST HOIST—The Quick Spot 
twin-post hoist, featuring movable arms 
that are said to fit all cars and light trucks, 
is being displayed by Joyce-Cridland Co 
| Dayton. (Booths 17-19.) 

o 0- * 





ENGINE CLEANING GUN—Dealers Re 
conditioning Supplies, Brookfield, Ill., is 
exhibiting its Jet-Off Il engine cleaning 

(Continued on Page 96, Col, 3) 
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Here it is at last...the magnificent, long-awaited ARABELLA that caused such a 
sensation at the Frankfurt Automobile Show... that is already the talk of all Europe. 
Yes, ARABELLA has already proven itself well worth the long anticipation of 
American dealers everywhere. For behind this car is the newest engineering 
brilliance of the Borgward Group...featuring a super-modern flat-four engine, 7 
front wheel drive, all-independent wheel suspension, all-synchromesh four-speed , 
gearshift. And ARABELLA combines all this with exquisite, streamlined styling, 
luxury interiors plus the driving economy and stability that will make sales history. 
iad So here’s your chance to get in right at the quick-start of a sales-sensation... enjoy 
turn-over like never before...and pull out way ahead in ’60. The door is open for 
a limited number of dealers on ARABELLA now...so get going immediately! 
Write, wire, call ARABELLA MOTORS CORPORATION, Importers and Distributors for 
the North-East United States, 5069 Broadway, New York, NewYork, Williams 2-5000. 
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THE NEWEST CAR IN THE BORGWARD GROUP 
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Mitchell Opens ‘Super Market’— 


Mitchell Motors, Inc, (Ford), has opened this “super market" for used cars in 


Martinsville, Va. The lot is built around the super market merchandising concept, ac- 
cording to Joseph W. Howell, president. All models displayed on the well-lighted lot 
are tagged as to condition, price and reconditioning. Customers are encouraged to 
look over all models before making a decision te purchase. 





39th Anniversary for Hooker... 





700 Enjoy Dealer’s Beef 


HORNELL, N. Y.—When Lewis 
W. Hooker barbecued two of his 
prize Angus steers here, more than 
700 persons showed up to help him 
celebrate his 39 years as a Stude- 
baker dealer. 

Among the diners were Harold 
E. Churchill, Studebaker-Packard 
president, and Sidney Skillman, 
S-P general sales manager. 

The celebration, called a Lark 
Anniversary Party, also featured 
introduction of the 1960 models and 
an informal reception for Churchill 
and Skillman. 

Guest speakers were Churchill, 
Skillman and John G. Dorschel 
(Studebaker), Rochester, retiring 
president of the New York State 
Automobile Dealers Assn. Toast- 
master was Fay Strong, S-P dis- 
trict manager. 

During a three-hour program, the 
guests were shown the new Larks 












and were entertained by the 
Schnikelfritz Comedy Band from 
Syracuse. 

Two prize Angus steers raised 
by Hooker on his breeding farm 
here were barbecued by the Pitts- 
burgh barbecue experts, Loftus 
Smith & Sons, on spits at the 
rear of the dealership. The din- 
ner was served at tables set up in 
the showroom and on the used- 
car lot. 

When invitations were sent out, 
it was planned to roast one steer, 
but it was necessary to barbecue 
a second when acceptances indi- 
cated that 700 persons were going 
to attend. 

Hooker, a longtime director of 
the New York State Automobile 
Dealer Assn., is famous throughout 
the state as a breeder of prize 
Angus steers and as a steer roast 
host. 






DETROIT | 


HELPER SETS 


or % and % Ton Trucks 


for 1960 CHEVROLET and GMC 
(All models except Panel and 4-Wheel Drive) 


RO-25 


for 1959-60 DODGE 


(All models except Panel, 4-Wheel Drive 


and Sweptline) 


RO-26 


For trucks having rear coil spring suspension, here’s all you need to 
add up to 1000 lbs. extra capacity on 4 ply tires or up to 1500 lbs. on 
6 ply tires... quickly, safely and profitably! The new MOOG 
TRUCK-BUOY is designed of natural, live rubber... calibrated to 


for 1959-60 FORD 
(All models except Panel and 4-Wheel Drive) 


MOOG .. 


UCK:BUOY 


Financial 


Lee Rubber & Tire Corp. reported 
sales during the 1959 fiscal year 
set a record at $52,164,161, compared 
with $46,558,852 last year. 

Net earnings for the year ended 
Oct. 31, 1959, were $1,521,479 against 
a total in 1958 of $1,797,919. 

Severe and widespread competi- 
tive pressures on the Lee tire divi- 
sion resulted in a profit decline 
while dollar volume of sales in- 
creased, the company said. The re- 
placement tire market was larger 
on a unit and poundage basis, but 
the increases were in second and 
third-line tires on which the profit 
margins ‘were low. 

+ * a” 


Firestone Profit 


Tops $64 Million 


Firestone Tire & Rubber Co. re- 
ported a profit of $64,596,848 in the 
fiscal year ended Oct. 31, up sharply 
from earnings of $53,751,650 in 1958. 

Sales amounted to $1,187,784,024 
in the fiscal year just ended, com- 
pared with $1,061,590,801 in 1958. 

The company said it expected 
record-breaking sales and profits in 
1960, The prediction was based on 
the “enthusiasm” for 1960 cars and 
trucks plus the expanding market 
for replacement tires and other 


Firestone products. 
+ * * 


36-Pct. Profit Rise Noted 
By Hoover Ball & Bearing 
Hoover Ball & Bearing Co., Ann 
Arbor, Mich., has announced a 
first-quarter increase in net earn- 
ings of 36 percent over the same 
period in 1958. 
The announcement set net earn- 
ings for the three months ended 
Oct. 31 at $438,824. In the like pe- 











Front 





riod of 1958, net earnings were| 


$323,614. Sales for the three months 
ended Oct. 31 totalled $8,435,537, an 
increase of 51 percent over the 
$5,584,507 reported for the same 
quarter of 1958. 


Bendix Earnings 
Increase 29 Pct. 


Net income of Bendix Aviation 
Corp. for the fiscal year ended 
Sept. 30 amounted to $27,400,000, 
Malcolm P, Ferguson, president, 
stated. These earnings were 29 per- 
cent higher than the previous fiscal 
year’s net income of $21,171,902. 

Sales for Bendix’ 30th anniver- 


sary year totalled $683,800,000, up 10 
percent from the $619,138,095 for 
the preceding fiscal year, and were 
larger than in any peacetime year 
except 1957. 

Sales of Bendix automotive prod- 
ucts in 1959 were $114,300,000, “This 
was 38 percent greater than the 
previous year and reflects the fine 
recovery made by the automotive 
industry in 1959,” the Bendix pres- 
ident said. 

* * 
Kaiser Steel Reports Loss 


Kaiser Steel Corp., reported a 
net loss of $10,895,000 in the third 
quarter of 1959. The deficit was at- 
tributed to the 104-day steel strike 
at its Fontana (Calif.) plant. 


Barbre Buys In 
SPRINGFIELD, Ill. — Ralph E. 





| Barbre has joined Warren E, Reb- 
man as co-owner of Rebman Pon- 
| tiae Co., Inc, 


Designed to Aid OE Customers .. . 


Autolite Sales Centralized 


TOLEDO.—Centralization of cus- 
tomer responsibility for better serv- 
ice to automotive original-equip- 
ment accounts has been established 
by Electric Autolite Co. according 
to Edwin R. Stroh, sales director. 

Designed as the OEM sales 
department, the new organization 
will maintain constant contact 
with original-equipment custom- 
ers and various Autolite operating 
divisions. 

Stroh said the centralized plan 
will make it easier for OEM cus- 
tomers and prospects to do multi- 
product business with Autolite, as 
well as provide greater opportunity 
to work closely on new-model devel- 
opment and advance planning. 

Autolite previously divided 
account responsibility among a 
number of sales and engineering 





representatives for various product 
groupings. 

“Because we will have one ac- 
count executive for each original- 
equipment manufacturer,” Stroh 
said, “these accounts will have a 
Single source to rely on for all in- 
formation and service on all Auto- 
lite products. 

“Also, this source will be able 
to coordinate the extension of 
other Autolite services, such as 
training, research and develop- 
ment, promotional tieins and field 
service, to the account. 
“Instead of the customer con- 

tacting a number of Autolite people 
and locations, he will be able to 
obtain all information through one 
individual,” Stroh said. “This will 
naturally result in a more efficient 





and convenient association.” 


























prevent bottoming and help eliminate side-sway. Actually improves 


cornering and ride with load. Don’t confuse with “air bags’’, spacers or 
gadgets. Proven in use, the MOOG TRUCK-BUOY is a must for 
boosting payload capacity in new half- and three-quarter ton Chevy, 
GMC, Dodge and Ford trucks. Other applications coming soon. 

See your MOOG distributor or jobber for the hottest truck accessory 


on the market today! 


*AEON Hollow-Rubber Spring in Europe, Asia, Africa and Australia. 


Natural, live rubber is rug- 
ged, yet resilient. Fliexes 
continually under pressure 
to absorb road shock. Quiet 
operation. 


Calibrated design decreases 
rate of compression as load 
is increased. Can't stiffen ride 
under load ... prevents bot- 
toming and side-sway. 


Guaranteed by MOOG. 
Grips securely in place. A 
trouble- and maintenance- 
free installation. 30-day no-risk 
free trial for your customers. 


ANOTHER MOOG EXCLUSIVE! 


List price $29.95 per set 
with all attaching parts 

in this handsome, recessed 
shipping carton-display case. 














special tools needed. 





Simple bracket bolts to axle 
just below the chassis. In- 
Stalls easily in 15 minutes. No 


GS FOR TRUCKS! 


OQ: NEW OVERLOAD DESIGN! 


Operates only under load. 
MOOG TRUCK-BUOY 
remains free of the chassis 
until truck is loaded. 


















MOOG INDUSTRIES, INC., ST. LOUIS 33, MO. 
MOOG MEANS MORE UNDER-CAR BUSINESS! 
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THIS IS BUICK ...A CAR A MAN CAN SELL WITH PRIDE AND CONFIDENCE 


One excellent example of the extra quality and reliability built into 
the Turbine Drive Buick ’60 is the superbly smooth Turbine Drive 
Transmission. * 


Here is a transmission that completely eliminates any shifting of gears 
when it is in “Drive” position . . . clear evidence of Buick’s imaginative 
engineering and dedication to product improvement. 


Turbine Drive for 1960 is among the most thoroughly tested and proven 
automatic transmissions ever put into an automobile. Quality control 
during manufacture is exhaustive and uncompromising. For example, 
every transmission built is completely submerged in water and filled 


. ~ [ ® 
R () Mi c When better automobiles are built 
®@ Buick will build them. 





@ Turbine Drive—the smoothest, most 
advanced type automatic 
@ transmission on the road today. 











with high pressure air to test for possible leaks. One tiny tell-tale bubble 
disqualifies a transmission for the final assembly line. 


It’s this kind of attention to quality that makes the 1960 Turbine Drive 
perhaps the most dependable and trouble-free transmission in the in- 
dustry. It’s this kind of premium reliability built into every part of the 
Turbine Drive Buick ’60 that has made it Buick’s all-time best. 


Buick believes in spending the extra time and effort it takes to build a 
better automobile . . . the kind of car that brings to Buick owners the 
extra value of basically different and basically better quality features. 


*Optional at extra cost on LeSabre, standard on Invicta and Electra 


The Turbine Drive Buick ’60...BUICK’S ALL-TIME BEST 


BUICK MOTOR DIVISION, GENERAL MOTORS CORPORATION 








Truckin’ 





ter inadequacy of emergency 
brakes, especially on cars and 
light trucks, as well as the number 
of firms who sell brake fluid that 
doesn’t measure up to even the low- 
est SAE standard have bothered me 
for years. 

Fortunately, with the aid of 
‘Chrysler engineering which made 
periodic tests on different brands 
of brake fluid and has been kind 
enough to give me the findings, 
some telling points on this insidi- 
ous murderer that is still loose 
on our highways in many states 
have been brought home. 

Thank goodness that 18 states 
now have seen the light and have 
legislated any fluid less than SAE 
heavy-duty off the market within 
their borders. 

SAE together with AMA and 
TTMA are trying desperately to 
come up with a formula that will 
enable highway people to measure 
the efficiency of heavy-duty truck 
brakes and John King of AMA is 
hopeful that this standard will be 
reached some time this year. 

* + oe 


Problem, No Solution 

— but nothing, has been 
done, however, about the lack 

of emergency protection to the car 


Fleet Managers 
Again Schedule 


Detroit Convention 


National Assn. of Fleet Ad- 
ministrators again will hold its 
annual convention in Detroit’s 
Sheraton-Cadillac Hotel March 
21-25. 

Highway Safety will be the 
theme this year, according to 
Emerson J. Parker, fleet adminis- 
trator of the Hartford Fire In- 
surance Group and convention 
chairman, For the first time, it is 

to have about 25 exhibit 

booths for manufacturers who 
feature safety items for fleet use. 
The March 21 session will include 
a discussion of straight leasing 
versus company ownership versus 
equipment-trust programs for car 
and truck operation. The March 22 
session will be devoted largely to 
discussions of the fleet administra- 
tors’ problems, such as education, 
maintenance and maintenance in- 


spection. 


DEALER forum March 23 will|.— 


be conducted by three outstand- 
ing fleet administrators. This will be 
in addition to the regular business 
meeting. Events March 25 will fea- 
ture a morning tire seminar, with 
questions and answers from the 
floor. The afternoon will be devoted 
to highway safety. 

NAFA officers are C. B. Whitaker, 
General Mills, Inc., president; G. E. 
Wilson, Lever Brothers Co., first 
vice-president; W. H. Langseder, 
Thomas J. Lipton, Inc., second 
vice-president; J. S. Wilson, Sun- 
shine Biscuits, Inc., third vice-pres- 
| ident; J. C. Sinclair, Imperial] To- 
' baeco Co., vice-president for Can- 

; C, E. Fenger, Abbott Labora- 


"tories, secretary, and S. L. Landau, 


ker X-Ray Corp., treasurer. 
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and light-truck owner who experi- 
ences a hydraulic line failure when 
operating his vehicle at reasonably 
high speeds. 

Nothing has been done by the 
manufacturers or the SAE that is. 

I was pleasantly surprised the 
other day to have some boys 
from Kelsey-Hayes come in with 
the data on their new air-over- 

(Continued on Page 70, Col, 1) 


Moderate Gains Seen 


For Truckers This Year 


WASHINGTON, — Welby M. 
Frantz, president of the Ameri- 
can Trucking Assns., reported in 
a@ year-end statement that motor 
carriers are looking forward to 
further but more moderate im- 
provement during 1960, 

Total intercity ton-miles for all 





private and for-hire motor car- 
riers were expected to be in the 
neighborhood of 290 billion for 
calendar 1959, he said, after hav- 
ing hovered at 260 billion ton- 
miles in 1957 and 1958. 

Class I, II, and III motor car- 
riers of property reported oper- 
ating revenues of $6.2 billion for 
both 1957 and 1958, but were ex- 
pected to pass the $7 billion mark 
for 1959, Frantz said. 





White Adds Dealers, 
Enters Multistop Field 


ITE MOTOR CO. has em- 

barked on a nationwide dealer- 
expansion program for the market- 
ing of a new line of lightweight, 
multistop delivery trucks which will 
be introduced next month. 

White’s entry into the door-to- 
door retail and frequent-stop 
wholesale delivery markets with 
this extensive new series will give 
the company a complete line of 
vehicles from the multistop to 
the extra-h ea v y-duty classifica- 
tions. 

White has noted that, as the 
Good Roads movement gains mo- 
mentum, industry and wholesalers 
have tended to take advantage of 
the new limited-access roads and 
move out from the major trading 
centers to points along these new 
highways where greater room is 
available for parking around the 
plants, they can get better effici- 
ency in building design and their 
employes can enjoy suburban liv- 
ing. 

White feels that as industry and 
wholesaling makes this move there 
will be a greater demand for truck 
sales and service closer to these 
plants. The company also sees a 
rapidly expanding market for a 
new type of delivery vehicle to 
serve the communities that are fast 
springing up along the expressways 
and thruways and in the suburbs. 

* * * 


TH company believes that to 
capture its share of this new 
market it must make sales and 
service points available on a much 


White Breaks Throu 
The front of a new White PDQ (Pickup 





wider scale than has been custom- 
ary with its current line of trucks. 
“The name of our new line, the 

White PDQ, short for Pickup and 

Deliver Quickly, precisely con- 

veys the purpose our new White 
multistop delivery trucks will 
serve,” J, N. Bauman, president, 
points out. 

He said the trucks will be sold 
through a newly established PDQ 
division for which the company has 
launched its dealer expansion pro- 
gram. The division’s dealers will 
augment the existing White truck 
division branches, distributors and 
dealers who will also handle the 
new line. 

Fred T. Cushing, formerly field 
sales manager for 
Diveo, has been 
named sales man- 
ager of the PDQ 
division and is 
working under 
H. J. Nave, exec- 
utive vic e-presi- 
dent, and Harry 
D. Weller jr. 
sales vic e-presi- 
dent of White 
truck division, in 
expanding the 


F. T. Cushing 
dealer network. 
+ 


* * 


Te new trucks will range in 
s 


ize from 5,000 to 12,000 pounds 


GVW and are designed particularly 
for multistop deliveries by dairies, 
grocers, bakeries, 
cleaners, 


launderies, dry 
frozen food distributors, 


(Continued on Page 69, Col, 1) 
* * * 





with New Line— 


and Deliver Quickly) truck pops through 


a map of the U. S. as White Truck's H. J. Nave, left, executive vice-president, and 
Harry D. Weller jr. sales vice-president, plan nationwide dealer expansion program 
for marketing the new line of multistop delivery trucks White will introduce next month. 





Balancing Wheels, 









Tires Cuts Upkeep ) 
And Improves Ride 


RUCK-WHEEL and tire-balanc- 
ing problems are being given 
considerable attention these days 
by fleet operators and by vehicle 
and assembly manufacturers. Front- 
wheel unbalance not only figures 
largely in operating and mainten- 
ance costs but in driver fatigue. 
This attention should be of par- 
amount interest to the truck deal- 
er from the standpoints of cost 
of operation and elimination of 
driver complaints on the make of 
vehicle they sell. 


Haulers are watching costs close- 
ly especially in over-road operation 
because their profit lies in the nar- 
row margin between what they get 
for hauling and what it costs them 
to haul. 


They are watching front-end 
maintenance closely, not only be- 
cause tire wear is an important 
item of expense but because they 
realize that satisfying drivers com- 
fort and freedom of excessive fa- 
tigue may be equally, if not more, 
important to their total cost of 
operation. 

In a recent SAE symposium of 
engineers from vehicle factories, 
axle and wheel manufacturers, tire 
makers and operators, it was ad- 
mitted that the industry must tie 
in “cab shake” and “bounce” with 
wheel balance and runout problems. 

* cd oK 


Importance of Balance Cited 


EORGE J. MACH of Chevrolet 

pointed up the importance of 
tire and wheel unbalance to satis- 
factory truck operation when he 
stated: 


“Nearly every truck component 
has some effect on its ride, han- 
dling and vibration characteris- 
tics. However, in any discussion 
of these characteristics, it is only 
proper that wheels and tires be 
treated first since these compon- 
ents, through their direct contact 
with the road, have perhaps the 
greatest influence on overall driv- 
er comfort. 


“Investigations have indicated 
that a good deal of the ride and 
handling troubles in present-day 
vehicles result from excessive phy- 
sical unbalance and runout condi- 
tions that exist in wheel and tire 
assemblies.” 

Despite the importance of wheel 
balancing, particularly of a truck’s 
front wheels, many dealers still 
cling to the idea that front-end bal- 
ancing is of not too great import- 
ance, especially from a competitive 
standpoint. 

But at this SAE symposium, held 
in Chicago and featuring engineers 
from Chevrolet, International Har- 
vester; Budd Wheel, Gunite Foun- 
dries, Firestone, Goodyear, Burling- 
ton Truck Lines and Norwalk Truck 
Lines, all admitted that wheel un- 
balance had a definite bearing on 
“cab shake” and other characteris- 
tics that tend toward driver dis- 


comfort. 
* 


Savings Seen in Tire Switch 


C ALSO was brought out in the 
discussions and papers by the 
truck and tire engineers that a 
“rear-tire switch” program can ‘be 
of great saving to operators of 
trucks with dual rear tires. 

It was pointed out that when 
a truck turns a corner, the out- 
side tire on the rear axle turns 
approximately 744 inches more 
than the inside tire, and that the 
outside tire on the inside of the 


ok * 


vehicle turned 7% inches less 
than the other inside tire. 


The number of revolutions are — 
determined by the inside tires, 
therefore, the outside tires are ei- 7 
ther dragging or skidding on every © 
turn, This, of course, is more seri- — 
ous on a local or city operation 
than on over-road hauling. 

And since local and city operators 
depend more on the dealer for © 
maintenance service than do oper- 
ators of large over-road fleets, it is 
most important that this service be 
available and pointed out to the 


(Continued on Page 69, Col. 2) 


Privately Owned 
Nonfarm Trucks 


Top 7 Million 





ORE than seven million of the 
11 million trucks on the road 
today are privately owned nonfarm 
trucks, according to the U. S. De- 
partment of Commerce, Farm 
trucks now total slightly over three 
million vehicles, and the balance 
are in the “for-hire” category. 
Commerce said some 7,197,000 
(or 64.2 percent) of the motor 
trucks now on the road are pri- 
vately owned vehicles, with 908,- 
000 of them being used in inter- 
city work and 6,289,000 units being 
used mainly for local hauling. 


Another 3,105,000 (or 27.7 percent) 
of all trucks now in use are domi- 
ciled on farms and are used pri- 
marily in farm work or in hauling — 
farm products. J 

Only 8.1 percent of all trucks in 
use are “for-hire” vehicles. Of these 
908,000 trucks, only 314,000, accord- 
ing to the Department of Com- — 
merce, are used in intercity hauling 
and 594,000 are used for local work. 

ok * ok 


F THE “for-hire” trucks, there- 

fore, 65.4 percent are used in 
local hauling, and a large propor- 
tion of these could be serviced by 
the truck dealer. 


These figures indicate that the 
franchised truck dealer’s service 
market is far larger than most 
dealers realize, since 9,988,000 of 
the 11,210,000 trucks on the road 
as of the first of the year are 
used mainly in local hauling work 
and on farms, 


The department said that favor- 
able factors outweigh unfavorable 
factors in 1960, The motor truck 
and truck-trailer industries should 
expect a higher total volume for 
the year, reflecting the normal 
growth of motor transport. 

* of * 

AN? changes which might be an- 

ticipated, the report said, will 
undoubtedly be less impressive than 
the 1959 rebound from the depress- 
ed 1958 results, The total production 
of motor trucks in 1960 is estimated 
by the department at 1,125,000-units, 
an increase of approximately 4 per- 
cent over 1959, 

Truck-trailer production is esti- 
mated at 71,000 trailers in 1960, 
an increase of 11 percent over 
1959. 


This commerce report discussed 
only on-highway type motor trucks 
and truck-trailers having one or 
more axles of 10,000-pounds-or-over 
load capacity each. These units 
have been classified by the Govern- 
ment as essential .to survival in the 
event of a nuclear attack, 
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Research and Development at Work 


The Breath of Death! Tiny bubbles seeping up through a liquid. 
The tell-tale breath of death that Midland-Ross engineers have 
purged from Midland brake systems. One more decisive step in 
research and development at Midland-Ross that protects auto- 
motive America. 
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Rodeo Winner— 

Eugene Street, Cave City (Ark.) Dodge 
dealer, presents a $25 award to Mrs. 
Marcella Carpenter, winner of the women's 
division in the truck-economy rodeo staged 
by Street. 








CAVE CITY, Ark.—Putting on a 
big truck promotion and a truck- 
economy rodeo in a town of 372 
persons may seem like wasted ef- 
fort, but to Eugene Street, Street 
Motor & Tractor Co. (Dodge), it 
was worthwhile. 

The entire promotion cost less | 
than $250, Street said, and the 
economy rodeo attracted 76 driv- 
ers, both men and women. While 
only this number competed, he 
added, 307 persons registered for 
the contest in order to be eligible 
for door prizes. 

Street said he sold one new and| 
one used truck before the event was 
well under way, and thus was as- 
sured of clearing his expenses im- 
mediately. 

The promotion was put on with 
the aid of Dodge’s Memphis re- 
gional office and the Memphis truck 
center. 

Cave City is located in the foot- 
hills of the Ozark Mountains, ap- 
proximately 12 miles north of 
Batesville, a town of 6,500. 

Objectives of the truck-economy 


White Enters 
Multistop Field, 
Adds Dealers 


(Continued from Page 66) 





florists, appliance and furniture 
dealers, post offices, vending ma- 
chine suppliers, utility service peo- 
ple, drug companies, parcel delivery 
and businesses with similar opera- 
tions. 

The line will provide a variety of 
truck capacities based on the unit- 
ized body construction and func- 
tional design advantages of a multi- 
stop truck originally developed by 
Montpelier Mfg. Co., which White 
purchased last October, Bauman 
said. 

The vehicles will be built in ex- 
panded facilities at Montpelier, O., 
under the direction of Harry A. 
Schwartz, Montpelier president, one 
of the leading delivery-truck body 
Sestanene who engineered the new 
ine. 

Nave said White selected the 
PDQ name from more than 1,000 
names suggested by employes in 
@ companywide contest. The se- 
lected name was submitted by 
D. B. Rose jr., new-truck sales- 
man in White’s Los Angeles 
branch who has been with White 
for nine years. 

Cushing has been in the automo- 
tive industry since 1940, except for 
Navy service in World War II. He 
was with Autocar 1950-55 as 
assistant district manager in Phil- 
adelphia, and district manager and 
assistant regional manager in 
Cleveland, He was with Dodge divi- 
sion in various truck sales capaci- 
ties from 1955 to 1958. 

He was field sales.manager for 
Divco from May, 1958, until joining 
White. A 1938 graduate of the Uni- 
versity of Michigan, Cushing will 
be headquartered at Montpelier. 





Truck Promotion by Dealer .. . 


Big Hit in Small Town 





Profitable Service to Dealer ... 





Wheel Balance Cuts 
Upkeep, Aids Ride 


(Continued from Page 66) 


local operators of single trucks and 
small fleets. 

Tire men claim, and fleet opera- 
tors know, that to get the best mile- 
age from tires on turnpikes and 
modern expressways, where trucks 
travel at higher speeds for longer 
continuous periods of time, the tires 
must operate as smoothly as possi- 
ble. 


* * *x 


Vibration Causes Cited 


C A. CARLSON, International 
¢ Harvester, said in his paper: 
“In general, five different types of 
chassis vibration are directly con- 
nected with tire and wheel vari- 
ances. 

“1, A front-wheel shimmy may 
be encountered in pickup trucks, 





© _ 


run were two-fold, said Street: To 
expose as many people in this rural 
area to Dodge trucks as possible, 
and, to develop goodwill for the 
dealership. 

Though the truck rodeo was a 
full-scale promotion, using radio 
spot commercials, weekly news- 
paper advertising and handbills 
to all rural boxholders in the area, 
Street said the total cost was be- 
tween $200 and $250, including 
$100 in prizes to the six top win- 
ners. 

Street enlisted the support of the 
Phillips Petroleum distributor to 
supply the gasoline (for the trucks 
and door prizes) and Gates Tire 
Co. to supply tires for door prizes. 

Only entry requirements were 
that the men must own a truck and 
have a driver’s license, while 
women had to be 18 or older and 
have a driver’s license. 

Street said the promotion was a 
complete success, and recommended 
similar promotions in markets of 
under 10,000. 

He said the average miles per 
gallon achieved in the men’s divi- 
sion was 31.5, and the women aver- 
aged 24.4 m.p.g. 

Winning contestant in the men’s 
division was Leo Matlock, who 
achieved the 38.2 m.p.g. record. 
Women’s division winner was Mrs. 
Marcella Carpenter, with 34.7 m.p.g. 
Each received a prize of $25. 

Street said he plans to repeat the 
event next year. 





Going Up— 


Workmen high above a busy Chicago 
intersection slip a 30-foot-tall cutout of a 
woman into position on an outdoor board 
with the help of a crane-equipped Inter- 
national model BCF-172 truck. The Inter- 
national, recently placed in service by 
General Outdoor Advertising Co., mounts 
a 105-foot-long telescopic crane, Accord- 
ing to General Outdoor, the unit can be 
used in changing boards as high as five 
stories above street-level. 





in a speed range of 35 to 45, when 
the front wheels weave from left 
to right at a specific frequency. 

“2. An alternating vertical bounc- 
ing of the front wheels, or wheel 
tramp, may be encountered at 
speeds above 65 m.p.h, in small 
pickup trucks. 

“3. Vehicles in the 1%-ton to 
2-ton class may experience a peri- 
odic bounce on the tires at speeds 
of 20 to 30 m.p.h. 

4. Heavy-duty 6-wheel chassis, 
when unloaded, may encounter a 
similar periodic bounce on the rear 
tires. 

“5. Relatively long wheelbase 
chassis in the 1%-ton to 2-ton class 
may experience a periodic pitching 
motion of the cab when fully 
loaded.” 

+ * 


* 
Front End Most Important 


HE wheels and tires on the 

front axle are of primary im- 
portance, Carlson concluded. Only 
one of the vibrations described is 
related entirely to the rear wheels. 
Some others may be excited in part 
at the rear end of the chassis, but 
the effect of front-end disturbances 
is far more important. 

Lloyd Hurst, superintendent of 
maintenance for Norwalk Truck 
Lines, said, “another important 
factor is tire pressure. To get 
maximum tire wear the proper 
pressure must be maintained at 
all times. 

“We check pressures on equip- 
ment at the origin of a run and 
check for flat tires at a relay sta- 
tion. Flats are sometimes due to 
the building up of pressure while 
in operation. 

“Tires that are up to proper pres- 
sure when they go into operation 
will not build up pressure as fast as 
the ones of lower pressure. On an 
operation over a crown road, the 
inside tire will build up pressure 
faster due to the extra weight it is 
carrying. 

“We are at the present time test- 
ing equalizing valves to keep both 
tires at an even pressure. The pur- 
pose is to help keep the tread wear 
more even, thus increasing the 
mileage. The results of equalizing 
valves are very gratifying. The per- 
centage of wear on the outside tire 
is cut down considerably compared 
to running without them, 

“The results of these tests show 
that all of the faster tread wear on 
the outside tires of rear wheels is 
not caused by scuffing when turn- 
ing as previously mentioned, but is 
partly due to uneven pressure de- 
veloped while in operation,’ Hurst 
continued. “To receive maximum 
tire mileage, the greatest amount 
of care must be given to tire main- 
tenance.” 

Dealers who want to give their 
truck customers the advantages of 
lowest maintenance cost plus the 
smoothest, vibration-free ride, must 
be prepared to give proper front- 
end and tire service, 


Parts-Department 


Space Is Tripled 
By Alvey-Scott 


EVANSVILLE, Ind.—Parts-de- 
partment space has been tripled 
under a modernization program 
completed by Alvey-Scott Motors, 
Inc. (GMC), according to C, E. 
Alvey, president. 

“The new area will allow a 50 
percent increase in parts inven- 
tory,” he said. “Also, there now are 
a front and rear counter which will 
speed up service for both our cus- 
tomers and our mechanics.” 

Larger quarters also have been 
provided for rebuilding components 
of gas and diesel engines, diesel 
fuel-injector systems, carburetors, 
transmissions and differentials, he 
added. 

The firm also has established a 
lounge for drivers who wait for 
their trucks to be repaired. 

The building has been redecorat- 
ed and a large GMC truck sign has 
been placed in front of the dealer- 
ship. Alvey-Scott employes 30 truck 
specialists and mechanics, Alvey 
said. 
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Draw-Tite 
HITCHES e COUPLERS e WINCHES 
You’re on the bandwagon when you sell the DRAW-TITE 
line. More and more of your own customers are trailering with 
boats and traveling-house trailers—sell them a hitch with 
their car. Quick, easy installation adds to your profit. Stock a 


few hitches for display and order as you need them—twenty- 
four hour shipment direct from the factory on any model. 


ONE-PIECE, SAFETY HITCHES 


Y Draw-Tite makes a Custom-En- 
gineered Hitch for every car year, 
make and model. One-piece design 
assures proper fit with BOTH frame 
and bumper—for complete safety. NO 
PARTS TO LOSE! Competitively 
priced! HANDSOME PROFITS! 






REGULAR SIZE — for Boat and Utility Trailers 
HEAVY-DUTY — for Travel, Horse, and Large Boat Trailers 


“TRIGGER LOCK”, FOOL-PROOF COUPLERS 


Exclusive ‘“Trigger Lock”’ action is 
the year’s sensation—faster, posi- 
tive, safer coupling and uncoupling. 
No chance of accidental release. 
Locks automatically. Stainless-steel 
spring-loaded—won’t rust. Cam- 
tension assures perfect pivot. Cad- 
mium-plated to prevent rust. 2500- 
lb. G.W. capacity. Heavy-duty 
construction assures family-safe 
dependability. 





PRECISION-BUILT TRAILER WINCHES 


You can’t beat these field- 
proven winches perform- 
ance-wise or  price-wise! 
Built in three sizes—with 500-lb., 
700-lb., and 3500-lb., laboratory- 
tested, GUARANTEED pull. Long- 
life, precision-cut, straddle-mounted 
gears. Spring-loaded ratchet. Me- 
chanical handbrake on 3500 model. 
Cadmium plated. Ideal for boat 
trailers and industrial and farm use, 


LS 
Write for Dealer Prices and Descriptive Folder. a 2 
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TRAILER PRODUCTS DIVISION 


DRAW-TITE MANUFACTURING COMPANY 
Belleville 10, Michigan 





The only shield guaranteed to keep al! paint 
off tires while painting wheels, on or off the 
car, if used according to instructions. 

New car dealers can paint 10 wheels in 5 
minutes, instead of changing 1!0 tires, when 
customer wants white sidewall tires instead 
of black side-walls or the reverse. 

Used car lots can dress up used cars as 
low as $1.00 per car. 

Sizes up to 16” list $12.50 each postpaid in 
U. S. A., if ordered in two or more at a 
time. Also available for all wheels, such as 
scooters, etc, Truck sizes slightly higher. 


PROTECT-O-TIRE, Inc. 

33638 Michigan Ave., Wayne, Mich. 
P. ©. Box 305 Phone: Parkway 1-6600 
DISTRIBUTORS WANTED 



















HIGH DISCOUNTS! 


DISTRIBUTORS WANTED 


lucrative territories still open 


Albert Wepper Corporation 


Factory Representatives 
53 Park Place New York 7, N. Y. 
Tel. WO 4-0966 


A Full Line of . . . 


v Brake Parts - 


v7 Ignition Parts 
dv Renault Parts 
dv Peugeot Parts 


d Also many other 
imported lines 
available. 
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Truckin’ . 


eo ce e By Jack Weed 





(Continued from Page 66) 


hydraulic brake system and let | into two parts, one controlling the 


me drive a car equipped with 
their brake-actuating mechanism. 

From what I have seen and ex- 
perienced, they may have the an- 
swer to a problem that has been 
haunting me for years, That is the 
inability to bring a car down to a 
full stop from legal high speeds 
with the so-called parking brake. 
Even the factories are decent 
enough not to label it an emergency 
brake any more. 

The Kelsey-Hayes system pro- 
vides three-way safety for the driv- 
er. Because they split their air lines 


Ford Cites Mendenhall 


ST. LOUIS. — Mendenhall Motor 
Co. executives have won the Ford 
“Four Letter Award” for the 10th 
consecutive time. The award has 
been presented to Fred H. Baier 
and Cliff McClure on the basis of 
good management, finances, spirit 
and facilities. 





front wheels and the other the rear, 
they claim that in case of a hy- 
draulic-line failure their system will 
still retain brakes on either the 


front or the rear wheels and in| 
event of an air failure the driver} 


still has his hydraulic system, 
* * + 


Chances Are Remote 


To chances of both the hy- 
draulic and the air lines failing 
at the same time seem very remote. 

I remember back in 1922 when I 
was able to bring the car I was 
driving down to an emergency, full 
stop from above 60 m.p.h. and that 
the propeller shaft emergency brake 
saved the lives of my family and 
myself. If I had been driving a 
modern car with faulty hydraulics, 
we would have gone right through 
a horse and democrat wagon that 
drove out in front of us suddenly 
one dark night. 

I have tried to stop my car 





from fifty miles an hour a num- 
ber of times during the past few 
years and, even with the best 
“parking brake,” I was afraid I 
would tear the rear end of the car 
out before I could get the car 
under control, I have never dared 
to leave it on until the car came 
to a full stop from above 50 m.p.h. 

Kelsey-Hayes seems to have the 
brake system for powering hydrau- 
lic brakes that will make them rea- 
sonably safe under practically any 
emergency condition and I dip my 
chapeau to them for introducing 
the system on school buses. 

* * * 


Brakes O ften Blamed 


ERE have been all too many 

school bus wrecks where many 
children were killed, From the 
newspaper accounts of the trage- 
dies, it seems that lack of ade- 
quate brakes is often the cause. 

It is just possible Kelsey-Hayes 
may have the industry answer to 
providing power for brakes and 
safety at the same time for light 
trucks and passenger cars, I cer- 
tainly hope so because there is 
nothing that makes a driver feel so 
helpless today as to have his hy- 
draulic system fail some place when 








International to Build 


Indiana Parts Depot 


FORT WAYNE, Ind.—Interna- 
tional Harvester will construct a 
new truck parts depot on a 30- 
acre site located at the intersec- 
tion of the Meyer and Moeller 
Roads, directly south of the com- 
pany’s Fort Wayne truck engi- 
neering department and labora- 
tories, 

Plans for the building, an- 
nounced here by E. J. Bauer, 
manager of the present motor 
truck service parts department at 
Fort Wayne, call for a total area 
of 625,000 square feet, or about 15 
acres under roof, and will be the 
company’s largest parts distribu- 
tion facility. 





he is faced with having to stop 
from fairly high speeds. 

Now, if the SAE or someone 
else can find a way of measuring 
the quality or efficiency of brake 
lining so that we can keep the 
so-called “Mexican” type material 
from ending up on the brake 
shoes of those who buy mainly on 
price, we, as an industry, can 


WITH THE NEW Sseap-ove DISTRIB-U-SCOPE 









This new SNAP-ON 


or high rpm checks. 


Distrib-U-Scope gives you 
everything you need in a distributor testing ma- 
chine — quick checkout, pin-point accuracy, easy 
distributor servicing and parts replacement. 
Nothing can touch it on single-point, dual points 


With this machine, you can 


put distributor servicing on a really profitable 
basis — and give your customers results that are 


second to none. 


Here's what the Distrib-U-Scope does: 
¢ Checks contact point cam angle or dwell for 


each cam lobe 


Shows wear in cam, distributor shaft, bushing, 


breaker plate and housing 


¢ Checks centrifugal and vacuum advance 
against factory specs 


Shows contact point bounce, point creeping 


See our shop equipment 
display at the NADA Show 


Be sure to visit us at the NADA Show, 


booths 28-29. See the new SNAP-ON master 
analyzer, the ANAL-O-Scope®, Distrib-U- 
Scope, wheel balancer, wheel aligner — plus 


a wide range of gauges and meters. 








your 
view 


SNAP-ON MT-605 
DISTRIB-U-SCOPE 


.. . Mothing 
blocks 





The only distributor tester with 
all these important advantages 


Double light-band system — Two bands of lights 
show, with unmatched accuracy, any mechanical 
faults on distributor — show dwell and advance 
of each cam lobe, as well as overlap on dual 


point systems. 


Two-scale automatic tachometer — Tach auto- 
matically switches to proper scale as rpm’s in- 
crease or decrease. Reads up to 4,000 distribu- 


tor rpm. 


Full-view dial — Distributor mounts off to side. 
Pin-point accuracy — On either single- or dual- 


point distributors. 


Positive speed control — Variable speed trans- 
former controls speed for greater accuracy. 
Direct-view angle — Instrument panel mounted 
at 45-degree angle for easy viewing. Controls 
grouped at bottom for operator convenience. 


Yours on Easy Payments 


Become the distributor specialist in your area. 
For a small down payment and a little each 
week, this SNAP-ON Distrib-U-Scope is yours — 
the very best in scientific tune-up equipment. 
Ask your SNAP-ON man for details — and a work- 


ing demonstration. 


SERVICE-BACKED SHOP EQUIPMENT 


SNAP-ON TOOLS 


8082-B 28th AVENUE KENOSHA, WISCONSIN 


really be proud of the steps we 
have taken in gaining true safety 
for drivers. 

Both engineers and makers of 
brake lining say that it is practic- 
ally impossible to set up any stand- 
ards for checking lining but this 
industry has done the impossible 
before and can do it again. The 
work that SAE, AMA and TTMA 
are doing on setting up brake 
standards for trucks is proof of 
that. 


* * * 


Interesting Development 


. WAS very interesting for me 
to journey down to Cleveland 
and talk with the boys at White 
Motor about their plans to expand 
their dealer representation to the 
point where they can be more com- 
petitive on practically a county-by- 
county basis with their competition 
who number their outlets in thou- 
sands, instead of hundreds. 

Of course, in order to make this 
dealer expansion move, they had to 
have a vehicle that had sales po- 
tential in small cities. With the 
Montpelier multistop unit, they feel 
they have it. Of course, with their 
previous experience with the White 
Horse, they are not going it blind 
by a long means. 

And they know, too, that in this 
new job they will not lack for 

sales ammunition that will be 
easy for any dealer to under- 
stand even though he may never 
have sold trucks before. They also 
know that most passenger car 
dealers can easily understand the 
multistop type of operation as 
they see it in action every day by 
their milkman, their dry cleaner 
and the breadman., 

And they know that most car 
dealers have the facilities and man- 
power to handle the service re- 
quirements of such a job and this, 
of course, is very essential when 
selling to firms whose delivery op- 
erations are confined to a relatively 
small area. nt 


On Earmarking Taxes 


LTHOUGH I have known Mur- 

ray D. (Pat) Van Wagoner ever 
since he was a school boy in knee 
pants and Charlie Porritt for an 
equal length of time, it wasn’t until 
just a few days ago that I knew 
that Pat was the author of the 
amendment to the Michigan statutes 
that earmarks all gasoline and 
weight tax money collected in this 
state for road building and main- 
tenance. Charlie was his legal ad- 
visor at the time. 

And it wasn’t until I called Pat 
to find out more about it that I 
was reminded that it also was he, 
when he was president of the 
American Road Builders Assn., who 
made it a policy of that association 
to push for earmarking gasoline 
and weight taxes for road construc- 
tion and maintenance nationally. 

As a result of his efforts, Michi- 
gan adopted this amendment in 
1938 with the amendment carrying 
in all 83 counties, 

And, as a result of his efforts, 
the American Road Builders play- 
ed a big part in getting either 19 
or 20 states to put the same legis- 
lation on their books. At the time 
when Pat started to work on get- 
ting this legislation in Michigan, 
only five or six states had simi- 
lar laws, 

It was hoped at that time that it 
would be possible to get all states 
to put through similar legislation. 
Although this program is still a 
policy of the association, little has 
been done in recent years to get 
more states to adopt this type of 
legislation. 

It is felt that many states would 
be in a much better position to 
meet their obligations today in 
matching Federal funds for the na- 
tional Good Roads movement, if 
they had such legislation on their 
books now. 


New Illinois Law Requires 


Contour or Flap Mudguards 


WASHINGTON. Contour or 
flap-type mudguards now are re- 
quired on commercial vehicles 
under a new Illinois law, truckers 
have been reminded by P, H. Bart- 
lett, chairman of the Truck Trailer 
Manufacturers Assn.’s legislative 
committee. 

If flap-type guards are used, he 
said, they must be wide enough to 
cover the full tread width of the 
tire or tires being protected. The 
guard may be made of either a 
rigid or flexible material, he added. 
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MEANS 
MORE 
SALES FOR 
GMC TRUCK 
DEALERS 


Never before have GMC Dealers had such clear-cut 
selling - advantages! Never before have the profit 
opportunities been better! GMC Trucks have every 
money-making, money-saving feature that today’s 
truck prospects demand! 


Independent Front Suspension, and the other GMC 
achievements listed here, are just a few of the more 
than 100 major features GMC Dealers have to help 
make the sale. No one offers more because the big 
GMC breakthrough in truck engineering has created 
the most advanced trucks in 20 years—along with the 
sreatest selling opportunities in 20 years! 


A limited number of profitable GMC franchises 
are available to qualified businessmen. For complete 
information, write to General Sales Manager, GMC 
Truck & Coach Division, General Motors Corp., 
Pontiac, Michigan. 
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GENERAL MOTORS 
CORPORATION 


TRUCKS 
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KIF S New, Independent Front Suspension 
by GMC makes driving easier, riding smoother 
... increases truck life, protects driver and load! 





NEW! Exclusive V-6 and Twin-Six gas engines 
with 3 times longer life expectancy! New fuel- 
saving, high-performance V-6 diesel, too! 


NEW! Rugged-design, high-strength frames . . . 
up to 100% stronger, 27 times more rigid... up to 
400 pounds lighter! 


NEW! Roomier, double-life cabs .. . BBC dimen- 
sions for every load and law! 


NEW! Quality-control standards that are the 
most rigid in the industry . . . guarantee highest 
quality of every GMC Truck! 


From %-ton to 60-ton ... General Motors leads the way! 
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Truck News in Brief 


WASHINGTON, Pa. — Retreaded 
tires today are giving “new tire” 
performance due to the use of im- 
proved synthetic rubber for re- 
treading stock, says Edward L. 
Malone, general manager of Wash- 
ington Rubber Co., manufacturer 
of camelback. 

“Tires recapped with the kind of 
rubber that was used for camelback 


a few years ago would not last very | Weight of 61,000 


long today,” Malone said. But the 
development of new types of abra- 
sion-resistant synthetic rubber for 
the treads of recapped tires, plus 
improved retreading techniques in 
thousands of shops across the coun- 
try, provide recapped tires that are 
good for tens of thousands of miles. 
* oa * 


75 GMC Tractors Bought 


By Tennessee Grain Firm 
PONTIAC —Smith Grain Co., 
Limestone, Tenn., has purchased 75 
GMC highway tractors, according 
to R. C. Woodhouse, general truck 





YOU Benefit From 
Spicer 
Nationwide 





sales manager for GMC Truck & 
Coach division. 

The vehicles, model DFR-8009s 
wee sleeper cabs, are stripped of 
needless weight for increased pay- 
| load capacity, have all-aluminum 
| tilt cabs, air-ride suspension, fabri- 
|eated frames and 189-horsepower 
V-6 diesel powerplants, he said. 
Each has a gross combination 
pounds, he added. 


* oa 
Multistickered Windshields 


To Be Banned by ICC in ’61 


WASHINGTON.—Under new 
safety regulations, the Interstate 
Commerce Commission has banned 
multistickered windshields, ef f ec- 
tive July 1, 1961. 

The ICC also has raised the level 
of a “reportable accident” from 
$100 to $250. 

* 





Eagle Coach Formed 


DENVER.—Eagle Coach Co. has 
been formed and will build 15 





coaches a week, according to 
Joseph W. Ekstrom, owner. Ek- 
strom also heads the Colorado 
Coach Co. here. 

x * * 


22 Mobile Units to Spread 


Story of Armstrong Floors 


LANCASTER, Pa. — Armstrong 
Cork Co.’s floor division has or- 
dered 22 trailers from Rolland 
Bros., Inc., Reading, Pa., to carry 
the story of Armstrong floors to 
retailers throughout the country. 
The trailers are being built by New 
Moon Homes, Inc., Alma, Mich. 

Armstrong’s complete line of 
flooring materials, merchandising 


displays and aids of all types will| 


be carried in the trailers, Each 
wholesaler will sponsor the mobile 
unit in his territory. The whole- 
saler’s name will be carried on the 
side of the trailer when it is in his 
area, 

+ * x 


| Hill Elected President 


Of Industrial Truck Assn. 
PORTLAND, Ore.—Philip S. Hill, 
executive vice-president of Hyster 
Co., Portland, has been elected 
president of the Industrial Truck 





| 
| 





| 


and recently completed his second 


term as vice-president. 
* + * 


Mineola Mack Moves 


To Larger Quarters 
HICKSVILLE, N. Y.—Mineola 
| Mack Distributors, Inc., has moved 
“|to new quarters at 880 S, Oyster 
| Bay Rd. The new building provides 
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“Must be exciting in here — 
matching wits with old-car own- 
ers.” 





and electrical industrial trucks and 
component parts. 

He was elected during the insti- 
tute’s annual meeting in New York 





Assn., which is composed of 30| City. Hill has been active in na- 


companies that manufacture gas 





Power Take-Off 
Distribution 








Joint Replacement Kits « 
¢ Spicer Transmissions, Clutches and Axles 
¢ Monmouth Clutch Plates °¢ 





Wherever you are you can get Spicer Power Take- 
Offs and PTO joints through your distributor. 
Available immediately—in a wide range of models 
to meet all your requirements. Buy the standard of 
the industry. Ask your distributor about the Spicer 
line, or write Dept. 85, Dana Corporation. 


DANA CORPORATION ~- DEPT. 85 - TOLEDO 1, OHIO 


Products offered by Dana: Spicer and “Mechanics” Type Universal 
Spicer Universal Joints and Drive Lines 
¢ Auburn Clutches 
Spicer Power Take-Offs and PTO 
Industrial and Agricultural Joints 





30,000 square feet, as opposed to 


| 20,000 at the former location, 


Mineola Mack is marking its 10th 
anniversary, during which time 
sales volume has increased from 
$1 million to $4 million a year, ac- 
cording to R. W. Walker, president. 

* * * 


RMA Publishes Booklet 


On Truck-Tire Service 


NEW YORK.—The Rubber Man- 
ufacturers Assn. has published a 
40-page booklet titled “The Care 
and Service of Truck Tires.” 

It replaces the organization’s sep- 
arate publications relating to tubed 
and tubeless truck tires. Copies 
may be obtained from the Rubber 
Manufacturers Assn., Inc., 444 Mad- 
ison Ave., New York 22, N. Y. 

* + + 


Gerstenslager Says Shocks 


Cut 70 Pct. by Clark Air Ride 


CHICAGO.—Air suspension made 
by Clark Equipment Co.’s automo- 


tional ITA affairs for several years 
tive division reduced road shock by 
70 percent on a trailer manufac- 
tured by Gerstenslager Co., accord- 
ing to Fred Wenger, Gerstenslager 
chief engineer. 

The Clark Air Ride suspension 
permits closer overall height toler- 
ances and reduces required height 
over tires, he said. 

+ + 


+ 
Study of Carrier Costs 


Is Prepared by ICC 


WASHINGTON.—A study of mo- 
tor-carrier costs has been prepared 
by the Interstate Commerce Com- 
mission, It is entitled “Explanation 
of the Development of Motor Car- 
rier Costs with Statement as to 
Their Meaning and Significance.” 

The study describes the nature 
and characteristics of costs, prin- 
ciples in the segregation and treat- 
ment of the long-run variable costs, 
joint and constant costs, and the 
significance attached to each of the 
cost elements from the rate-mak- 
ing standpoint, 


IH Sales, Profits 
Climb to Record 
Levels in 1959 


CHICAGO. — International Har- 
vester Co. achieved new highs in 
both sales and net income during 
its 1959 fiscal year, according to 
Frank W. Jenks, president. 

He said sales for the year ended 
Oct. 31, 1959, were $1,363,166,000, 
compared with $1,098,390,000 in 1958, 
an increase of 24.1 percent. Net in- 
come was $76,416,000 for the 1959 
year, compared with $42,987,000 in 
1958. 

Combined sales of IH and its sub- 
sidiaries in 1959 (after eliminating 
intercompany sales) were $1,721,- 
477,000, compared with $1,436,547,000 
in the 1958 fiscal year, an increase 
of 19.8 percent. 

Sales of International motor 
trucks, service parts and service 
continued to be the largest single 
category of the company’s business, 
accounting for 47.2 percent of total 
sales, 

In 1959, these sales totalled $643,- 
610,000, compared with $514,797,000 
in the previous year, an increase of 
25 percent. It was the first year that 
International truck sales had ex- 
ceeded $600 million. 

International Harvester Credit 
Co, also set records in net income, 
volume of receivables acquired and 
outstanding receivables during the 
fiscal year, according to Herman 
Ebsen, president. 

He said net income was $7,095,052, 
compared with $6,758,929 in 1958. 
Notes receivable totalled $413,222,- 
399, compared with $342,256,192 a 
year earlier. 


Customcraft Changes 


Name, Plans to Move 

DALLAS.—Customcraft Mfg. Co., 
which makes, repairs and sells 
commercial truck-trailers and van- 
| type bodies, has changed its name 
|to B & M Equipment Co., accord- 
ing to Leonard B. Brown, president. 

The firm also plans to move from 
5353 W. Illinois Ave. to a 12-acre 
site on Loop 12 between Irving 
Blvd, and Highway 183. 
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Also Can Be Backbone of Business, NADA Session Told. .. 


Service Called Duty of Dealer 


WASHINGTON, — A new-car 
transaction is completed only after 
the selling dealer has satisfied his 
obligation to keep the vehicle in 
top running condition while it is 
owned by the purchaser, delegates 


to the 43rd annual NADA conven-| 


tion and exhibition were told. 
Speaking at the opening service 
session, Clarence Wickham, presi- 
dent of Edgecombe Motor Co. 
(Ford-Mercury), Tarboro, N. C., 
said many dealers have looked 
upon this obligation as a burden. 
“Others, however, have made the 
most of it and have discovered that 
service is the backbone of their 
business,” Wickham added. 
Wickham, vice-president of the 


North Carolina Automobile Dealers | 


Assn., said his service absorption 
was 118 percent in October, 1959, 
compared with 81.3 percent at the 
beginning of the year. 

His service and parts business not 
only paid its own way, he added, 
but also paid general overhead ex- 
penses for the entire dealership, 
paid for several hundred dollars 
worth of repairs to the service de- 
partment and still left a profit, 





Maine Acquires 
Mobile ‘Diners’ 
For Disaster Use 


BOYERTOWN, Pa.—Seven newly 
developed mobile feeding units have 
been delivered by Boyertown Auto 
Body Works to the Maine Civil 
Defense and Public Safety Depart- 
ment. 

The units are equipped to serve 
hot food to large groups of people 
under disaster conditions, according 
to a Boyertown spokesman, 

He said the units consist of a 
standard production Model MV-14 
Boyertown Merchantvan modified 
and equipped to the State’s speci- 
fications and installed on a 1%¢-ton 
forward-control type chassis, 

The area inside the body, before 
installation of cabinets and equip- 
ment, is 168 inches long, 88% wide, 
78 high. In this area, accessible 
directly from the driver’s compart- 
ment, is installed an electric refrig- 
erator, gas range, steam table, cof- 
fee urns, double stainless steel sink, 
65 gallon water supply, counter 
work tops and stowage cabinets. 

A portable gasoline-powered al- 
ternating current generator, stored 
inside part of the stowage space, 
furnishes electric power for interior 
lights, floodlights, and refrigerator. 
Provisions also are included to op- 
erate this equipment from an out- 
side electric supply. 

The hot food is served through 
the rear of the trunk which opens 
to full width and is illuminated by 
floodlights. The work space is il- 
luminated by fluorescent lighting 
and translucent roof panels. There 
are elecixically operated ventilators 
in the roof of the vehicle, and a 
gasoline-fired space heater. 


* e* 
Willys Official 
Sees Truck Sales 

o ~ - 
Hitting 1.1 Million 

TOLEDO—C. W. Moss, sales 
vice-president of Willys Motors, 
Inc., forecast near-record U. S. sales 
of 1,100,000 trucks during 1960. 

“Barring serious material short- 
ages, sales of commercial vehicles 
should rise substantially above the 
indicated 975,000 units marketed in 
1959, and possibly exceed the all- 
time high of 1,142,300 registered 
during 1950,” Moss said. 

Annual registration figures and 
the rate of vehicle scrappage over 
the last three years indicate that a 
sizable deficit has been created in 
the normal growth of the nation’s 
truck population, he said. 

This “undersold” condition, cou- 
pled with the outlook for a con- 
tinued high level of business activ- 
ity and the constant annual 
increase in truck vehicle mileage, 
has set the stage for an industry 
sales record in 1960, he declared. 

“We expect our own Jeep vehicle 
sales to score substantial sales gains 
during 1960—upwards from the 29 
percent increase realized during 
1959,” he said. 






service absorption allows money 
from car sales, which otherwise 
| would be used to cover general 
overhead and to make up deficits in 
parts and service, to be retained as 
operating capital. 

“I attribute our increase in re- 
pair orders to a combination of 
advertising, customer followups 
and to high spirit and morale 
among the service employes.” 

Wickham said he managed to in- 
still high morale through an incen- 





Shreveport Dealers 


Elect Hanna President 


| SHREVEPORT, La.—W. T. 

Hanna jr. has been elected presi- 
dent of the Shreveport-Bossier 
New-Car Dealers Assn., and M. C, 
Bledsoe has been named secretary- 
treasurer. 


the association last year. He suc- 
ceeds Jim Fritze as president. 





Options 








Associated Transport, Inc., New York, N. Y., 
is one of the many highly-pleased users of 
new Fruehauf “CubeDKing” Truck Bodies. 





Hanna was secretary-treasurer of | 





The Fastest 
Delivery 


The Most 


TRUCK BODIES 


He pointed out that 100 percent) tive system that “got my people 


money conscious.” He also stressed 
the importance of adequate facili- 
ties and equipment, good location, 
good training and careful selection 
of personnel, 

A good service department aids 
car and truck sales, Wickham said. 

“If people learn they can depend 
on your service department,” he 
continued, “they get in the habit 
of coming into your dealership, and 
when the time comes to trade, they 
will buy from you, 

“The people who buy vehicles 
from you naturally will bring 
them back for repair and main- 
tenance as long as they are satis- 
field with the work.” 

The satisfied customer probably 
is the key to the whole thing, Wick- 
ham believes. 

“It’s hard to replace a customer 
once he is lost,’ he said. “And no 
amount of advertising will be as 
effective as word-of-month praise 
from a long string of satisfied cus- 
tomers.” 








'No-Rut’ Tractors— 


Goodyear Tire & Rubber Co.'s oddly shaped Terra-Tires have made a hit in the 
sports world. When tractors at Santa Anita race track graded the oval, conventional 
tires left ruts. Terra-Tires that are 42 inches high and 40 inches wide are now 
doing the job—without ruts. Terra-Tires are constructed of nylon and are available 
in a wide range of sizes and tread patterns, depending on the job they must do. 





FRUEHAUF TRUCK BODIES 
The Biggest Line 







You can offer your customers immediate delivery, low 
price, and top quality all at once with Fruehauf’s full 
line of truck bodies. 


No 


The Fruehauf line includes closed or open top smooth 
panel steel “CubeoKing”’ bodies (straight-frame or wheel- 
housing), aluminum “‘CargoxxStar”’ units with beaded or 
exterior post design, and sliding-panel steel ‘Work- 
Saver” beverage bodies. Single or double rear doors, side 
doors, tailgates, accessories and fittings, and many other 
optional features are available at low cost. 

The rugged steel ‘“‘CubeoKing” is low in price and 
immediately available in many lengths. The economical 
aluminum “CargoxxStar” requires little maintenance over 
a period of years. It is available with either steel or 
aluminum crossmembers. 


And Fruehauf service doesn’t end with quick delivery. 


matter where your customers are, they are near 


expert repair work and constantly available factory parts. 


You can profit in dollars and good will by offering your 
customers selections from the biggest line with the most 


options and fastest delivery. Speed up your chassis sales 
by calling Fruehauf, the first name in truck bodies. 





Company 
Address 
City 


10952 Harper Avenue 
SEND FULL FACTS ON TRUCK DEALER PROFITS AVAILABLE 


FRUEHAUF TRAILER COMPANY 


Truck Body Division 
Detroit 32, Michigan 











State 











74 





AUTOMOTIVE NEWS, FEBRUARY 1, 1960 


At NADA Service Clinic... 





Dealers Shown Way 
To Parts Resurgence 


Better Profit and the 
Parts Department 
By Donald P. Nelson 


President 
U, 8. Parts Corp., Washington 

EFORE the time that I entered 

the parts merchandising field of 
the automobile business, I was 
aware that we had a parts division 
in our business that seemed, vague- 
ly, to be a rather necessary evil. 
Viewing the parts operation from 
the vehicle end of the business, I 
was rather suspicious of the entire 
setup. 

It seemed that they never had all 
of the parts that our service man- 
ager wanted, that they talked a 
language of their own about back 
orders, supersedence, multiple dis- 
counts, obsolescence, and all of 
this spiced by a lot of unrelated 


at you when all you asked for was 
a part for an automobile, 

It further seemed to me that 
our people were probably buying 
too many parts—when the inven- 
tory went up; too few parts — 
when I couldn’t get what I want- 
ed; and worse, that all of them 
appeared to be a band of thieves 
when we showed up a few dol- 
lars short at inventory time. 

Despite all this, I was happy to 
forget the whole messy business as 
long as the operation showed a 
profit. 

Now, I do not say this is typical 
of all dealers—only the large ma- 
jority. 





* * * 


OW that I have been in the 
parts end of the business for 
15 years—if you asked me a simple 


six and seven digit numbers thrown| question such as how much a drag 


link assembly for a W Series truck 
would cost—I would tell you:— 

“#589726 is the part number, but 
it breaks down to: 

1 of 589727 Tube; 2 of 980510 Kit; 
1 of 980513 Kit, and 1 of 980514 Kit. 

However, #589727 tube is super- 
seded by #1195802. These parts 
carry 40-15-12-% and 5 percent ex- 
cept LCL—they are 40-15-12% and 
3 percent—unless emergency— 
straight net F.O.B. shipping point.” 
You see! I give you a world of 
information and you still don’t 
know what the part costs. 

This is why we call it “the num- 
bers game.” I have learned the 
secret of why, when asked a 
question about parts, Mr. Dealer 
is afraid to answer without ad- 
vice of counsel. 

Because of the unexplored ground 
existing between most automobile 
dealers and their parts men, and 
because incomprehension can lead 
to suspicions of charlantry, I com- 
mend to you dealers most urgently 
that you go to your parts men, 
confess your superficial knowledge, 
and ask to spend a few days learn- 
ing all that you can about this seg- 
ment of your business and its profit 
potential. 

You will find here a business in 
which you can make twice as much 


margin of gross as you did on ve- 
hicles in 1947, when selling parts 
through your own shop, and as 
much as you did on 1957 vehicles 


when selling parts at wholesale. 
* ca * 


Dealers Lax on Parts 


HILE it has been said that 

there are three kinds of lies— 
lies, damn lies and statistics—there 
are some pretty cogent estimates 
of relative sales percentages. It 
takes a lot of research to find out 
which alleged statistics have any 
basis in fact. 

In seeking factual information to 
prepare this address, I consulted 
the major vehicle manufacturers, 
NADA research department, the 
Library of Congress, the latest cen- 
sus of U. S. business and other 
sources and found that the vast 
majority of the figures having na- 
tionwide application are estimates, 
“guestimates” and pure crystal ball 
products. 

For 23 years I have listened to 
yards and yards of statistics, all of 
which seemed to prove that we 
amongst the majority of dealers 
were doing almost no work at all. 

However, a pooling of the 
thinking of many men on all 
sides of the fence leads me to be- 
lieve that less than half of all of 





DAYBROOK 


EQUIPMENT 
PUTS “WORK” 
INTO TRUCKS 


Extra 
Profits 
into 
SALES 








“> DAYBROOK “load-rated” aluminum dump bodies and telescopic hoists, 
working together, permit BIGGER PAYLOADS . . . MORE PROFIT for operators. 
Daybrook distributor, Scientific Brake & Equipment Company, Saginaw, Michigan, 
cooperated with the truck equipment dealer in the SUCCESSFUL SALE of the 


truck-trailer train to trucker Clarence E. Yenglin, Pigeon, Michigan. 


Lifting . . . loading . . . lowering... 
dumping .. . distributing . . . whatever 
the ‘“‘work” load might be, Daybrook- 
equipped-trucks will do MORE WORK 
and EARN MORE MONEY for the 


operator. 


RESULT .. . truck dealers and sales- 
men experience GREATER CUS- 
TOMER SATISFACTION when they 
recommend trucks equipped with 
Daybrook Aluminum and Steel Dump 
Bodies, Underbody and _ Telescopic 
Hoists, Power Gates, Power Loaders 
and Power Packers. 


TALK “EXTRA PROFITS” WITH 
YOUR DAYBROOK DISTRIBUTOR 


Get the complete Daybrook sales and 
profits story. The Daybrook distrib- 
utor near you is fully qualified, through 
training, to specify standard ‘“‘load- 
rated’”’ equipment units for every kind 






YOUNG 


SPRING & WIRE 
CORPORATION 









of trucking job. Daybrook wants to 
cooperate with you. 


Your Daybrook distributor has a 
complete sales and application refer- 
ence catalog for your file. Individual 
series have “load ratings’ and com- 
plete descriptions to aid you. Available 
also areSALES MANUALS, DIRECT 
MAIL MATERIALS, MOVIES, etc. 
. . . effective sales helps for use in 
SUCCESSFUL SELLING with 
Daybrook! 


DAYBROOK HAS THE COMPLETE LINE 
OF QUALITY TRUCK EQUIPMENT 


Standard models with size and capac- 
ities to meet most any truck equipment 
need can be found in the Daybrook 
quality line. This means fast deliveries 
—at a competitive cost. And, Daybrook 
is always ready to engineer and man- 
ufacture special models, too! 


DAYBROOK HYDRAULIC DIVISION 
BOWLING GREEN - OHIO 





<> POWER GATE® lifts 
and lowers work loads 
(800 to 5,000 Ibs.) on and 
off trucks. SPEEDS 
DELIVERIES. 





<> POWER LOADER 


lifts 
and lowers heavy, bulky 
loads on and off trucks . 
aids in materials handling 
and distribution whereyer a 
truck can go. Capacities 
4,000 to 7,000 Ibs. 





the parts installed in domestic 

Passenger cars and trucks were 

sold through franchised car and 

truck dealers, 

When you consider that many 
parts, the so-called captive parts, 
are available only through dealers 
and are included in the share the 
dealer gets, it makes me wonder if 
we have been working as hard and 
efficiently as we might. 

Ford Motor Co. recently publish- 
ed certain figures to their dealers 
which, while they might not apply 
to other lines, are of interest in 
sighting the potential available to 
all of us. 

* * + 
7 Ford figures state that in 

1958 over 77 percent of all repair 
services on Fords were performed 
at independent garages and service 
stations. They state that the car 
dealer’s share of total repair busi- 
ness has declined steadily since 
1952. In that year, service stations 
did 34.3 percent of the total repair 
business, and Ford dealers per- 
formed 28.1 percent. In 1958, serv- 
ice stations’ share was 46.2 percent, 
the Ford dealers’ only 18.7 percent. 

Gentlemen, there is a potential 
that we can go after with a two- 
pronged fork. We can first try to 
get the sales back into our own 
dealership shops and failing that, 
let’s sell the parts to the man that 
has our customer in his place of 
business, 

First let us explore the manner 
in which we sell more parts in 
our shop. The beginning is to get 
your customers back to your shop 
until it’s at capacity. Pll not 
waste your time telling you how 
to get them in, You know, and 
if you don’t your factory will 
have suggestions—some of which 
are bound to be good—try them 
all. 

With the traffic flowing into your 
service department, you have the 
increased opportunity of selling the 
parts the customer asks to be in- 
stalled on his car and many that 
he doesn’t ask for. 

You may properly say—“The only 
parts I can sell at retail are those 
parts for cars that come to my 
shop. I’m an honest man! I can 
only sell those parts that those cus- 
tomers need.” Well said—and true! 

What you are thinking is that if 
you do more than issue parts as the 
mechanic asks for them you are 
taking advantage of your custom- 
ers, This could not be farther from 
the truth, and here is where your 
parts department needs your help, 
the help of your service manager, 
service salesman and mechanics. 

* om * 


Sell What Is Needed 


De NOT sell your customers 
parts they do not need, but gen- 
tlemen, do sell them the parts that 
they do need. 

The advertising muffler special- 
ist, brake specialist, transmission 
specialist, front end specialist and 
all independent garages live on the 
labor and parts that you failed to 
sell your customers when they were 
in your shop. 

If you point out to your customer, 
while his car is on your grease rack 
that his exhaust system is in dan- 
gerous need of repair—you sell the 
muffler and tail pipe. If you don’t, 
the probabilities are the specialist 
will sell him. 

If you point out to your cus- 
tomer that his front tires are 
wearing and his wheels are loose, 
you sell the king pin sets and tie 
rod ends. If you don’t, the front- 
end specialist will sell him, 

Gentlemen:—First get them in 
your shop, then look for the things 
they need but didn’t mention. Some 
don’t like contests and incentives— 
the last contest I had for my six 
salesmen had five prizes—the top 
five got to keep their jobs. Try of- 
fering a dollar for every muffler 
sold—a half dollar for every de- 
fective shock absorber replaced- 
some incentive for the creative sell- 
ing that can be done by your serv- 
ice salesmen, mechanic or grease 
rack man. 

Believe it or not, your customers 
will appreciate it when you invite 
their attention to repairs which, if 
not made, might result in danger 
to life, greater expense of repair 
later or the inconvenience of 4a 
breakdown at a remote spot or the 
wrong time. 

Eo ed bd 
PROFLE are proud of their cars 
and want them to be in good op- 
erating condition. Last fall a friend 
of mine told me of one of his 
brother Naval Officers at the Pen- 
(Continued on Page 75, Col. 1) 
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(Continued from Page 74) 
tagon Building who bought one of 
the compact cars. 

For the first day or two he talk- 
ed of nothing but the 30 miles to 
the gallon he was getting. His ship- 
mates, wanting to add to his en- 
thusiasm, began to slip out to his 
car each day and add an extra gal- 
lon of gasoline to his tank. His en- 
thusiasm and amazement grew as 
he reported 40-50-60-70! miles to the 
gallon. 

After about a week his friends 
stopped the procedure of adding 
gasoline and the proud owner fell 
silent for a few days. They ques- 
tioned him about his gas mileage 
and he stated that something was 
wrong with his carburetor, Next 
day he had it in the shop for plugs, 
points and condenser. 

To add to his woes his ship- 
mates and alleged friends began 
to drain a little gas each day. 
The poor devil fell silent and 
moody, sold his car, and applied 
for transfer to the Army and 
duty in the Detroit Tank Arsenal. 
This is how serious your custom- 

ers are about their cars and why 
they are anxious to have you sell 
them the things they need and of 
which they are unaware. 

Don’t forget! There is no time to 
sell repairs like when their car is 
in your shop, 

Now suppose that you didn’t get 
the customer into your shop. Go 
down the second avenue of parts 
profit. Sell the parts to the man 
that has the job. Remember, there 
is as much percentage of gross in 
a wholesale parts sale as there was 
in car sales in 1947, 

a a *~ 

E extent to which car dealers 

work on cars of makes other 
than their own varies widely. Some 
do a good general repair trade, 
some recondition most of their 
used-car trades—all work on cars 
of makes other than their own to 
some extent. This means that every 
dealer in cars is a prospect for the 
parts you have in inventory. 

Take a look at your own pur- 
chases of parts for cars other than 
your own line. Regardless of where 
you are now buying those parts, 
start buying them from the dealer 
who handles that make of car. 

Then go to those dealers—explain 
that you are buying all parts for 
his make from him—ask him to re- 
ciprocate. It has been estimated 
that if all dealers nationally con- 
scientiously did this one thing, that 
the sale of parts through dealers 
at wholesale would increase by a 
most remarkable percentage. 

Imagine how your parts sales 
and profits would increase if 

every competitive car dealer 
bought all of his parts for your 
make of car from you. Make this 
one idea a campaign in your com- 
munity and see if your parts 
sales profits don’t increase. 

Next, take the yellow section of 
your telephone book, Mark the 
numbers of all of the independent 
garages, body shops and fleets that 
are in a reasonable area for your 
parts department service. Don’t for- 
get that many filling stations now 
have one or more mechanics. 

Depending on the number select- 
ed, have your parts manager tele- 
Phone them every day, every other 
day, or once a week—but telephone 
them and ask for their business. 

Sound too simple? Believe me it 
Pays and pays. It pays in parts 
Sales and as a bonus you can de- 
velop some fine birddogs for your 


vehicles sales. 
* * 


Use Direct Mail 


a. YOUR factory has a parts 

booklet mailing service—buy it. 
Get a good list of names and use 
that direct mail to sell your avail- 
ability, competitive prices and serv- 
ice, 

_it’s the cheapest form of adver- 
tising your firm name ever had and 
it’s going to people who talk auto- 
mobiles and use the parts you sell. 
Remember that this is a greater 
part of the market for parts than 
your shop and all your line dealers 
put together. 

These things are all fundamental, 
but sometimes the most fundamen- 
tal things are the ones we do not 
do or do in the wrong manner, 

So much for the potential busi- 
ness available and the sales ap- 


service stations, 


proach. Now let’s get our store 
ready to sell and sell efficiently. 

Three things sell parts to fleets, 
independent ga- 
rages, body shops, competitive deal- 
ers, and to your own shop and, I 
list these movers in the order of 
their importance: 


1, Availability. 
2. Service, 
3. Price. 


Note, gentlemen, that price is not 
the most important consideration 
in the overall picture. The excep- 
tion, of course, exists in the case of 





Ohio Highway Dept. 
Buys 8 Compacts 


COLUMBUS, O.—An experi- 
mental fleet of eight U. S. com- 
pacts has been purchased by the 
Ohio Department of Highways on 
bids totalling $13,833. 

The fleet includes two Larks, 
two Valiants, two Ramblers and 
two Falcons. Bids on two Cor- 
vairs still are being studied, a 
department spokesman said. 


the large independent who stocks 
and buys in quantity. 

Let us look at what we have to 
do to assure the first of these mov- 
ers—Availability. 

Availability means, of course, 
having the item in stock at the 
time the customer wants it. The 
penalty for poor availability, as far 
as your own shop is concerned, is 
lost sale or loss of mechanics’ time, 
loss of customer satisfaction with 
your service department and the 
increased cost of procuring the 
part. In the case of the wholesale 
sale, poor availability usually means 
the loss of the customer. 

* * * 

T THE other end of the avail- 

ability curve is the availability 
which is so good that while you 
avoid the penalties just mentioned 
you incur excessive obsolescence, 
wasted space, poor dollar turn- 
over, unproductive inventory in- 
vestment, high property tax and 
insurance cost. 

How do we find the happy me- 
dium for our size operation? 

It is my belief that, with the ex- 








Livia 


“Trunk space isn’t so important 
... just so it has roomy seats.” 





ception of the smallest dealership, 
some form of perpetual inventory 
control is necessary, A properly 
maintained perpetual inven- 
tory control, coupled with an ef- 
fective lost sales record, will result 
in: 

(a) An inventory balanced in 
depth and breadth. 


(b) A more orderly ordering pro- 





75 


cedure and better ordering habits. 

(c) Greatest volume or quantity 
discounts obtained, 

(d) A fingertip price and location 
system, 

(e) A speedy supersedence file, 

(f) A quick and sure method of 
taking full advantage of return 
privileges granted by your factory 
or parts wholesaler. 

The size of inventory for ade- 
quate availability will vary wide- 
ly with the sales potential, size 
of shop, nearness of depot or 
parts wholesaler and the product 
serviced. 

In the case of a metropolitan area 
Chrysler Corp. dealer who has ac- 
cess to a MoPar wholesaler’s 20,000 
parts numbers and great depth of 
inventory, it is not necessary to 
carry heavy inventories to have 
good availability. 

On the other end of the spectrum 
might be a dealer in some other 
product located hundreds of miles 
and days away from his nearest 
factory depot or plant, 

aa * * 


ENERALITIES or thumb rules 

are not good in evaluating dol- 
lar amounts of inventory. However, 
a good median dollar requirement 
might be three times the average 
monthly cost of parts sales. 


Hence, a dealer having an aver- 
(Continued on Page 78, Col. 1) 























PICK-UP PADS 
ROTATE 360° 


PADS ADJUST TO 
THREE HEIGHTS 





Handles cars easier, faster, safer... 
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. makes service and repair work more profitable 


The Rotary Two-Plunger Frame Pick-Up 
Lift was designed for car dealers and 
service shops. Better than any other lift on 
the market, it has the flexibility required 
to lift the many car shapes, sizes and 
body styles now on the road. 

This “‘octopus-like” reach and posi- 
tioning feature is important to faster, 
safer, better service and repair work. 

With plungers and runners placed side- 
by-side, wide open accessibility extends 
from bumper to bumper and.all undercar 
parts requiring mechanical work are ex- 
posed to easy reach. Other features of 
this new lift include: 





e Width at jacks only 39’... compact 
and foreign cars can straddle lift easily 
e Heavy-duty 844” jacks permit greater 
off-center loading 

e Safe, maintenance-free Rotary Full-Hy- 
draulic operation 

e Rotary’s exclusive Hydra-Seal packing 
insures smooth, dependable jack action. 
e Exclusive cable-and-strut equalizing 
system . . . keeps both runners level at all 
heights, whether moving or stopped. 

e Fool-proof manual safety locks pre- 
vent accidental lowering of lift 

e Two-position wheel spotting dish 

e Low-cost installation in any location 





LIGHTER, STRONGER ARMS 
PIVOT EASILY 

Instead of the usual heavy, solid stock, 
Rotary has developed a stressed steel arm 
with welded interior reinforcing bar. This 
type construction combines strength with 
the light weight necessary for easy posi- 
tioning. A super-smooth milled pivot end 
also insures ease of movement. Rounded 
contours prevent tire damage. 


a a a nn ee ee 


MAIL COUPON FOR COMPLETE DATA 


Rotary Lift Company 

1180 Kentucky / Memphis 2, Tenn. 

Please send information on the Rotary Two-Plunger 
Frame Pick-Up Lift Model FP28H to: 


Name_ 





Company_—___ 
Address acipaietlanteiea annciomiiiicuiemnil 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE @ NO. 172 OF A SERIES 


The Quality Story 
of the 
1960 Mercury 


It’s in the books —1,198 quality refinements 
in the ’60 Mercury— achieved at one of Ford Motor 
Company’s exclusive new pilot plants. 


Here the product is quality. And the results may be seen in the 1960 
Mercury. 


A full eleven months before production started on the ’60 Mercury, 
component parts began arriving at this pilot plant. First, exhaustive 
studies were made to determine whether or not the parts conformed to 
Mercury blueprints and specification sheets. Then, these components 
were assembled into complete cars by the very same techniques that 
would be used by Mercury assembly plants all over the country. 


Check the parts; then check the assembly techniques before production— 
that’s one way to eliminate the “bugs” before cars reach the customer. 


Altogether, 1,198 changes were made—in component parts and produc- 
tion techniques. Every change was an improvement. Every improvement 
meant better quality. 


As a result of the work at this pilot plant, the 1960 Mercury gives you an 
outstanding example of automobile craftsmanship. What does this mean 
to you? Simply, that your customers are better satisfied, their cars have 
higher trade-in value, and maintenance costs are lower. Mercury quality 
means greater all-around economy for your customer . . . and you. 


Another reason why it’s great to be a dealer in the Ford Family of Fine Cars. 


A well-worn shelf of loose-leaf books at the Mercury pilot plant 
records the 1,198 improvements made during eleven months of check- 
ing component parts and assembly techniques prior to production. 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
FORD * FALCON ¢ THUNDERBIRD ¢ MERCURY # LINCOLN ¢ 
LINCOLN CONTINENTAL ¢ ENGLISH FORD LINE ¢ 
TAUNUS * FORD TRUCKS ¢ INDUSTRIAL ENGINES ¢ 

FARM AND INDUSTRIAL TRACTORS AND IMPLEMENTS ¢ 
AERONUTRONIC—PRODUCTS FOR THE SPACE AGE ¢ 


FORD MOTOR CREDIT COMPANY 


MOTOR COMPANY 


THE AMERICAN ROAD 
DEARBORN, MICHIGAN 
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At NADA Service Clinic... 


Dealers Shown Way 
To Parts Resurgence 


(Continued from Page 75) 


age monthly cost of sales in parts 
of $5,000 should expect good avail- 
ability from an inventory of $15,000. 
This would result in a four times 
turnover of inventory per annum. 
We know that many dealers 
have a greater than 3 to 1 ratio 
of inventory to sales and still 
have poor depth and breadth of 
stock, In almost all such cases 
the problem is obsolete or near 
obsolete material in inventory. 
The solution in this case is to: 

1, Take full advantage of return 
privileges afforded by your supplier. 

2. If your factory or parts whole- 
saler offers a dealer balanced stock 
plan—use it. 

3. Review your remaining inven- 
tory for obsolescence and make one 
good attempt to dispose of this ob- 
solete material. 

4, Grit your teeth, call the junk 





man and get this obsolete material 
out. 
* ad + 


Obsolescence Tips 
yo cannot recover enough dol- 
lars from the few items of ob- 
solete material you might sell to 
cover the cost of property tax and 
insurance, If you write it off to 
avoid this cost, you are still using 
valuable space and time to store it. 

Our second most important 
mover to increase retail and whole- 
sale parts sales is Service. 

Service includes all of those 
things that you would like to have 
your suppliers do for you. It in- 
cludes: 

1, Our first mover—availability. 

2, Fast and accurate specifying 
service. 

8. Good delivery or fast counter 
service, 


4. Good technical advice or as- 
sistance. 

5. Prompt and courteous ad- 
justments on defective material. 

6. Fast procurement of material 
not in inventory. 

It is most important to manifest 
to the customer a desire to be of 
service. Too frequently the serv- 
ices are rendered but the attitude 
in which they are rendered ne- 
gates the effectiveness of the serv- 
ice. The best way to show the prop- 
er attitude toward your customer is 
to have foremost in your mind the 
desire to serve. The profits will fol- 
low. 

The third mover, price, is the one 
that receives the most conversation 
and should be of least importance 
to the buyer. Of course, for the 
relative quality of your product, you 
must be relatively competitive. 

The parts and accessory products 
you buy from your car manufac- 
turer or MoPar parts wholesaler 
are top quality, factory-engineered 
and inspected, It is possible to buy 
similar parts and accessories of in- 
ferior quality at a lower price. 

+ * ad 


1 day will never come that 
Tiffany will involve itself in a 
price struggle against the shops 
that advertise, “If you'll take a 
chance on romance we'll take a 
chance on you.” 


Mobile Display— 

Magic Tunnel Car Wash Equipment Co., Birmingham, Ala., takes its wheel washer 
to the customer for demonstration in a Volkswagen truck. This mobile display unit 
carries a small air compressor and electric motors to provide for an actual operation 


demonstration. The truck has travelled 


states, 


Nor should you, a purveyor of 
top quality parts and accessories, 
feel that you can or should com- 
pete with some of the inferior au- 
tomotive merchandise on the mar- 


ket. 


Sell the quality of your product. 


Only Eaton 2-Speed Axles Have 
these Cost-Saving Features 


PLANETARY 
GEARING 


—distributes wear over four 
rugged, slow-moving plan- 
in 
lower unit stress, reduced 
and longer 


etary gears, resulting 


maintenance, 
axle life. 


SELF- 
CONTAINED 
AIR BRAKE 


—makes quicker, safer 
stops. Simple design with 
fewer parts cuts relining 
time. Available on Eaton 


air brake models. 


EXTRA-RUGGED 
CONSTRUCTION 


—of housing and all moving 
parts eliminates the possi- 
bility of harmful distortion 
or misalignment under full 
load; holds maintenance to 


The Right Gear for Every Road and Load 


&. 
EATO 



































MANUFACTURING 
OHIO 


CLEVELAND, 


AXLE DIVISION 


FORCED-FLOW 


LUBRICATION 


—supplies positive lubrica- 
tion to all 
parts, even at slowest ve- 
hicle speeds. Reduces wear; 
cuts repair bills. 


moving axle 


POWER SHIFT 
CONTROL 


—provides quick, easy 
shifts. Drivers use right 
ratio for road and load; 
take full advantage of 2- 
Speed benefits. 


INDUCTALLOY 
AXLE SHAFTS 


—made of alloy steel, with 
Eaton’s exclusive method of 
dual-hardening truck shafts; 
last up to 10-times longer; 
keep trucks on the road. 


More Than 2-Million Eaton 
Axles in Trucks Today 








COMPANY 





some 40,000 miles through Southeastern 


Sell the availability that makes 
you a single pick up point. 

Sell your service. 

If you do—price will take care of 
itself. 

Gentlemen, I want to leave you 
with one thought that may be 
worth thousands of dollars to 
you, 

When you arrive back at your 
respective places of business, walk 
through your stock room and take 
a good look into your bins and 
racks, As you look, think of each 
small part as a silver half dollar, 
those that are slightly larger see 
as dollar bills—visualize some as 
10s, some as 20s and I’m sure you 
can see some 50s. Think of your 
parts department as a big cash 
register full of coins and bills. 

Walk back to your office—open 
your financial statement and look 
at the line marked: “Parts and ac- 
cessory inventory.” Shut your eyes 
and think of all of those dollars di- 
vided up into those parts bins. 
After you have given yourself 
this treatment—and do it frequent- 
ly—you are going to be a lot more 
interested in the business you are 
already in. 


Dealer Says Staff 
Is First Source of 


Truck Salesmen 


MT. CLEMENS, Mich.—When 
Jim Cook, Stewart Sales Service 
Co. (Dodge), needs a truck sales- 
man, he looks to his own staff. “It 
keeps morale high and sales mov- 
ing along at a steady clip,” he ex- 
plains. 

If Cook can’t find the right man 
in his own organization, he asks 
his employes to recommend a 
friend who might be interested. 

“They won’t recommend a poor 
prospect,” he said. “It reflects on 
their judgment, and it also results 
in a smaller year-end cash bonus 
for everyone if the dealership is 
saddled with a nonproductive man.” 

If the dealer must go outside to 
find a truck salesman, Cook sug- 
gests approaching the management 
of a large fleet account to see if 
any of their men are interested in 
making a change. But always go 
to top management, not to the em- 
ployes themselves, he emphasizes. 

The Dodge field force and dealer 
associations are other good sources 
for help in recruiting salesmen, 
Cook said, but he is opposed to hir- 
ing salesmen from competitors. 
“Piracy is a bad policy,” he de- 
clared, “especially in a small com- 
munity.” 


235 Billion Miles 
For Powerglide 


DETROIT.—Some staggering sta- 
tistics have been compiled by Chev- 
rolet mathematicians to underscore 
the 10th anniversary of the Power- 
glide automatic transmission. 

In the decade since Powerglide 
became available the unit has been 
installed in 6,524,676 Chevrolets. 
Statisticians calculate that the 
Powerglides have travelled mor< 
than 235 billion miles. 

This is equivalent to the follow- 
ing: 9% million trips around th« 
world; 490,000 round trips to the 
moon or 1,260 round trips to th« 
sun, or the same asa car travelling 
50 miles an hour 24 hours a day 
continuously for 536,000 years. 






Ae 


e~ 


PRB ade’ STadArA 


‘we A 


tin) 


o~ 


a s 
ii 
a 


de 


TE ANNOUNCES NEW 


MULTI-STOP TRUCK 


PICK-UP 


Here’s a once-in-a-lifetime business opportunity. 


THE Wutre Moror Company will soon present the most exciting new line 
of multi-stop, pick-up-and-delivery trucks that has ever entered the field— 
the all-new WuiTE PDQ. Some excellent dealerships will be available in 
various sections of the country. One of them could be yours. 


If you feel you can qualify as a PDQ dealer, mail the coupon at right. 
Or stop in and talk to us today. We’ll be at the Sheraton-Park Hotel in 
Washington all during the NADA convention. 


Don’t put it off for a minute—we’ll be ready to go with the PDQ p.d.q! 


THE WuiTE Moror Company, CLEVELAND 1, OHIO 


Branches, distributors, dealers in ai/i principal cities 





DELIVER 


Dealerships 
open now 





meee meee ee ee 


Some dealerships available. For information, 
Send This Coupon 


Mr. Fred Cushing, Sales Manager, WHITE PDQ Division, 
THE WuitEe Moror Company, Montpelier, Ohio 


Dear Fred: Send me information by mail 





Your Name Si te os 





Address “ <s ie Se ae a ka 





City 














ALEXANDRIA, VA.: 





ATLANTA: 


BROOMALL, PA.: 
BUFFALO: 


DETROIT: 
FARGO: 

FORT WORTH: 
FRESNO: 


HOUSTON: 





Universal Equipment Co. 
2420 Oakville St. 

Bins & Equipment Co., Inc. 
1918 Buford Highway, N.E. 
East Coast Distributing Co. 
2010 Boxwood Dr. 


Automotive Bin Service Co., Inc. 


20 East North St. 


Felix F. Loeb., Inc. 
8810 S. Vincennes Ave. 


Automotive Bin Service Co., Inc. 


1220 Richmond St. 


Automotive Bin Service Co., Inc. 


8905 Lake Ave. 


W. W. Cannon Co. 
9739 Denton Dr. 


Sparkmon-Borker Co. 
421 Santa Fe Dr. 


Automotive Bin Service Co., Inc. 


10040 Freeland Ave. 


Adams, inc. 

6 North 13th St. 
W. W. Cannon Co. 
P. O. Box 464 


Heoley & Co. 
2302 Tulore St. 


W. W. Cannon Co, 
1901 Winter St. 
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so popular? 


WRITE US for the parts dept. nearest you that has a Borroughs Bin installation... 


INDIANAPOLIS: 
JACKSONVILLE: 
KANSAS CITY, MO.: 
LOS ANGELES: 
LOUISVILLE: 
MEMPHIS: 
MILWAUKEE: 
NEW ORLEANS: 
NEW YORK: 
OAKLAND: 
OKLAHOMA CITY: 
OMAHA: 
PHILADELPHIA: 


PORTLAND, Ore.: 


Automotive Bin Service Co.,Inc. SACRAMENTO: 


54 West 30th St. 

Bins & Equipment Co., Inc. 
2610 Ligustrum Rd. 

Siggins Co. 

706 Broadway 


Green-Penny Co. 
4180 E. Noakes St. 


SALT LAKE CITY: 
ST. LOUIS: 
ST. PAUL: 


Automotive Bin Service Co., Inc. TTLE: 
204 Builders Bldg. : — 
Metal Products Co. SEATTLE: 


359 Madison Ave. 


Felix F. Loeb, Inc 
864 E. Birch Ave. 


STERLING, ILL.: 


Edco Metals. Inc. TACOMA: 
73 S. Wren St. 
Borroughs Mfg. Corp. TOLEDO: 
121 Vorick St. WATERTO M 
William A. Gore Co. am Mame 
1834 Adeline St. 

sip ALASKA: 
W. W. Cannon Co. 
P. O. Box 7317 CANADA: 
Siggins Co. 
1236 S. 13th St. HAWAII: 
East Coast Distributing Co. 
780 S. 52nd St. 


The Brower Co. PUERTO RICO: 


1633 N. W. 21st Ave. 


what makes 





then GO SEE FOR YOURSELF. Talk to the parts dept. manager, and we believe he’ll 
be glad to show you how Borroughs Bins save time, money and labor for his company. 





These Borroughs warehouse distributors are at your service.... 


Paul W. Roeder Co. 

1721—13th St., P.O. Box 1552 
Business Equipment Co. 

902 S. Main St. 

Siggins Equipment Co, 

1410 Pierce Ave. 

Borroughs Mfg. Co. 

Factory Branch and Warehouse 
809 Hubbard Ave. 

The Brower Co. 

114 Virginia St. 

William A. Gore Co. 

214 3rd Ave., S. 

Felix F. Loeb, Inc. 

1708 Avenue F 

Tacoma Asbestos Co. 

25th and Holgate 

Automotive Bin Service Co., Inc. 
518 Jefferson Ave. 

Alexander Steel Products, Inc. 
264 N. Beacon St. 

Fred J. Snyder 

425 E. 5th St., Anchorage 
Wickware-Stackbin, Ltd. 

P.O. Box 740, Perth, Ontario 
Hunters’ Office & Industrial 
Equipment Company 

538 Reed Lane, Honolulu 
Automotive Specialties, Inc. 

252 Ponce de Leon Ave., Hato Rey 
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; OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH BURDICK ST. alli. KALAMAZOO, MICHIGAN 











After Rebound in 1959... 





Transporters Eye Gains 


WASHINGTON.—After a 4 per- 
cent freight rebound in 1959 from 
the 1958 recession, the transporta- 
tion industry expects business to 
keep growing in 1960, the Chamber 
of Commerce reports in its annual 
Transport Review and Outlook. 

For 1960 railroads forecast an 8 
to 10 percent freight tonnage jump; 
oil pipe lines, 4 percent, and air 


1960 Schedule 
Of Seminars Is 


Listed by NADA 


WASHINGTON.—NADA has is- 
sued a tentative schedule of semin- 
ars for 1960. Additional information 
about any of the programs may be 
obtained from NADA Management 
Services, 2000 K St., N. W., Wash- 
ington, D. C. 

All seminars will be held at 
NADA headquarters here unless 
otherwise listed. The schedule: Feb, 
16-17, “The Management of Sales- 
men.” Feb. 24-25, “Improving the 
Leasing Operation.” 

March 15-16, “Dealership Finan- 
cial Management and Compensation 
and Profit-Sharing Plans” and “The 
Management of the Imported-Car 
Dealership.” These seminars will 
run concurrently. Seminars on the 
same subjects will be held May 
26-27 in Phoenix, Ariz., and May 31- 
June 1 in San Francisco. 

March 29-30, “Operating the 
Dealership Under the New Lan- 
drum-Griffin Labor Reform Bill.” 
This seminar will be held in At- 
lanta. 

Apr. 12-13, “Merchandising Used 
Cars.” Apr. 26-27, “Truck Leasing.” 
May 17-18, “Better Business Man- 
agement.” 

June 14-15, “The Sales Manager’s 
Job.” June 28-29, “Increasing the 
Sources of Income to the Dealer- 
ship.” July 19-20, “Leasing.” Aug. 
23-24, “Management Compensation 
and Profit-Sharing Plans.” 

Sept. 14-15, “Merchandising Used 
Cars.” Oct. 18-19, “Imported Car 
Dealers — Business Management.” 
Nov. 15-16, “Planning Dealership 
Tax Savings.” Nov. 29-30, “The 
Management of Salesmen.” 





Canadian Service Managers 
Of British Firms Organize 

TORONTO.—The formation of a 
technical committee with the serv- 
ice Managers of Canadian subsidi- 
aries of British car and component 
manufacturers as members has been 
announced by the British Motor 
Industry in Canada. 

Seven British firms are represent- 
ed on the committee whose chair- 
man is Alfred J, Coventry, manag- 
ing director, S. Smith & Sons 
(Canada), Ltd. Its activities will be 
concerned with service training pro- 
grams, liaison and cooperation with 
provincial trades institutes, and 
new engineering developments of 
common interest to British car 
firms in Canada, 


1H Donates $50,000— 








lines, more than 15 percent. Truck- 
ers and inland water carriers also 
expect increases. 

Preliminary estimates show 
that railroads, truckers, oil pipe 
lines and air carriers picked up 
freight business in 1959. Inland 
water carriers lost a little. The 
comparisons are based on esti- 
mated 1959 and 1958 ton-mile fig- 
ures. 

The ton-mile figures in billions 
(except for air lines in millions) 
are: 


Percent 
1959 1958 Increase 
Railroads ......... 575 552 4.2 
Truckers _........ 290 260 811.5 
Oil Pipe Lines 226 217 4.1 
Inland Water 
Carriers ...... 188 190 — 1.1 
Air Lines _........ 613* 522 17.4 
TOTALS .......... 1,280 1,230 4.1 
*Million. 


But for the 1959 steel strike, ton- 
nage moved might have been great- 
er. Railroads claim a 2% million 
carload loss because of the strike. 
Great Lakes ore ships hauled con- 
siderably less iron ore than they 
carried in 1958. 

Among commercial passenger 
carriers in 1959, airline travel leap- 
ed 15 percent and rail travel slump- 
ed 5 percent. Intercity bus travel 
did not change. Far and away, 
most passenger travel was by auto. 
Here are the passenger-mile figures 
in billions: 


Percent 

1959 1958 Increase 
0 670.0 656.0 2.1 
Railroad .............. 22.1 233 5.1 
er 29.0 25.3 14.9 
Intercity Bus .... 24.0 240 0.0 
TOTALS ............... 745.1 728.6 2.3 


‘Sea-Land’ Freight 
To Be Expanded 
In 60, Firm Says 


NEWARK, N. J.—Further expan- 
sion of “sea-land” freight service 
is due in 1960, according to Pan- 
Atlantic Steamship Corp., one of 
the biggest trailership operators. 

The firm said it is extending its 
Services to small express shipments 
and is increasing tonnage handled, 
territories, subcontracting truck 
feeder lines and its trailership fleet. 

Pan-Atlantic said “containerized” 
through-shipping is being extended 
to include less-than-truckloads, 
pickups of any size through its 
East Coast area from Wilmington, 
Del., north. It will be further ex- 
panded shortly, said Lamar Ken- 
nedy, president of the firm. 

He said the firm now has a fleet 
of 4,000 container-trailer bodies in 
the sea-land service and six trailer- 
ships, converted from large tankers 
and which can carry a total of 1,356 
containers. 

Plans now are being made for 
four larger trailerships, Kennedy 
said. 





A $50,000 check to support the trucking industry's educational, research and public 
information program is presented to Neil J. Curry, center, assistant chairman of the 
American Trucking Assns. Foundation, Inc., by R. M. Buzard, vice-president of the Inter- 


national Harvester Co.'s motor truck division. 


Looking on are F. W. Jenks, left, IH 


president; W. C. Schumacher, second from left, IH executive vice-president, and L. W. 


Pierson, right, International truck sales manager. 


This is the seventh consecutive 


year that IH has contributed to the foundation since it was established in 1953. The 


film's donations total $350,000. 
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Success Secret Explained to NADA Session .. . 


Attitude, Not Aptitude, Is Key 


WASHINGTON.—The basic in-, 
gredient in any formula for success | 
is attitude—not aptitude, delegates | 
to the NADA convention were told. 

Speaking before the conven- 
tion’s opening sales session, Ar- 
mand J. (Gary) Gariepy, inter- 
nationally-known sales training 
authority, said that “all you need 
for success is to sincerely, hon- 
estly believe success .. . It’s all a 
matter of acquiring self-confi- 
dence.” | 
Gariepy laid out what he called 
a blueprint for successful selling on 

a blackboard he used frequently to/| 
illustrate his points. 

At the bottom of a triangle-| 
shaped diagram, he spelled out “at-| 
titude” and above that, the matter 
of developing a “science of success” | 
as part of motivation—‘“Sell on pur-| 
pose, instead of by accident!” 

Atop the triangle, comprising the 
skills necessary for success, he list-| 
ed “technique” as a development 
of two qualities side-by-side, the 
method of organizing material and 
the manner in handling clients— 
“Sell the person!” 

“Luck is what I call the sum 
total of ignorance,” Gariepy said. 
“The more we know the less bad 
luck we have, The harder you 
work, the luckier you get.” 

Courage and hard work, he be- 
lieves, are the integral parts of 
success. 

“There is no success without 
extra effort.” 

Gariepy, a veteran of 37 years in 
direct selling, sales management 
and education, is director of Sales 
Training International, Barre, 
Mass., which conducts special pro- 





Weekly Seminars 
On Leasing Stated 
By CARS Rental 


FORT LAUDERDALE, Fla. — 
CARS Rental System’s seminars on 
leasing and financing will be held 
once a week instead of twice a 
month, effective Feb. 16, according 
to H. J. McDevitt, assistant to the 
president of CARS. 

Sessions for new-car dealers, he 
said, are being stepped up for two 
reasons: 

First, dealer interest in renting 
and leasing is increasing so rapidly 
that more and more requests are 
being received for enrollment in the 
seminars. 

Secondly, doubling the number of 
sessions will mean smaller attend- 
ance. Each dealer will receive 
greater individual attention and be 
encouraged to take a more active 
part in the proceedings. 

“We would rather give these in- 
struction courses to 20 men at a 
time,” said McDevitt, “so that each 
man will be better educated after 
receiving personal attention and 
having the opportunity to ask 
questions, He’ll know more about 
leasing and financing and feel more 
personally related to other CARS 
members if he is graduated from 
& small class.” 

The seminars, under joint spon- 
sorship of the University of Miami 
and CARS Rental, will be held at 
the Galt Ocean Mile Hotel in Fort 
Lauderdale every Tuesday, Wednes- 
day and Thursday. 


Wisconsin OK’s 


Heavier Trucks 


MADISON, Wis.—Gov. Gaylord 
A. Nelson has signed a law increas- 
ing truck-weight limits on Class A 
and B highways. 

The law allows 39,000 pounds for 
two axles which are 11 or more 
feet apart, 58,500 pounds for three 
axles 30 or more feet apart and 
64,000 pounds for four axles with 
30 feet or more between the first 
and last axle. 

A similar bill was vetoed last 
Spring because it contained a 1,000- 
Pound tolerance which would have 
Put the limits above those allowed 
by the Federal Government. 


Matthews Takes Office 
WINSTON-SALEM, N. C.—Odell 
Matthews has been installed as the 
new president of the Winston-Sa- 
lem Automobile Dealers Assn., suc- 
ceeding Frank P. Poindexter. 
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grams for companies in this coun- 
try and abroad. 

In his talk entitled “Energiz- 
ing Your Sales and Service 
Staffs,” he cited three factors in 
motivation: Wishing to become 
more adequate; wishing to gain 
recognition, and wishing to gain 
material wealth. 

He criticized what he called the 
“fallacy of the personality theory,” 
saying, “You cannot measure the 
human mind...” 

Concerning aptitude, he asked, 


rhetorically, “What becomes of 
some of the honor students of to- 
day’s schools who fail at their 
| chosen work? 

“Learning is nothing without ap- 
plication.” 

The biggest reward from suc- 
cess, he pointed out, would be 
peace of mind. 

“How do we get it? By becoming 
| adequate—not all at once, but bit! 





is never to make a mistake.” 






Robertson Opens Second Deal— 


Willard E. Robertson Corp. (Volkswagen), has opened this new building at 5950 
by bit, by continuing to try. The|Chef Menteur Highway in New Orleans. The building has 55,000 square feet of 
greatest mistake a man can make) ground level space. Willard E. Robertson, owner, will continue operating at his other 
| location at 840 St. Charles St. 


one of a series: 


How to improve dump truck operations 


Which hoist: arm-type or telescopic? 


The choice between arm-type 
and telescopic hoists depends 
on the kind of hauling jobs and 
conditions you face, There’s a 
place for both, 


Telescopics for Maximum 
Payloads 
If maximum legal payloads are 
your most important consider- 
ation and hauling conditions 


are not severe, you should look 
to a telescopic. The very nature 


« re 


These Heil dump bodies a 


of a telescopic hoist makes it 
lighter in weight so it requires 
less reinforcing of the body sub- 
frame for a given load-handling 
capacity. Less weight, of course, 
gives you more payload per 
trip. Among all telescopic 
hoists, the headmount type will 
afford the most payload lifting 
capacity with the least dead- 
weight in hoist components. 


Arm-type for Roughest Work 


If your hauling is on rough, 
uneven ground, you’ll want the 
ruggedness of a well-designed 
arm-type hoist, with either 
single or twin hydraulic rams. 
With fewer bearing points and 
a simple lift arm linkage, a 
Heil hoist of this type not only 
holds its body in alignment 
with the truck frame as it 


acer 


re only a part of a larger 


Heil fleet at work on a huge air base construction job, 


dumps, but also offers tough- 
ness and durability you’ll want 
for heavy-duty service. 


Most Important — 
Get Expert Help 


Your Heil distributor has no 
axe to grind — he sells both 
kinds of hoists in a complete 
range of capacities. He knows 
how to get maximum legal loads 
in your area...can give you a 
complete package recommenda- 
tion that will serve you best. So 
next time you buy a hoist, get 
unbiased facts from your Heil 
man. The Heil Co., Milwaukee 
1, Wisconsin. 


SEND FOR FREE BOOK 
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THE HEIL COMPANY 
Body and Hoist Division, Milwaukee 1, Wis.: 


Send me Heil’s new illustrated manual, 
“How to Select the Right Body and Hoist,” 
as soon as possible. (Check here_____if 
you’d like a salesman to call.) 

Name. 

Address. 


City 
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Correspondent George L. Glaser Writes. . . 
Auto Letter from Europe 


— BERLIN. — Reports have 
been highly favorable on Auto 
Union’s new DKW Junior, viewed 
@s a major challenger to Volks- 
wagen. The car is undergoing tests 
now in Ingolstadt. 

There has been general praise 
for the DKW Junior’s quiet 
three-cylinder engine and its per- 
formance. The brakes—those in 
front are inboard—also are re- 
ceiving wide approval. 

The only drawbacks, and these 


appear simple to remedy, are the) 
lack of no-draft window wings and | 


the heater arrangement. 

The radiator, which is located 
behind the engine and quite close 
to the firewall, provides the heat 
under the present setup. But to get 
the heat, a door to the engine com- 
partment must be opened. This al- 
lows engine noises to enter the pas- 
senger compartment. 

Other features of the car are the 
largest luggage compartment 


FIRESTONE DRIVE-WHEEL TIRES TAME TRACTION WEAR 
AND TEAR TO DOUBLE ORIGINAL TREAD MILEAGE 


Firestone’s Super Mileage Transport Cross Bar tire does just that! Its 93% 
deeper tread surpasses ordinary tire mileage by 100% on drive wheels. It 





among cars in its class and a front- 

wheel drive which DKW has used 

successfully for more than 30 years. 
* + * 


250 Units a Day Being Made | 


nner was stepped up to 
250 units a day the first of the 
year, but this figure still is expected 
to be about 750 short of what Auto 
Union will need to be competitive 
with Volkswagen. 

The price of the DKW Junior 
is about $75 more than that of 
the VW, and is not considered out 
of line for this type of vehicle. 


by opening plants in several foreign 
countries. 
* * + 


Daimler Drops BMW Bid 
AIMLER-BENZ has announced 
that it has withdrawn its offer 

to acquire Bavarian Motor Works. 





At a meeting of BMW shareholders 
in December, it was reported that 


* 


* 


NSU Ups Output 


foes of terms offered BMW ac- 
cused management of a lack of 
market research and poor market 
evaluation. 

In spite of all the talk, BMW 
has continued to increase produc- 
tion of the new Model 700. The 
stepup began after the delivery of 
the first 1,000 new sports coupes. | © 
The Rootes Group is said to be|# 
still interested in BMW. 


Glas Building Wagons 
N DINGOLFING, Hans Glas has oles 
announced production and de- 
One observer said Auto Union| livery of his 175,000th unit. The|NSU Wankel Engine— 
might solve its production problem | larger Isar has accounted for 30,000 
of the units. He said his firm also 
is turning out 20 Isar station wag- 
ons daily. 


* 


cars. 
| t * * 


LSEWHERE on the German|in West Berlin. 


auto front, NSU reported it is 
producing 175 Prinz cars a day, the 
plant’s present capacity, and Borg- 








= 


gives 25% more mileage after regrooving, too. And there’s extra traction for 
any power unit in its tread’s exceptional road-gripping power. It’s built with 
Firestone Rubber-X, the longest-wearing rubber ever used in Firestone tires. 
All-nylon S/F (Shock-Fortified) cord resists severe impact, helps prevent heat 


blowouts and flex breaks. Only Firestone tires are torque-toughened for double 
duty on drive wheels. Get Firestone tubeless or tubed Super Mileage Transport 


Cross Bar tires at your Firestone Dealer or Store. 


ALWAYS SPECIFY FIRESTONE TIRES ON NEW TRUCKS 


Firestone 








Super Mileage Transport® 
Cross Bar 


BETTER RUBBER FROM START TO FINISH 


Copyright 1960, The Firestone Tire & Rubber Company 








This German model is displaying the 
new Wankel rotating-piston engine which 
NSU is planning to use soon in its Prinz 


ward has opened a new showroom 


Borgward also announced in 
Bremen that truck manufactur- 
ing will be moved to a new plant 








to make room for production of 

the new 2.3 liter, four-door, six- 
cylinder sedan. 

Borgward also igs planning to 
open an ultramodern service plant 
in West Berlin next spring. 

+ * * 


s | Renault Invading Argentina 


ENAULT has announced the 

signing of an agreement with 
Industrias Kaiser Argentina and 
Willys for production of the Dau- 
phine in Argentina. Earlier Renault 
invested in Willys-Overland de 
Brazil for the output of Dauphines 
in Brazil. 

* * * 


Citroen Going to Injection? 
N PARIS, Citroen continues to 
stress the advantages of fuel in- 
jection, which may be an indication 
that it is planning to adopt injec- 
tion. 
* ad 


Japan Looks to Holland 


ROM The Netherlands comes a 
report that/ Japanese auto mak- 
ers are considering setting up a 
plant in that country in order to be 
able to participate in the European 
Common Market. 
+ * * 
BMC Stock Offered 
RITISH MOTOR CORP. stock is 
being sold in Germany, and the 
Dresdener Bank of West Germany 
quotes a price of about $3.30 per 
share. 
* * * 


Breeden in French Firm 


ILMOT BREEDEN, a British 
body parts supplier, has bought 
into Autocoussins Dura S.A., a 
French automotive supplier. 
OF * * 


Goodwill Mission 
ENERAL MOTORS OF ENG- 
LAND sent 14 Bedford trucks 
on a goodwill tour of Europe last 
February, and the project turned 
out to be extremely successful. 

In October, the sole survivor roll- 
ed back to the factory. The others 
were sold during the tour, and deal- 
er orders in some cities were said 
to be 75 percent higher than a year 
ago after the caravan had been 
seen. 

es * * 


David Brown in Spain 
RITAIN’S David Brown group 
of industries has signed an 

agreement to build a gear and 

transmission plant in Villevarde, 
near Madrid, Spain. 
* * of 


Vauxhall Production Up 
AUXHALL built 200,000 vehicles 
in the first 11 months of 1959, 

compared with 174,000 in all of 

1958. 


* * * 


Diesel for Small Car 


TANDARD MOTOR CoO., of Eng- 
land, has placed a Perkins 1.6- 
liter diesel engine in its Ensign 
model. The vehicle will be available 
for export. 

Perkins is challenging U. S. dom- 
ination of the world market for 
outboard motors.’ Perkins’ new 
plant turns out about 150 units in 
one shift, and the company is eye- 
ing the European market which ac- 
counts for about 30,000 outboards 
per year. f 

* * 


Scotland Seeks Ford Plant 


TS expansion of Ford activities 
in Great Britain, calling for 
more plant space, is viewed with 
interest in Scotland. Several Scot- 
tish towns have been trying to lure 
Ford. 
a” * ” 

Rolling Hotel 
poet. of Tittling, near Passau, 

Germany, is a touring bus en- 
terprise that offers sleeping accom- 
modations by carrying along its 
own rolling hotel. 

The three-story trailer has 39 
beds, and food also is prepared in 
the vehicle. There are five of these 
hotels on wheels in operation. 

+ * * 


Citroen Wins Economy Run 
N WINNING the Mobilgas In- 
ternational Economy Run in 
India in 1959, a Citroen carrying 
four passengers averaged 51.35 


miles on one gallon of gasoline. 
* * a 


Vauxhall Exports Are Big 
OF THE 250,000 Victors produced 

by Vauxhall over a period of 
two years and nine months, 164,000 
have been shipped overseas. 
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Simca Parts Grow... 
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Import-Car News Notes 


Simca 

oa Simca imported by Chrys- 

ler from France now is “backed 
up” by $33.79 in MoPar parts in 
factory inventory in the U. S. plus 
$14.45 in dealers’ parts inventory, 
according to L, W. Piot, retail sales 
manager of MoPar division. 

“In a little more than one year, 
our Simca parts inventories in this 
country have been increased 234.8 
percent in five strategically located 
parts plants throughout the coun- 
try,” Piot said. “This is a current 
inventory with a retail value of 
$2,357,000. 

“At the same time our 780 dealers 
have expanded their stocks of 
Simca parts 62 percent. They now 
have a current parts inventory of 
more than $1 million. 

“As a result of the establishment 
of this well-organized Simca parts 
and supply service under MoPar, 
every Simca owner now is assured 
of whatever part he needs when 
and where he needs it with an ab- 
solute minimum of delay.” 

Simca MoPar parts plants are sit- 
uated at: Marysville, Mich.; New- 
ark, Del.; Atlanta; Kansas City, 
and San Leandro, Calif. 

Simca parts are now made read- 
ily available through a new three- 
phase order system which includes: 
Daily airlift orders; weekly airlift 
orders and regular monthly ocean 
freight shipments by boat. 

“Each day MoPar cables France 
for parts needed for ‘car down’ or- 
ders for parts not available in this 
country,” Piot said. “These parts 
are then flown in by air each day. 

“Once a week stock orders are 
air mailed to Simca in France for 
air shipment back. These orders are 
placed to support unusual sales, 
where regular stock order would 
not put merchandise back in the 
parts plants soon enough. And once 
a month regular stock orders are 
mailed to France for ocean freight 
shipment.” 

* * 

Triumph 
c= SALES, INC., Western dis- 
tributor of Triumph cars, has 
appointed William G. Bunce Paci- 
fic Northwest field manager. He 
will direct marketing activities in 

Washington, Idaho and Montana. 

Bunce had been in auto retailing 

in Tacoma, Wash., for the last four 


ears. 
y * * * 


Panhard 


JPANHARD has named Mirko 
Philipovitch, factory engineer, 
to set up service schools and to in- 
struct dealer and distributor per- 
sonnel on the West Coast. 

His headquarters will be at Char- 
les H. Hornburg Jr., Inc., 9176 Sun- 
set Blvd., Los Angeles, West Coast 


distributor for Panhard. 
* oa ok 


Japan 
A CARAVAN of Japanese-built 

small vehicles will make a 
60-day tour of eight Latin Ameri- 
can nations in a bid to increase 
sales, according to the Japan Small 
Car Industry Association. 

The tour is scheduled to start in 
February. The caravan, made up 
of a Jeep-like vehicle, a three- 
wheeled truck, seven motorcycles 
and two scooters, will visit Mexico, 
Guatemala, El Salvador, Honduras, 
Nicaragua, Costa Rica, Panama 


and Venezuela. 
* * * 


Volvo 


HE 50,000th Volvo imported to 

the U. S. since the car’s intro- 
duction in 1956 has arrived on the 
West Coast, according to Eugene 
V. Klein, chairman of Auto Im- 
ports, Inc., distributor for the 
Swedish car in the 13 Western 
states, 

The 50,000th car was among 285 
unloaded at Terminal Island from 
the S.S. Hindustan, Klein said. 

“Of the 50,000 cars imported from 
Sweden, 30,000 have ‘gone to buyers 
in the Western U. S.,” Klein said. 

+ + 


Fadex 


ADEX COMMERCIAL CORP., 

New York., showed three of its 
newer models—the BMW 700 coupe, 
the BMW sedan, and the NSU 
Sport Prinz—in New York. 

The BMWs feature the four- 








cycle opposed cylinder, rear- 

mounted, air-cooled engine, and 

Italian design. 

The 700 coupe seats five, has two 
single fully adjustable front seats, 
and a bench-type seat in the rear. 
There are roll-down windows in 
front, and _ finger-tip-controlled 
hinged wing windows in the rear. 
Four forward fully synchronized 
speeds accelerate the 700 to a claim- 
ed top cruising speed of 70 m.p.h. 
The manufacturer also claims 48 
m.p.g. as average consumption on 
regular gas. 

The Sport Prinz, due to go into 
maximum production in early 
spring, will develop a cruising 
speed of 85 m.p.h., according to the 
manufacturer. It has a 36-horse- 
power rear-mounted, air-cooled, 
two-cylinder, four-stroke engine 
with overhead camshaft. The 
maker says the car will average 
47 m.p.g. on regular gas. 

Fully synchronized four-speed 
forward transmission, unitized 
construction, large four-wheel 


4 
is 
: 
- 








hydraulic brakes, individual coil 

spring suspension and hydraulic 
shock absorbers also are offered 
on the Sport Prinz. 

This car seats two in front buck- 
et seats, and offers a “jump seat” 
for children or adults in the rear. 
This rear area can be used for 
luggage at other times, 

It has been announced that both 
the NSU Sport Prinz and the NSU 
Prinz family sedan will offer the 
revolutionary rotating combustion 
engine as standard equipment 
sometime after 1961. 

This is the same engine which 
Curtiss-Wright recently announced 
it would develop in conjunction 
with NSU engineers for heavy-duty 


work.—(Ed Brown.) 
* + a 


Hoffman Motors 

HOFFMAN MOTOR CAR CO,, 

Inc., and Hoffman of California, 
Inc., distributors of Italian and 
French cars in the West, now are 
doing business as Hoffman Motors 
Corp., according to Herman W. 
Kohler. 


Jeep for Clark 
DALLAS.—The newly organized 
John Clark Jr, Jeep Co., 2622 Live 
Oak, has been franchised to handle 
Jeep vehicles. 











Volvo Founder Tours Houston— 


During a recent visit to Houston with several other Swedish industrialists, spon- 
sored by the Houston Chamber of Commerce, Assar Gabrielsson, left, a founder of 
Aktiebolaget Volvo, visited the office of Volvo's distributor, Swedish Motor Import, Inc. 
The Houston firm, which distributes Volvo products in nine Southern states, is headed 


by Nils O. Sefeldt, right, a former Volvo employe. The Swedish group toured 


Swedish Motor's facilities. 


Keeps Engine Warm for Instant Cold Weather Starting 


... Eliminates 





Reduces Engine Maintenance Costs on 
Trucks, School and Highway Buses, Pas- 
senger Cars, Tractors or Any Liquid-Cooled 


Engine ... Gasoline, Diesel, Propane 


THERMO-TEMP solves one of winter’s biggest 
problems . . . starting a cold engine. It cuts down 


starting battery strain. . 


. helps reduce condensa- 


tion, one of the principal causes of crankcase 


contamination. 


The unit is thermostatically controlled, and 
starts automatically to assure normal operating 
temperature, even when the engine is not running. 
When the engine has reached operating tempera- 
ture, THERMO-TEMP automatically shuts off. 


ther 





Copyright 1959 Thermo-Temp industries, Inc- 


emp 


INC. 


WC 
IBM BLDG. +7708 SECOND BLVD. + DETROIT 2, MICH. 


Condensation . .. Safe, Dependable 





It starts and repeats its cycle only when the engine 
temperature drops below a pre-determined degree. 


THERMO-TEMP mounts neatly under the 
hood, becomes an integral part of the cooling 
system. It operates on the same fuel used by the 
engine, direct from the main fuel tank but through 
a separate fuel line. Exhaustive tests have proven 
THERMO-TEMP entirely safe. 


Put an end to starting difficulties due to a cold 
engine. Save fuel and reduce engine maintenance 
costs. Write today for complete information. 


INFORMATION 
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SEND THIS COUPON FOR FULI 





Thermo-Temp Industries, Inc. 
7708 Second Bivd., 
Detroit 2, Mich. 


Send complete details on the money-saving Thermo-Temp 
Engine Heater. 
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Sales Conditions in Various Areas... 





Auto Market Reports — 


Baltimore 

A total of 1,465 new cars were} 
sold in Baltimore in December, | 
while the total for the year was 
24,810, 

By makes, December registrations | 
were: Ford, 454; Chevrolet, 207; 
Plymouth, 161; Rambler, 139;) 
Dodge, 69; Pontiac, 55; Studebaker, 
48; Oldsmobile, 46; Buick, 35; 
Chrysler, 32; Cadillac, 29; Mercury, 
20; DeSoto, 19; Lincoln, 8; Imperial, 
4; Edsel, 3, and miscellaneous, 136. 


New-truck registrations num- | 


bered 215 for the month and 2,880 
for the year, The December totals 
were: International, 97; Ford, 41; 
Chevrolet, 26; Dodge, 7; Mack, 7; 
Willys, 7; GMC, 6; Reo, 5; White, 
4; Brockway, 2, and miscellane- 
ous, 13, 

For the entire state of Maryland, 
there were 823 imported cars sold) 
in December and 9,785 in all of | 
1959. 


, was: Volkswagen, 186; Renault, 175; 
| Fiat, 102; Opel, 51; 


| hall, 26; Volvo, 25; Mercedes-Benz, | 
| 22; Peugeot, 21; Triumph, 21; MG,| 
18; Austin, 16; Morris, 15; Borg-| 


| ward, 5; Jaguar, 5; DKW, 4; Alfa 
Romeo, 3; Saab, 3; Taunus, 3; Goli- 
ath, 2; Lloyd, 2; Porsche, 2; Rover, 
2, and miscellaneous, 8, — (Kate 
Savage.) 

8: |S 


Birmingham, Ala. 
New-car sales in Birmingham, 
| Ala.. in December amounted to! 
| 1,077, a slight 
November’s 1,039. 

Sales by makes: Ford, 291; Chev-| 
| rolet, 154; Falcon, 96; Rambler, 57; 
| Pontiac, 49; Buick, 45; Oldsmobile, | 
| 45; Dodge, 42; Corvair, 41; Volks- 
wagen, 40; Plymouth, 39; Studebak- 
er, 24; Cadillac, 23; Mercury, 22; 
| Valiant, 17; Chrysler, 14; Renault, | 





The December count by makes | 


12; English Ford, 9; Triumph, 8; | 


THIS IS 
CARBURETOR 
TESTING ? 


it certainly is, for maneuvers such as this abrupt cornering set up unusual liquid 
displacement and mechanical stress conditions. Rochester-GM Carburetors are built to function with- 
out a whisper of complaint throughout such tests. This one was at the GM Proving Ground at Milford. 
Others go on at the GM Desert Proving Ground in Arizona and, of course, we never cease testing right 
here in the factory. Rochester-GM Carburetors are expected to please the ultimate consumer, 
the dealer, his service people and those hardest of all to please—the car engineers.. We leave no 
stone unturned to see that you—wherever you are in this chain—are satisfied with Rochester-GM 


Ford, 


improvement over! 


| Morris, 7; Volvo, 7; DeSoto, 4; Hill- 


English Ford,| man, 3; Imperial, 3; MG, 3; Opel, 3; | 
| 42; Hillman, 32; Simca, 32; Vaux-| Fiat, 2; Lincoln, 2; Simca, 2; Singer, | 


2, and miscellaneous, 7.—(Stuart| 
| Riddle.) 
+ + * 
Houston 


A total of 3,737 new cars were} 
| registered in Houston during De-| 


| cember, compared with 3,704 a| 


| month earlier. 

By makes, 
1,228; Chevrolet, 715; Ram- 
bler, 252; Pontiac, 193; Oldsmobile, 
183; Buick, 142; Dodge, 110; Volks-| 
wagen, 102; Renault, 100; Plymouth, 
97; Studebaker, 71; Mercury, 64; 
Opel, 52; Valiant, 32; English Ford, 


26. 

Metropolitan, 24; Chrysler, 22; 
Volvo, 22; Peugeot, 20; Hillman, 
19; Lincoln, 19; Edsel, 18; Tri- 
umph, 16; Fiat, 16; Austin-Healey, 
16; DeSoto, 14; Vauxhall, 11; 





Carburetors. Rochester Products Division of General Motors, Rochester, New York. 


ROCHESTER 


America’s 
number one 


carburetors 


GENERAc MOTORS 





registrations were: | 


original equipment 


BURETORS 


Isetta, 11; Mercedes-Benz, 10; Im- 
perial, 8; Sunbeam, 7; Willys, 7; 
Continental, 4; Morris, 4; NSU, 
4; Jaguar, 4; Taunus, 4; Vespa, 2; 
Goliath, 2, and miscellaneous, 4. 
For the full year, registrations 
numbered 51,420 new cars and 8,374 


cars and 6,053 trucks the previous 
year. 

New-truck registrations totalled 
491 in December, compared with | 
601 the previous month. By makes: 
Ford, 170; Chevrolet, 131; Interna-| 
tional, 60; Dodge, 58; White, 27; 
| GMC, 14; Willys, 8; English Ford, 
6; Mack, 6; Autocar, 3; Volkswag- 
en, 3; Reo, 1; Kenworth, 1, and mis- 
cellaneous, 3.—(Ruby Fenoglio. ) 
os + * 


Youngstown, O. 

Ford and Chevrolet continued to 
| dominate new-car registrations in 
Youngstown, O., in 1959. Pontiac 
| surged to third place followed by 
|Plymouth and Rambler. The five 
makes accounted for more than 





| 28; Simca, 27; MG, 27, and Cadillac, | two-thirds of all registrations. 


The Mahoning County Title Bur- 
eau reported 642 new cars and 58 
trucks were registered during De- 
|cember, The Bureau in Décember 
| began the practice of registering 
|the new compact cars separately. 


new trucks, compared with 38,281) 


Registered were Corvair, 7; Dart, 
Falcon, 39, and Valiant, 11. 
Other makes for the month: 
Ford, 136; Chevrolet, 87; Plym- 
outh, 54; Rambler, 49; Dodge, 37; 
Volkswagen, 33; Pontiac, 30; 
| Buick, 29; Mercury, 20; Oldsmo- 
bile, 19; Cadillac, 11; DeSoto, 10; 
Studebaker, 9; Chrysler, 8; Edsel, 
3; Imperial, 3; Lincoln, 2, and 
miscellaneous, 39, 
The year’s total was 11,478 com- 
| pared with 7,266 in 1958.—(Stephen 
|L, Ritz.) 


* * * 


Dayton, O. 

According to the Montgomery 
County Automobile Dealers Assn., 
23,810 new and 34,588 used cars 
were sold in Dayton, O., last year 
for totals topped only by 1955. 
These sales dwarfed the 15,967 
new and 27,866 used cars sold in the 
county in 1958. 

Chevrolet led the race during 
1959 with 5,408 retail sales. Ford 
was second with 4,900; Pontiac 
third at 2,042; Oldsmobile fourth 
at 1,835; Plymouth fifth at 1,760, 
and Rambler sixth with 1,519. 

A total of 1,737 foreign cars were 


| sold here last year, almost double 


ffie 896 in 1958. 





Leaders in the foreign car field 
were the 222 Volkswagens, 191 
Fiats, 143 English Fords, 135 Metro- 
politans and 124 Renaults.—(James 
F. Moffatt.) 


x * * 











Detroit 

Registrations of new cars totalled 
10,544 in Wayne County in Decem- 
ber, compared with 7,858 a month 
earlier, 

For the full year, the count was 
151,201 in 1959 and 98,461 in 1958. 

Of all new-car sales in December, 
48.63 percent went to Ford Motor 
Co., 26:92 percent to General Mo- 
tors, 15.96 percent to Chrysler Corp., 
4.42 percent to American Motors, 
0.53 percent to Studebaker-Packard 
and 3.48 percent to imports. 

By makes, December registra- 
tions were: Ford, 3,298; Chevro- 
let, 1,407; Falcon, 940; Mercury, 
643; Plymouth, 611; Dodge, 488; 
Rambler, 466; Pontiac, 375; Olds- 
mobile, 327; Cadillac, 293; Buick, 
262; Chrysler, 240; Valiant, 215; 
Corvair, 175; Lincoln, 117; De- 
Soto, 94; Renault, 94, and Contin- 
ental, 35. 

Volkswagen, 85; Studebaker, 56; 
Edsel, 44; Fiat, 37; Imperial, 35; 
English Ford, 27; Opel, 25; Simca, 
21; Metropolitan, 14; Volvo, 9; Peu- 
geot, 7; Hillman, 6; MG, 6; Tri- 
umph, 6; Willys, 6; Austin-Healey, 
5; Mercedes-Benz, 4; Vauxhall, 4; 
Citroen, 2; DKW, 2; Porsche, 2; 
Saab, 2; Taunus, 2, and miscellane- 
ous, 7. 

Used-car sales numbered 6,961 in 
December, compared with 7,858 a 
month earlier. The 1959 total was 
121,164, compared with 109,004 a 
year earlier, 

New-truck registrations 
amounted to 589 in December, 
compared with 781 the previous 
month. For the full year, the 
count was 8,675 in 1959 and 5,507 
in 1958. 

December registrations by makes 
were: Ford, 274; Chevrolet, 110; 
Dodge, 49; GMC, 49; International, 
31; Diamond T, 16; White, 16; 
Mack, 8; Divco, 5; Autocar, 4; Wil- 
lys, 4,and miscellaneous, 23.— 
(Robert M., Lienert.) 

*~ a 


* 


San Antonio 

Motor-vehicle registrations for 
December in San Antonio and 
Bexar County proved disappointing 
to dealers who had hoped for a 
good increase. 

Registrations totalled 1,650, or 
one less than those of the previous 
month. The new-car total rose to 
1468 from 1,401, but new-truck 
registrations were down from 251 
to 182. 

In the new-car field, Ford was 
far ahead of Chevrolet, 633 to 281. 
Other registrations were: Pon- 
tiac, 96; Oldsmobile, 72; Dodge, 
58; Rambler, 50; Buick, 41; Plym- 
outh, 37; Mercury, 29; Opel, 20; 
English Ford, 17; Valiant, 17; 
Cadillac, 16; Simca, 15; Chrysler, 
13; Studebaker, 12; Vauxhall, 12; 
Volvo, 9; Lincoln, 8; Imperial, 6; 
Triumph, 5; DeSoto, 4; Morris, 4; 
Hillman, 3; MG, 3; Mercedes- 
Benz, 2; Metropolitan, 2; Edsel, 1, 
and miscellaneous, 2. 

New-truck registrations were: 
Ford and Chevrolet, 64 each; Inter- 
national, 36; GMC, 5; Dodge, 4; 
Willys, 4; Diamond T, 3; Stude- 
baker, 1, and White, 1. 

For the full year, registrations 

(Continued on Page 85, Col, 1) 
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Auto Markets 


(Continued from Page 84) 


numbered 15,322 new cars in 1959 
and 15,322 cars in 1958.—(J. H. 
Reed.) 


* * 


Denver 


In December there were 1,051 
new-car registrations in Denver, 
compared with 1,597 a month ear- 
lier and 1,261 in December, 1958. 

The new-truck total was 154 in 
December, compared with a month- 
earlier count of 366 and a year-ear- 
lier total of 188. 

During the 12 months of 1959, 
dealers sold 19,181 new cars and 
3,271 new trucks, compared with 
15,119 cars and 2,209 trucks in 
1958, 

December new-car sales by makes 
were: Ford, 348; Chevrolet, 178; 
Rambler, 95; Plymouth, 72; Dodge, 
68; Pontiac, 50; Oldsmobile, 36; Stu- 
debaker, 28; Volkswagen, 24; Buick, 
20; Mercury, 19; Chrysler, 14; Re- 
nault, 13; English Ford, 11; Volvo, 
11; Taunus, 10; Cadillac, 8; MG, 5; 
Checker, 4; Edsel, 3; Metropolitan, 
3; Borgward, 3; Fiat, 3; Hillman, 3; 
Opel, 3; Simca, 3; Sunbeam, 3; Tri- 
umph, 3; DeSoto, 2; Lincoln, 1, and 
miscellaneous, 7. 

Sale of new trucks by makes 
were: Ford, 54; Chevrolet, 34; In- 
ternational, 20; Willys, 8; Dodge, 7; 
GMC, 6; Divco, 5; White, 2; Ken- 
worth, 1; Peterbilt, 1; Reo, 1; Stu- 
debaker, 1; Toyota, 1; Volkswagen, 
1, and miscellaneous, 12.—(Ira R. 


Alexander.) 
* + a 


Minneapolis 

A total of 37,877 new cars were 
sold in Hennepin County (Minne- 
apolis) in 1959, making the year the 
third best in history, according to 
Finance and Commerce, business 
newspaper, 

In 1958, the new-car total was 
30,903. Record year was 1955, with 
40,362. 

The steel strike cut December car 
sales to 2,352, compared with 2,507 a 





— earlier and 2,957 a year ear- 
ier. 

Chevrolet maintained its first- 
place ranking for 1959, selling 
8,878 to 8,387 for second-place 
Ford. Next in order were Plym- 
outh, Rambler, Oldsmobile, Pon- 
tiac and Buick. 

In December, registrations were: 
Ford, 548; Chevrolet, 440; Rambler, 
195; Plymouth, 190; Falcon, 102; 
Oldsmobile, 96; Pontiac, 88; Buick, 
66; Studebaker, 63; Mercury, 62; 
Dart, 59; Renault, 58; Valiant, 53; 
Corvair, 46; Cadillac, 42; Dodge, 41; 
Chrysler, 39; Volkswagen, 38; Lin- 
coln, 13; Edsel, 11; MG, 11; Hill- 
man, 10; DeSoto, 9; Mercedes-Benz, 
8; Peugeot, 8; Volvo, 8; Opel, 7; 
Goliath, 6; Triumph, 5; Simca, 4; 
Austin-Healey, 3; Morris, 3; Eng- 
lish Ford, 2; Willys, 1, and miscel- 
laneous, 17, 

The new-truck total was 202 in 
December, compared with 194 a 
month earlier. The count by 
makes was: Ford, 63; Chevrolet, 
52; International, 51; GMC, 11; 
Dodge, 10; Reo, 3; Volkswagen, 
3; Willys, 3; White, 2; Divco, 1, 
and miscellaneous, 3. 

The full-year total was 3,061 in 
1959 and 2,496 in 1958.—(Donald M. 
Lyons.) 


* * * 


Dallas 


Dallas dealers sold 3,461 new cars 
in December, compared with 2,807 
the previous month. 

By makes, registrations were: 
Chevrolet, 876; Ford, 870; Oldsmo- 
bile, 235; Rambler, 218; Pontiac, 
204; Plymouth, 164; Volkswagen, 
164; Dodge, 112; Renault, 104; 
Buick, 92; Cadillac, 49; Vauxhall, 
48; Studebaker, 33; Fiat, 29; Mer- 
cury, 29; Chrysler, 27; Metropolitan, 
24, and Simca, 23. 

Opel, 29; Peugeot, 16; English 
Ford, 13; Checker, 12; Edsel, 12; 
Imperial, 11; Triumph, 11; De- 
Soto, 8; Hillman, 8; Mercedes- 
Benz, 7; Lincoln, 6; Lloyd, 5; 
Willys, 5; MG, 4; Volvo, 4; Sun- 
beam, 3; Borgward, 2; Goliath, 2; 
Jaguar, 2, and miscellaneous, 9. 





\ew-truck registrations totalled 
346 in December, compared with 
418 a month earlier. By makes, they 
were: Chevrolet, 111; Ford, 105; 
International, 79; Volkswagen, 11; 
Dodge, 9; GMC, 8; White, 6; Willys, 
6: Mack, 3; Diamond T, 2; Reo, 2; 
English Ford, 1; Kenworth, 1; 


Peterbilt, 1, and Studebaker, 1.— 
(Ruby Fenoglio.) 
* 


x * 


Akron 


More new automobiles were sold 
in Summit County (Akron) in 1959 
than in any other year except 1955, 
despite a sharp drop in buying in 
November and December due to the 
steel strike. 

Registrations for the 12 months 





Seattle Salesman Found 
Guilty of Larceny in Deal 


SEATTLE —A Superior Court 
jury has found Richard M, Gold- 
stein, auto salesman, guilty of 
grand larceny in a deal in which 
he failed to turn over the title to 
the buyer. 

The jury was told that Goldstein 
sold the car and used the title to 
borrow money from a financing 
company. He was arrested after the 
finance company tried to collect 
from the man who bought the car. 


Hammer away 


at the advantages of 


"financing where you buy" 


Remind customers how convenient and practical 
it is to handle everything with the dealer— 
like “one-stop shopping.” 


Impress upon them that, in addition to the 
car itself, they can finance car insurance 
premiums, and low-cost creditor life insurance. 


Show them how the GMAC Plan can make 
credit facilities available for future purchases 
of tires, parts or major repairs. 


Assure them of considerate treatment by 
GMAC should they move or if their circumstances 
change. Any one of nearly 300 GMAC offices 
in the U.S. and Canada can assist them. 


Prove the dependability of GMAC financing. 
Since 1919, GMAC has helped people 
buy more than 40 million cars “on time!“ 





climbed 24,437 for an increase of 
42.8 percent over 1958, a recession 
year. Only in ’55, when the nation 
went on a car-buying binge, was 
there a greater demand, That year 
registrations hit 25,810, 

An interesting development in 
1959 was the 100 percent increase 
in foreign-car purchases over the 
preceding year. In all, 1,739 im- 
ported vehicles were registered, as 
against 866 in 1958 and only 463 
in 1957, 

There were 40 different makes of 
foreign automobiles delivered here, 
ranging from one Rolls-Royce to 
322 Volkswagens, the pace setter. 
Imports accounted for 7 percent of 
county sales. 

Ford was out in front in all but 
the first two months of the year to 
top its old rival, Chevrolet, 6,372 to 
5,558. Plymouth retained No. 3 spot 
with 1,804 deliveries plus 60 Val- 
iants. 

Pontiac jumped from sixth in 
1958 to fourth with 1,494 registra- 
tions while Rambler took over fifth 
with 1,355 sales, up from eighth the 








5 Millionth Show Visitor— 


David R. Watson, an attorney from suburban Elmhurst, was the five millionth visitor 
previous year. Oldsmobile dropped|to attend a Chicago Automobile Show since 1950. As he presented his ticket to a 
to sixth with 1,322 deliveries; Buick, | show attendant, he was greeted by Don Mullery, president of the Chicago Automobile 
seventh, 1,223; Dodge, eighth, 877;| Trade Assn., sponsor of the show; Edward L. Cleary, show manager and CATA execu- 
Mercury, ninth, 793, and Studebaker, | tive vice-president, and Walter Gerwig, chairman of the executive show committee. 
10th, with 485.—(Joe Kuebler.) 


Watson was presented a number of gifts. 





Available to Dealers in CHEVROLET * PONTIAC * OLDSMOBILE * BUICK + CADILLAC new cars and used cars of all makes 









The letter below and the statements on the _ tractive 365-day outdoor showroom. Read how 
following page are representative of the enthu- Childers Carports actually pay for themselves | 
siastic letters Childers receives from your dealer __in savings on clean-up costs and light bills. Read 
friends every day. Read how they rate Childers why Childers Carports are the most profitable | 
Carports in their own words. Read how Childers and revolutionary concept in the history of out- les 
Carports turn ‘just another lot’ into an at- door car display! bea 











Chas. L. Marshall 
of C. Marshall Motors, Dixon, Ill. : Sa 


Read how Childers Carports earn extra 
profits for him, as they can for you. 






eee — Ngee 
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The magic of Childers Carports is illustrated in this displays oni buildings. And because the Cf al i 

: : 2 E . y’re all steel, them. The glamorous, all-weather protection of 
picture of Marshall Motors’ lot. Childers Carports Childers Carports, with a minimum of maintenance, Childers Caper keeps you open ioe eenientia 365 
are architect-designed to harmonize with existing will look new and modern years after you install days a year .. . and cost only pennies per car per day! 















Chas. Marshall is representative 
of the hundreds of dealers in 38 
states who are going after extra sales and 
profits with Childers Carports! 










Your prospects gladly pay 
more for cars that are protected. 
And Childers Carports give a look 
of permanence to your lot! 















Your best cars look better 























under Childers Carports. And your TS) «Coe 
cars sell faster because Childers yr. BOP “yenvte€ 
yiaers exes 
Carports attract more prospects! oni x08 T : it ae A as 
ie iidet eo YOU Spirde™® Even on blistering hot 
peat sa? a ur st —_ days, your prospects can shop 
shove « ve wpr nd buy i 
% re a y in cool comfort under the protec- 
e 0 
er mis © could << ° nev used 4 tion of Childers Carports! 
+ obit agness | nd we = money not 
ny au ar ce jog yrou sel ° 
Childers Carports protect ont vod hie wath ly Pham geMace oS ya 
your cars from snow, rain, dust money ei? imei soles cat oats i 
and sun. Pay for themselves in savings on et year * nou sine oot $30 -00 e cars 
clean-up and lighting costs! is * . yao gede oe saen’’ youn 
- c 
just Sole’ AT ould PY our pa e sake 
1968 CHE ystome™ eritot sg gests” gelt 
suena tae Re eo 
roe z nis ot ahrovs™ wi jaers “ 
ae witt chi 
preeze pei onsne commen® to ee? What better reason could 
4 cert sohy er any car dealer have for installing 
ul ae® ‘ 
Childers Carports are the t = pomods 2S nes a gruly? exciting, permanent, premaite Childers 
best investment you can make in +0 wt anis >” Your® * Carports on his lot? 
e 
modern styling for your lot. Childers ast Ps 
Ca ! 
rports look new for years! gues: Le 
£0 
a goid * y at getutee’ he > 
oO 
P-8+ {rode Siner °° 
r is typical of dealers’ comments about Tharive 


Carports Thank you hd Marshall! 








ssay about Childers 
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“Our Childers Carports are 


ut- bi 
Rensselaer, Ind. ) 
beautiful! We want to install another unit!” 
—Hoover Motors 


“Every day’s a selling day 
under the all-weather protection of our car- 


n, Ohio. 


—Donaldson Mtrs. 
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Keokuk, lowa. ““We are 
first Childers Carports, 
more spaces.” 


i . 
so happy with our 
we are ordering 2 
—Tigue Motors 





Houston, Texas. Bland-Willis Cadillac wanted 
the most attractive protection available. So 
they chose Childers Carports. 








West Point, Ga. Childers Carports at Valley 
Chevrolet help pay for themselves in sav- 
ings on clean-up costs alone. 













a 
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Russellville, Ark. Trucks and cars always 


stay clean and attractive at the handsome 
| Rye GMC-Pontiac lot. 








CHOICE OF 2 TRIM STYLES 
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Childers Carports are now available in lux- 
urious Continental or sleek Thinline trim 
style. Childers Carports with Thinline Trim 
have the slimmest, trimmest lines of any 
| Carport in the world. 


hilders Carports with Continental Trim 
give your lot a commanding look of dignity 
and stability. 


Choose the trim style that suits 
your lot best for big extra profit! 








Rock Island, Ill. “After using our Childers 
Carports 30 days, we know we invested very 
wisely!” —Buck Buick 





Pottstown, Pa. “Customers continually com- 
pliment us on our attractive Childers Car- 


ports.” 


—Nagle Motors 





Caney, Kans. “The carport is a big asset to 
our used car lot. Attracting lots of atten- 
—Toner Motors 


tion.” 





Medford, Ore. Lea Motors shows their cus- 
tomers they care for their cars by protecting 
them with Childers Carports. 





Fredericksburg, Ya. Young Motors attracts 
more and better prospects with their easy- 
to-install Childers Carports. 





Elizabethtown, Ky. At night, Childers Car- 
ports make Pate Motors lot an exciting 
showcase. Cut lighting costs! 











Monroe, La. “Our greatest asset! Absolutely 
no heat attracted by Childers Carports.” 
—Richards-McCain Mtrs. 





——— | 


lay OO 
Walla Walla, Wash. “In bad weather our 


attractive Childers Carports are invaluable!” 
—Graves-Anderson Mtrs. 





Grants Pass, Ore. “We are 100% satisfied! 
A definite advantage in all kinds of weather.” 
—Kelt Chevrolet 
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Sparta, Mich. Snow time is selling time for 
Johnson Bros. Ford thanks to their low-cost 
Childers Carports. 





Oneida, N. Y. Van Vleet Motors’ Childers 
Carports will give all-weather protection 
and beauty for years. 





Dover, Del. Architect-designed Childers Car- 
ports easily harmonize with C. F. Schwartz 
Motors’ building. 





Let The All-Weather Protection Of Childers Carports 
Earn Extra Profit For. You For Only Pennies A Day! 


Every car dealer knows, “If you want 
them to buy, keep their feet dry!” And 
Childers Carports are the most inexpensive 
and profitable way in the world to keep your 
cars and prospects protected from unpleas- 
ant weather. 


Add Color to Continental Trim 
The trim on Childers Carports is factory 
bonderized so you can easily paint it any 
color or pattern you wish when your car- 
ports are erected. 


Red! Green! Stripes! Checks! 

Think of the Continental Trim finished in 
an exciting color. Imagine the impact Chil- 
ders Carports in color will add to your lot! 
Factory-applied white enamel finish is also 
available. 


Take 36 Months To Pay 


You can install Childers Carports now 
under Childers 36-Month Finance Plan. Let 
your carports pay for themselves in savings 
on clean-up and lighting costs plus extra 
profit through increased sales! 

Childers Low-Cost Leasing Plan also 
available. 


Best Investment 


The hundreds of dealers who have in- 
stalled Childers Carports consider them one 
of the best investments in extra profit any 
car dealer could make. 

Childers Carports can earn extra profit. 
for you, too! For complete information, fill 
out and mail coupon at right, today! 


Childers Pays Freight To Any Dealer In Continental U. 5S. 


Carports: 












Call any 2 
dealers on these 
pages. Ask them about 
their Childers Carports. 
Bill me. Ill send 
my check for the 
calls. 


Bob Childers 














Look At All Your 
Dealer Friends Who 
Are Open For Business 
Every Day This Winter. 












ARKANSAS 
Fort Smith: Glidewell Motors 

Hot Springs: Meredith Motor Co. 
COLORADO 

Boulder: Hollister Motor Co. 
DELAWARE 

Dover: C. F. Schwartz Motor Co. 
DISTRICT OF COLUMBIA 

Jack Blank Pontiac, Inc. 

ILLINOIS 

Champaign: Parkhill, Inc. 

Chicago: Z. Frank Chevrolet 
Skokie: Fergus Ford, Inc. 

INDIANA 

Bloomington: Barnard Motors, Inc. 
Fort Wayne: Bob Berry Ford Sales 
Wabash: Gus Dorais Chevrolet, Inc. 




















1OWA 

Cedar Falls: Erickson Motor Co, 
Davenport: Vincent J. Neu, Inc. 
KANSAS 

Junction City: Sampson Motors 
Yates Center: Cantrell Motor Sales 
KENTUCKY 

Ashland: Troy E. Fairchild Buick 
Lexington: Shug Glenn Buick, Inc. 
MAINE 

Berwick: Reyco Motors 

MARYLAND 

Cumberland: Gurley’s Inc. 
MICHIGAN 

Cadillac: Weidner Motor Sales 

Mt. Pleasant: Johnson Motors, Inc. 
South Haven: Art Overhuel Mtr. Sales 
MINNESOTA 

LeCenter: LeCenter Motors 
MISSOURI 

Carthage: Howard Buick Co. 
Columbia: Nathe Chevrolet Co. 
Jefferson City: Cen. Missouri Motors 
NEW JERSEY 

Garfield: Mide Motors 

NEW YORK 

Niagara Falls: Western Motor Sales 
Sodus: J. J. Boise & Co., Inc. 
Watertown: Kamp’s Garage, Inc. 
OHIO 

Leipsic: Parker Chevrolet Sales 
Massilon: Shaffer Motors, Inc. 
Waverly: Clarence Vallery & Sons 
OKLAHOMA 

Chickasha: Randolph's Auto Sales 
Guthrie: Scrutchfield Motor Co. 
OREGON 

Medford: Lea Motors 

Portiand: West Slope Motors 
Roseburg: Sayre Volkswagen 
PENNSYLVANIA 

Johnstown: Cambria Motors, Inc. 
McKeesport: Devereaux Chev., Inc. 
New Castle: Morrison Buick, Inc. 
SOUTH DAKOTA 

Mitchell: Rozum Motor Co. 
VIRGINIA 

Fredericksburg: Young Motors, Inc. 
Newport News: “‘Nick’’ Allen Motors 
WASHINGTON 

Everett: Weidmac Brokerage 

Walla Walla: Jackson-Lowman Motor Co. 
WEST VIRGINIA 

Bluefield: W. R. Keesee & Co., Inc. 
Parkersburg: Dils Edsel Sales, Inc. 
WISCONSIN 

Appleton: Behm Motors, Inc. 
Racine: Buzz Steger Auto Mart 
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MAIL THIS COUPON TODAY! 


Childers Manufacturing Co., Dept. AN-8 
3620 West 11th St. 
Houston 8, Texas 
Please rush me complete details on Chil- 
ders Carports, along with a list of hundreds 
of dealers in 38 states who have installed 
them, and pictures of actual installations. 
(If you called any 2 dealers on these 
pages, send charges with this coupon.) 
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City sineaidiaititidbad 
Make of Car 
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Check here for information on: 
(_] Childers 36-Month Finance Plan 
(] Childers Low-Cost Leasing Plan 
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Dealers Attend Management Conference— 


More than 200 dealers attended a business management conference, sponsored by 
the Automobile Dealers Assn. of Indiana and NADA, in Indianapolis. Conference 
speakers included, from left, James C. Moore, NADA executive vice-president; James 
R. Gustman (Chevrolet), Kavkauna, Wis.; John E. Binns, NADA management services 
BE director; Harold Draper sr. (Chevrolet), Saginaw, Mich.; Paul Herzog, NADA research 
"| director; Elson G. Sims (Ford), Vincennes, Ind.; Stanley A. Pressler, ADAI president, 
- Bloomington, Ind., and William A. Hundley jr. (Ford), Wheeling, W. Va. 
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How Nation's Salesmen Meet... 









Practical Problems of Selling 


yas case history comes from 
Guy Pine, co-owner of Faddis 
Motor Co., Inc, (Chrysler-Plym- 
outh-Imperial-Valiant), Kansas 
City, 


A couple of our customer-rela- 
tions objectives help us with 
sales. We strive 

Sales constantly for re- 


peat business and 
Case we try as hard as 
History we can to keep 


Our new-car cus- 
tomers as patrons of our service 
department. 


A lot of busy people don’t want 
to be bothered with a car sales- 
man as long as their present 
vehicle is not too old, looks good 
and runs good, but when it has 
to be laid up in the shop for 
more than a day it starts them 
thinking. We try to be ready for 
that, 

Not long ago one of our Impe- 
rial customers, driving his fourth 
Imperial from us, brought his car 
in for service and it required a 





two-day stay in the shop to get 
a complete job all at one time. 

This customer said to me: 

“I don’t know what Im going 
to do for a car. I use my car 
pretty hard and being without it 
a couple of days is going to be 
hard to get used to.” 


“That’s not going to be bad,” 





3 South Carolina Units 
Name Officers for 1960 


COLUMBIA, S. C.—Three South 
Carolina dealer associations have 
elected officers for 1960. The new 
leaders are: Horry County—Russell 
L. Brown, president; J. R. Suggs, 
vice-president, and R. E. Hamilton, 
secretary-treasurer. 

Columbia—John L. Lentz, presi- 
dent; Jim Hines, vice-president, and 
W. H. Rockafellow, secrétary- 
treasurer. Tri-County (Orangeburg, 
Bamberg and Calhoun counties)— 
Ben H. Brickle, president; J. C. 
McMillan, vice-president, and E. A. 
Crout, secretary-treasurer. 
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A. D. Anderson, board chairman, (seated) and Mr. Wright 


BURROUGHS EQUIPMENT INCREASES ACCOUNTING 
EFFICIENCY FOR FIVE BIG DEALERSHIPS 


The seene: A. D. Anderson Enterprises’ five auto dealerships in Baltimore, Mary- 
land. The job: All the accounting (including payroll) entailed in operating the 
dealerships. The results, according to W. W. Wright, Assistant 
Vice President and Controller: “The superior speed, efficiency and 
versatility of these Burroughs Accounting Machines enabled us 
to centralize our accounting. Now we get better control through 
accurate, fully described data on all revenues, expenses, etc. And 
we get that data while it’s still news.” 





Burroughs—TM 


This is just one more example of how dealerships 


help themselves to new levels of efficiency every 

day with Burroughs office automation equipment. a 2 B urr oughs 
For details, action — and results — consult a Bur- & 

roughs Systems Counselor at our nearby branch. 4 orp orat ion 





Or write Burroughs Corporation, Burroughs Divi- 
sion, Detroit 32, Michigan. 





“NEW DIMENSIONS | in electronics and data processing systems" 





I told him, “I’ve been waiting 
for you to come in. I want you 
to try my demonstrator. It’s 
parked across the street and Pll 
just show you the new gadgets 
and the changes that have been 
made and you can take it and 
use it as your own.” 

Of course, showing him the 
new changes and the difference 
in controls amounted to thorough 
selling of the new-model features. 
It wasn’t just by chance that the 
booklets describing the new col- 
ors and the different models were 
on the back seat. 

* * x 

vo second day he called me 

up and said he and his wife 
liked the new model very much 
and that they would like to have 
a certain model in a certain color. 
When I asked him what acces- 
sories he wanted, he said: 

“What’s on yours?” 

“Everything,” I told him. 


“Then we want everything, 
too,” he replied and hung up. 

We had to order the car, His 
car was repaired and held and 
when we were ready to deliver 
the new car, he then asked how 
much we were allowing for his 
old car. In a case like that you’ve 
got to allow the top price. 


Halt Price Plots, 
3 GM Distributors 
Ordered by FTC 


WASHINGTON. — Three whole- 
sale distributors of General Motors 
diesel engines and replacement 
parts have been ordered by the 
Federal Trade Commission to stop 
conspiring to fix or maintain prices 
and selling conditions for the parts. 

They are United Engines, Inc., 
Shreveport, La.; Taylor Machinery 
Corp., Jackson, Miss., and William 
Patrick Kennedy jr., trading as 
Kennedy Marine Engine Co., Biloxi, 
Miss. 

The FTC dismissed its complaint 
against Kennedy Marine Engine 
Co., Inc., Mobile, Ala. 

Five other wholesalers were cited 








in the complaint but did not contest 
it. The FTC issued a similar order 
against them last May, based on 
consent agreements. 

The commission rejected Ken- 
nedy’s contention that the evidence 
did not show he was a party to a 
price-fixing agreement. 

It also denied his arguments that 
there is no need for an order to 
cease and desist because the price- 
fixing plan never was carried out, 
and that the order is too broad. 


Willys Sets Up 
Swiss Subsidiary 


TOLEDO.—Willys Overseas, S. A., 
a Swiss corporation, has been 
formed to facilitate Jeep vehicle 
sales in Eastern Hemisphere mar- 
kets, according to S. A. Girard, 
president of Willys Motors, Inc. 

A subsidiary of Willys Motors, 
the new company has headquarters 
at Zug, near Zurich, and will serve 
as the sales, service and distribu- 
tion center for Europe, Africa and 
Asia, Girard said. 

Distributors in these markets 
have been served in the past by 
Willys-Overland Export Corp. 
which continues to handle export 
sales in the Western Hemisphere, 
he said. 


Buick, Not Cadillac, 


s Governor's oice 
Is G ’s Ch 


FRANKFORT, Ky.—Gov. Bert 
T. Combs is riding in a 1960 
Buick purchased for $4,300 from 
Music-Colvin Motor Co. in his 
home town of Prestonburg. 

Combs said the 1958 Cadillac 
left behind by his predecessor, 
A. B. Chandler, “squeaked and 
groaned and rattled like it was 
ready to fall apart.” Music-Colvin 
submitted the only bid, which 
was for $5,102. The governor said, 
“I beat (the dealership) down to 
$4,300,” 














Beginning its 2nd big year... 


GUARDIAN 


MAINTENANCE 


General Motors quality service program—Guardian 
Maintenance—goes into 1960 with more adver- 
tising to support Chevrolet, Pontiac, Oldsmobile, 
Buick, Cadillac and GMC Truck dealers. 


Hoes what; GM deolors have wiiton, about, the program, duning is fit yen. 
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"One of th 
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is increasing mont 
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program 
urge that it be continu 


CADILLAC 
“Qur June business to date has increased 
some 50% over May — so we must credit 
the Guardian Maintenance Program for 
this increase, as no other special pro- 
wotion was used during the period." 
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Cities Jumping on Bandwagon ons 


Compacts Add to Fleet Orders 


the city a broad enough base for;domestic compacts to determine 


By John E, Walsh 
Staff Writer 


GROWING number of cities 

and states are buying or con- 
sidering purchase of compact cars 
to reduce their fleet costs, accord- 
ing to reports received by AuToMo- 
t1ve News. 

Cities which have recently taken 
or planning such action include 
Dallas, Detroit, St. Louis, Syracuse 
and Louisville. The states are Wis- 
consin, Oregon and Vermont. 

In St. Louis, Mayor Raymond 
R. Tucker announced that future 
city purchases will be limited to 
the “small or compact” car, with 
the exception of vehicles for the 
mayor, department heads and 
other elected officials. 

He said the switch to small cars 
would result in lower initial costs 
and reduced maintenance and op- 
erating expenses. The Big Three’s 
entry into the small-car field gives 











OKLAHOMA CITY 


Oklahoma City is one of the 
fastest growing cities in the 
United States! Get growth 
in your sales with a solid 
selling campaign in The Daily 
Oklahoman and Oklahoma 
City Times, the advertising 
media giving you the most 
effective coverage of the 
most of the state. 


seeking bids, he added. 
+ * a 


J HARRISON KETTLE, Detroit 
* purchasing commissioner, an- 
nounced that the city will buy 20 


Colorado Dealers 
Meet Aug. 21-23 


DENVER, — The 27th annual 
meeting of the Colorado Automo- 
bile Dealers Assn. will be held at 
the Harvest House, Boulder, Aug. 
21-23, according to Russ Lyon, con- 
vention chairman, 

Lyons, a Boulder Chevrolet deal- 
er, also is national Amateur Athle- 
tic Union basketball chairman. In 
this capacity he recently completed 
a nationwide tour with Russian 
men’s and women’s basketball 
teams. 





whether savings can be effected. 

The test fleet will be made up of 
four Falcons, four Corvairs, four 
Valiants, four Studebaker Larks, 
two Ramblers and two Rambler 
Americans, he said. 

“If the savings in operation and 
maintenance prove to be substan- 
tial, we may gradually replace all 
our standard-size cars with the 
compacts, except for police scout 
cars,” said Kettle, who was a 
Studebaker dealer before taking 
the city purchasing job. 

In Syracuse, Albert Ross, com- 
missioner of contracts and pur- 
chases, said he was planning to 
buy five compact cars, probably 
Larks and Falcons. 

Louisville has ordered 25 Larks 
from Tri-City Studebaker for use 





Comet to Be Previewed 
During NADA Parley 


DETROIT.—The national press 
preview of Ford Motor Co.’s 
Comet is scheduled for Feb. 2 at 
the Washington Golf and Country 
Club, Arlington, Va. The Comet, 
a medium-priced compact car, 
will be marketed by Lincoln- 
Mercury division. 

The preview occurs during the 
43rd annual NADA convention 
which will be held in Washington, 
Jan. 30 to Feb. 3, but the Comet 
activities are not a part of the 
regular convention program. 





purchased last year, These cars are 
used by inspectors in public works, 
water and fire departments. 


ok * * 


T LEAST half of the 80 cars 
scheduled for purchase in De- 
cember by the State of Oregon 
were expected to be compact mod- 
els, a spokesman for the purchas- 


by all departments, including fire| ing department said. 


and police, 


Dallas is adding 28 small cars to 
the fleet of 20 Rambler Americans 


KANSAS 


klahoma 
the families 








All of the cars will be placed in 
the Portland and Salem motor 
pools, he added. The pool already 
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includes a number of Ramblers and 
Larks. 

The Wisconsin Bureau of Pur- 
chases has informed Gov. Gaylord 
A. Nelson that it is considering the 
purchase of smaller cars, 4 

Joe E. Nusbaum, head of the 
administration department, said 
Rambler dealers were low bid- 
ders on 125 of 169 autos in the 
annual competitive bidding for 
vehicles, 

He said 93 Ambassadors will be 
bought for the State Patrol and 32 
Ramblers for other purposes. Of 
the remaining 44 cars, 26 were 
Plymouths, 12 Fords and six Chev- 
rolets. 

Frank Free, Vermont purchasing 
agent, said the State will buy about 
a dozen compact cars next spring 
for trial purposes. The purchase 
was approved after about 40 State 
officials viewed a display of the 
small cars, he added. 

The armed forces also are in the 
market for small cars, but only the 
domestic models, 

a2 + * 
f byron Air Force bought several 
hundred Ramblers last year and | 
is planning to add more units to | 
the fleet this year. The Army also ~ 
has begun a study of the possible 
use of the small cars. ; 

The State of North Carolina has 
announced it will buy six air-condi- | 
tioned Dodge Matadors to trans- 
port representatives of industries 
the State seeks to attract to North 
Carolina. 

The cars, which a State official 
said are needed to create “an ap- 
propriate impression,” will be 
purchased from D & S Motor Co.,, 
Raleigh, The price was placed at 
“about $2,750 each.” 

American Auto Rentals, Inc.,, 
Jacksonville, Fla., received a con- 
tract from the Duval (Fla.) Coun- 
ty Commission for 36 new autos for 
the County Patrol. The county will 
pay $80 per month per unit, plus 
7.9 cents per mile, according to 
Byron Folmar, AAR president. 

Western Transportation Co., St. 
Louis leasing firm, announced it 
has taken delivery of 31 Ramblers 
which will be used by Navy re- 
cruiting offices throughout the na- 
tion. 


AMA Asks Steps 
To Cut Vehicle 


TV Interference 


DETROIT.—Radio and television 
reception in the U. S. will be more 
completely and uniformly protected 
against automotive electrical inter- 
ference as a result of new coopera- 
tive action by vehicle producers, the 
Automobile Manufacturers Assn. 
announces, 

The AMA board has recommend- 
ed to U. S. car, truck and bus mak- 
ers that a concerted effort be made 
to suppress interference-producing 
electrical radiation in all motor ve- 
hicles, based on new standards es- 
tablished by the Society of Auto- 
motive Engineers. 

To keep such radio interference 
from becoming a serious public 
problem, vehicle manufacturers 
started control measures under ex- | 
isting SAE standards as early as © 
1946. 

The present action follows on the 
heels of new technological achieve- 
ments that make possible more ac- 
curate measurement of the stray 
radio signals transmitted by elec- 
trical equipment, the AMA said. 


Anthony Takes On 
NSU, BMW Lines 


LOS ANGELES.—Earle C. An- 
thony, Inc., one of the nation’s old- 
est distributor-dealer organizations 
has taken over distribution of NSU 
Prinz and BMW lines for Southern 
California, Arizona, New Mexico 
and Nevada. 

According to Anthony officials, 
wherever possible, the new lines 
will be dualled with Borgward, also 
distributed by Anthony. New field 
men are being added in accordance 
with a basic promotional plan of 
handling all three lines as a group 
deal, splitting them only as requir- 
ed to gain merchandising strength. 















































Bryan Importations 
NEW ORLEANS.—The name of 
Specialty Motors, Inc., has been 
sangee to Bryan Importations, 
ne. 
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e You, therefore,are “. 
undoubtedly cognizant of i 
the current resale figures as 
reported by National 


- —‘['ll trade you °. 
all my narrow-track cars * 


*, for your Wide-Track 3 *, 
° “*., Market Reports, Inc. ,. 
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PONTIAC HOLDS ITS VALUE LIKE IT HOLDS THE ROAD. OFFICIAL USED CAR EVALUATIONS BY NATIONAL MARKET REPORTS, 
INC. (RED BOOK), SHOW THAT THE WIDE-TRACK PONTIAC RETAINS ITS VALUE BETTER THAN ANY CAR IN ITS PRICE CLASS. 


ONE MORE REASON THE PONTIAC FRANCHISE IS SO HIGHLY REGARDED AND SO SOUGHT AFTER. 


PONTIAC MOTOR DIVISION + GENERAL MOTORS CORPORATION 








Beautiful Design 





WANTED 


DEALERS FOR THE NOVI DELUXE 
AUTOMOBILE AIR CONDITIONERS 











Chrysler Gets 
Patents It Sought 
Before the War 


WASHINGTON, — In 1939, 1940 
and 1941, Chrysler Corp, filed a 


ing automatic power transmissions. 

In December, the company re- 
ceived patents on 15 of the inven- 
tions. 

During the 20-year interval, the 
equipment described in the patents 
has been superseded, but many of 
the features are basic to today’s 
automatic shift. 

Chrysler can assert its rights to 
the inventions for 17 years, but not 
on any use made before Dec. 15, the 
date of issuance. 

Interference actions involv- 
ing conflicting patent applications 
took some of the Chrysler cases 
to the Court of Customs and Patent 
Appeals. The Chrysler applications 


included about 1,200 claims, of 
QUALITY which 653 were granted. 
PERFORMANCE Chrysler’s 20-year wait was rem- 
NO. PRICE iniscent of General Motors’ 23-year 
wait for a patent on an automatic 


Superior Cooling 


90 DAY WARRANTY ON PARTS 


aan $ 50 Complete with clutch 
Federal Excise Tax 


included. 


epRICE 


F.O.B. nearest Novi warehouse 


NOVI SALES AND SERVICE CO., INC. 


WAREHOUSES: 2501 South Grand Avenue, Los Angeles, Calif. * 2112 West 
7th Street, Fort Worth, Texas * 2932 Troost Avenue, Kansas City, Missouri 
20830 Coolidge Hwy, Detroit, Mich. * 190 Fourteenth St., N.W., Atlanta, Ga. 


For information, write Novi Sales and Service, 20830 Coolidge Hwy, Detroit, Michigan 


Advanced Engineering 
Greatly Reduced Installation Time 


Adapter kits packaged and sold separately for greater flexibility in 
sales. Five Novi warehouses assure fast delivery and lower inventory 


investment. 


choke, which it received in April, 
1955, The average patent is pending 
only about three years. The record 
is held by a patent on sound re- 
cording that was pending 36 years. 


‘Harrison Acquires 


Mich. Wind Tunnel 


LOCKPORT, N. Y.—Wind-tunnel 
facilities at the General Motors 
Technical Center in Warren, Mich., 
have been acquired by GM’s Har- 
rison Radiator division, according 
to Frederic C. Ryan, Harrison chief 
engineer. 

He said Harrison will test radi- 
ators and auto air-conditioning 
units at the Warren facilities. The 
tunnel also will be available to 
Harrison customers for brake tests, 
carburetor vapor-lock tests and 
engine-development tests, he added. 

Harrison also operates four wind 
tunnels at its product engineering 
building here. 








THE €) MOST LOGICAL REASONS WHY 
Ae UU ee 


SORGWARD 


Practically the same specifications as another well known West German 
car, yet sells for $1,000 less! 


@ vou ENJOY THE HIGHEST 
MARKUP IN THE AUTO INDUSTRY. 


@ your CUSTOMERS WANT THE 
BORGWARD. Consumer demand in- 
creases year after year. 


ee YOU'LL SELL THE MOST TROU- 
BLE-FREE CAR IN TODAY’S MARKET. 
You’re not bothered with irritating 
“come-backs” for repairs and ad- 
justments. 


FOR THE FULL STORY 
CALL OR WRITE TODAY! 


FERGUS 


1717 Broadway, New York 19, N.Y. 
COlumbus 5-6494 





And here are 3 more: 


Borgward sales don’t pivot 
on deals... this high quality 
car meets your customers’ 
most exacting demands. 


Borgward has more “extras” 
built right in at no extra 
cost! 


Your Borgward owners be- 
come your best salesmen— 
they pre-sell their friends. 





Jack Sterling Sells Borgward 
Every Morning on WCBS Radio 


series of patent applications involv-| 
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Vehicles on Road in 1959... 


115 LEADING COUNTIES 





PASSEN- VOL. 
STATE COUNTY PRINCIPAL CITY GERS RANK 

Ala 060s DOMCTIOR: cccceed Birmingham 189287 44 28250 
Ws cteceds Mobile ........ 89391 109 14339 
AblGeccccceve Caricopa........ Phoenix ....... 216865 38 51220 
Calif..... ...Alameda.....+.sOakland ...... 329332 14 46265 
Contra Costa....Richmond ..... 144268 70 20251 

PONG: vccccvacd POE 60 ceeees 128691 80 35438 

BR scccseneces Bakersfield 102802 97 28482 

Los Angeles..... dos Angeles ... 2404071 1 321306 
Orange...... -+-Santa Ana 239777 = 30 33866 

Riverside. ......- Riverside ...... 106539 93 24022 
Sacramento..... Sacramento ... 177975 50 35734 

S. Bernardino....San Bernardino. 176989 §2 34453 

San Diego....... San Diego ..... 333335 13 50817 

San Francisco....San Francisco .. 242421 27 51102 

San Joaquin.... Stockton ...... 86946 111 23118 

San Mateo...... San Mateo .... 161882 60 20238 

Santa Clara...... eee 227068 = =31 35991 

GeBiccccses SOc vc cevess RS 242042 28 36655 
Conn.....+.- Fairfield........ Bridgeport ..... 262523 24 24382 
Hartford........ Hartford ...... 222974 34 21950 

New Haven...... New Haven .... 219008 36 26461 

Del... ccccces New Castle...... Wilmington 92894 104 14817 
Files cctceves Broward........ Fort Lauderdale. 131966 76 15723 
Dade....... a re 35853211 40148 

Duval... ...--00. Jacksonville 144303 69 20580 

Hillsborough. .... Db ose 139815 73 24619 
Orange......+++- a eee 93954 102 15197 

Palm Beach...... W. Palm Beach 87989 110 13114 
Pinellas......... St. Petersburg .. 148859 65 14588 
GEicccocecer PURER sc cccsecces ee 194351 41 33160 
Whe..es eocees Cook. ....ceeeee Chicago ....... “1449452 2 116161 
Du Page........ CE: ‘weve 113550 90 8427 

Lake. .ccccccceed Waukegan 101199 99 9390 

Ind..... occ ce AGkO. ..cccccees RT eas ces 162208 59 20177 
Marion......+++ Andianapolis 240876 29 38783 

Saint Joseph..... South Bend .. 83518 114 11705 

Mc ccnncusen PBs esesssswend Des Moines .... 90880 106 14837 
KOR... oc cecee Sedgwick....... Wichita ....... 132668 75 21162 
Ky... ceeeee Jefferson........ Louisville ...... 188363 46 25677 
Sicccvnsass Orleans Parish... New Orleans 147625 67 18510 
Wiis ss cieaes Baltimore, City Of Baltimore ..... 288251 21 34281 
Montgomery..... Silver Springs .. 116124 89 7963 

MBs cccccel SP Fall River-N. Bed. 122138 84 13949 
Essex......++-+ ee 173945 54 16894 
Hampden....... Springfield 130058 78 14392 
Middlesex....... Cambridge 367077. (10 34055 

Norfolk. .....++- Geiney. « «2.66%. 165342 57 12650 

Suffolk. ......+. Boston ........ 168922 56 23952 
Worcester....... Worcester ..... 177077. ‘51 21297 

Mice covvess eee NS is 133911 74 13915 
Kent......-+.++5 Grand Rapids .. 128786 79 16245 
Macomb........ East Detroit 141271 71 12684 
Oakland........ Pontiac ....... 255669 26 21153 

: WEYAO. -. +2200. OU bscnans 926860 4 81865 
Minn........Hennepin........ ‘Minneapolis 294515 19 32584 
Ramsey.......-. SOMO cess ss 148020 66 19631 

Rites wee esses Clay-Jackson +***Kansas City 223010 33 31480 
St. Louis City.--++s+, Louis ...... 273400 23 36747 

St. Lovis Co..--ee i, 150767 64 14165 

Neb....... --Douglas........ ‘Omaha ....... 106744 92 14856 
2 Sa (ss eT ee Hackensack 291335 20 24478 
Camden........ Camden ...... 117684 88 13039 
Essex......+++++ Newark ....... 295773. 18 39448 
Hudson......... Jersey City .. 157251 62 19274 
Mercer......++.¢ RIE lb s'anas 90117 108 12647 
Middlesex....... New Brunswick . 144567 68 15543 
Monmouth....... Asbury Park ... 123011 83 15818 
Morris....+.++++ Morristown 99576 100 10644 
Passaic........., Paterson ...... 140612 72 15836 
Union........+.. Elizabeth ...... 190150 43 16839 

N. Yerseeees 5 Boroughs...... New York ..... 1276898 893 8111418 
Erie........+++- Buffalo ........ 311737 16 31794 
Monroe......-+-- Rochester ..... 188867 45 17215 
Nassau.......--. Hempstead 465603 6 29429 
Onondaga...... Syracuse ...... 12553581 14126 
Suffolk......+++ “Kings Park .... 219043 35 22519 

Westchester. ...-: Yonkers ....... 284647 22 20358 

N. C.rseeees Mecklenburg..---Charlotte ...... 85934 112 15569 
Ohio........Cuyahoga......+ Cleveland ..... 544757 5 42928 
Franklin........ Columbus ..... 223841 32 28492 
Hamilton......-- Cincinnati ..... 260213 25 26905 
Lucas......+++++ eee 155397 63 14931 
Mahoning......- Youngstown 96010 101 10288 
Montgomery..... Dayton ....... 181304 48 17292 
Stark....+.++++. Canton ....... 119129 87 14456 
Summit.......-- ae 174711 53 17643 

Okla.. evecee Oklahoma eeeb oe ‘Oklahoma City 162738 58 33498 
Tulsa. ..-+-++5+s RS fos Fok 131896 77 25404 
Ore....+++++Multnomah...... Portland ...... 218771 37 32363 
Pa....++++0+Alleghany....... Pittsburgh ..... 463090 7 49909 
Berks.....+.-++-- Reading ...... 90433 107 14428 
Bucks.......-.- ‘Levittown ..... 101233 98 10493 

Delaware. ..++++ Chester ....... 173623 55 12065 
Lancaster....... lancaster ..... 90946 105 17310 
Luzerne......--- Wilkes Barre 104400 95 15946 

Montgomery. .... Norristown 186294 47 20719 

Philadelphia. . . . . Philadelphia 457048 8 56656 
Westmoreland...) Kensington . 102837 96 14218 
Vork....+e+seees ele otis caes 84196 113 14503 

R. |..+++00e4Providence...... Providence 178576 49 23253 
TOWMeccceseed Davidson........- Nashville ie 121838 85 16328 
Shelby........., ‘Memphis ...... 160938 61 22627 

TeX... +0eee+eBexar.....+.--- San Antonio ... 190230 42 32017 
Dallas.......... Dallas ........ 333399 12 53459 

Harris. ......--- Houston ...... 432666 9 70231 
Jefferson........ Beaumont ..... 82655 115 14423 
Tarrant......-.. Fort Worth 197215 40 31733 

Utah eecce Salt Loke eocceecee Salt Lake City 125282 82 22576 
Va..++eeeee+ Henrico........- Richmond ..... 11155791 19916 
Norfolk.......-. Norfolk ....... 120238 86 14217 

i 66 en aces hes bones ES cs oso 328630 15 49051 
Pierce.........- eee 104524 94 17554 
Spokane........ Spokane ...... 93794 103 18311 

Wis......... Milwaukee...... Milwaukee 307734 17 29961 
D. Cc. vba édeeebes’ vedas ies Washington 203490 39 21430 
eee. Beet OE a. cae cavececascs oscbaes 26,723,048 3,309,401 
AR eRe OO. 8. i etaceens eis’ 55,086,761 10,532,145 


All rights reserved by R. L. Polk & Co.—Re-use prohibited. 
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Merchandisers of used cars: 


New facts reveal 
rich, untapped 
Chicago market! 








IF YOU SELL used cars in Chicago, your sales potential is B-I-G! 
Facts from the Chicago Tribune’s revealing new study of the 
used car market in the Chicago area show that there is a 

great untapped audience of used car prospects. 

230,000 families in this busy market are financially able to 
own an automobile but do not own one. 

Private individuals make 30% of the used car sales in the 
Chicago area. 

To find out how you can increase your sales of used cars in the 
Chicago market, arrange to view our comprehensive slide presentation, 
“The Used Car Market’. Phone your Tribune Classified representative 
and ask him to schedule a showing for you. The number is 
WHitehall 4-0400. Or write A. E. Rozene, Room 1015, 


Tribune Tower, Chicago 11, Illinois. 


Chicago Tribune 


THE WORLD‘*S GREATEST NEWSPAPER 











Chevrolet Dealers Elect— 


Paul Mennenga, Dailey Chevrolet Co., San Leandro, Calif., was elected president} took over control of the long-estab- 


of the Oakland Zone Chevrolet Dealers Assn. at the group's recent organization 
meeting. The association includes 150 Chevrolet dealers in Northern California 
and Western Nevada. Mennenga is shown as he received congratulations from 
other newly elected officers. From left are Lex J. Daoust, Marysville, treasurer; Gene 
Ford, Visalia, vice-president; Mennenga, and Fred G. Lemmon, Auburn, vice-president. 
Ben Celli, Oakland, was named secretary of the group. 








CARL B. LARSEN, JR., 
VICE PRESIDENT of 
W. A. Russell Motors, 
Inc., Ford Dealer. 


THIS NATIONAL SYSTEM provides a mechanical audit and 
departmental breakdown of all money and records handled. 


“Our Salional System 


Capsule Reports .. . 


Auto News in Brief 


CCC Opens New Office 


BALTIMORE. — Commercial 
Credit Corp. has opened a new of-| 
fice at 151 Blountville Highway in 
Bristol, Tenn. W. O. Salyers has 
been appointed office manager. 

aK + a 


Third Insurance Firm 


Acquired by Gengras 


HARTFORD.W—W. J. Gengras, 
Hartford dealer and insurance ex- 
ecutive, has acquired a new insur- 
ance company— Founders of Los 
Angeles. Gengras owns Gengras 
Ford Sales, Gengras Lincoln and 
Mercury Sales and the Gengras 
Motors. 

He organized Fire and Casualty 
Insurance Co., of Hartford, then 


lished Security Group, of New 


Haven. 
* * 





Repeat for Auto Rally 
LOS ANGELES.—D ates of the} 
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second American International 
Auto Rally will be Nov. 7-11, 1960, 
George A. Holland, director of the 
sponsoring American Rally Club, 
announces. 

* * & 


Trade Name Adopted 


NORRISTOWN, Pa.—Taylor 
Fibre Co. has adopted the trade 
name Taylorite for its line of vul- 
canized fibre. 


* * * 
Withholder of Title 
Fined $150 in Arizona 


PHOENIX, Ariz.—Rollie Ham- 
mond, 42, owner of Kappie Kars, 
was fined $150 for failing to de- 
liver a title to a purchaser by 
Superior Judge Lorna E. Lock- 
wood. 

Deputy County Attorney Ted 
Shumway said Hammond with- 
held title to an automobile pur- 
chased by George Page until 
Page had made all the payments. 
Shumway said the irregularity 









THE SMARTLY STYLED EXTERIOR of W. 
A. Russell Ford, Inc., White Plains, N. Y. 


saves us 5,000 a year... 


returns 100% annually on investment!”’ 


—W. A. Russell Motors, Inc., White Plains, N.Y. 


“This may sound fantastic to many of 
you automobile dealers. However, I as- 
sure you it’s a fact. Having had experi- 
ence as a Ford Field Representative, I 
know something of dealer problems and 
systems,” writes Carl B. Larsen, Jr., 
Vice President of W. A. Russell Mo- 
tors, Inc. ““That’s why, after careful 
consideration, we installed a National 
Class 2000 and a National Bookkeep- 
ing Machine. Ca 

‘Our National System eliminates 
confusion and time-consuming detail 
work. This is made possible by the me- 
chanical sales data by departments that 
our National System provides. All of 
our repair bills and parts tickets are 
automatically certified, too. This gives 
us greater control over money and mer- 


chandise. Also, mistakes in addition 
are prevented since the register adds 
and verifies every part ticket and re- 
pair order. 

“‘We now increase our sales without 
increasing our expense, enabling us to 
realize a larger net profit. This is why 
we fully endorse and strongly recom- 
mend the National System to Automo- 
bile Dealers. Our National System 
saves us $5000 a year and returns 100% 
annually on investment.” 


Carl Lares 


Vice President 
W. A. Russell Motors, Inc. 


THE NATIONAL CASH REGISTER COMPANY, pvayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES + 76 YEARS OF HELPING BUSINESS SAVE MONEY 


Your business, too, can benefit from the 
time- and money-saving features of a 
National System. Nationals pay for 
themselves quickly through savings, 
then continue to return a regular yearly 
profit. National’s world-wide service or- 
ganization will protect this profit. Ask 
us about the National Maintenance 


Plan. (See the yellow pages of 
your phone book.) - 
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came to light after a Highway 
Patrol arrested Page for driving 
with last year’s license plates, 
Page said he hadn’t bought 1959 
tags because he didn’t have title 
to his car. 


* + * 


J & L’s Cleveland Works 


Starts Modernization Project 


CLEVELAND.—The Cleveland 
Works of Jones & Laughlin Steel 
Corp. has started a multimillion 
dollar program which will include 
the construction of the world’s two 
largest basic oxygen steelmaking 
furnaces, according to J. R. Powell, 
Cleveland Works manager. 

The cost-reduction and modern- 
ization program is expected to cost 
about $50 million, he said. In the 
last two years new facilities here 
have doubled cold rolled sheet 
capacity, and increased ingot ca- 
pacity by about 50 percent. 


* * * 


Jeep Body Pact Signed 


BRANTFORD, Ont.—R. S. 
Mann, general manager of Brant- 
ford Coach & Body, Ltd., an- 
nounced an agreement with 
Willys of Canada, Ltd., whereby 
his company will manufacture 
Willys Jeep bodies here. Brant- 
ford Coach recently expanded its 
manufacturing facilities. 


* * * 


Aluminum Poster Frames 


DE TROIT.—King-sized poster 
frames for mounting on buildings 
or vehicles are offered by Arlington 
Aluminum Co., 19011 W. Davison 
Detroit 23, Mich. The frames are 
30 inches by 144 inches. 


* * * 


New Solid-Fuel Engine 


Passes First Test 


TUCSON, Ariz.— John G. Hag- 
erty, president of Hagerty Research 
& Development Co., has termed the 
first test of a new solid-fuel engine 
as successful. 

The test was for the purpose of 
calculating the combustion elements 
of the engine, which has a rotating 
magazine with 12 cylinders. For 
fuel, the engine used a solidified 
mixture of nitrate and cellulose in 
cylinders, which resemble plastic 
handles of screwdrivers, the inven- 
tor said. 

He claims that the engine, when 
perfected, will be able to power a 
car for 10 hours on 50 cents worth 
of fuel, or provide propulsion for 
earth-girdling space vehicles. 

* 7 ok 


Muffler Firm Moves 


LOS ANGELES.—Smithy’s Muf- 
fier Co., Inc., has moved to its new 
manufacturing and warehousing 
plant at 6009 S. Malt Ave. in Los 
Angeles. 


* * * 


2 Purolator Subsidiaries 


RAHWAY, N. J.—Two wholly- 
owned foreign subsidiaries which 
will market and distribute filter 
products on a_ world-wide basis 
have been formed by Purolator 
Products, Inc, Purolator Products 
A. G., Zug, Switzerland, will serve 
all European markets, and Puro- 
lator Inter-America Corp. will serve 
Mexico, Central and South America 
and the Caribbean area. 

x * + 


Quality Award for Guy 


MUNCIE, Ind.—Fred F. Guy, 
president of Fred Guy Plymouth 
Sales, has received Chrysler Corp.’s 
Quality Dealer Award for the sec- 
ond consecutive year. 

* * oe 


Rockwell-Standard Unit 


Buys Plant in Ontario 


PITTSBURGH.—Rockwell-Stand- 
ard Corp. announced that its sub- 
sidiary, Rockwell-Standard Corp. of 
Canada, Ltd., has acquired a sin- 
gle-story manufacturing plant at 
Tilbury, Ont., about 30 miles east 
of Windsor. 

The operation will be under the 
general supervision of F. W. Park- 
er jr., vice-president in charge of 
Rockwell - Standard’s transmission 
and axle group, with headquarters 


in Detroit, 
# ok ed 


AP Parts Corp. to Add 


168,000 Square Feet to Plant 


TOLEDO. — AP Parts Corp. is 
adding 168,000 square feet to its 
Matzinger Rd. plant here, accord- 
ing to Pau] Putnam, president. One 
segment of the addition is expected 


to be completed late in February, 
(Continued on Page 98, Col. 3) 
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The Classic 


America’s economy import with most POWER! 
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POWER in its selling story 


Here is the ONLY fine car that combines both 
weight AND economy .. . over 2,000 pounds—up to 
40 mpg! The DATSUN has a solid steel bumper to 
bumper chassis. The Classic styling—plus magnifi- 
cent craftsmanship—are two more exclusive fea- 
tures. They get you more traffic, move more units 
for you! THIS IS SELLING POWER! ! ! 
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The DATSUN 4 door 
Sedan. ONLY $1616. 
2035 Ibs., 40 mpg, 
seats 4-5. 






et lf POWER in advertising 


Life, Time, Holiday, Newsweek, US News & World 
Report .. . all have run striking DATSUN ads. A 
continuing Nat’l Ad Program (every month in 
major media) is backed up by “THE IDEAL 
AD-DEAL”, the finest co-op campaign in the 
Industry! For every $1.00 spent locally by a Dealer, 
he gets $3.00 worth of Local Advertising. THIS IS 
ADVERTISING POWER WHERE IT COUNTS! 









The Datsun 2 Dr. 
Wagon. ONLY $1818. 
2268 Ibs., 48hp, 11004 
cap. Int. width 47”, 
length 63” to 86”. 
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PO WER in service, parts, training 


Regional Networks are covered by Distributors’ 
Sales & Service Training Personnel to personally 
assist each Dealer’s Sales Force. In addition Factory 
Engineering Personnel are available to trouble shoot 
wherever necessary. A complete supply of parts— 
i strategically warehoused—assures each Dealer and 
every Datsun driver—of immediate and fastidious 
attention. THIS IS SERVICE POWER! 














The DATSUN Truck: 
o% ton Sn as } a 


hp, 
Seer sq. ft. platform sith 
26” loading height. 
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PO WER to make profits for you 


That Datsun story is simple and convincing: 
DATSUN is the BEST VALUE of any import car 
in America! ! ! ! Your Protected Franchise gives you 
a good mark-up on each vehicle, requires only a TT 
small investment, adds increased profits with almost OT 
no extra overhead. The dramatic Datsun means 7 is 
t | more volume, more sales for you. THIS IS OUR To 
lous price. Coming nT 


soon! Prices are POE. Whitewalls extra. PROFIT POWER! 
eh), Ud]: ARES T 


DATSUN 


DATSUN: Manufactured by THE NISSAN MOTOR COMPANY, LTD., 
TOKYO. Since 1926, Japan’s Leader in Automotive Vehicles including 
( Trucks, Sedans, Station Wagons, Buses, many other Automotive Units. 
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The DATSUN SPORTS 
CONVERTIBLE: des- 
tined to be one of the 
fastest selling convert- 
ibles of the 1960's. A 
fabulous car at a fabu- 


DISTRIBUTORS 


MID-SOUTH: Southern 
Datsun Dist. Co., 1501 
Clay St., Houston, Texas 





CENTRAL & EAST: 
Luby Datsun Dist., Ltd., 
107-36 Queens Bivd., 
Forest Hills 75, N.Y.C. 


WEST: Woolverton 
Motors, 5967 Lanker- 
shim Bivd., No. Holly- 
wood, Cal. 


HAWAII: Von Hamm- 
Young Co., Ltd., P.O. 
Box 2630, Honolulu 3. 














Pe easerve and Protect 
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with a BLUE CORAL Treatment 
the “Chromaphylactic” treat- 
ment known the world over 

for its enduring protection of 


Cleryfie and aff present-day finishes. 








AVAILABLE TO ALL CAR DEALERS 
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New Products at NADA 


(Continued from Page 62) 


gun, a triple-purpose gun that applies 
degreasing solution, pressure rinses it off 
and dries off the moisture from the igni- 
tion system. (Booth 131.) 





DISTRIBUTOR TESTER— Snap-On Tools 
Corp., Kenosha, Wis., is exhibiting its 
Distrib-U-Scope distributor testing machine. 
(Booths 28-9.) 








cut materials handling costs with 
an Anthony Truck-Crane! 


the quality leader in Truck-Cranes 





carry... 


Here’s the crane that travels with your truck! 100% hydraulically 
operated. Unequalled simplicity, ease of operation, precision 
control and safety. Truck-crane is self-loading, or it can load other 
units. Handles many jobs formerly done by larger, more expensive 
cranes, and does them all better, faster. Have your Anthony dis- 
tributor show you one in action . . you'll be convinced it’s for you! 


Anthony Company, Streator, Illinois. 


THE CRANE THAT'S 
BUILT INTO YOUR TRUCK! 


Unmatched compactness — 
requires only 18” mounting 
space @ 100% hydraulic 
operation — for smooth, 
effortless power e Full 
280° boom swing for flexi- 
bility @ Choice of booms. 





DUMP BODIES AND HOISTS OumP TRANERS LIFT GATE 
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SERVICING EQUIPMENT—Alemite Mar- 
keting Division, Stewart-Warner Corp., 
Chicago, is displaying its line of auto- 
mobile servicing equipment, including the 
Cross-Sight wheel aligner, the Alemite 
electronic wheel balancer and the Strato- 
Line lubrication units. (Booths 11-13.) 

S eS 





PAINT MIXING SYSTEM—The Alpha-Cryl 
Tintometer system for preparing all current 
acrylic colors is being displayed by Rin- 
shed-Mason Co., Detroit. The system can 
be housed in a 4 by 4-foot shelving unit, 
to hold 27 base and tinting colors. (Booths 
41-2.) 








FRAME LIFT—The model FP-28H two- 
plunger, frame pick-up lift, is being ex- 
hibited by Rotary Lift Co., Memphis. The 
hydraulic lift is designed for servicing all 
types of automobiles. (Booths 101-2.) 

i 





TRANSMISSION LIFT—A two-stage, mo- 
bile unit to facilitate the removal and 
servicing of automobile and light-truck 


transmissions is being displayed by 
Weaver Mfg. Co., Springfield, Ill. The 
Weaver EC-140 lift is a lightweight, mo- 
bile lift rated at 1,000 pounds capacity. 
(Booths 110-11.) 





SUSPENSION BUOY—The Moog Truck- 
Buoy, designed to add additional payload 
capacity to late-model trucks utilizing rear 
coil spring suspension, is being displayed 
by Moog Industries, Inc., St. Louis. Also 
being shown are a car buoy and adijust- 
able ball joints to take up slack due to 
wear. (Booth 71.) 





ENGINE-CAR WASHER — Lincoln Engi- 
neering Co., St. Louis, is displaying its 
new air-operated “spray and rinse” car 
and engine washing unit, known as the 
“Wash-All"” Power Spray, that dispenses 
detergent solutions from a 55-gallon drum. 
(Booths 122-3.) 


B-W, Subsidiary 





Accused by FTC 


7 . - * 
Of Bias in Pricing 

WASHINGTON. — Borg-Warner 
Corp. and a subsidiary, Borg- 
Warner Service Parts Co., have 
been charged by the Federal Trade 
Commission with granting discrim- 
inating prices to members of 
Southern California Jobbers, Inc., 
in the sale of automotive replace- 
ment parts. 

In 1957, the FTC complaint al- 
leges, the two firms began selling 
universal joints and components to 
the Los Angeles jobber group at 
15 percent discount regardless of 
quantity purchased. 

Nongroup jobber customers re- 
ceived this discount only on orders 
of 100 or more units, the FTC 
added. 

In March, 1959, the complaint 
continues, the respondents classi- 
fied the organization as a “ware- 
house distributor’ (a classification 
for purchasers normally reselling 
only to jobbers), and began giving 
it a 28 percent discount from job- 
ber’s net price on purchases of 
joints and parts. 

Shortly thereafter, the commis- 
sion added, the respondents unsuc- 
cessfully tried to get the organiza- 
tion to serve also as a “warehouse 
distributor” for their other prod- 
ucts, subject to only a 15 percent 
discount and 2 percent freight al- 
lowance, 

The FTC contended that South- 
ern California Jobbers is operated 
by its jobber members as a book- 
keeping device to facilitate discrim- 
inatory prices. 

The respondents were given 30 
days in which to file an answer to 
the complaint. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 
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Wonderful Start to a Wonderful Year! 


Traditionally the forefront car in comfort, Cadillac now incor- 
porates a host of new conveniences in settings of matchless splendor. 


Here is a man ready to start another year with his tenth new 
Cadillac—as proud and delighted as when he first made, and kept, 
this wise resolution a memorable decade ago. 


For even in this brief acquaintance with the 1960 Cadillac, he’s 
learned that very special satisfactions await him this year. And, 
he doesn’t want to miss a mile or minute of them! 


Balance, responsiveness and road control come even closer to 
perfection—while quietness is so nearly complete that you must 
concentrate to hear any sound of motion. 


Always tasteful and distinguished, Cadillac has this year added a 
new note of elegance—a rhythmic new rightness of contour and line. 





The other gentleman with the car—the Cadillac dealer—is 
already well into another happy new year. And he is just as proud 
and delighted with his franchise today as he was the day he 
received his appointment to represent the “‘car of cars’’. For in 
his long association with Cadillac he has learned that he enjoys 
rewards and satisfactions that are unique in the industry. 


Certainly, the reception accorded the 1960 Cadillac indicates 
that Cadillac dealers and salesmen can look forward to another 
year of personal opportunity. 


CADILLAC MOTOR CAR DIVISION - GENERAL MOTORS CORPORATION 
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PRODUCTION 
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GREY IRON GASTINGS 


ONE OF THE NATION'S 
LARGEST"AND MOST MODERN 
PRODUGTION FOUNDRIES 
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FOUNDRY DIVISION. 


MAIN OFFICE VAND MANUFACTURING PLANTS 


CHATTANOOGA 2, TENNESSEE 








Capsule Reports ... 
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Auto News in Brief 





(Continued from Page 94) 


and the other is slated to be ready 
in April. 

The plant had 200,000 square feet 
when it was built in 1955. The com- 
pany added 200,000 square in 1957, 
another 200,000 square feet in 1958 
and 100,000 square feet more in 
January, 1959. 

* 


* * 


Executives Recruited 


DE TROIT.—Thomas J. Burke 
has opened a consulting service de- 
voted to executive search and re- 
cruiting. His firm, Thomas J. Burke 
Personnel Consultants, has offices 
at 14631 W. McNichols Rd. 


Timken Roller Bearing 


Acquires British Firm 


CANTON, O.—Timken Roller 
Bearing Co. has acquired the assets 
of British Timken, Ltd. Assets in- 
clude Fisher Bearings Co. Ltd., 
with plants at Wolverhampton and 
Hednesford, England; British Tim- 
ken S. A. (Pty.) Ltd., with a plant 
at Benoni, Transvaal, South Africa, 
and British Timken plants in Dus- 
ton and Daventry, Northampton, 
England. 

Assets of British Timken sub- 
sidiaries in Canada, Germany, 
Australia and France have been ac- 
quired by Timken Roller Bearing 
Co. subsidiaries in those countries. 

* + x 


Aluminum Export Trade 


Shows Increase for 1958 


WASHINGTON. — World export 
trade in aluminum resumed an up- 





PLAN NOW FOR THE PROFITS AHEAD 
USE THE TESTED-AND-PROVED 


WOLF PLAN 


OF CUSTOMER DEVELOPMENT 


TO ENJOY 


- MORE CUSTOMERS 


“MORE CAR SALES 
“MORE SERVICE PROFIT 


40 YEARS OF WOLF PLAN IDEAS PRODUCE 





ANOTHER FIRST PLACE 
AWARD WINNING PROGRAM 


JOHN E. WOLF SR. DISPLAYS THE PLAQUE AWARDED AT 
; MONTREAL, CANADA, BY MAIL ADVERTISING SERVICE AS- 
; SOCIATION, FOR THE BEST CLIENT PROMOTION. 


The D. Stuart Webb Memorial Plaque was awarded The 
John E. Wolf Company for outstanding client promotion 
. . » based on appearance, ideas and RESULTS! 


The Wolf Plan gives any size dealership attractive, 
effective promotions, at less cost than you may have 
thought possible! 


BE SURE TO SEE THE WOLF PLAN 


DISPLAY AT THE NADA CONVENTION 
( BOOTH NO. 103) 
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FOR DEALERSHIP PROMOTION 





Serving Authorized Dealers, Like You. . . 
Exclusively. . . Since 1932! 


4 
E.WOlLF oKLAHOMA city 2, OKLAHOMA 








ward trend in 1958 after a slight 
reversal in 1957, the aluminum and 
magnesium division, Business and 
Defense Services Administration, 
U. S. Department of Commerce, 
reported. 

Crude aluminum exports by Free 
World countries increased 24 per- 
cent in 1958 to a level of 832,000 
short tons. Semifabricated alumi- 
num product exports were up about 
11 percent to a level of 191,000 short 
tons. 

* * * 
Hill Transformer Corp. 
Acquired by H. K. Porter 

PITTSBURGH.—H. K. Porter 
Co., Inc., has acquired Hill Trans- 
former Corp., San Carlos, Calif. 

Hill thus becomes the sixth Por- 
ter manufacturing facility in the 
11 Western states and brings to a 
total of 52 the plants operated by 
Porter in U. S., Canada and Mex- 
ico. Hill Transformer will continue 
to manufacture distribution trans- 
formers and power transformers 
for utility and industrial applica- 
tions, 








* of + 
Denver Dealer Wins Case 
Against Zoning Official 

DENVER. — Davidson Chevro- 
let, Inc., has been awarded dam- 
ages of $987.50 in its $151,400 suit 
against John D. McLucas, former 
Denver zoning administrator, but 
no money changed hands. David- 
son waived payment to get Mc- 
Lucas to agree to a judgment 
against him. 

The litigation began in 1957 
when the city refused to rezone 
some property on which David- 
son wanted to build a showroom. 
The company won its case and 
later won an appeal to the State 
Supreme Court. McLucas was 
held in contempt when he failed 
to follow the decision. The con- 
tempt citation later was dismiss- 
ed and then was reinstated before 
the building permits were issued. 

* + = 


Two Ford Plants Cited 


For World Safety Records 


CHICAGO.—Two Ford Motor Co. 
plants which established world 
safety records during 1959 are the 
first to receive a new award, the 
President’s Citation, from Henry 
Ford II. 

The awards were made at a Ford 
Day luncheon in conjunction with 
the meeting of the 47th National 
Safety Congress and Exposition. 
Frank Wright, manager of the Buf- 
falo (N. Y.) stamping plant, and 
Walter Johnson, manager of the 
Canton (O.) forge plant accepted 
the awards. 


* ok * 


Republic Gear to Build 


New Office, Warehouse 


DETROIT.—Republic Gear Co. 
has broken ground for a new Office 
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and factory warehouse at 20200 E. 

Nine Mile Rd., St. Clair Shores. 
S. S. Gordon, Republic president, 

said the 32,000-square-foot building 


would be completed in February. 


* * x 


Damaged Imports Sold 


CLEVELAND.—Fifty imported 
cars, damaged during a rough sea 
voyage, have been purchased by 
W. W. Cramer, Cleveland, who en- 
tered a bid in excess of $50,000. 
Cramer reportedly was acting for 
Hersch Motors, Youngstown, O. The 
cargo included 28 Volkswagens and 
two Karmann-Ghias to be recondi- 
tioned and 10 others that will be 
junked. 

+ * 


* 
Oklahoma Fair-Trade Law 


Is Held Unconstitutional 


OKLAHOMA CITY.—Oklahoma’s 
1937 fair-trade law has been held 
unconstitutional in an opinion de- 
livered by District Judge A. P. Van 
Meter. The ruling is expected to be 
appealed to the State Supreme 
Court. 

The court ruled only on the act’s 
“nonsigner” clause, intended to 
permit manufacturers to bind all 
retailers in the state to minimum 
resale prices for their products 
through contracts requiring the 
signature of only one retailer. 

* k * 


Clark’s New Tractor 


Being Used by Delta 


BATTLE CREEK, Mich.—Clark 
Equipment Co.’s industrial truck 
division has announced that Delta 
Airlines is the first user of Clark’s 
new Clarktor 225, a tractor with 
both two-wheel and four-wheel 
drive, automatic transmission and 
three types of power steering. 

The 225 is designed to handle jet 
aircraft. Delta uses the tractor to 
tow its jet-powered DC-8s on air- 
port aprons. 

* * * 


Rental Firm Opens Branch 


DENVER.—R. T. Kittleson, own- 
er of Foreign Car Rental, Inc., 2029 
Broadway and at Stapleton field, 
has opened a branch in Phoenix, 
Ariz. He said his firm also has 
established a working arrangement 
with Imperial Car Rental in New 
York and Swift Foreign Auto 
Rental in Los Angeles. 

* * * 


Goodyear Will Expand 


Earthmover-Tire Plant 


AKRON.—Plans for a $4-million 
expansion of earthmover-tire pro- 
duction facilities at Goodyear Tire 
& Rubber Co.’s Topeka (Kans.) 
plant were announced by Russell 
DeYoung, president. 

Tire building equipment will be 
installed in a new building, meas- 
uring 350 feet by 100 feet, by 1961. 
The expansion will increase earth- 
mover-tire capacity substantially 
at Topeka, but the most important 
reason for the move is to increase 
capacity to manufacture larger tire 
sizes. 

* * * 
Auto Customers Aided 


HOLYOKE, Mass.—Crompton & 
Knowles Packaging Corp. has cre- 
ated a department of sales coordi- 
nation to service customers in the 
automotive field. Gordon S. Swift 
has been named sales coordinator. 





*y 
1 


Western Volvo Dealers Organize— 


Formation of the Western Volvo Dealers Assn. has been announced by the 15( 
Volvo dealers in the Western U. S. Purpose of the association, according to Wilsor 
Snyder, president, Santa Ana, is to “serve as a forum for the interchange of idea 
and policies" among the dealers. Officers and directors of the association are, seated 
left, Ken Fisher, treasurer, Los Angeles; Snyder; Bill Ellis, vice-president, San Jose 


Calif.; Clement lL. Chafe, secretary, Whittier, Calif. Standing: Robert D. Kramer, Santc 
Monica, Calif.; James Williams, Salt Lake City; Edward Rontell, Fresno, Calif.; John 


Shields, Beaverton, Ore.; George Rasmussen, Seattle; Frank Hawkins, San Rafael 


Calif.; Guido Ginochio, Concord, Calif.; Gordon Turner, Sacramento, Calif.; Sylly 
Stenzil, Denver, and Jack Foreman, Studio City, Calif. 


Diego, is not pictured. 


Director Harry Todd, San 
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YOUR 
VALIANT 
DEALER'S 
|GOT A 

VERY 
CONVINCING 





how big and ATL ey roomy Valiant i is (even call it parks as easy as you Pe inside). 


About how hard it is to decide g <a ae —_ between a trim Valiant sedan and a husky Valiant 
© space. About just how soon you can trade the big car 


you’re probably driving now for a fun-loving, penny-pinching, gas-stretching Valiant. Your dealer 
may have 





woods. You see, he’s kinda busy these days—delivering those great new Valiant sedans and wagons. 





4 NEW FROM CHRYSLER CORPORATION a lant 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


ME 


"68 7°59 "68 7°59 "58 59 "68 °59 "58 '59 "68°59 7 "59 * 1 % a ' " " z 
March April May June duly Aug. SSont. —" ‘tev. . Dee. . i" 


Prices of 60s added and '52s dropped in December, 1959. Prices of ’59s added and ’51s dropped in December, 1958. 
Figures alongside bars represent dollars. (Copyright, 1960, by Automotive News) 


"59 Corvette (8) conv., $2,915; Impala '54 Corvette conv., $1,095*; Bel Air sport 








Prices marked with an asterisk ~ ‘2. a. — . 
ndicate a unit e uipped with an ent ury 2-dr. iviera, 45*; 4-dr., (8) sport coupe, $2,480, $2,300* (ps); coupe, $425*. 

i t ic t q Pp f $360*; Super 2-dr. Riviera, $420*; Spe- sport sedan, $2,350* (ps), $1,975* (ps); ‘53 Two-ten 2-dr., $505, $275*; Bel Air 

automatic Transmission or over ; cial 2-dr. Riviera, $335*. conv., $2,200* (ps); Parkwood (8) 4- sport coupe, $350*. : 

drive, and (ps) indicates power 51 Special 4-dr., $105, dr., $2,235* (ps); Bel Air (8) 2-dr.,| °51 Deluxe 2-dr., $175*. 

steering. OADILLAC — '59 de Ville 4-dr. hardtop, $1,890". | CHRYSLER—’58 NY Town & Country, $3,- 

* * * $5,250* (ps), $4,600* (ps), $4,475* ‘58 Impala (8) 2-dr. hardtop, $1,825* 000* (ps); 2-dr. hardtop, $2,045* (ps); 
(ps); (62) 2-dr., $4,400* (ps), $4,350* (ps), $1,560* (ps); Bel Air (8) sport 4-dr., $1,900* (ps). 
LOS ANGELES spend $4,200° (Pa) $4,050", (Ba). sedan, $1,615* (ps); Biscayne (8) 4-dr.,| '7 (300) ‘2-dr., $1,875* (ps); Windsor 
. n de e, $3, (ps). . . * 
Harold Henry’s Los Angeles Dealer Auto| °57 (62) Coupe de Ville, $2,520* (ps); ‘57 Bel Air (8) sport cou $1,440*; ; twin per town & Coun (P§150° 
Auction. Sale every Tuesday. Prices are for : pe. "1 ; 51 Windsor Town & Country, $150*. 
le of Jan. 19 : conv., $2,100* (ps). conv., $1,410* (ps), $1,295*; sport| DeSOTO—'54 Power Master 2-dr., $185*. 
sale of Jan. . "56 (62) 4-dr., $1,525* (ps); Sedan de sedan, $1,360*; Two-ten (8) station ‘51 Deluxe 4-dr., $135 c 
BUICK—’58 Special 4-dr., $1,535* (ps); Ville, $1,450* (ps). wagon, $1,400*, $1,350*; sport coupe, | DODGE—’57 Custom Royal (8) 4-dr., $1,- 
2-dr. Riviera, $1,385* (ps). "55 (62) Coupe de Ville, $1,510* (ps), $1,285*; Delray, $1,280* (ps); 2-dr., 255* (ps), $1,175*. 

’57 Century Estate Wagon, $1,450* (ps), $1,485* (ps); conv., $985* (ps). $1,135*; 4-dr., $1,090* (ps). | FORD—’60 Thunderbird (8), $4,235* (ps) 
$1,430* (ps); Special 2-dr. Riviera, $1,- ’54 (62) Coupe de Ville, $1,185* (ps), ’56 Two-ten (8) station wagon (9 pass.), $4,100* (ps), $4,000* (ps), $3,980* 
175* (ps). $1,000* (ps); conv., $985* (ps). $925"; (6 pass.), $875*; Two-ten (6) (ps), $3,960* (ps); Falcon (6) 2-dr., 

’56 RM 2-dr, Riviera, $855* (ps); Special ’"B3 (62) 4-dr., $415* (ps). Delray, $700*; Bel Air (8) sport sedan, $2,150* $2,100*, $2,085. 
2-dr. Riviera, $805*; Century 2-dr. ’51 (62) 4-dr., $265*. $765* (ps); One- fifty (8) 2-dr., $550. '59 Thunderbird (8), $3,460* (ps), $3,- 
Riviera, $785*. "50 (62) conv., $210*; Coupe de Ville, ’55 Bel Air (8) conv., $935; sport’ coupe, 400* (ps); Galaxie (8) 2-dr. Victoria, 

55 Century 4-dr. Riviera, $775* (ps), $195*. $810; Bel Air (6) sport coupe, $660; $2,170* (ps); Country Squire (8) 4-dr. 
$630* (ps); 2-dr. Riviera, $595* (ps); ox < apgiieed Corvair (6) 4-dr., 2 at Two-ten (8) 4-dr., $650; One-fifty (8) (9 pass.), $2,170* (ps); Country Sedan 

station wagon, $565. (8) 4-dr., $2,160* (ps), $1,950*. 


Super 2-dr. Riviera, $585* (ps); Special $2,1 





INDIANA NEW JERSEY | NEW YORK 
INDIANAPOLIS—Indianapolis Auto 
Auction, P.O. Box 24007. Wed. 11:00 Minutes 


A.M. Dual Ring. CHapel 4-9546. 


ALABAMA 








NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Auto Auction 
Albany 5, N. Y. 


Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 


from New York City 


JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 






AUTO AUCTION 








LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.). 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 








For Fast, Accurate Directions to 
Leading U. S. Auto Auctions, Dealers 
Look in LUCAD. 


COLORADO 








EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 








Denver Auto Auction 
95 South Santa Fe Littleton, Colo. 


Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday ene MINIMUM RATES checks guaranteed. Mon. 10 A. M. 
at 11:00 A.M. 
Auctioneers: Geo, Workman—Bill Hauschildt Aptco We issue auction checks— PENNSYLVANIA 
Titles and Checks Guaranteed Guarantee titles. 
DETROIT'S Dual Lane Sale—4 Auctioneers 





Oldest, Largest and Very Best AGENCY, 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


MISSOURI 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 


We Issue Our Checks and Insure Titles 
Owned and Operated by 
J. F. REED — HUGO HASHEIDER 


NORB RUCH 
Twin Ring Selling 


Insured By 
AUCTION INSURANCE 
Birmingham, Al 





CONNECTICUT 
EVERY THURSDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 
CApitol 8-0100 for Reservations 








NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our I2th year 
of continuous operation. 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 








Need hard to get parts? Automotive News’ 
Went Ads get quick results. 














FLORIDA Ar he CARS bike bs 





THREE WAY PROTECTION 


When You Do Business with the 
MANHEIM AUTO AUCTION 


You're protected from... 

1. Buying a lemon. You have the priv- 
ilege of a trial drive, to assure you 
that the car you buy is as repre- 
sented, before the sale is final. 

2. Stolen or encumbered cars. All titles 
@re guaranteed by the auction man- 
agement. 

3. Recelvi @ bad check because auc- 
tien $s are issued. 


Sale 10:00 A.M. every Friday 


Manheim Auto Auction, Inc. 


Route 72, Manheim, Pa. 
MOhawk 5-2401 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


NO mar oe 


At the Crossr ; 


‘N-A-D-E 


ao Ty ee 


North-East-South-West 
Automotive News' 


“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 
of top Auto Auctions EVERY 
WEEK, 


NATIONAL AUTO 
DEALERS EXCHANGE 
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’58 Thunderbird (8), $3,000* (ps), $2,- 
930* (ps); Fairlane 500 (8) 2-dr. 
Victoria, $1,650* (ps); conv., $1,535* 
(ps); 4-dr. Victoria, $1,535* (ps), $1,- 
500*; DelRio (8) 2-dr., $1,485*; Ranch 
Wagon (8) 2-dr., $1,300*; 4- dr. $1,- 
200*; Ranch Wagon (6) 2-dr., $1,040*; 
Fairlane (8) 2-dr., $1,235; Custom 300 
(8) 2-dr., $1,150*, $1,085*, $1,030*; 
4-dr., $1,095*, $1,080*, $1,075; Custom 
300 (6) 4-dr., $1,125, 

’57 Thunderbird (8), $2,410* (ps); Fair- 
lane 500 (8) 2-dr. Victoria, $1,285* 
(ps); conv., $1,135*, $1,055*; 4-dr., 
$1,100* (ps); 2-dr., $1,030* (ps); Coun- 
try Sedan (8) 4-dr., $1,270* (ps), 
$1,130*; Fairlane (8) 4-dr., $990; Cus- 
tom 300 (8) 2-dr., $870*; 4-dr., $800*; 
Custom 300 (6) 4-dr., $850*. 

’56 Country Sedan (8) 4-dr. 
$885*; Fairlane (8) 2-dr. Victoria, 
$810*, $725*; Custom (8) 2-dr., $700*; 
Ranch Wagon (8) 2-dr., $575 (ps). 

’55 Thunderbird (8), $1,500*; Country 
Sedan (8) 4-dr, (9 pass.), $775*; Fair- 
lane (8) 4-dr., $615, $550*; 2-dr., 
$555*; 2-dr. Victoria, $535*; Crown 
Victoria, $465* (ps); Custom (8) 4-dr., 
$495*, $360. 

’53 Crest (8) 2-dr. Victoria, $340*; Ranch 
Wagon (8) 2-dr., $230*; Custom (6) 
2-dr., $150. 

’52 Crest (8) 2-dr. Victoria, $185. 

IMPERIAL—’58 Crown 2-dr. hardtop, $2,- 
460* (ps). 

LINCOLN — $1,700* 
(ps). 

MERCU RY—’58 Commuter 4-dr., $1,795* 
(ps); Montclair conv., $1,560* (ps); 
Monterey 4-dr, hardtop, $1,475* (ps). 

’57 Montclair 4-dr. hardtop, $1,340* (ps); 
Voyager 4-dr., $1,265* (ps). 

’56 Monterey 2-dr., $765*; 4-dr., $675* 


(9 pass.), 


’57 Premiere 2-dr., 


(ps). 

'55 Montclair 2-dr., $670*; Monterey 2-dr., 
$600*, $585* (ps). 

'54 Monterey 2-dr., $475*, $425*; 4-dr., 
$385; 2-dr. hardtop, $315*. 

’52 Monterey 2-dr., $285*. 

OLDSMOBILE—’58 (88) Super 4-dr, Holi- 
day, $1,750* (ps). 

'57 (88) Super Fiesta, $1,505* (ps); $1,- 
230* (ps); conv., $1,235* (ps); (88) 
2-dr. Holiday, $1,075". 

56 (88) 2-dr. Holiday, $875* (ps). 

55 (98) 2-dr. Holiday, $1,010" (ps), 
$870* (ps); (88) Super conv., $630* 
(ps); (88) 2-dr. Holiday, $625* (ps). 


’54 (98) 2-dr. Holiday, $610* (ps); (88) 
4-dr., $550* (ps); 2-dr. Holiday, $545*; 
2-dr., $405*; (88) Super conv., $395*. 

PLYMOUTH—’'58 Suburban (8) Sport 4-dr., 
$1,800* (ps); Fury (8) 2-dr. hardtop, 
$1,565* (ps). 

’57 Belvedere (8) 2-dr. hardtop, $1,200*; 
4-dr., $1,000* (ps); Suburban (8) Sport 


4-dr., $1,175". 

’56 Belvedere (8) 4-dr., $700*; Belvedere 
(6) 4-dr., $565; Suburban (8) 4-dr., 
$565* (ps). 


’55 Belvedere (8) 2-dr, hardtop, $750*; 
(Continued on Page 104, Col. 1) 


TEXAS 


NT 





AMARILLO AUTO 
AUCTION, INC. 
10TH Phone: DR 2-9503 
WE PICK UP AND SELL 
FOR LEASING COMPANIES ANYWHERE 


12 Years Fair Dealing 


3202 E. 





Auction Checks Issued: 


SALE EVERY FRIDAY 


Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 











WASHINGTON 








SOUTH SEATTLE AUTO AUCTION 
10844 E. Marginal Way 


Seattle 88, Wash. 
Phone PArkway 5-6490 
SALE EVERY WED. 11 A.M. 
HIGH MARKET AREA 


Write for free accurate market reports 
Bill Johnsen Beb McConkey 





Crossroads 


. . . where they meet... 
buyers and sellers . . .‘new and 
used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 


You will reach both groups 
through an ad in Automotive 


News. 








We take 


off our hat... 


















We at The Saturday Evening Post would 
like to extend a warm and well-deserved 
“thanks” to the NADA and the ATAM 
for your help in selecting the winner of 
the first Benjamin Franklin Quality 
Dealer Award. We think you made a 
wonderful choice. 

Actually, doing a great job is nothing 
new for you people. Everyday thousands 
of automobile dealers throughout the 


.... to the Automobile Dealers of America 


U.S. perform a service to the public — making 
friends, winning confidence, expressing the 
high principles of American business. We like to 
think the Post also stands for these principles 
— and that we play a partner’s role in helping 
you perform your job so well. 

So once again, our thanks for your help 
with the award — and for your faith in our 
ability to reach the millions of people who are 
your potential customers. 


» eee ee » » CO W.O. Bankston of Dallas, Texas 


Congratulations on being the first 
winner of the annual Benjamin 
Franklin Quality Dealer Award! 

As President of Bankston Motors 
in Dallas, Texas, you were selected as 
the one dealer in the nation whose 
citizenship, community spirit and con- 
tributions to the automobile industry 
best exemplified the high standards 
of the industry as a whole. You should 








be extremely proud of this honor. 

In establishing this award, The 
Saturday Evening Post and the coop- 
erating trade organizations wanted to 
point up the outstanding job being 
done by automobile dealers all over 
the U.S.—and to decry those few indi- 
viduals who have not lived up to these 
standards. Thank you for helping us 
achieve this lofty objective. 


A CURTIS MAGAZINE 


The Saturday Evening 


POST 


THE INFLUENTIALS’ MAGAZINE 
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Used-Car Auction Prices 





(Continued from Page 101) 


Plaza (8) 4 $325*. 
"54 Belvedere - dr., $350°. 
51 Cranbrook 2-dr., $145. 
PONTIAC — ’'56 Star Chief 4-dr., $835*; 
Chieftain Safari 4-dr., $650*. 

"55 Star Chief 2-dr. Catalina, $690* (ps), 
2 at $635° (ps), $515*; Chieftain 2-dr, 
Catalina, $425°. 

"54 Chieftain 4-dr., $290°*. 


"53 Chieftain conv., $265* (ps); 2-dr., 
$125°. 

R—’'58 Super (6) 4-dr. hardtop, 
$1,450°. 


’564 Custom Cross Country, $560, $435 

STUDEBAKER—’59 Lark (6) 2-dr. fest 
top, $1,555. 

MISCELLANEOUS—’59 International Met- 
ro-Mite Lunch’ Wagon, $2,130; Ford 
(8) Ranchero, $2,400*%; Chevrolet (6) 
El Camino, $1,715; (6) %-ton Fileet- 
side, $1,500. 

"58 Ford (8) Ranchero, $1,405* (ps); (8) 
F-250 %-ton pickup, $800*; Chevrolet 
(8) %-ton pickup, $1,190. 

*S7 Ford (8) %-ton pickup, $1,025; Chev- 
rolet (8) %-ton pickup, $875. 

‘55 Chevrolet (6) %-ton LWB pickup, 
$695, $635; (6) %-ton pickup, $685. 

"54 Chevrolet %-ton pickup, $400, 

’53 Ford (8) F-100 %-ton pickup, $540. 

‘49 Ford (6) F-2 %-ton stake, $245. 


DAYTONA BEACH, FLA. 


Florida Auto Auction. Sale every Tues- 
day. Prices are for sale of Jan, 19, 
BUICK—’57 Special conv., $1,075* 

RM 4-dr., $900*. 

56 RM 2-dr. Riviera, $725* (ps). 

55 Super 4-dr., $525* (ps); 2-dr, Rivi- 

era, $490° ( (ps). 

"54 Special 2-dr., $215*. 


(ps); 


CADILLAC—'60 (62) 4-dr. hardtop, $5,- 
155* (ps). 
"57 (62) 2-dr., $2,075* (ps), 
54 (75) 4-dr., $780* (ps), 


CHEVROLET—’59 Bel Air (8) 4-dr, hard- 
top, $1,990* (ps). 


"58 Impala (8) 2-dr, hardtop, $1,615; 
conv., $1,515* (ps); Biscayne (8) 4- 
dr., $1,325°, 

"57 Bel ‘Air (8) 4-dr. hardtop, $1,250¢ 


(ps); Two-ten (8) station wagon 4-dr., 
$1,250* (ps); 2-dr., $950 
’55 Bel Air (6) 2-dr., $590*; Bel Air (8) 
2-dr., $455; Two-ten (6) 2-dr., $445. 
°53 Bel Air 2-dr., $450. 
"51 Deluxe 4-dr., $135. 
DeSOTO—’57 Firedome 4-dr. hardtop, $1,- 
225° (ps). 
DODGE—’54 Royal 4-dr., $475* (ps). 
FORD—'60 Falcon (6) 4-dr., $2,065*. 
*59 Thunderbird (8) conv., $3,185* (ps); 


Country Sedan (8) 4-dr., $2,170* (ps); 
Custom 300 (6) 4-dr.; $1,590; Custom 
300 (8) 4-dr., $1,590*; Fairlane 500 
(8) 4-dr., $1,425. 

‘58 Fairlane 500 (8) 4-dr. Victoria, $1,- 


315*; Fairlane (8) 4-dr. Victoria, 
$925*; Custom (8) 2-dr., $840. 

’57 Fairlane 500 2-dr, Victoria, $950; 
conv., $755*; Fairlane (8) 4-dr, Vic- 
toria, $925; Custom (8) 4-dr., $750* 
(ps). 

‘56 Fairlane (8) 4-dr, Victoria, $670* 


(ps); 2-dr., $570*, 
’55 Fairlane (8) 2-dr. Victoria, $625*. 
’54 Country Sedan (8) 4-dr., $360. 
"53 Custom (8) 2-dr., $340*; Country 
Sedan (8) 4-dr., $240*. 
"52 Custom (8) 2-dr., $230. 


MERCURY—’59 Colony Park 4-dr., 
) 


(ps). 
’57 Monterey 4-dr., $970*. 
’56 Monterey 2-dr. hardtop, $565* 
"54 Monterey 2-dr., $560*, 


OLDSMOBILE—’59 (88) Super 4-dr. Vista, 
$2,765* (ps); (88) 4-dr., $2,605* (ps). 
’56 (98) 4-dr., $865* (ps). 
’55 (88) 4-dr. Holiday, $825* (ps), 
PLYMOUTH—’58 Savoy (8) 2-dr. hardtop, 
$1,195* (ps); Belvedere (8) 2-dr, hard- 
top, $1,100*; Suburban (8) 2-dr., $1,- 
050*. 
’55 Belvedere (8) conv., $470* 
PONTIAC—’55 Chieftain 4-dr., 
(ps). 
RAMBLER—’59 Custom (6) 4-dr., $1,930*; 
2-dr., $1,060, 
"55 Custom (6) 4-dr., $500°*. 


FLINT 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Jan. 20. Prices 
were good and a large percentage sold. 
Sharp cars were in demand as always, but 
the rough cars were hardly getting a sec- 
ond look, Sold 163 cars from 236 consign- 
ments. 

BUICK—’59 LeSabre 4-dr. hardtop, §$2,- 
300* (ps), $2,210* (ps); 2-dr. hardtop, 
$2,270* (ps); conv., $2,225* (ps); 4- 


dr., $2,165* 

"58 RM 4-dr., $1,850* (ps); Super 2-dr. 
Riviera, $1,780* (ps); Century 4-dr., 
$1,635* (ps); Special 2-dr, Riviera, 
$1,500* (ps). 

’57 Century Estate Wagon, $1,425* (ps); 
Special 4-dr, Riviera, $1,130*, $1,080* 
(ps); 2-dr., $1,075*, $875. 

56 RM 4-dr. Riviera, $745* (ps); 
cial 2-dr., $650*; 4-dr., $600*, 

55 Special 2-dr. Riviera, $425*; 
a at $420, $390*. 

’54 Century 2-dr. 


$2,525° 


(ps). 


$600, $460* 


Spe- 
$455°*. 
4-dr., 


Riviera, $375* (ps); 


Special 4-dr., 


$190. 

CADILLAC—’57 (62) 4-dr., $1,540* 
"56 (62) 4-dr, hardtop, $1,500* 

CHEVROLET—’60 Corvair (6) 4-dr., $1,- 


2-dr, Riviera, $330*; 


(ps). 


815*, $1,785*, $1,730. 

59 Impala (8) 2-dr. hardtop, $2,225* 
(ps); 4-dr., $2,100*, $2,080*; Nomad 
(8) 4-dr., $1,985*; Bel Air (8) 4-dr. 
hardtop, $1,975*; 2-dr., $1,730*, $1,- 
670* (ps); Bel Air (6) 2-dr., $1,640, 
$1,620*; Biscayne (8) 4-dr., $1,680*; 


Biscayne (6) 2-dr. hardtop, $1,510. 
"58 Impala (8) 2-dr, hardtop, $1,520*; 
a $1,485* (ps); Brookwood (8) 4- 
, $1,500*, $1,400*; Biscayne (8) 4- 
’ $1, 360°; 2-dr., $i, 290°; Delray (6) 

2 de. » Bay 035. 

’57 Bel Air (8) 4-dr. 
4-dr., $1,225* (ps), $1,150* (ps); 
ten (8) station wagon, $1,160* (ps); 
4-dr., $930*%; Two-ten (8) 4-dr., $1,- 
030*; 2-dr., $975. 

"56 Two-ten (8) station wagon, $865*; 
4-dr., $425* (ps); Two-ten (6) 2-dr., 
$600*; Bel Air (8) 4-dr., $855*; 2-dr., 
$610*; One-fifty (6) 2-dr., $375. 

55 Bel Air (6) 2-dr., $640*%, $610*; 


hardtop, $1,275*; 
Two- 


Bel 


Air (8) 2-dr., $390*%; Two-ten (6) 2- 
dr., $480; 4-dr., $455; Two-ten (8) 2- 
dr., $430. 


"54 Bel Air 4-dr., $385*. 


CHRYSLER—’57 NY 2-dr., $1,320* (ps). 
‘55 NY 4-dr., $630* (ps), $575°*. 
DeSOTO—’'53 Firedome 4-dr., $150* 

Power Master 4-dr., $110* (ps). 
DODGE—’60 Phoenix (8) 2-dr. hardtop, 
$2,550* (ps). 
’58 Coronet (8) 2-dr., $1,200* (ps). 
’55 Custom Royal (8) 4-dr., $260. 
"50 Sierra 2-dr., $600. 


(ps); 


EDSEL—’58 Ranger 2-dr., $1,000*, $810. 
FORD—’60 Country Sedan (8) 4-dr., $2,- 
640° (ps). 

*59 Galaxie (8) 4-dr., $2,100*; Country 
Sedan (8) 4-dr., $1,905; Custom 300 
(8) 4-dr., $1,505*; Custom 300 (6) 
4-dr., $1,400. 


’58 Thunderbird (8) 2-dr. hardtop, $2,- 


525* (ps); Fairlane 500 (8) 2-dr. Vic- 
toria, $1,500* (ps); skyliner, $1,405* 
(ps); 4-dr. Victoria, $1,145* (ps); 
Custom 300 (6) 4-dr., $1,025*; 2-dr., 
$950; Ranch Wagon (8) 2-dr., $960; 
Custom (8) 4-dr., $870*. 

"57 Fairlane 500 (8) conv., $1,445* (ps); 
4-dr., $1,000* (ps), $995* (ps), $900* 
(ps), $805* (ps); Country Sedan (8) 
4-dr., $1,085*, $1, 080° ; Custom 300 (8) 
2-dr., $920*, $750°*; 4-dr., $685; Cus- 
tom 300 (6) 4-dr., $890 (ps). 

56 Country Sedan (8) 4-dr., $730* (ps), 
$570*; Fairlane (8) conv., $565*. 

’55 Ranch Wagon (6) 2-dr., $400; Fair- 
lane (8) 2-dr., $375; 4-dr., $350*. 

‘54 Custom (8) 4-dr., $320*; 2-dr., $300; 
Custom (6) 2-dr., $170. 

’52 Custom (8) 4-dr., $230. 


HUDSON—’56 Hornet (6) Super 4-dr., 


$630. 
’55 Hornet (8) 4-dr., $235*. 
"53 Jet 4-dr., $235. 
IMPERIAL—’58 Crown 2-dr. hardtop, $2,- 
430°. 





Model Breakdown 
Of Auction Averages 











Jan., Dec., Nov., 
1960 1959 1959 
$2,685 $2,664 eoeeseee 
2,140 2,432 $2,574 
1,425 1,560 1,588 
1,012 1,100 1,153 
710 733 790 
532 549 584 
340 341 373 
218 237 254 
abhi: ened 194 
Average $1,133 $1,202 $ 939 
MERCURY—’56 Montclair 4-dr., $765* 
(ps). 
NASH — '57 Ambassador 4-dr., $1,000* 
(ps). 
OLDSMOBILE—’60 (88) 2-dr. Scenic, $3,- 
000* (ps). 
’59 (88) Super 4-dr., $2,365* (ps); (88) 
2-dr, Scenic, $2,355* (ps). 
’58 (88) Super Fiesta 4-dr., $1,810* (ps); 
(98) 2-dr., $1,655* (ps); (88) 2-dr., 
$1,255. 


’57 (88) Fiesta 4-dr., $1,350*. 
’56 (88) Super 2-dr., $890*. 
"55 (88) 4-dr., $660*; (88) Super 4-dr., 
$420°*. 
"54 (88) 4-dr., $320°. 
PLYMOUTH—’58 Belvedere (8) 2-dr., $1,- 


305* (ps). 

’57 Belvedere (8) 4-dr, hardtop, $900*; 
conv., $760* (ps); Savoy (8) 4-dr., 
$565*. 

’56 Belvedere (8) 2-dr., $470*; Plaza (6) 
2-dr., $340. 

"55 Savoy (8) 4-dr., $375*, $195; Plaza 


(8) 4-dr., $265. 
PONTIAC—'58 Super Chief 4-dr. Catalina, 


$1,505*; 4-dr., $1,435* (ps); Chieftain 
4-dr., $1,000, 

’56 Chieftain 4-dr., $750*; Star Chief 4- 
r., $700*. 

"55 Chieftain 2-dr., $445*; Star Chief 
4-dr., $380*, $265*. 

’54 Chieftain 2-dr., $180, 

’53 Chieftain 2-dr., $210. 

RAMBLER — ’'59 Ambassador (8) 4-dr., 


$1,910* (ps). 
’58 Deluxe (6) 4-dr., $1,000, 
MISCELLANEOUS—’' 54 International pan- 
el, $180. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. 
Sale every Monday. Prices are for sale of 
Jan. 18. Considerable more price strength 
was shown at our auction here today, the 
place was jammed with good car buyers 





FROM THE LARGEST 


(BENTLEY) 


FROM THE FASTEST 





Shat-R ‘Proof 


windshields 


for 


automobiles 










ae Ves MD 


el at telhi 


HIGAN 


$140 
MISCELLANEOUS-— ~56 Ford 


— 


that meant business, Sold 128 cars from 

153 consignments. 

BUICK—’58 Century 4-dr. Riviera, $1,. 
550* (ps). 

’57 Special conv., $1,085* (ps); 2-dr, 
Riviera, $1,020°: Super 4-dr. Riviera, 
$960* (ps). 

56 RM 4-dr. Riviera, $770* (ps); Spe. 
cial 2-dr. Riviera, 2 at $760*, $710* 
(ps). 

’55 Special 2-dr. Riviera, $610*; 2-dr., 
$440* (ps). 

’54 Super 4-dr., $240*; RM 4-dr., $200*, 

‘53 Super 2-dr., $120*. 

CADILLAC—’59 (62) 4-dr., $3,950* (ps), 

58 (62) 4-dr., $3,200* (ps). 

57 (62) 2-dr., $2,300* (ps), $1,975" 
(ps). 

’56 (62) 2-dr., $1,650* (ps). 


'55 (62) Coupe de Ville, $1,425* (ps). 


52 (60) Special 4-dr., $210* (ps). 
CHEVROLET—’60 Corvair (6) 4-dr., $2,- 
100°. 

"59 Impala (8) 4-dr., $2,000* (ps). 

"58 Impala (8) 2-dr. hardtop, $1,415°; 
Biscayne (6) 4-dr., $1,260*%, $1,250*, 
$1,165; 2-dr., $1,150, $1,100; Delray 
(6) 4-dr., $1,200. 

’57 Bel Air (8) station wagon, $1,210*; 
conv., $1,150*; sport coupe, $1,190* 
(ps); Two-ten (6) sport sedan, $1,- 
090*; Two-ten (8) 4-dr., $1,090*, $1,- 


075*. 
’56 Two-ten (8) station wagon, $950*; 
4-dr., $610; Two-ten (6) 2-dr., $740*, 


$540; Bel Air (8) 4-dr., $900*, $780°*; 
2-dr., $840*; One-fifty (6) 2-dr., $570. 
55 Bel Air (8) sport coupe, $720*; 4- 
dr., $680, $650*; Two-ten (6) 2-dr., 
$480. 
’54 Bel Air 2-dr., $390. 
’53 Bel Air 2-dr., $275. 
’52 Deluxe 4-dr., $120, $100*. 
CHRYSLER—’55 Windsor 4-dr., $360°*. 
’53 NY 4-dr., $100*, 
DeSOTO—’57 Fireflite 4-dr., $1,100* (ps). 
’56 Firedome 2-dr,. hardtop, $725*, 
DODGE—’55 Custom Royal (8) 4-dr., 
$500* (ps); Coronet (8) 4-dr., $450*. 


53 Coronet (6) 4- dr., $130*. 
FORD—’60 Galaxie (8) 4-dr., $2,650*. 
’58 Thunderbird (8) conv., $2,460* (ps); 
2-dr. hardtop, $2,530* (ps); Fairlane 
(8) 2-dr. Victoria, $1,230* (ps); Cus- 


tom 300 (8) 2-dr., $925*. 

’57 Country Sedan (8) 4-dr., $1,160*, 
$1,020* (ps); Fairlane 500 (8) 4-dr. 
Victoria, $1,100* (ps); conv., $1,010* 
(ps), $850* (ps), $840*; 4-dr., $980*; 
Ranch Wagon (8) 2-dr., $890; Custom 
(8) 4-dr., $860; Fairlane (8) 4-dr., 
$635. 

56 Fairlane (8) 4-dr., $730*%; conv., 


$600*; Custom (8) 2-dr., $500*; Main 


(8) 2-dr., $450. 

’55 Country Sedan (8) 4-dr., $675; Fair- 
lane (8) 2-dr, Victoria, $550*; 2-dr., 
$450*; Crown Victoria, $350; ‘Custom 
(8) 4-dr., $350*. 

$250*; 


’54 Crest (6) conv., Custom (6) 


2-dr., $225°, 
’53 Ranch Wagon (8) 2-dr., $230. 
HUDSON—’56 Hornet 4-dr., $490*; Super 


4-dr., $450*. 
’55 Wasp 2-dr. hardtop, $330* (ps). 


IMPERIAL—’57 Imperial 4-dr., $1,500* 
(ps). 

LINCOLN—'56 Premiere 2-dr. hardtop, 
$1,000* (ps). 

MERCURY—’58 Monterey 4-dr., $1,475* 
(ps), $1,140*. 

57 Commuter 2-dr., $1,175*; Monterey 

2-dr. hardtop, $1,040* (ps), $985* 
(ps); Custom 4-dr., $1,000* (ps). 


’55 Custom 2-dr. hardtop, $560*. 


NASH—’55 Ambassador (6) 2-dr. hardtop, 
$250". 

OLDSMOBILE—’57 (98) 4-dr., $1,020* 
(ps). 

’55 (88) Super 4-dr. Holiday, $680*; (98) 
4-dr., $600* (ps); (88) 2-dr, Holiday, 
$419". 

’54 (88) 2-dr. Holiday, $425* (ps). 


PACKARD—’56 Clipper 2-dr. hardtop, 


$500*. 
’55 Clipper 4-dr., $350*. 
PLYMOUTH—’'58 Savoy (8) 2-dr. hardtop, 
$1,125*. 

’57 Belvedere (8) 2-dr., $950*; 4-dr., 
$900*; conv., $690*. 

’56 Suburban (8) Sport 4-dr., 
Belvedere (8) 4-dr. hardtop, 
Belvedere (6) 4-dr., $470. 

'55 Savoy (8) 4-dr., $340*. 

’54 Belvedere Suburban, $170*. 

PONTIAC—’56 Chieftain 4-dr., 

’53 Chieftain 2-dr. Catalina, 

r., $100*. 
RAMBLER—'58 Ambassador 
Country, $1,225. 


$685* (ps); 
$750*; 


$700*. 
$150*; 4- 


(8) Cross 


STU — Commander (8) 4-dr., 


%-ton pick- 
up, $580; delivery sedan, $220. 
’55 Ford stake 1-ton, $400. 


’50 Chevrolet 1%-ton rack, $150. 


CHICAGO 


Greater Chicago Auto Auction. Sale every 


Thursday. Prices are for sale of Jan. 21. 


Bitter cold weather. Sale had lots of action. 
Strong demand for extra sharp units. Sold 
303 cars from 497 consignments. 
BUICK—’59 Electra 4-dr. hardtop, $2,500* 
(ps); Invicta 4-dr. hardtop, $2,400* 
(ps); LeSabre 4-dr. hardtop, 2 at $2,- 
300* (ps), $2,275* (ps); 2-dr., $1,915*. 

’58 Super 4-dr. Riviera, $1, 675* (ps); 
Special 2-dr. Riviera, $1,630* (ps). 

57 RM 4-dr. Riviera, $1,325* (ps); Super 
4-dr. Riviera, $1,245* (ps), $1,230* 
(ps), $995* (ps); Century 4-dr. Riviera, 
$1,180* (ps); Special 2-dr. Riviera, $1,- 


100*; 4-dr. Riviera, $860*; 4-dr., $765*. 

"56 Super 4-dr. Riviera, $830* (ps); Spe- 
cial 4-dr. Riviera, $765* (ps); conv., 
$600* (ps); 2-dr. $470*; Century 4-dr. 
Riviera, $575*. 

’55 Special 4-dr. Riviera, $790* (ps); 
2-dr. Riviera, $640*, $445*; 2-dr., $235; 
Super 2-dr, Riviera, $730*; 4-dr., $585°*, 
$545*. 

’54 Special 2-dr. Riviera, $380*; Super 
2-dr. Riviera, $330* (ps). 

’53 Super 4-dr., $205*. 

CADILLAC—’60 (62) 2-dr., $4,900* (ps). 

*59 (62) 2-dr., $4,125* (ps); 4-dr., $3,- 
950* (ps). 

’58 (62) Sedan de Ville, $3,095* (ps), 
$2,800* (ps); 4-dr., $2,865* (ps), $2,- 
830* (ps), $2,505* (ps). 

’57 Eldorado conv., $5,200* (ps); (62) 
Coupe de Ville, $2,240* (ps); 4-dr. 
$1,865* (ps), $1,850* (ps). 

’56 (62) Sedan de Ville, $1,595* (ps), 
$1,400* (ps); 4-dr., $1,275* (ps), $1, 
130* (ps). 

’55 (62) Coupe de Ville, $1,300* (ps); 
4-dr., $985* (ps); conv., $600* (ps). 

"54 (62) 2-dr., $750* (ps). 

’53 (62) 2-dr., $285* (ps). 

CHEVROLET--’59 Impala (8) 2-dr., $2,- 
125* (ps), $2,090* (ps); sport sedan, 
$2,105* (ps), $2,035* (ps); Parkwood 
(8) 4-dr., $1,950*, $1,875*; Bel Air (8) 


(Continued on Page 106, Col, 1) 
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Here are 10 reasons 


iS RE g i why youre going to 
a ‘ 


nee (i ; ; 1959 ‘Jeep’ vehicle sales 


A safe iv deposit Wb aati MAU are up 28.6% over 58 establishing a new all-time 
new p yy) CON g eel te high. . . and they are still climbing. 2 Demand 


for ‘Jeep’ 2 and 4-wheel drive vehicles is grow- 
ing in urban as well as rural areas—as proved by 
latest penetration figures! 3 Dealer gross 
profits average over 5400 per vehi- 
cle after washout ! 4 About 50% of 


Y 


“4 7 


retail sales are clean deals. 5 2-year old 
‘Jeep’ vehicles sell for as high as 90% of factory list. 
6 Sales of special ‘Jeep’ equipment (snowplows, 
winches, trenchers, etc.) average $249 on each new 
‘Jeep’ vehicle sold — not counting sales of parts 
and accessories. 7 Added to an existing line, 
a ‘Jeep’ franchise increases profits with little in- 
crease in overhead! s The ‘Jeep’ Family itself 
—the world’s only complete line of 4-wheel drive 
vehicles ! 9 ‘Jeep’ vehicles are the only commer- 
i] cial vehicles with the continuous backing of a Top 
5 | Ten national TV show ( Maverick, as most of 
- you already know) . 10 The number of deal- 
> | erships still open is limited-since Willys franchises 


| are established on a market- potential basis only! 


Ifyou are interested in filling this safe-deposit box 
with money...your profits... fill in and 
mail this coupon today. 


| ------------------ ' 
1 ' DEALER FRANCHISE MANAGER, DEPT. 637 
Willys Sales Corporation, Toledo 1, Ohio 


Yes, without obligation, I’m interested in learning 
the detailed facts about the ‘Jeep’ vehicle franchise. 


| 


% o£ 
jeep vehicles made only by Willys Motors... one of the growing KAISER Industries 
® 
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Used-Car Auction Prices 





(Continued from Page 104) 


2-dr., $1,515; Biscayne (6) 2-dr., $1,- 
475, $1,405. 

'58 Impala (8) 2-dr., $1,690* (ps), $1,- 
675* (ps), $1,605* (ps), $1,520*, $1,- 
425*; Bel Air (8) sport coupe, $1,350*; 


Biseayne (8) 4-dr., $1,295* (ps), $1,- 
275*, $1,250°; 2-dr., $1,165*; Delray 
(6) 2-dr., $1,175*; Brookwood (8) 2- 
dr., $1,100° (ps). 

‘ST Bel Air (8) sport coupe, $1,225*; 
Two-ten (6) 4-dr., $960*, $955. 

56 Bel Air (8) sport sedan, $1,100* 
(ps); sport coupe, $805*, $625*; Two- 
ten (8) 4-dr., $790*; 2-dr., $650*; Two- 


ten (6) 4-dr., $705*; 2-dr., $550*; One- 
fifty (6) station wagon, $355. 

‘55 Bel Air (8) sport coupe, $605*; 4-dr., 
$455*; Two-ten (6) 4-dr., $420*. 

‘54 Bel Air 2-dr., $385*; Two-ten 4-dr., 


$340. 
‘53 Bel Air sport coupe, $375*; 2-dr., 
$300* 


OHRYSLER—'57 NY 4-dr. hardtop, $1,- 
140* (ps). 
‘56 Windsor 4-dr., $700*. 
'65 Windsor 4-dr., $585* (ps); 2-dr. hard- 
top, $505* (ps). 
’57 Firedome 4-dr. hardtop, $1,- 
035°; Firesweep 4-dr., $890*. 
’56 Firedome 2-dr. hardtop, $800* (ps). 
‘55 Firedome 4-dr., $605* (ps). 
’54 Firedome 2-dr, hardtop, $295* (ps). 
DODGE—’ 57 Coronet (8) 4-dr., $880*. 
’56 Royal (8) 2-dr. hardtop, $600*. 
'55 Royal (8) 2-dr. hardtop, $475*; Cor- 
onet (6) 2-dr., $320. 


New Parish Catalog Aid 
To Truck Body Builders 


A new 48-page, quick-reference catalog of Parish 
structural components for truck bodies is now avail- 
able. In addition to the features shown at the right, the 
catalog presents a cross section of Parish facilities for 
mass producing high quality components at low cost. 
Research and manufacturing facilities are pictured, 
with descriptive captions. Write today for your free 
copy of this colorful Parish structural sections catalog. 





DANA PRODUCTS: Transmissions + Universal Joints + Propeller Shafts « 
Axles « Torque Converters « Gear Boxes « Power Take-offs « Power Take-off 


EDSEL—’58 Corsair 4-dr. hardtop, $1,080* 
(ps). 
FORD—’60 Thunderbird (8), $3,800* (ps). 

’59 Galaxie (8) 2-dr. Victoria, $1,985"; 
Country Squire (8) 4-dr., $1,900*; Fair- 
lane 500 (6) 2-dr. Victoria, $1,700*; 
Fairlane 500 (8) 4-dr., $1,155; Custom 
300 (8) 4-dr., $1,405, 

’58 Thunderbird (8), $2,665* (ps); Fair- 
lane (8) conv., $1,590* (ps); 2-dr. 
Victoria, $1,390* (ps), $1,285* (ps); 
4-dr. Victoria, $1,360* (ps), $1,310* 
(ps), $1,270*, $1,150*, $1,145*, $1,- 
110°; 4-dr., $1,165*; Fairlane (8) 2-dr., 
$1,050*; Custom 300 (8) 2-dr., $970*, 
$875*, $825; 4-dr., $925*, $910*. 

’57 Country Sedan (8) 4-dr., $1,165*, 
$1,105* (ps), $1,090*; Fairlane 500 (8) 
dr., $1,070* (ps), $1,025*; 2-dr. Vic- 
toria, $1,045* (ps); 4-dr. Victoria, 
$980* (ps); Custom 300 (8) 4-dr., 
$895* (ps), $840*, $685*, $625*; 2-dr., 
$860*, $840*, $760*, $690*; Custom (8) 
2-dr., $515*. 

56 Fairlane (8) 2-dr. Victoria, $700*, 
$680* (ps), $665, $595* (ps), $460*; 
2-dr., $695* (ps); 4-dr. Victoria, $685*; 
conv., $505*; Country Sedan (8) 4-dr., 
$680* (ps), $580*; Custom (6) 2-dr. 
Victoria, $605; Custom (8) 2-dr., $580, 
$385*; Ranch Wagon (8) 2-dr., $325. 

55 Ranch Wagon (6) 2-dr., $540, $280; 
Ranch Wagon (8) 2-dr., $480; Fair- 
lane (8) 2-dr. Victoria, $535*, $515* 


(ps); 4-dr., $485*; Custom (8) 4-dr., 
$480*; 2-dr., $330, $325*. 


Joints « Rail Car Drives « Railway Generator Drives « Stampings « Spicer 
and Auburn Clutches « Parish Frames « Forgings 


IMPERIAL—’58 Crown 4-dr., 
LINCOLN—’59 Premiere 2-dr. hardtop, $3,- 


MERCURY — '59 Monterey 2-dr. hardtop, 


OLDSMOBILE—’60 (88) Super 4-dr., $3,- 


’56 (88) 4-dr., $840* (ps). 





"54 (88) 4-dr., $265*. 
PLYMOUTH—’58 Suburban (8) 4-dr., $1,- 


‘54 Crest (8) 4-dr., $405°. 
’53 Custom (8) 4-dr., $320*. 
$2,470* (ps). 


350* (ps). 

’58 Premiere 4-dr. hardtop, $3,300* (ps), 
$2,195* (ps). 

’57 Capri 2-dr. hardtop, $1,580* 
Premiere 4-dr. hardtop, $1,505* 
2-dr. hardtop, $1,350* (ps). 

’56 Premiere 4-dr., $980* (ps). 

’55 Capri 2-dr., $745* (ps). 


(ps); 
(ps); 


$1,975* (ps); 4-dr. hardtop, $1,850* 
(ps); 4-dr., $1,605* (ps). 

’58 Voyager 4-dr., $1,655°; 
dr, hardtop, $1,550* (ps). 

’57 Commuter 4-dr., $1,190*; Turnpike 
Cruiser 4-dr. hardtop, $1,145* (ps); 
Montclair 4-dr., $925*. 

’56 Montclair 4-dr., $745* (ps). 

’55 Monterey 2-dr. hardtop, $550* (ps). 

’°54 Monterey 4-dr., $325*. 


Parklane 4- 


000 (ps). 

’59 (98) 4-dr., $2,770* (ps), $2,550* (ps). 
58 (88) Super 2-dr. Holiday, $1,800* 
(ps); 4-dr. Holiday, $1,760* (ps), $1,- 
725* (ps); (98) 4-dr., $1,430* (ps). 
‘57 (88) Super 4-dr. Holiday, $1,395* 
(ps); (98) conv., $1,350* (ps); (88) 
2-dr. Holiday, $1,175*; 4-dr. Holiday, 

$1,005*. 


55 (88) Super 2-dr. Holiday, $785* (ps), 
$700* (ps); 4-dr., $710*; 4-dr. Holiday, 
$475* (ps); (98) 4-dr., $725* (ps), 
$500*; conv., $410* (ps); (88) 4-dr. 
Holiday, $595* (ps). 


340, $1,290* (ps), $1,250, $1,225*; 
Savoy (8) 2-dr., $1,125°*; 4-dr., $1,125*, 
$920*; Belvedere (8) 2-dr. hardtop, $1,- 
085* (ps); Plaza (8) 4-dr., $920*; 
2-dr., $902; Plaza (6) 2-dr., $900; 4- 
dr., $880. 
















A Sha 
identi 






identify eac 


Isometric Drawings 


enable you to duplicate an exact 
component you need, quickly and easily. 





In the early days of motoring 
the Phelps machine, which could 
be attached to the front of a 
buggy, was equipped with reins 
for steering. 





'57 Belvedere (8) 2-dr. hardtop, $825*; 
Suburban (8) 4-dr., $770*; Savoy (8) 
4-dr., $630*, $580*; Savoy (6) 2-dr., 
$590° 


56 Belvedere (6) 4-dr., $545; Savoy (8) 


4-dr., $515*. 






Identification Chart heipe you quickly 
the many different Paris 


components. 





A Nomenciature Index lists Parish part names 
in a vertical column, alternate part names in a 
horizontal column, for easy-to-use convenience. 





Part Drawings show typical assemblies and clearly 
f part used in the assemblies. 


s 


with pen | dimensions 
rawing of the 


"55 Savoy (6) 4-dr., $320. 
PONTIAC—’57 Star Chief 2-dr. Cata ina, 
$1,200*; 4-dr. Catalina, $1,030*; S iper 
Chief 4-dr. Catalina, $950*. 
*56 Chieftain 2-dr. Catalina, $685* (ps), 
’55 Star Chief 2-dr. Catalina, $575* (ps), 
$345*; Chieftain 2-dr. Catalina, $335, 


RAMBLER—’59 Ambassador (8) Super 4- 
dr., 3 at $1,550. 
’58 Ambassador (8) Super 4-dr., $1,290; 
American (6) Super 2-dr., $905. 
’57 Custom (8) 4-dr., $870*. 
’56 Custom 4-dr., $605*; 
$600. 
55 Super 4-dr., $495*. 
’54 Super 4-dr., $365. 
MISCELLANEOUS — '57 Ford (8) 
Pickup, $930 (ps). 


COLUMBUS, O. 


Capital Auto Auction. Sale every Thurs- 
day. Prices are for sale of Jan. 21. Sold 
189 cars from 313 consignments. 


BUICK—’57 Special 4-dr. Riviera, $1,275*, 


Super 4-dr., 


% -ton 


$1,060*; 4-dr., $1,170* (ps); Century 
4-dr. Riviera, $1,150* (ps); conv., $1,- 
100* (ps). 


’56 Century 4-dr., $825* (ps); 2-dr. Rivi- 
era, $645* (ps); Special 2-dr. Riviera, 
$750* (ps). 

55 Super 2-dr. Riviera, $650* (ps); RM 
4-dr., $610* (ps); 2-dr. Riviera, $445*, 

'54 Special 4-dr., $425*; 2-dr. Riviera, 
$425*; RM 2-dr. Riviera, $215* (ps). 

CADILLAC—’59 (60) Special 4-dr. hardtop, 
$4,280* (ps); de Ville 2-dr. hardtop, 
$4,045* (ps); (62) conv., $4,040* (ps), 

58 (62) 4-dr. hardtop, $2,625* (ps). 

‘55 (62) 2-dr. hardtop, $900* (ps). 

CHEVROLET—’60 Impala (8) conv., 
780* (ps). 

’59 Impala (8) sport sedan, $2,255* (ps), 
$2,125* (ps), $2,120*, $2,115*; 4-dr., 
$2,100* (ps), $1,890* (ps); Impala (6) 
4-dr. hardtop, $1,960*; Kingswood (8) 


$2,- 


4-dr., $1,975* (ps); Bel Air (8) 4-dr., 
$1,925* (ps), $1,750*, $1,720*; 2-dr., 
$1,650°. 

"58 Impala (8) 2-dr. hardtop, $1,585*; 
conv., $1,550*; Brookwood (8) 4-dr., 
$1,450*, $1,265* (ps); Bel Air (8) 4- 
dr., $1,430*; Biscayne (8) 4-dr., $1,- 


415* (ps), $1,375". 

’57 Bel Air (8) conv., $1,160; 4-dr., $1,- 
160*; Bel Air (6) 4-dr., $1,075; Two- 
ten (8) 4-dr., $1,150*. 

"56 Bel Air (8) 4-dr. hardtop, $1,005*; 
4-dr., $905*; 2-dr., $835*; Two-ten (6) 
2-dr., $925; Two-ten (8) 4-dr., $990*, 
$865, $740*, $630; 2-dr., $775, $625; 
One-fifty (6) 2-dr., $610, $490. 

"55 Two-ten (6) 2-dr., $900, $630, $610, 
$590*, $560*, $550*; 4-dr., $570, $530*, 
$460*, $400; Two-ten (8) 2-dr., $535*; 
Bel Air (6) 4-dr., $615*; Bel Air (8) 
2-dr. hardtop, $580*; 2-dr., $575*; One- 
fifty (6) 2-dr., $480. 

'54 Bel Air 2-dr., $590; Two-ten 2-dr., 
$380*, $245. 

CHRYSLER—’56 Windsor 4-dr., $915* (ps), 
$800* (ps); NY 4-dr., $890* (ps). 

'55 Windsor 4-dr., $610* (ps), $535° 
(ps). 

DeSOTO—'57 Firesweep 4-dr., $875*. 
‘56 Firedome 2-dr. hardtop, $730* (ps). 
EDSEL—’58 Pacer 2-dr. hardtop, $945* 
(ps); Corsair 2-dr. hardtop, $900* (ps). 


FORD—’'59 Thunderbird (8) 2-dr. hardtop, 
$2,995* (ps); Country Sedan (8) 4-dr., 


$2,130* (ps); Fairlane 500 (8) 4-dr., 
$1,780* (ps); Fairlane (8) 4-dr., $1,- 
675* (ps); Custom 300 (8) 2-dr., $1,- 


630*; 4-dr., $1,570*. 

’58 Thunderbird (8) conv., $2,325* (ps); 
Fairlane 500 (8) 4-dr. Victoria, $1,- 
425*; 2-dr., $1,305*; Country Sedan 
(8) 4-dr., $1,300, $1,300*; Custom 300 
(6) 2-dr., $1,005. 

"57 Country Sedan (8) 4-dr., $1,295* 
(ps), $1,190*, $1,165*, $800*; Fairlane 
500 (8) 4-dr. Victoria, $1,125* (ps); 
2-dr., $800*; Fairlane (8) 4-dr. Vic- 
toria, $1,095. 

‘56 Country Sedan (8) 4-dr., $1,050*, 
$800* (ps); Fairlane (8) 4-dr., $840*, 
$800*; 4-dr. Victoria, $820*, $800*; 2- 
dr. Victoria, $570*; 2-dr., $435*; Ranch 
Wagon (8) 2-dr., $635; Main (6) 2-dr., 
$590. 

"55 Fairlane (8) 2-dr., $775*, $505", 
$410; 4-dr., $480*; Country Sedan (8) 
4-dr., $720*; Country Sedan (6) 4-dr., 
$545; Custom (8) 4-dr., $560*, $460; 
2-dr., $370. 

*54 Custom (8) 2-dr., $450; 4-dr., $420*; 
Custom (6) 2-dr., $410*; Country 
Squire (8) 4-dr., $355*; Ranch Wagon 
(8) 2-dr., $270. 

'53 Main (8) 4-dr., $290; Custom (6) 4- 
dr., $180°. 

LINCOLN—’57 Premiere 4-dr., $1,675* 
(ps); 4-dr. hardtop, $1,450* (ps). 
MERCURY—’60 Monterey 4-dr., $2,450*. 

'58 Commuter 4-dr., $1,640* (ps). 

'56 Montclair 4-dr. hardtop, $660*, 

55 Montclair 2-dr. hardtop, $610* (ps), 
$605*; Custom (8) 2-dr., $515*. 

'54 Monterey 4-dr., $350*. 

OLDSMOBILE—’60 (88) 4-dr. Holiday, $2,- 
810* (ps). 

'59 (98) 4-dr. Holiday, $2,910* (ps). 

"58 (88) 4-dr., $1,825* (ps). 

’57 (98) 4-dr. Holiday, $1,350* (ps). 

"56 (88) Super 2-dr. Holiday, $965* (ps), 


$700* (ps); (88) 4-dr. Holiday, $890", 
$850*, $840*; 2-dr., $755*. 
"55 (98) 4-dr., $650* (ps), $630* (ps); 


(88) 2-dr. Holiday, $575*. 
’54 (88) Super 4-dr., $300* (ps). 
"52 (88) Super 4-dr., $140*. 
PLYMOUTH—’'58 Suburban (8) 2-dr., $1,- 
030* (ps). 

"57 Belvedere (8) 2-dr. hardtop, $890", 
$865*; 4-dr., $830°; Suburban (8) Cus 
tom 2-dr., $890*; Plaza (6) 2-dr., $650 

‘56 Suburban (8) 2-dr., $630*; Belvedere 
(8) 4-dr. hardtop, $585*; 2-dr., $530*; 
4-dr., $510°*. 


’55 Belvedere (8) 4-dr., $585*, $435° 
(ps); Belvedere (6) 2-dr. hardtop 
$565*; Savoy (6) 2-dr., $405; 4-dr. 
$355; Savoy (8) 4-dr., $400*. 

*54 Savoy 2-dr., $320. 

PONTIAC—’59 Bonneville 4-dr. Vista, $2, 
640* (ps), $2,635* (ps); Catalina 4 
dr. Vista, $2,200* (ps). 

"58 Star Chief 4-dr. Catalina, $1,640* 
(ps). 

"57 Super Chief 4-dr. Catalina, $1,130* 
(ps). 

56 Star Chief 4-dr. Catalina, $650° 
(ps). 


’55 Star Chief 2-dr. Catalina, $610* (ps); 
Chieftain 2-dr., $500*; 4-dr., $350*. 
"54 Chieftain 2-dr., $150*, 
RAMBLER—’59 Custom (6) 4-dr., $1,550 
"58 Custom (6) 4-dr., $1,350; Rebel (8) 
4-dr., $1,130; American (6) 2-dr., $1,- 
015. 
STU DEBAKER—' 57 4-dr., 
$950*. 
56 Sky Hawk (8) 2-dr. hardtop, $775*. 
VALIANT—'60 V100 4-dr., $2,065. 


(Continued on Page 108, Col. 3) 
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COMPARE THE DIFFERENCE 


and see why more and more dealers 


are selling Citroen...the prestige compact ! 


FEATURES 


FEATURES 


Citroen Compactness 
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SIZE and 


WHEELBASE (-O-— 
: = 


average ‘‘compact’’...yet its 


overall length is only 189” of * 


mmon-sense compactness. 


FRONT WHEEL: 
DRIVE : 


Unsurpassed roadability. Keeps. “ 


your horses pointed where you . 
want to go. Citroen is the out- , 
right winner of the 1959 Monte , 
Carlo Rallye, over 2,000 miles, 

over all makes of cars. " 
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SUSPENSION 


Air-Oil Suspension is exclusive . 
with Citroen. No other car, re- , 


gardless of price, can surpass 


Citroen’s supremely comfortable * 
ride. ’ 





DISC BRAKES - 


est, safest, stopping power. 


available 
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ECONOMY 


Citroen delivers up to 34 M.P.G. - 
using regular gas...even while . 


cruisin 65 M.P.H. Winner of 


at ‘ 
soveral International Economy , 
Runs. 


SEATING 


Citroen’s floor is coneeeney flat, ; 
air-height, 
ioam-rubber reclining seats, and ° 


front and back, with c' 


more headroom. 











HEIGHT 
CONTROL 


Citroen’s Air-Oil Suspension sys- ° 
tem allows you to automatically ° 
raise or lower the car for desired * 
road clearance. No other car * 


AUTOMATIC 
JACK: 


Standard Equipment on Citroen 
exclusively. Hydraulically raises 
and lowers the car for you, for the 
fastest, easiest, tire change ever. - 


CITROEN-SIZE PROFITS Line includes Sedan and Station Wagon. Retail prices range 


=) ; — 


This 
feature 
not 
available 
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This 
feature 
not 








from $2545)... Witha higher than average dealer margin of profit, your break-even point 


will be lower. 





CITROEN - SIZE DEALER SUPPORT National, Regional and Local Advertising, 


Complete Sales Promotional Material. Free Service School for your mechanics, and huge 


Spare Parts Depots maintained at all times. 


A CITROEN DEALER FRANCHISE 


may still be open in your area. 
To get complete details, we urge you to mail this coupon today! 


DEALER. PLEASE SEND ME COMPLETE INFORMATION. 








eee 

x 

i CITROEN CARS CORPORATION 

t A DIRECT FACTORY BRANCH OF S.A. ANDRE CITROEN, PARIS, FRANCE 

: 300 PARK AVENUE, NEW YORK 22, N. Y. 

: 8423 WILSHIRE BLVD., BEVERLY HILLS, CALIF. 
1 GENTLEMEN: | AM INTERESTED IN BECOMING A CITROEN AUTHORIZED 
‘ 

i 

: MY NAME IS 

i = MY DEALER NAME Is_ 

i 

I ADDRESS 

! 

i city 

¥ 

a 


Citroén 





nd 


CHEVRONS OF PRESTIGE 
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Passenger cars with coil springs need 
Air Lift Air Springs to. slip inside 
open coils, inflate with air to give 
two springs the strength of six for a 
smooth, safe riding level under all 
load and road conditions. 





Passenger cars with leaf springs need 
Air Lift Air Springs oe So with 
coils and mounting brackets to fit 
between leaf spring and frame — a 
must for trailerites, vacationers, 
sportsmen, etc. 





New GMC and Chevrolet trucks 
need new A-17 and A-18 Air Lift 
units to slip inside rear coil springs 
of Y% and % ton models — protect 
suspensions against the stress of 
rough roads and top-capacity loads. 










Other 2 and % ton trucks need our 
new Loadlifter overload Air Springs 
to mount on the rear axle and liter- 
ally lift the bed of a capacity-loaded 
truck as much as nine inches for long 
suspension life and “passenger-car” 
comfort. 

Write for prices and details, atin: Dept. 959 


AIR LIFT COMPANY 


2330 West Main Street Michigan 





Lans ng 








AIR LIFT OVERLOAD AIR SPRINGS 








MERCURY—’59 Parklane 


AUTOMOTIVE NEWS, FEBRUARY 1, 1960 


Used-Car Auction Prices 





(Continued from Page 106) 


MISCELLANEOUS—’56 Dodge (6) %-ton 
pickup, $550. 


FARGO, N. D. 


Tri-State Auction Company. Sale every 
Thursday. Prices are for sale of Jan, 21. 
Increased activity. Sold 92 cars from 134 
consignments. 

BUICK—’59 Electra 4-dr., $2,200* (ps). 
’58 Super 4-dr. Riviera, $1,670* (ps). 
"56 Special 4-dr., $790*. 

"55 Special 4-dr., $450*. 

’53 Special 4-dr., $250. 

CADILLAC—’'56 (62) Coupe de Ville, $1,- 

580* (ps). 

CHEVROLET—’59 Impala (8) 2-dr., $2,- 
150* (ps); Bel Air (6) 4-dr., $1,850*; 
Bel Air (8) 4-dr., $1,740, 2 at $1,700*; 
2-dr., 2 at $1,650*; Biscayne (6) 4-dr., 
$1,485*. 

‘58 Impala (8) 2-dr. hardtop, $1,700* 
(ps); Bel Air (8) sport coupe, $1,465*; 
Brookwood (8) 4-dr., $1,450*, $1,375; 
Biscayne (8) 4-dr., $1,325* (ps), $1,- 
310*, $1,275*, $1,275, $1,225, $1,200; 2- 
dr., $1,175*; Biscayne (6) 2-dr., $1,- 
135; 4-dr., $1,125. 

"56 Nomad (8) 2-dr., $1,210* (ps); Bel 
Air (8) 4-dr., $925*. 

’55 Two-ten (8) 2-dr., $470. 

’53 Two-ten 2-dr., $245; 4-dr., $190*. 

CHRYSLER—’57 Windsor Town & Coun- 
try, $1,500* (ps). 

DeSOTO—'58 Firedome station wagon, §$1,- 
300* (ps). 

‘57 Firedome 4-dr., $1,105* (ps). 
DODGE—’58 Suburban (8) 2-dr., 

(ps). 

’57 Coronet (8) 4-dr., $855*. 
EDSEL—’'59 Ranger 4-dr., $1,260*. 
FORD—’60 Faicon (6) 2-dr., $1,680. 

"59 Galaxie (8) conv., $2,100* (ps), 3 at 

$2,075* (ps); Country Sedan (8) 4-dr., 
2 at $2,075* (ps); Ranch Wagon (8) 
4-dr., $1,925, $1,900* (ps); Fairlane 
(8) 4-dr., 2 at $1,700; Custom 300 (8) 
4-dr., $1,700*. 

’58 Custom 300 (8) 4-dr., $1,160, $925*; 
Fairlane (8) 4-dr., $1,155*; Fairlane 
(6) 4-dr., $1,150, $1,125, $1,115. 

’56 Custom (8) 4-dr., $630. 

’55 Country Sedan (8) 4-dr., $580; Cus- 
tom (6) 2-dr., $468. 

"52 Crest (8) 2-dr. Victoria, $205, 

4-dr. hardtop, 


$1,600* 


$2,340* (ps). 
"58 Parklane 4-dr., $1,750* (ps). 
’57 Turnpike Cruiser 4-dr., $1,300* (ps); 
Montclair 4-dr. hardtop, $885* (ps), 
’56 Custom 4-dr., $720*, $700* (ps), 
’55 Monterey 4-dr., $610. 








A 


Want to know WHO bought WHAT KIND 
of New Car during 1959 in a retail market 
LARGER than any one of 35 entire States ? 


READY for 


WRITE, WIRE OR PHONE FOR YOUR COPY OF 


1959 New Car Sales 
in CLEVELAND 


This detailed study tells you how Cleveland families 
bought new cars by MAKE, by MODEL, by CENSUS 
TRACT and Economic Areas. It will show you how 
to get your share of automobile sales in Greater 
Cleveland and you can apply many of the findings to 
other important metropolitan areas. Your copy is 
available now — to help you make the most of 1960 sales. 


The Cleveland Plain Dealer 


Represented by Cresmer & Woodward, Inc., New York, 
Chicago. Detroit, Atlanta, San Francisco, Los Angeles 











OLDSMOBILE—’59 (98) 
$2,600* (ps). 

"57 (88) 4-dr., $1,225*. 

'56 (88) 4-dr., $880*. 

’54 (88) 4-dr., $480*. 

PLYMOUTH—’58 Suburban (8) Custom 4- 
dr., $1,400* (ps), $1,275*; Savoy (6) 
4-dr., $850*, 

’57 Suburban (8) 4-dr., $1,165*. 

’54 Belvedere 4-dr., $260*. 
PONTIAC—’59 Catalina 4-dr. Vista, $2,- 
200* (ps); 2-dr., 2 at $1,650*. 

"58 Chieftain Safari 4-dr., $1,625*; 4- 
dr. Catalina, $1,575* (ps), $1,480* 
(ps); 2-dr., $1,250*, 

’56 Chieftain 4-dr., $900*. 

’55 Chieftain Safari 4-dr., $825*; 4-dr., 
2 at $585". : 

RAMBLER—’59 Ambassador (8) Cross 
Country, $1,700*; Rebel (8) 4-dr., $1,- 
350*. 

’58 Ambassador (8) Cross Country, $1,- 
300*; American (6) 2-dr., $715. 
STUDEBAKER—’59 Commander (8) sta- 

tion wagon, $1,475. 
MISCELLANEOUS—’'57 Chevrolet 2-ton, 
$2,130. 

‘56 Dodge 2%-ton, $1,645. 

’49 Chevrolet 2-ton, $175. 


SOUTH SEATTLE 


South Seattle Auto Auction. Sale every 
Wednesday. Prices are for sale of Jan. 20. 
BUICK—’58 Special 2-dr., $1,300*. 

"56 Super 4-dr. Riviera, $1,025* (ps); 

Century 4-dr. Riviera, $1,000* (ps). 

"55 RM 4-dr., $670* (ps). 

CADILLAC—’53 (60) Special 4-dr., $445* 
(ps). 

CHEVROLET—’59 Impala (8S) sport coupe, 
$2,075*; Biscayne (6) 4-dr., $1,800*. 
’58 Brookwood (8) 4-dr., $1,775* (ps), 
$1,695* (ps), $1,595*, $1,505; Biscayne 
(8) 4-dr., $1,480*, $1,450, 
'57 Two-ten (8) station wagon 4-dr., 
$1,435* (ps), $1,230*. 
’56 Two-ten (8) 2-dr., $895*. 
’55 Bel Air (8) conv., $865* (ps); sta- 
tion wagon 4-dr., $805*; 4-dr., $700*. 
’54 Bel Air (8) conv., $575* (ps); 4-dr., 
$570". 
’53 Two-ten 4-dr., $410. 
’51 Deluxe 2-dr., $210*. 
’50 Deluxe 4-dr., $145. 
CHRYSLER—’'55 Windsor 
$810* (ps). 

DODGE—’ 57 Royal (8) 4-dr. hardtop, $1,- 
350* (ps), 

FORD—’60 Fairlane (8) 4-dr., $2,355*. 

"59 Thunderbird (8) 2-dr, hardtop, $3,- 
225* (ps). 

‘57 Fairlane 500 (8) 2-dr. Victoria, $1,- 
295*, $1,155*; conv., $1,280* (ps); 
Custom (6) 4-dr., $895; Custom 300 
(8) 4-dr., $890*. 

'56 Fairlane (8) 4-dr., $925*, $920* (ps), 
$845*; Ranch Wagon (8) 2-dr., $895*; 
Custom (8) 2-dr., $815. 

'55 Fairlane (8) 2-dr. Victoria, $795*, 
$790*; 2-dr., $700*, $570*; Custom (8) 
2-dr., $500*. 

’54 Ranch Wagon (8) 2-dr., $395*; Cus- 
tom (6) 2-dr., $340. 

’53 Custom (8) 4-dr., $370*. 

‘52 Custom (8) 4-dr., $305*. 

’51 (8) 2-dr., $215. 

MERCURY—’56 Montclair sport coupe, $1,- 


4-dr. Holiday, 





4-dr. hardtop, 


090* (ps), 

’54 Monterey 4-dr., $390*; Custom 2-dr., 
$285*. 

’51 station wagon, $125*. 

OLDSMOBILE — '58 (98) 4-dr., $1,975* 

(ps); (88) 4-dr., $1,765* (ps). 

"55 (98) 4-dr., $880* (ps); (88) 4-dr., 
$65C. 


PACKARD—’57 President station wagon 4- 
dr., $1,095* (ps). 
PLYMOUTH—’58 Suburban (8) 4-dr., $1,- 
590* (ps); Savoy (8) 2-dr., $905. 
’57 Plaza (6) 4-dr., $850*. 
’54 Suburban 4-dr., $515* (ps); Belve- 
dere 4-dr. hardtop, $450* (ps). 
’53 4-dr., $180. 
PONTIAC—’55 Custom (6) Cross Country, 
$650". 
’53 Super (6) 4-dr., $225. 
MISCELLANEOUS—’57 Ford (8) 
ero, $1,225*. 
’56 Ford (6) %-ton pickup, $650, $440*. 
’53 International (6) 1%-ton Van, $650. 
’48 Ford (8) 1-ton, $240, 


MASON CITY, IA. 


Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of Jan, 20. 
Good activity despite bad weather. Western 
buyers here looking for sharp ‘‘heavies,’’ 
lots of action. Sold 72 percent of 145 con- 
signments. 


Ranch- 


BUICK—’58 Century 4-dr. Riviera, §$1,- 
450* (ps). 
’57 Super 4-dr., $1,185* (ps); Special 


4-dr, Riviera, $1,100*. 
’56 Century 4-dr., $665*. 
’55 Super 4-dr., $490* (ps). 
CADILLAC—’59 (62) 2-dr. 
200* (ps). 
’56 (62) Sedan de Ville, $1,450* (ps). 
’55 (62) 4-dr., $1,025* (ps). 
’49 2-dr., $240*. 
CHEVROLET—’59 Impala (8) 2-dr. hard- 
top, $2,110* (ps). 
’58 Biscayne (8) 4-dr., $1,370*; Brook- 
wood (8) 4-dr., $1,350*. 
’5T Two-ten (8) 4-dr., $1,070* (ps). 


hardtop, $4,- 


°56 Two-ten (6) 2-dr., $650*; One-fifty 
(6) 2-dr., $645. 
’55 Bel Air (8) 2-dr. hardtop, $740*; 


Two-ten (8) 4-dr., $590; One-fifty (6) 
4-dr., $550. 
CHRYSLER—’57 Windsor 
$1,175* (ps). 
DeSOTO—’55 Firedome 4-dr., $550*. 
DODGE—’'57 Royal (8) 4-dr. hardtop, $1,- 
040* (ps); Coronet (8) 2-dr., $890*. 

’56 Coronet (8) 2-dr., $610*. 

FORD—’60 Falcon (6) 2-dr., $1,700. 

’59 Custom 300 (6) 2-dr., $1,430. 

’58 Country Sedan (8) 4-dr., $1,510*; 
Country Sedan (6) 4-dr., $1,075*; Fair- 
lane 500 (8) 4-dr., $1,385* (ps). 

’57 Country Sedan (8) 4-dr. (9 pass.), 
$1,100*; Custom 300 (8) 2-dr., $870*; 
Custom 300 (6) 2-dr., $750. 

"56 Country Sedan (8) 4-dr., 
$695*; Main (8) 2-dr., $550. 

’54 Custom (8) 2-dr., $310; Main (6) 2- 
dr., $270. 

’53 Custom (8) 4-dr., $300, $250. 

"50 Custom (8) 4-dr., $125. 
HUDSON—’55 Wasp 4-dr., $300. 
MERCURY—’57 Monterey 4-dr. 

$1,045* (ps). 

°56 Monterey 4-dr, hardtop, $655*. 

°55 Monterey 4-dr., $560*. 
OLDSMOBILE—’58 (98) 2-dr, Holiday, $1,- 


4-dr. hardtop, 


$720*, 


hardtop, 











865* (ps). 
’57 (88) Super 2-dr, 
(ps). 
’56 (98) 4-dr., $990* (ps). 
’55 (88) Super 2-dr. Holiday, $725* (ps), 
’54 (98) 4-dr., $550* (ps). 


Holiday, $1,265* 


PLYMOUTH—'57 Belvedere (8) coOnvy,, 
$960* (ps); Savoy (8) 4-dr., $950*, 
$800". 


’55 Savoy (8) 4-dr., $470. 

PONTIAC—’58 Bonneville sport coupe, §1,- 
710* (ps). 

’57 Chieftain 4-dr., $1,040*. 

’56 Chieftain 2-dr. Catalina, $775* (ps). 

’55 Star Chief 4-dr., $610* (ps). 

’54 Star Chief 2-dr., $285*. 
RAMBLER—’'57 Super (6) 4-dr., $975. 

’55 Custom (6) Cross Country 4-dr., 


$560. 
STUDEBAKER—’59 Lark (6) 4-dr., $1,- 
210. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday, Prices are for sale of 
Jan. 20. Many buyers paying for the clean, 
sharp late model cars, Strong prices indi- 
cated the need for additional earlier model 
cars. Sold 76 percent of 511 consignments, 
BUICK—’5S8 Special 2-dr., $1,360*; 4-dr,, 

$1,230* (ps). 

57 RM 4-dr. Riviera, $1,270* (ps); 
Super 2-dr. Riviera, $1,240* (ps), $1,- 
145* (ps); Special 2-dr, Riviera, §$1,- 
015* (ps). 

’56 RM 4-dr. Riviera, $870* (ps), $835* 


(ps), $775* (ps); Special 2-dr. Rivi- 
era, $795*, $775* (ps), $630*. 

55 Century 4-dr, Riviera, $710* (psy; 
Super 2-dr. Riviera, $420* (ps); Spe- 
cial 2-dr. Riviera, $450. 

‘54 Special 4-dr., $375; conv., $300*; 


Super 2-dr. Riviera, $275* (ps). 
’53 Super conv., $375* (ps). 
CADILLAC—’59 (62) conv., $4,325* (ps); 
4-dr, hardtop, $4,010* (ps), $3,900" 
(ps); 2-dr, hardtop, $3,860* (ps). 

'58 (62) 4-dr. hardtop, $2,700* (ps). 

"57 (62) conv., $2,330* (ps); Coupe de 
Ville, $2,300* (ps). 

CHEVROLET—’'60 Corvair (6) 4-dr., $1,- 
950*, $1,905, 

"59 Impala (8) 4-dr, hardtop, $2,260* 
(ps), $2,230* (ps), $2,130* (ps), §$2,- 
060* (ps), $2,040* (ps); conv., $2,300* 
(ps); 2-dr. hardtop, $2,050* (ps), $1,- 
980*, $1,975*, $1,970*; Bel Air (8) 4- 


dr., $1,710*; 2-dr., $1,760*, $1,6759; 
Bel Air (6) 4-dr., $1,390*; Biscayne 
(8) 2-dr., $1,685*, 

’DS Impala (8) 2-dr,. hardtop, $1,750* 


(ps), $1,625* (ps), $1,515* (ps); conv., 
$1,720*; Brookwood (8) 4-dr., $1,540* 
(ps), $1,470* (ps); Bel Air (8) 2-dr, 
hardtop, $1,460*, $1,390*; 4-dr., $1,- 
430*; 4-dr. hardtop, $1,425*; Bel Air 
(6) 4-dr., $1,390*; 2-dr., $1,175; Bis- 
cayne (8) 2-dr., $1,250*%, $1,225*; 4- 
dr., $1,125*; Biscayne (6) 2-dr., $1,175, 
$1,125*; 4-dr., $1,090. 

'57 Two-ten (8) station wagon 4-dr., §$1,- 
235*; 2-dr., $1,075*, $925*, $915; 4- 
dr., $1,225*; Two-ten. (6) station wag- 
on 4-dr., $1,090*; 2-dr., $895*, $725; 
4-dr., $850, $810*; Bel Air (8) 2-dr. 
hardtop, $1,225*; 2-dr., $1,050*; conv., 
$1,100*, $975; One-fifty (8) 2-dr., $880, 
$810. 

‘56 Bel Air (8) 4-dr. hardtop, $960*; 2- 
dr., $890*, $825*; Two-ten (6) 4-dr., 
$625*; 2-dr., $600, 

CHRYSLER—’58 Saratoga 4-dr. 
$1,750* (ps). 

’57 Windsor 4-dr. hardtop, $1,200* (ps); 
2-dr. hardtop, $1,125* (ps). 

’56 Windsor 4-dr., $875* (ps). 

DeSOTO—’58 Firesweep 4-dr. hardtop, $1,- 
460* (ps). 

’57 Firesweep 4-dr, hardtop, $1,090* (ps). 

’56 Firedome 4-dr, hardtop, $800* (ps); 
4-dr., $710* (ps). 

’55 Fireflite 2-dr, hardtop, $700*. 

DODGE—’59 Sierra (8) 4-dr., $1,910* (ps). 

’5T Royal (8) 4-dr., $1,025*; Coronet (8) 
4-dr. hardtop, $790*. 

’56 Royal (8) 2-dr, hardtop, $620*. 

’55 Royal (8) 2-dr. hardtop, $575*; Cor- 
onet (8) 4-dr., $500*. 

EDSEL—’60 Ranger 2-dr., $2,100*. 

’58 Ranger 2-dr, hardtop, $950*. 
FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$3,725* (ps); Galaxie (8) Starliner, 
$2,525* (ps); Faleon (6) 2-dr., $1,840. 

’59 Galaxie (8) 4-dr., $1,820*; Custom 
300 (8) 2-dr., $1,680*, $1,530; Fairlane 
(8) 4-dr., $1,630*, $1,580*, $1,550*; 4- 
dr, Victoria, $1,590*; Ranch Wagon 
(8) 2-dr., $1,610*. 

’58 Thunderbird (8) 2-dr, hardtop, §2,- 
710* (ps); Fairlane (8) 2-dr. Victoria, 
$1,145* (ps); 4-dr. Victoria, $1,395* 
(ps), $1,350*; 4-dr., $1,210*; Fairlane 
(6) 4-dr., $1,130*; 2-dr., $1,120*, 

’57 Country Sedan (8) 4-dr., $1,315* 


hardtop, 


(Continued on Page 110, Col. 1) 
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‘Tractionizing’ Tires— 


These two tack-studded wheels are part 
of a machine developed by Goodyear Tire 
& Rubber Co., Akron, to ‘‘tractionize” its 
Suburbanite winter tire by pressing tiny 
holes into the outer surface of the tread. 
This is said to provide a highly flexible, 
crepe-like quality that enables the tread 
to embrace every small dent and bump 
on a slippery or snow-covered road for 
maximum traction. The two studded wheels 
and two similar wheels opposite them 
spin the tire for several seconds to spread 
an even pattern of tiny holes over the 
tread. 














MEN the car with the built-in future... for dealers with same 
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(ps), $400° (ps) 


$225°. 
"53 Special 2-dr., $195, $1 
CADILLAC—’52 (62) 2-dr., 

$175*. 


Used-Car Auction Prices 





(Continued from Page 108) top, $1,645*, 


(ps); Fairlane (8) conv., $1,160*, $1,- 
085°, $930°; 2-dr. Victoria, $940*, 
$905* (ps); Custom (8) 4-dr., $920*; 
Ranch Wagon (8) 2-dr., $850, $800. 

"56 Fairlane (8) 4-dr. Victoria, $875*; 
Fairlane (6) 2-dr. hardtop, $720*, 
$500* (ps); Country Squire (6) 4-dr., 

*, $680*°; Ranch Wagon (6) 2-dr., 
$660*, $390. 

"55 Country Squire (8) 4-dr., $650°*; 
Ranch Wagon (6) 2-dr., $530; Fairlane 
(8) 2-dr. Victoria, $430*; Custom (6) 


PACKARD—’56 Super 2-dr. hardtop, $390. 
’53 Clipper 2-dr., $120°, 


PLYMOUTH—’58 Belvedere (8) 2-dr, hard- 
top, $1,360* (ps), $1,250* (ps); Savoy 
(8) 4-dr., $1,160* (ps), $1,150* (ps); 
Savoy (6) 4-dr., $900, $900*. 

"57 Belvedere (8) 2-dr. hardtop, $900*, 
$830*; 4-dr., $810*%; Suburban (6) 4- 
dr., $875*, $740*; Savoy (6) 2-dr. 
hardtop, $815*; 2-dr., $695*, $650. 

'56 Suburban (8) 4-dr., $875* (ps), 















wagon, $725* 
conv., $330*, 


hardtop, $285*; Two-ten (8) 
$450, $450°, 2 at $435, $420, $385. 

'54 Two-ten station wagon 4-dr., 
2-dr., $220*, $175. 


’53 Two-ten station wagon 4-dr., 


4-dr., $460° PONTIAC—’59 Catalina 4-dr. Vista, $2,- 2-dr., $115* (ps); Bel Air 4-dr., $210, 
ate ° 125* (ps); 2-dr., $1,650. $170; 2-dr., $175; One-fifty 2-dr., $190. 
HUDSON—'56 Hornet 4-dr., $410* (ps). ‘58 Super Chief 4-dr. Catalina, $1,330* ’52 Bel Air 2-dr., $135, $100; Deluxe 4- 


IMPERIAL—’55 Imperial 4-dr., $855* (ps), dr., $200, $165. 


(ps). 
’57 Safari 2-dr., $1,300* (ps); Star Chief 


$750* (ps), CHRYSLER—’55 Windsor 2-dr., $570* 
LINCOLN — '57 Premiere 4-dr. hardtop, 4-dr, Catalina, .$1,200* (ps). (ps). 
$1,350* (ps). ’56 Chieftain 4-dr. Catalina, $900*; Star ’54 NY 4-dr., 2 at $400°. 


Chief 4-dr. Catalina, $820°*; 2-dr. Cat- 
alina, $790*. 

’55 Star Chief 4-dr., $575*; Safari 4-dr., 
$500*; Chieftain 4-dr., $340*, 

’54 Chieftain conv., $175*. 

’53 Chieftain 2-dr. Catalina, $245* 


DeSOTO—'55 Firedome 4-dr., $550*. 
DODGE—'55 Coronet (6) 4-dr., $300. 
*54 Coronet (6) 2-dr., $140. 


"56 Premiere 4-dr., $995* (ps). 
MERCURY—’'59 Monterey conv., 


(ps). 
’58 Monterey 2-dr. hardtop, $1,405* (ps). 
’°57 Commuter 4-dr., $1,285* (ps); Mont- 
clair 2-dr. hardtop, $1,200* (ps); 4-dr., 


$2,200*° 


$990*; Ranch Wagon (8) 2-dr., 


$1,020*; Monterey 2-dr, hardtop, $1,-| RAMBLER—’57 Super (8) 4-dr. hardtop, 095*; Custom 300 (6) 2-dr., $800. 53 Capri 2-dr., $220° 

010*. $885°. ’57 Fairlane 500 (8) conv., $1,100%; 2- MEROURY-_’58" Monterey 2-dr $1,300° 
’56 Medalist 2-dr. hardtop, $675*; Mont- | STUDEBAKER—’59 Lark (6) 4-dr., $1,- dr, Victoria, $835*; Custom (8) 2-dr., (ps); 4-dr., $1,170* os . 

clair 2-dr. hardtop, $620° (ps); Cus- 350. $655°. 156 Monterey 4-dr., $370 

tom 4-dr., $575*. "57 Commander (8) 4-dr., $650. 56 Fairlane (8) 4-dr., $795*, $665*, 55 estas 4-dr. $540° $340*, $320°; 

eanusonnn oo ab ye 2. $1 $625*, $420*; 2-dr. Victoria, $550*; conv $325° (ps) : F 7 
, (98) 4-dr. Holiday, $1,- Fairlane 500 (8) conv., $700* (ps); , a >: s e > 

900° (ps), $1,825* (ps); conv., | $1,- DYER, IND. Ranch Wagon (8) 2-dr., $630; Ranch| ‘4, Monterey 4-dr., $175°, $155; conv., 

880* (ps); (88) 2-dr, Holiday, $1,630* Dyer Auto Auction, Inc, Sale every Fri- Wagon (6) 2-dr., $600, $320. 53 Monter 4-dr., $200; 2-dr., $150*; 

(ps); 2-dr., $1,420* (ps). day. Prices are for sale of Jan, 22, Sold| °55 Fairlane (8) 2-dr. Victoria, $550; Q-dr hardtop, $100°, tf : 
"S57 (88) Super 2-dr. Holiday, $1,375*| 186 cars out of 283 consignments. Ranch Wagon (8) 2-dr., $540; Country NASH—'55 crane 2-ar $275*; Am- 

(ps), $1,100* (ps) BUICK—’56 Special 2-dr., $720*, $690*; Sedan (8) 4-dr., $500*; Custom (8) 2- haseador “ar $225°: 4-ar., $155 


"56 (88) 4-dr., $975*, $860* (ps); 2-dr. 
Holiday, $810*, $800*, $460*; (98) 4- 
dr. Holiday, $930* (ps). 


Century 4-dr., $660* (ps). 
55 Century 2-dr., $615*, $445*; Special 
4-dr., $485°, $420° (ps); 2-dr., $400*; 


dr., $475*; 4-dr., $370, $260. 
’54 Fairlane (8) 2-dr. Victoria, 


Custom (8) 2-dr. Victoria, $340°*; 


How to keep 
your customers 
coming back 
for more 


Recommend NoSPIN® 


the differential that STOPS wheel spin to keep 
equipment moving and earning even under the 
most adverse conditions. NoSPIN differentials 
provide positive driving power to both rear wheels. 
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STOPS WHEEL SPIN 









NoSPIN differentials operate 
automatically and are easy to install. 
Available for most trucks and 
off-the-highway equipment. Write 
today for complete information or 
give your distributor a call. 
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WRITE TODAY 


for Complete 
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‘54 Super 2-dr., $375*; Special 2-dr., 


05. 
$545*; 4-dr., 
CHEVROLET—’59 Biscayne (8) 2-dr. hard- 
58 Bel Air (8) 4-dr, hardtop, $1,240*. 
’57 Bel Air (6) 2-dr., $840*; Bel Air (8) 
2-dr., $735*, $715; Two-ten (6) station 
56 Two-ten (6) 2-dr., $700; Bel Air (8) 
’55 Bel Air (8) 2-dr., $565*, $505*; 2-dr. 
2-dr., 
$540, $380*; Two-ten (6) 2-dr., $470, 
$495; 


$270; 


FORD—’59 Custom 300 (8) 2-dr., $1,640. 
58 Fairlane (8) 2-dr, Victoria, $1,200*, 
$1,- 


$410°; 
2- 


’53 Monterey 4-dr., $310* (ps). 
OLDSMOBILE—’57 (88) 4-dr., $1,190* 
(ps). 
"56 (88) 4-dr., $785*. 
'5S (98) 4-dr., $775*; (88) 2-dr., $615* 
(ps), $545°; 4-dr., $595°*. 
'54 (88) 2-dr., $1,060° (ps). 
°53 (98) 2-dr., $355*; (88) 4-dr., $130*. 
PLYMOUTH—’58 Suburban (8) 4-dr., $1,- 
160°, $935°. 
’57 Fury (8) 2-dr., $1,205*; Savoy (8) 
4-dr., $560° 


PONTIAC—'56 Star Chief 2-dr., $850°. 


RAMBLER—’'58 Custom (6) 4-dr., $1,010*. 


STUDEBAKER—’'56 President (8) 4-dr., 
$650*. 
MISCELLANEOUS—’'56 Ford %-ton, $620. 
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2-dr. Riviera, $390*; Super 4-dr., $480* 
























Pennsylvania Lifts Ban 


On Some British Cars 


HARRISBURG, Pa.—The State 
Department of Revenue has 
granted official inspection stations 
permission to approve British- 
made cars equipped with the 
Lucas F-700, Mark 6 headlamp 
subbody. Previously, such cars 
were not approved because of 
technical objections. 

O. D. Shipley, director of the 
Bureau of Highway Safety, ex- 
plained the removal of objections 
“will enable thousands of owners 
to have their vehicles passed for 
inspection with existing equip- 
ment.” 


dr., $310; 4-dr., $250*, $165. 


$165; Custom (8) 2-dr., $180*, 
LINCOLN—’57 Capri 4-dr., $1,090* (ps). 
’54 Capri 2-dr., $300*. 


OLDSMOBILE—’56 (88) Super conv., $740* 
(ps); (88) 4-dr. Holiday, $735*. 
’54 (88) 4-dr., $420* (ps), $350°, $295°; 
2-dr. Holiday, $300*. 
’53 (88) Super 4-dr., $280°; (88) 4-dr., 
$210*, $200°. 
"51 (88) 4-dr., $110*. 
PACKARD—’56 Clipper 4-dr., 
"55 Clipper 2-dr., $375* (ps); 
$215*. 
PLYMOUTH—’58 Savoy (8) 2-dr., $935. 
’56 Belvedere (8) conv., $675* (ps); 
dr., $475*; Savoy (8) 4-dr., $375. 


$295*. 
4-dr., 


’55 Belvedere (8) 2-dr., $405; 4-dr., 
$305* (ps); Savoy (8) 2-dr., $255; 
Savoy (6) 2-dr., $185. 

"54 Savoy (6) 4-dr., $130, $120. 

PONTIAC—’58 Chieftain 2-dr., $1,120*. 

’55 Chieftain 2-dr., $350*, $310*; 4-dr., 
$240* (ps). 

’54 Chieftain 4-dr., $290*, $275*, $195°; 
2-dr., $245°. 

"53 Chieftain conv., $160* 


RAMBLER—’58 Deluxe (6) 4-dr., $1,000*. 
’55 Deluxe (6) 4-dr., $345. 
STUDEBAKER — '53 Commander 4-dr., 
$130. 
WILLYS—’53 4-dr., $135. 
MISCELLANEOUS—’56 GMC %-ton, $605; 
panel, $450; Dodge panel, $400. 
’53 Ford %-ton, $265; Chevrolet 
$215. 
*51 Chevrolet %-ton, $185. 
*50 Chevrolet pickup, $140. 
’49 Chevrolet 1-ton, $195, 
48 GMC %-ton, $135. 


DANVILLE 


Danville Auto Auction, Sale every 
Wednesday. Prices are for sale of Jan. 20. 
Continued improvement in demand. 
BUICK—’57 Super 4-dr., $1,205* (ps), $1,- 


%-ton, 


070* (ps). 
’55 Special 4-dr., $595*; 2-dr., $500*, 
$405*. 
CADILLAC—'56 (62) 4-dr., $1,705*; 2-dr., 
$1,650* (ps), $1,585*. 


"49 4-dr., $175°. 
CHEVROLET—'58 Bel Air (8) 4-dr., $1,-| 
. 


350°. 

’57 Bel Air (8) 2-dr., $1,270*, $1,260*, 
$1,400*; 4-dr., $1,265*%; Two-ten (8) 
4-dr., $1,220*, $1,170*; 2-dr., $1,070*, 
$738°*. 

’56 Bel Air (6) 2-dr., $970*; Bel Air (8) 
4-dr., $935*; 2-dr., $660; Two-ten (6) 
2-dr., $890*, $820*, $710*; 4-dr., $760*. 

’55 Bel Air (8) 2-dr., $805*, $805, $500; 
Two-ten (8) Delray, $700*. 

'54 Bel Air 4-dr., $600*; 2-dr., $355*. 

’53 Bel Air 2-dr., $320*; Two-ten Delray, 
$255°. 

*51 Deluxe 4-dr., $155*. 

DODGE—’57 Coronet (8) 4-dr., $1,045°. 
"56 Sierra (8) 4-dr., $710*. 

*54 Coronet 2-dr., $385°*. 
EDSEL—’59 Corsair 2-dr., $1,590*. 
FORD—’59 Country Sedan (8) 4-dr., $2,- 





035*; Custom 300 (8) 4-dr., $1,615, 
$1,505* (ps); 2-dr., $1,310; Fairlane 
500 (8) 4-dr., $1,350°*. 

‘58 Fairlane (8) 2-dr., $1,260*°; 4-dr., 
$1,150, $1,085*, $925*; Custom (8) 2- 
dr., $880°. 

’57 Fairlane (8) 2-dr., $1,240*, $1,140°, 


$1,060*, $1,040*; 4-dr., $810*; Custom 
(8) 2-dr., $835°. 


’56 Fairlane (8) 2-dr. Victoria, $970*, 
$705*; 2-dr., $865* (ps), $860°; Cus- 
tom (8) 2-dr., $610*, $510. 

’55 Fairlane (8) 4-dr., $695*; 2-dr., 


$610*; Custom (8) 4-dr., $560*; 2-dr., 
° 


'54 Custom (8) 2-dr. Victoria, $505*; 2- 
dr., $430*, $325°*. 

53 Ranch Wagon (8) 2-dr., $415*; Cus- 
tom (8) 4-dr., $335*. 

MERCURY—’57 Monterey 2-dr., $1,195*, 
$1,110. 

’56 Monterey 2-dr., $650*. 

55 Monterey 2-dr., $570* (ps); 4-dr., 
$515°. 


’56 Suburban (8) 4-dr., $560°. 

’55 Plaza (6) 2-dr., $485*; Belvedere (8) 
4-dr., $475* (ps). 

’54 Belvedere 2-dr., $380*. 

'53 Belvedere 2-dr., $125. 


’53 Chieftain 2-dr., $255°*. 
’51 Star Chief 4-dr., $155°. 


'55 Chevrolet Dump Truck, $505; Dodge 
%-ton pickup, $465; Ford F-500 (8) 
pickup, 2 at $445. 

’54 Ford %-ton pickup, $470. 















‘53 Ranch Wagon (8) 2-dr., $345*; Crest 
(8) conv., $300*, $120°; 2-dr. Victoria, 
















*53 Chevrolet (6) pickup, $250. 
'47 Willys Jeep, $255. 


VALDOSTA, GA. 


Tom Hewitt’s Auto Auction. Sale every 


Friday. Prices are for sale of Jan. A j 
good sale. Sold 80 percent of 210 con:ign- 
ments. 
BUICK—’57 Special 4-dr., $1,120* (ps); 
RM 4-dr., $1,060* (ps). 
’56 Century 2-dr., $820*; Special 4-dr,, 
$615". 

CADILLAC—’57 (62) 4-dr., $1,740* (ps), 
CHEVROLET—’'59 Impala (8) 4-dr., §$2,. 
000* (ps), $1,915*, $1,900* (ps). 

’58 Bel Air (8) 4-dr., $1,400*; Biscayne 


(8) 4-dr., $1,300*, $1,130*. 


’57 Bel Air (8) 4-dr., $1,150*; Two-ten 


(8) 4-dr., $1,100* 








56 Bel Air (8) 4-dr., $730*; Two-ten (8) 
4-dr., $730*. 
55 Bel Air (8) 2-dr., $565*; Bel Air (6) 8’ 
2-dr., $450, 
*53 Bel Air 2-dr., $275; Deluxe 4-dr., 
$215". 
’52 Special 2-dr., $100. 
DODGE—’53 Coronet 4-dr., $110*. 
FORD—’59 Country Sedan (8) 4-dr., $1, | P! 
850. st 
’58 Fairlane 500 (8) 4-dr., $1,290* (ps); ca 
2-dr., $1,275* (ps); Ranch Wagon (6) B 
4-dr., $1,060* (ps). 
’57 Country Sedan (8) 4-dr., $1,400* 
(ps), $1,115*; Custom (8) 2-dr., $776*, 
650. 
’56 Custom (8) 4-dr., $675; 2-dr., $590*; 
Custom (6) 4-dr., $500. 
’55 Custom (8) 4-dr., $560; 2-dr., $400, 
$375*; Ranch Wagon (8) 2-dr., $500*, 
’54 Custom (8) 4-dr., $460. 
MERCURY—’57 Monterey 4-dr., $750*. 
"56 Custom 2-dr., $450*. 
"55 Monterey 4-dr., $660. 
OLDSMOBILE — '57 (98) 2-dr., $1,050* 
(ps). 
"56 (88) 2-dr., $910* (ps); (98) 4-dr., 
Continued on Page 111, Col. 1) C! 
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... battery-powered hydraulic 
tailgates for pickups, stake ' 
and van trucks to 24 tons. 
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* 3 Sizes... 


Series 1000 (1000# cap.) for all 


pickups. Series 1100 (1100# 
cap.) and Series 1300 (1300#) 
for stake and van trucks to 22 
tons. 


* Best Performance, 
Finest Appearance 


in the field. Rugged reinforced 
safety plate platforms, perform- 
ance-tested hydraulic system. 


* Competitive 
Prices... 


You can offer more real perform- 
ance features at lower cost with 
WATSON WEIGHTLIFTERS | Lib- 
eral dealer discounts, too! 


WHY NOT MAKE EXTRA PROFITS on your truck 
sales? inves’ the complete WATSON 
WEIGHTLIFTER line now. Write for literature, 
prices, discounts; please address Dept. }4, 


H. S. 
WATSON 
COMPANY 


1316 - 67TH STREET, EMERYVILLE 8, CALIF. 
1606 LASKEY ROAD, TOLEDO 12, OHIO 
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fe" Jaguar, Hillman, DKW, Alfa- 
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"54 (98) 4-dr., $425* (ps). 
153 (88) 4-dr., $140°. 
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$815* (ps). 
155 (88) 4-dr., $500* (ps). 


PLYMOUTH—’56 Plaza (8) 2-dr., $500. 


154 Belvedere (8) 4-dr., $365. 
PONTIAC—’57 Chieftain 4-dr., $1,030*. 
56 Star Chief 2-dr., $830*. 


RAMBLER—'58 Rebel (8) Cross Country, 
$1,155. 
STUDEBAKER— 60 Lark (8) 4-dr., $1,- 


695. 


CHICAGO 


Arena Auto Auction. Sale every Tuesday, 
Prices are for sale of Jan. 19. Market very 
strong! We had buyers for a hundred more 
cars. Sold 358 cars from 504 consignments. 


BUICK—’59 Invicta 4-dr. hardtop, $2,490*; 
LeSabre 4-dr., $2,210*; 4-dr. hardtop, 
$2,200*; 2-dr., $2,135*. 

158 Special Estate Wagon 4-dr., $1,775*; 
4-dr. Riviera, $1,650*, $1,640*; Super 
4-dr. Riviera, $1,600*. 

’57 Special 4-dr. Riviera, $1,365*; RM 
4-dr. Riviera, $1,330*; Century 4-dr., 
$1,150". 

‘56 Special 4-dr. Riviera, $925*, $850*, 
770*; 2-dr. Riviera, $720*, $565*. 
55 RM 4-dr., $545*; Century 2-dr. Rivi- 
era, $440*; Special 2-dr., $390*; Super 

2-dr. Riviera, $325*. 

"h4 RM 4-dr. Riviera, $420*; Special 2-dr. 


Riviera, $370*, $365*. 

CADILLAC—’60 de Ville 2-dr. hardtop, 
$5,600* (ps); (62) 2-dr. hardtop, $4,- 
790* (ps). 

59 (62) Sedan de Ville, $4,230* (ps), 
$4,220* (ps); conv., $4,150* (ps), $4,- 
030* (ps). 

"BS (62) 2-dr. hardtop, $2,910* (ps); 
4-dr. hardtop, $2,900* (ps); conv., 
$2,840* (ps). 

57 (60) Special 4-dr., $2,300* (ps). 

56 (62) Coupe de Ville, $1,730* (ps); 
2-dr. hardtop, $1,450* (ps), $1,445* 
(ps); Sedan de Ville, $1,275* (ps). 

’55 (62) 4-dr., $1,075* (ps); (60) Special 
4-dr., $915* (ps); Eldorado conv., 
$900* (ps). 

CHEVROLET—’60 Corvair (6) 4-dr., $1,- 
795°. 

"59 Impala (8) 4-dr. hardtop, $2,180* 
(ps), $2,145* (ps), $2,095* (ps), $2,- 
075*, $2,065*, $2,035*, $2,000*, $1,850*, 
$1,830*; 4-dr., $2,010*; conv., $2,150* 
(ps); Bel Air (8) 4-dr., $1,735*, $1,- 
680*; 2-dr., $1,670*; Bel Air (6) 2-dr., 
$1,675*; Biscayne (8) 4-dr., $1,590. 

’58 Impala (8) 4-dr. hardtop, $1,750*, 
$1,745*, $1,730*, $1,650*; Bel Air (8) | 
4-dr. hardtop, $1,535*; 2-dr. hardtop, 
$1,205*; Bel Air (6) 2-dr., $1,400*; 
2-dr. hardtop, $1,305*; Brookwood (8) 
4-dr., $1,415*, $1,390*; Biscayne (8) 
4-dr., $1,345*; 2-dr., $1,340*; Biscayne 
(6) 4-dr., $1,300*, $1,285*, $1,240*; 
Del Ray (6) 2-dr., $1,030*. 

‘57 Bel Air (8) 4-dr. hardtop, $1,255*, 
$1,185*; 4-dr., $1,100*%; Two-ten (8) 
station wagon 4-dr., $1,195*; 2-dr. 
hardtop, $1,125*; 4-dr., $1,045*, $955; 
Two-ten (6) 2-dr., $890; One-fifty (6) 
2-dr., $605. | 

"56 Bel Air (8) 4-dr., $1,275*, $815*, 
$775*; 4-dr. hardtop, $955*, $925*, 
$915*; Bel Air (6) 4-dr. hardtop, $1,- 


050*; 2-dr., $805*; Two-ten (8) 4-dr., 
$875*; 2-dr., $640; station wagon 4-dr., 
$550*; Two-ten (6) 4-dr., $830*; 2-dr., | 
$490; One-fifty (6) 2-dr., $660. | 

"55 Bel Air (8) 2-dr., $735*, $480: Bel| 
Air (6) 2-dr. hardtop, $635; Two-ten 
(6) 4-dr., $700*, $400; Two-ten (8) | 
station wagon 4-dr., $690*; One-fifty | 
(6) 2-dr., $395. 

"54 Bel Air 4-dr., $455*, 
2-dr., $325. 


OHRYSLER—'56 Windsor 
$1,030* (ps), $625*. 
*55 Windsor 4-dr., $585*. 
*54 Windsor 2-dr., $315. 
DeSOTO—'57 Firesweep 4-dr., $835*, $800*, 

$630* (ps). 

’55 Firedome 4-dr. hardtop, $680*; 4-dr., 
$435*. 

DODGE—'57 Coronet (8) 4-dr. hardtop, 

$885"; 4-dr., $800*, $775*, $745". 

"56 Royal (8) 4-dr.: hardtop, $650*. 

"55 Royal (8) 4-dr., $470*; Coronet 
2-dr., $275*. 

"49 conv., $445. 


EDSEL—’58 Ranger 4-dr. hardtop, $1,150* 


$340*; Two-ten 


4-dr. hardtop, | 


(8) 


(ps); Pacer conv., $1,010* (ps); 2-dr. 
hardtop, $815* (ps). 

FORD—’'60 Thunderbird (8) conv., $3,850*, 
$3,700* (ps). 

’59 Thunderbird (8) 2-dr. hardtop, $3,- | 
060* (ps); conv., $2,950* (ps); Coun- 
try Sedan (8) 4-dr. (9 pass.), $2,060*; 
Galaxie (8) 2-dr. Victoria, $1,980*; 


Fairlane 500 (8) 4-dr. Victoria, $1,950* 
(ps); 2-dr., $1,930*; Custom 300 (8) 
2-dr., $1,715*; 4-dr., $1,465*. 


‘58 Thunderbird (8) conv., $2,625*; Fair- 


lane 500 (8) conv., $1,405*; Fairlane 
(8) 2-dr., $1,330*, $1,175*; 4-dr., $1,- 
025°. 


’57 Fairlane 500 (8) conv., $1,375* (ps), 


$1,050*; 2-dr. Victoria, $1,095*, $855* 
(ps), $850*; 4-dr. Victoria, $955*, 
$940*; Country Sedan (8) 4-dr., $1,- 
120*; Custom 300 (8) 4-dr., $760*, 
$455*; 2-dr., $755*. 

56 Fairlane (8) 2-dr. Victoria, $695*, 
$690* (ps); Custom (8) 4-dr., $640*, 
$605*, $565*. 

55 Fairlane (8) 2-dr. Victoria, 700*, 
$395; 4-dr., $565*; Custom (8) 2-dr., 


$40,000 Damage Caused 
By Fire in Import Deal 

YOUNGSTOWN, O.—Fire in the 
Parts department of Red’s Foreign 
Car Imports, Inc., caused $40,000 
damage, according to Gene Moses, 
Operator. 

The dealership, which handles 


Romeo and Triumph, had about 50 
new cars valued at about $150,000 
in the building but firemen pre- 
vented flames from getting to them, 


$460. 
’54 Custom (8) 4-dr., $455*, $450*, $375, 
$300; Ranch Wagon (6) 2-dr., $355. 


LINCOLN—’58 Continental Mark III 4-dr. 
hardtop, $2,720*; Premiere 4-dr., $2,- 
425* (ps). 

’57 Premiere 4-dr. hardtop, $1,485* (ps). 

’56 Premiere 2-dr. hardtop, $1,220* (ps). 

’53 Capri 4-dr., $325*. 

MERCURY—’58 Park Lane 4-dr. hardtop, 
$1,650* (ps), $1,500* (ps); Turnpike 
Cruiser 4-dr. hardtop, $1,475* (ps). 

’57 Montclair 4-dr. hardtop, $1,325* (ps); 
Monterey 2-dr. hardtop, $1,175*; 4-dr. 
hardtop, $1,050* (ps); 4-dr., $905*. 

’56 Monterey 4-dr., $550*. 


’55 Monterey 4-dr., $560*; 2-dr., $345*; 
Custom 2-dr., $300. 
’54 Monterey 4-dr., $370*. 
OLDSMOBILE—’59 (88) conv., $2,685* 
(ps); (88) Super conv., $2,325* (ps); 


(98) 4-dr. Holiday, $2,560* (ps). 

"58 (88) 4-dr. Holiday, $1,915* (ps); 
4-dr., $1,600*, $1,475* (ps); (98) 2-dr. 
Holiday, $1,785* (ps). 


"57 (98) 4-dr. Holiday, $1,420* (ps); (88 


4-dr., $1,335*; 4-dr. Holiday, $1,315* 
(ps); 2-dr., $1,135*. 
’56 (88) 2-dr. Holiday, $775*; 2-dr., 


$565*; (88) Super 2-dr. Holiday, $710*. 

’55 (88) 4-dr. Holiday, $875* (ps), $475; 
4-dr., $590*; 2-dr. Holiday, $590*. 

’54 (98) 2-dr. Holiday, $440*. 

PLYMOUTH—’58 Savoy (8) 4-dr. hardtop, 

$1,235* (ps); Suburban (8) 4-dr., 
$965*; Plaza (6) 2-dr., $845. 

’57 Fury (8) 2-dr. hardtop, $1,125* (ps); 


ee — 
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IT’S SO NEW, so different that Guide-Matic naturally becomes the 
highpoint of any sales demonstration. To stop the shopper, show 
him Safety Salute right on the showroom floor. To clinch the sale, 
suggest a Night-Flight in your 1960 car. Test drive it yourself 
and see why the Guide-Matic Power Headlight Control is the 
final touch of safety and convenience. 


HERE’S HOW IT WORKS. Energized by the beams of an oncoming 
car, Guide-Matic softens the brights 
. Here’s the first signal for oncoming 
drivers to dim their brights. A split second later, the inboard 
beams wink off @@ 3 @@ , restating... with greater ur- 
gency ... a safety message that can’t be ignored. When the cars 
have passed, in perfect safety, Guide-Matic makes sure the 
brights come back on OO 4 OO ,, instantly. Guide-Matic is 
always there with the right light for every driving problem. 


DEMONSTRATE... night or day... . right on the showroom floor. 
Step up to any battery-equipped car, and turn on the headlights. 


GUIDE 


4-dr. hardtop, $900*; 4-dr., $855*; 
Plaza (6) 2-dr., $695*; Savoy (6) 4-dr., 
$570*. 


"56 Belvedere (8) 2-dr. 
$550*, $375*; conv., $590*. 

’55 Belvedere (8) 4-dr., $560*; 2-dr. 
hardtop, $440*. 

PONTIAC—’59 Catalina 4-dr. 
515* (ps). 

58 Star Chief 2-dr. Catalina, $1,640* 

(ps); 4-dr. Catalina, $1,460*. 

RAMBLER—’59 Deluxe (6) 2-dr., $1,185*, 
$1,180*, $1,175*, $1,125*, $1,120*, $1,- 
115*. 

"58 Custom (6) Cross Country, $1,510*, 
$1,475*, $1,120*; Super (6) 4-dr., $1,- 
130, $1,075. 

’57 Custom (8) 4-dr., $1,145*. 

"56 Deluxe (6) 4-dr., $625. 

’55 Custom (6) Cross Country 4-dr., $550, 
$450. 

’54 Super 2-dr. hardtop, $375*. 
VALIANT—’60 Valiant (6) 4-dr., 
MISCELLANEOUS — ’59 Chevrolet 

pickup, $1,400*. 

’55 Chevrolet %-ton pickup, $660. 

* * * 


— Auctions in Brief — 


CALDWELL, N. J. 

Skyline Auto Auction, Sale every Thurs- 
day (Jan, 21), Brave-hearted dealers who 
attended in extreme cold found good values 
at their prices. Clean, wholesome cars 
brought good prices. Sold 164 cars from 244 
consignments. 


hardtop, $670*, 
° 


Vista, $2,- 


$2,095. 
% -ton 


* * * 


MANHEIM, PA. 

Manheim Auto Auction, Sale every Fri- 
day (Jan. 22). Terrific sale. Sold 78 per- 
cent of 691 consignments. 

* * * 


NASHVILLE, TENN. 


Nashville Auto Auction, Sale every 
Wednesday (Jan. 20). Prices weak, Sold 
121 cars from 290 consignments. 


USE DAYLIGHT 


a 





HE SALE 





OO 1 OO toa glare- 


LAMP DIVISION ° 








WITH GUIDE-MATIC 


GENERAL 





San Francisco Buys Lark Fleet— 


A fleet of 11 Studebaker Larks purchased by the city of San Francisco is delivered 
to Ben Benas and Claude Webster, third and fourth from left, city purchaser and 
assistant purchaser, respectively, by W. U. Remensperger (Studebaker), second from 
left, San Francisco, and R. R. Philbrook, S-P assistant zone sales manager. Over 300 
Federal, state and municipal agencies have purchased Larks during the past year, 
according to A. E. Fitzpatrick, S-P fleet sales manager. 





\ NIGHT-FLIGHT 





a ne = 





Cover the sensing unit lens with your hand. If the. upper beams do 
not come on in 30 seconds, step on the foot dimmer switch. One 
position of the dimmer switch gives lower beams at all times . . . 
the other position allows Guide-Matic control. Move your hand to 
uncover the sensing unit lens—the headlights will then cycle 
through Safety Salute to lower beam. Fascinating to watch... 
and convincing, Guide-Matic practically sells itself. 


LOOK TO GUIDE-MATIC as an added source of extra profits and . 
a feature you can use to sell more cars in 1960. Yours exclusively, 
Guide-Matic Power Headlight Control is... 


AVAILABLE ONLY ON 1960 CHEVROLET - BUICK 
PONTIAC + OLDSMOBILE AND CADILLAC CARS 


GUIDE-MATIC 


POWER HEADLI GHT CONTROL 


MOTORS CORPORATION © ANDERSON, INDIANA 
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By L. D. Bray 
Staff Correspondent 

SPARTANBURG, S. C.—A court- 
ordered auction sale of 110 new and 
used cars, formerly owned by the 
defunct Bailey-Powell Motor Co. 
(Lincoln-Mercury), attracted about 
3,000 persons. 

The cars were ordered sold 
after Circuit Judge Bruce Little- 
john ruled a receiver should be 
appointed for the Bailey-Powell 
concern. 

Value of the cars was set at ap- 
proximately $120,000. The receiver- 
ship was granted on petition of 
Commercial Credit Corp. 

Those attending the auction at 
the Piedmont Interstate Fair 
Grounds here included car dealers 
from a three-state area. A Spartan- 
burg dealer said prices were “about 
wholesale.” 

A ’53 Pontiac went for $180; a ’52 
Ford for $210. A ’56 Buick hardtop 
sold for $910 while the cream-puff 
of the auctioned lot, a ’60 Lincoln 





Dart Goes for a Ride— 


To prove that combined auvtomobile-aircraft travel is feasible, Dodge and Sikorsky 


Aircraft teamed up in this successful pick-up of a car, A giant “helicrane,” with a 
Dodge Dart suspended by steel cables, is shown winging its way across the Housatonic 
River in Connecticut, high above Merritt Parkway. At the end of a half-hour flight, 
the big helicopter landed, and the Dart sped away. Driving time and distance were 
cut to a fraction by the feat. 






MR. DEALER... 
LET'S 
TALK 


Now for the first time you are offered a FULL COMPLETE 
LINE of imported cars...a line enjoying fantastic nation- 
wide success...a line with the HIGHEST PROFITS IN 
ITS CLASS! TOYOPET, with the biggest parts-per-car 
inventory of any import—is available in a wide choice 
of color combinations; features more easy to see — easy 
to sell EXTRAS than cars costing many times its low 
price. Manufactured and distributed by one of the 
‘ world’s great automobile companies. 


ABOUT PROFIT 


1, 1960 


Ex-Dealer’s 110 Cars Sold... 


Court Auction Draws 3,000 





which retailed for $7,800, was sold 
for $5,815 to the Lincoln-Mercury 
dealer at Albany, Ga. 


A ’53 Pontiac Catalina was sold 


2 Ohio Dealer Groups 


Elect New Officers 


DAYTON, O.—Two dealer associ- 
ations in Ohio have elected new 
officers. The Dayton Area Auto 
Dealers Assn. officers are: Presi- 
dent, J. S, Davis jr.; vice-president, 
Ray Bryant; treasurer, T. D. Peff- 
ley sr.. and secretary-manager 
Ralph E. Caverlee. Members of the 
board are Thomas Simons, Frank 
Vari, John Ferrell, C. C. Vaniman 
jr. and Dee Birdsall, 


The Lake and Geauga Automo- 
bile Dealers Assn, elected the fol- 
lowing: President, Walter Moore, 
Mansfield; vice-president, John 
Seipp, Willoughby; treasurer, Dave 
Faubert, Painesville, and secretary, 
J. A. Thomson, Painesville, 






TOAYOPRET 


COMPLETE LINE 


LL PRODUCTS PRICED FOR 


CROWN CUSTOM STATION WAGON 
2-door er 4-door 
6-passenger BIG 


TOYOTA 





4-door FULL 6-passenger 
33-miles-per-gallon economy 
unmatched luxury! 


PLUS 


4-wheel-drive... 
Soft or hard top models. 


IMMEDIATE SELLING 





LANDCRUISER 
Mighty 120 HORSEPOWER 6-cylinder 


unequaled anywhere. 


WRITE OR PHONE YOUR 
NEAREST REGIONAL OFFICE 
LOS ANGELES (Mr. F. Mullen) 


OL 7-2700 


8701 Beverly Boulevard 


COMING SOON 


BONUS ADDITION TO TOYOPET LINE! 

Designed specificalty for the American market, a new 
4-passenger, 4-door super economy sedan will be an- 
nounced this spring. This car will be competitive with 
the lowest priced cars on the market — but will have 
incomparably more selling features. Be a part of the 
i huge national advertising push which will send off 
"i 1960's hottest imported vehicle / 


ng eed 


SAN FRANCISC@ (Mr. 0. Dahl) 
Room 205, World Trade Center 
MEWARK (Mr. H. Lane) 

231 Johason Avenue 

CHICAS (Mr. E. Wehle) 
2906 West Peterson Avenue 
SEATTLE (Mr. V. Petri) 

11037 Frement Avenue 
DALLAS (Mr. H. Holmes) 
9795 Twin Creek Circle 
MIAMI (Mr. L. Grooms) 

2955 W.E. 7th Avenue 


SU 1-7452 
Bl 83450 
BR 46101 
EM 3-6502 
DA 1-5659 


FR 7-2106 


— 


for $75, while a ’5@ Pontiac 
brought $110, 

A Georgia dealer, who said prices 
were averaging just below thos- at 
wholesale auctions, purchased 10 
cars. H. T. Bodie jr., of B & T Used 
Cars, Augusta, Ga., was quoted ag 
saying his best buy of the day wag 
an air-conditioned '56 Buick which 
he bought for $920. 

Two ’60 Mercurys valued at ap- 
proximately $4,300 sold for less than 
$3,000. A new ’59 English Ford went 
for $1,060, while another sold for 
less, 

Under the terms of the court-ap- 
proved auction, Commercial Credit 
was permitted to sell the 110 new 
and used cars and hold the money 
until all claimants against Bailey- 
Powell have been determined, 

The legal action against Bailey- 
Powell started last November 
when Ozdowski Brothers, Spar- 
tanburg, as plaintiffs, sought pay- 
ment of $3,300 from the defendant 
motor company. 

The Bailey-Powell concern was 
enjoined from disposing of any as- 
sets until legal action was com- 
pleted. Howard B. Carlisle jr., Spar- 
tanburg, was appointed receiver for 
the firm. 


Used Imported 


Cars 


Ford (English)—’59 2-dr., $710. 
Lioyd—’56 station wagon 2-dr., 
Metropolitan——'’60 2-dr., $1,210. 


BORDENTOWN, N. J. 
Volkswagen—’59 2-dr., $1,440, $1,400. 
’57 Microbus 4-dr., $810. 
’56 2-dr., $730. 


CALDWELL, N. J. 
Fiat—’57 600 2-dr., $460. 
Hillman—’57 Minx 4-dr., $670. 
Jaguar—’58 XK150 roadster, 


$125*. 


$1,825. 
Renault—'57 Dauphine 4-dr., $560. 


Simca—’58 Elysee 4-dr., $590. 


CHICAGO 
Renault—’60 Dauphine, $1,350. 
’57 Dauphine, $475. 
Volkswagen—’59 2-dr., 
’5S 2-dr., $1,255, 


COLUMBUS, O. 
Goliath—’59 2-dr., $1,100. 


DANVILLE, VA. 


$1,350. 


Hillman—’'57 4-dr., $510*. 
Jaguar—’'54 4-dr., $965*, $855*. 
Renault—’60 4-dr., $1,110. 


DAYTONA BEACH, FLA. 
Ford (English)—’58 Escort 2-dr., $605. 
MG—’58 2-dr. hardtop, $1,430. 


DETROIT 
Volkswagen—’60 sunroof 2-dr., $1,670; 2- 
dr., $1,575, $1,540. 
’5S station wagon, $1,180. 


FLINT 
Metropolitan—’'60 conv., $1,335. 
Volkswagen—’58 2-dr., $1,140. 

’57 2-dr., $910. 


LOS ANGELES 
Austin-Healey—’59 roadster, $2,380. 
Fiat—’58 Multipla, $695. 
MG—’53 TD roadster, $630. 

’52 TD roadster, $455. 
Metropolitan—’54 2-dr., $365. 
Renault—’59 Dauphine 4-dr., 

‘58 Dauphine 4-dr., $900. 

’57 Dauphine 4-dr., $695. 
Volkswagen—’58 2-dr., $1,300. 


MANHEIM, PA. 
Austia—’55 4-dr., $275. 
Alfa-Remeo—’'58, $1,775. 
Borgward—’59 2-dr., $1,690. 
Fiat—’58 600, $630. 

Hillmaa—’58 station wagon, $610. 
’55 station wagon 2-dr., $300. 
Jaguar—’55 2-dr. hardtop, $1,000. 

MG—’60, $2,090. 

Metrepelitan—'54 2-dr., 

Opel—’60 Olympia 2-dr., 
460 


$1,000. 


$370. 
$1,485; 2-dr., $1,- 


’59 station wagon 2-dr., $1,510. 
Peugeot—’58 4-dr., $1,060. 
Renault—'59 4-dr., $920. 
’58 4-dr., $820. 
Simea—’58 4-dr., $625. 
Taunus—’57 2-dr., $475. 
Vauxhall—’59 4-dr., $950. 
’58 4-dr., $750. 
Volkswagen—’59 Karmann-Ghia, $1,700; 2- 
dr., $1,240. 
’58 Karmann-Ghia, $1,450, $1,320; 2-dr., 
$710. 
’57 2-dr., $990. 
’56 sunroof 2-dr., $625, 
Volve—’58 2-dr., $900. 


MASON CITY, IA. 


Volkswagen—’59 Microbus, $1,645. 


NASHVILLE, TENN. 


Volkswagen—’60 sunroof, $1,640. 


SEATTLE 
(English)—’58 Zodiac, $1,075. 
$795. 
$1,475. 


VALDOSTA, GA. 
Velkswagen—’60, $1,636. 


Wilt Adds Studebaker 
WARREN, O.—Jaeck Wik, doing 
business as Wilt Pontiac-Stude- 
baker, 514 Elm N.E., has. been 
franchised to handle Studebaker. 


Ford 
Stmea—’'58 4-dr., 
Velve—'59 2-dr., 
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NADA Speaker Urges Overhaul... 


New Approach to Selling Service 


What Makes a Good 
Service Manager, and 
How Good Is Service 


Salesmanship? 
By Robert J. Young 


Automotive Enterprises, 
Birmingham, Mich. 
_- subject of my remarks to 

you will be “What Makes a 
Good Service Manager—a n d—How 
Good Is Service Salesmanship?” 
This indeed, covers a broad field— 
probably the most important of all 
phases of dealership operation at 
this particular time. 

First let me qualify myself on 
this critical subject. The source of 
my knowledge on this subject is 
not that of a swivel chair operator 
in Detroit. As a matter of fact— 
like the Will Rogers saying—all I 
know is what dealers all over the 
country tell me, 

I publish “The Detroit Sales 
& Service Letter” which goes to 
dealer subscribers weekly. Mate- 
rial going out in our weekly let- 
ter is obtained from question- 
naires sent out to dealers, in 
which we solicit their best think- 
ing regarding retail operation. 
Automatically one becomes a 
student of dealer operation in this 
type of work. 


Our letter contains no advertis- 
ing—no “industry dirt’”—just plain 
help for the dealer. It will help 
you also to know that I am a 
former factory man with 12 years 
in the GMAC division of General 
Motors—a former small-town Chev- 
rolet dealer for seven years—and 
also a former large metropolitan 
city dealer for a similar period, 
before going into the research and 
publishing field. 

* 


* * 


Little Change in Shop 


HERE has been little or no 

change in the service pattern 
of automobile dealerships in the 
last 30 years. Look back for a 
moment, and you will find that 
service Managers are doing the 
same old things in pretty much the 
Same old ways as they did them 
years ago. 

Other fields of retail selling and 
servicing have gone ahead, modern- 
izing and streamlining in every 
way possible, so as to provide new 
and attractive appeals for public 
buying power. They have done an 
excellent job of making old-fash- 
ioned establishments look and op- 
erate, like the space age—or else 
putting them out of business—and 
it is not entirely impossible that the 
latter can happen, too. 

For example: What happened to 
the old-fashioned corner grocery? 
It has pretty much gone out of the 
Picture, and the modern super 
grocery markets have replaced it. 
What has become of the independ- 
ent corner drug store? There are 
a few still left, but this field also 
has been largely converted to 
chain-store operation with modern 
methods of getting its share of the 
buying power. 

What became of the old fash- 
ioned neighborhood GARAGE, 
that sold the car, then followed 
the sale with continued sale of 
gasoline, tires, batteries, lubrica- 
tion, washing and other profitable 
items of maintenance, repair, and 
upkeep? That one really hurts, 
doesn’t it? 

Yes, approximately 70 percent of 
the automobile dealer’s total poten- 
tial fixed operation profits have 
been taken away from him, mostly 
because of his unwillingness to 
meet and keep abreast of con- 
Stantly changing conditions — and 
by that I mean the competition of 
the chain service stations, the ac- 
cessory stores, the mail order 
houses and the independent repair 
garages. 

Thus we have found the fran- 
chised dealer's profits grinding 
slowly down to a near-halt, much 
like those of the old-fashioned cor- 
ner grocery. Today, the franchised 
dealer’s profits are not even com- 
Parable to that which could be had 
by investing in low-return Govern- 
ment Bonds. In the service depart- 
ment, the franchised dealer is get- 
ting mostly the kind of business 
that his modern and progressive 
filling station competitors do not 


want—the services that the owner| source of profit—the automobile it- 


HAS to come to him for. 
a * * 


Car Is Low-Profit Item 


VEN the automobile itself has 
new competition. Time was 
when a new car was about the 
only “thrill” purchase that a family 
could make. Those were the days 
when dealers could command at 
least something resembling a full 
gross profit on the initial sale. In 
some ways this was not too good 
for the business, for dealers tended 
to by-pass the bread and butter 
business in the service and parts 
departments in favor of the more 
easily earned new-car profits. 
Today there are hundreds of 
“thrill” purchases that can and do 
compete with the automobile—such 
as the cabin cruiser, the personal 
airplane, the swimming pool, the 
suburban home, television and ra- 
dio equipment, the automatic kitch- 
en and just scores of others. These 
things, along with the rat race tac- 
tics of some competitive auto deal- 
ers, have forced the main former 








self—into the position of now being 
a low-profit item. 

This is not likely to change, 
and it is more than likely that 
automobile dealers will always be 
obliged to go along with smaller 
vehicle profits—not necessarily as 
low as they have recently been, 
but low. Like the Gillette razor 
people, where the blades really 
make the profits, the automobile 
dealer will need to look to the 
service and parts profits more 
than ever before. This means 
building up large “blood-banks” 
of regular customers. 

The real truth of the matter is 
that for years the franchised deal- 
ers have been skimming off the 
cream of the business, permitting 
the tailends to get away to their 
growing competition, the gasoline 
filling stations. It has been a de- 
pleting action, much like the deple- 
tion of our nation’s forests, and 
other resources. 

For the most part automobile 
dealers have come to be known as 
shrewd and resourceful business- 





men. They are noted for their good 
business judgment and aggressive- 
ness, Yet there are hundreds of 
dealers today who refuse to open 
their minds to the need for modern- 
izing and streamlining. 

Some even continue to invest 
thousands of dollars in new build- 
ings designed to accommodate an 
outmoded type of business, with no 
thought to the fact that today the 
car owner is definitely avoiding in- 
town congestion and parking prob- 


lems, 
* + ae 


Service Manager’s Job 


Bc you say, what’s all this got 
to do with what makes a good 
service manager? Up to this time 
I have talked about the only thing 
in the world that will make a good 
service manager—that is the dealer 
himself, Now let’s get down to the 
more specific things. A good serv- 
ice manager, under present-day op- 
eration, can no longer be a hit- 
and-miss operator. He must know 
exactly what is expected of him. 
Both he and his employer must be 
in complete agreement on this 
score, 

Now, for the first time in the 
history of the business—to the best 
of my knowledge—there is a speci- 
fic list of the duties and responsi- 
bilities of the service manager 
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available. In all it contains 20 
items, and here they are: 

1. He must thoroughly know the 
policies of the dealer and factory 
with reference to service operation, 
and carry them out to the letter. 

2. He will select, train, and 
supervise all service department 
employes. 

3. He will make continuing 
studies of all makes of automobiles 
so as to be able to correct operat- 
ing difficulties for the owner of any 
make—training his employes to do 
the same. 

4. He is expected to train and in- 
spire all his employes in the tech- 
niques relating to creating and 
keeping customer goodwill. 

5. He must employ effectively all 
factory and dealer advertising and 
sales-promotion techniques, with 
dealer cooperation and approval. 

6. He will handle, correct, and 
approve customer complaints and 
policy adjustments. 

7. He will select and purchase 
service department tools and equip- 
ment subject to dealer approval. 

8. He must approve requisitions 
for the purchase of materials and 
items of expense essential to the 
successful operation of his de- 
partment, keeping them in line 
with profits. 


9. He will hold regular meetings 
(Continued on Page 114, Col. 1) 


DON’T GUESS 


when you TRADE « BUY: SELL > 
FINANCE or REPAIR USED CARS 















RED BOOK Since 1911 the impartial authority for 
realistic, Retail, Wholesale, Finance Values. Covers 
all passenger cars, trucks thru 14% ton capacity for 
past 8 years. Also, popular selling Import Cars! 
Logical arrangement of essential facts plus front 
view illustrations make RED BOOK easiest to use. 





One Year 
Subscription 


$ goo 
Subscription includes 8 revised, up-to-the-minute, 
bound editions (special for each area). 


NATIONAL PARTS & LABOR MANUAL shows 
Official factory list parts prices, Official labor time 





One Year 


Subscription studies for all makes, models, past 8 years. Giant- 
with Monthly sized (8% x 11), tab indexed, with detailed instruc- 
Service 


tions (exploded views), etc. Subscription includes 
complete monthly additions of new models, price 
and labor revisions, etc. 


30 DAY TRIAL OFFER 


NATIONAL MARKET REPORTS, INC. 
900 S. Wabash Ave., Chicago 5, Ill. 


$2 ]00 


Blue Book 


Please ship at once 


Official Used 


RED BOOK Official Used Cor Valuations Annual Rate 











1 
| 
| 
| 
| 
Truck Valuations | NATIONAL EDITION (East of Rockies)....... . $8.00 
, | [_] PACIFIC EDITION (West of Rockies). .........$9.50 
Red Book’s truck counter- seltaas tail es 
: BLUE BOOK icial Used Truck Valuations 
peer Srivee el} Gate,.ath | ( Annual Service (2 Editions). ........+++- .--$10.00 
makes, regardless of tonnage, 
up to 7 years old PLUS | NATIONAL PARTS & LABOR MANUAL 
+4: . [-] DOMESTIC CARS (includes year's revision 
capacities, gross vehicle | service)........ ieee chaee Uc g we ee alain ae $21.00 
weights, wheel bases, horse [-] IMPORT CARS 442”x6%” (includes year's 
power ratings, etc. Published revision service)...... ae aea aa sek eae ees $14.00 
twice a year. [_] Check enclosed for $........ 
(-] Send C.O.D. plus charges (J Bill me later 
Name. 
NATIONAL MARKET REPORTS, Inc. [Om 
900 S. Wabash Ave. >: Chicago 5, Illinois City Tene... State 
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New Approach Urged 
In Selling Service 


(Continued from Page 113) 


of service personnel, as well as| 


require them to attend general 
meetings. 

10. With the approval of the 
dealer, he must eliminate all old, 
outmoded practices and policies in 
the service operation, thus reducing 
unnecessary overhead that accom- 
plishes nothing. 

11. He must take regular periodic 
inventories of all equipment, ma- 
terials, and furniture and fixtures 
entrusted to the custody of his de- 
partment, and maintain continuing 
records of them. 

* * * 


Additional Duties 


12 IT WILL be his duty to take 
* regular month-end inventory 
of gas, oil, greases and other stocks 
and materials in the custody of his 
department, and be accountable for 
shortages. 

13. He will prepare, present and 






PROBLEM 





PPA 


WATCO Wh 





prosecute all claims against the | 
factory for repair and replace- | 


ment of defective parts and 
workmanship. 

14. He will prepare and maintain 
such records and periodic reports 
as may be required by the dealer 
or factory. 

15. He will forecast sales volume 
and expenses each month and pro- 
vide for daily recording of accom- 
plishment toward his objectives. 

16. He must assume responsibility 
for the safe storage and protection 
of all new and used vehicles en- 
trusted to the custody of his de- 
partment and prepare them for de- 
livery when sold. 

17. He will employ a modern plan 
of good housekeeping in his de- 
partment, which will provide for 
regular maintenance of equipment, 
cleanup and maintenance of build- 
ings and premises of the dealer- 





ship, making a modern and appeal- 
ing place of business, so as to 
attract the public. 

18. He will accept responsibility 
for the prompt reconditioning and} 
repair of used vehicles taken in 
trade and control quality and cost 
of doing so. 

19. He must plan and super- | 
vise the flow of work through 
his department, rendering quality 
workmanship so as to assure 
continuance of customer goodwill | 
and a maximum volume of car 
sales for the dealership. 

20. He must manage his depart-| 
ment with efficiency and dispatch, 
so as to produce a profit for the| 
dealership that is in keeping with 
effort and investment. 

These are the things that make 
a good service manager, but they 
form only the routine pattern. The 
service manager must not only 
know what they are, but he must 


also carry them out effectively. 
* + o* 


| 
| 
| 
| 
| 


Service Must Be Presold 


we comes the question, How 
Good Is Service Salesmanship? 
You dealers wouldn’t want me to 
come here to tell you how good 
your service salesmanship is, If I 
am to be of any help at all, it will 
have to be along the lines of pick- 
ing out the weaknesses. In my 





“IT am not selling junk, lady 
... at these prices I’m practically 
giving it away.” 





judgment, it is in the selling phases 
of service to the public that most 
automobile dealers are weakest. 
Perhaps this is to be expected, 
since basically service people are 
not usually talented in the art of 
salesmanship, nor should they be. 
Let’s face the facts of life. Service 


RELOCATE THE CORVAIR arter 


THE ENGINE HAS BEEN REMOVED 


NL ready for 
TCE Delivery ! 


Once the engine is removed from the 
Corvair, WATCO Wheel Sets are quickly and 


easily attached (two minutes) and the car is 
mobile . . . ready for removal to out-of-the-way 
storage. These all-steel wheels designed espe- 
cially for the Corvair contain a full ball-bearing 
plus top-quality roller bearings and have a 


360° caster, 





Bolts to existing transit holes in less than 
two minutes. 





Supports the Corvair in its normal 
level position. e 





@ Will save labor, space and money. 


ORDER TODAY! 
PHONE, WRITE OR WIRE 


WATERVLIET TOOL CO., 


ALBANY 4, N. Y. 





eel Sets! 


omy 929,50 


Your Shop Needs WATCO Wheel Sets For The 
Corvair Because They: 


@ Facilitate safe shop movement. 

© Support the Corvair in its normal level. position. 

@ Provide even greater mobility than normally available 
with front steering. 

® Eliminate the necessity of “tying up” other valuable 

equipment, i.e., jacks, stands, etc. 

Meet all safety regulations. 


INC. 





is something that must be mer. 
chandised. 

As a matter of fact, the service 
loyalty of car owners must be 
presold, not by a service salesnian 
on the floor when a customer hap- 
pens to decide to come into the 
service department, but by planned 
merchandising methods of the deal- 
ership as an institution of the 
community, with a permanent and 
continuous follow-through by pro- 
fessional sales people. 

It has been said, “There is no 
substitute for quality merchan- 
dising.” I sincerely believe that is 
true. It means quality workman- 
ship, fair prices, prompt and 
courteous service, and these are 
the things that must be presold 
and merchandised. 

The service needs of the modern 
car owner have changed materially 
in the past 10 or 15 years. Today’s 
automobiles run 150,000 miles before 
they need rings, pistons, bearings 
and valve jobs. This means that 
the car is four or five years old 
and also that the franchised dealer 
will seldom have an opportunity to 
sell this kind of work. The auto- 
mobile will be traded off for a new 
one, and finally end up as a used 
car that will go to an independent 
repair garage for this type of work. 

Franchised dealers must get their 
service volume in the first three 
years of ownership, and just good 
judgment tells us that it will have 
to be of the maintenance type—the 
kind of maintenance that will pre- 
vent excessive operating costs. This 
is smart merchandising, and it can- 
not be sold by a service salesman 
just whenever an owner chances 
to come in. 

This type of merchandising be- 
gins at the time of delivery of the 
new car. As a matter of fact, it is 
one of the very strongest selling 
points in the sale of the new vehi- 


cle. 
ok * * 


The Warranty Period 


i the delivery is made, the 
owner is entitled to protection, 
and this is where good merchan- 
dising of service begins. Most fac- 
tories offer what we know as the 
Owner Protection Policy, or some 
similar name. What this actually 
says is, “Mr, Owner, if you will 
religiously have these services per- 
formed during the first year of your 
ownership, you will not need to fear 
unexpected repair costs after the 
warranty has expired. 

Dealers know—and so do their 
factories—that the new-car war- 
ranty does not stop at 4,000 miles, 
or 90 days, provided the owner per- 
mits you to perform the necessary 
preventive services in the first year. 
Factories will honor the replace- 
ment of parts and defective work- 
manship up to 12,000 miles or there- 
abouts, and you get paid regular 
retail price for handling such work. 

Now isn’t it just good business 
for you to constantly keep the 
owner reminded that in order to 
be assured of that kind of treat- 
ment, he must be a loyal main- 
tenance customer of your service 
department during that critical 
first year of ownership? 

Yet, there are thousands of deal- 
ers who make little or no effort to 
keep their salesmen on the job of 
customer relations after the deliv- 
ery to tie in with the factory’s 
willingness to go all the way. No 
matter what you think of the fac- 
tory warranty policy, it puts profit 
dollars in your pocket, if you fol- 
low through. 

This is the sort of thing that 
makes a good service manager, but 
too few of them are kept reminded, 
and even more important, too few 
sales managers make any real at- 
tempt to follow through after de- 
livery. 

All major manufacturers have 
continuing programs to keep the 
owner coming back to ycur service 
department, Ford’s “Quality Service 
Program,” Chrysler’s “Certified Car 
Care” and General Motors’ “Guard- 
ian Maintenance.” These are all 
designed to keep the car owner 
coming to your service department 
as his car gets older, and after it 
is definitely out of the period where 
you, or the factory, have any me- 
chanical responsibility under the 
warranty. 

Considerable money is being 
spent by the factories at the dealer 
level to accomplish this, yet there 
is too little attempt to tie in and 
carry through by the dealership, A 
few dealers have done a splendid 
job, but far too many look upon 

(Continued on Page 116, Col. 1) 











Shin kava o eine 


| CARAT a EE BT 














The Inquirer Gives You 30% More Readers in the Suburbs... 


hap. where most of the buying is done 


ings Sindlinger* shows: Throughout 
Delaware Valley as a whole, two 
ito- major newspapers are about 


wee equal in daily readership... 


leir ae 


But look at the advantage 
the Daily Inquirer gives you 
in Suburban Delaware Valley 

— where 58% of the retail sales 


are made: 


— 
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NEW YORK CHICAGO 


ROBERT T. DEVLIN, JR. EDWARD J. LYNCH | RICHARD |. KRUG | FITZPATRICK ASSOCIATES 


342 Madison Ave. 20 N. Wacker Drive Penobscot Bidg. 
Murray Hill 2-5838 Andover 3-6270 Woodward 5-7260 





READERSHIP - DELAWARE VALLEY, U.S.A. 


DAILY 
INQUIRER 


Total Readers. 
1,406,000 
Exclusive Readers 


922,000 


(18 years or older) 


DAILY 
BULLETIN 


Total Readers: 


1,410,000 
Exclusive Readers 


926,000 


(18 years or older) 


duplicated readers 484,000 





READERSHIP - SUBURBAN DELAWARE VALLEY, U.S.A. 


DAILY 
INQUIRER 


Total Suburban Readers: 
706,000 


Exclusive Suburban Readers 


593,000 


(18 years or older) 


The Philadelphia Inquirer 


Good Mornings begin with The INQUIRER for 1,406,000 adult daily readers 





SAN FRANCISCO LOS ANGELES 


155 Montgomery St. 3460 Wilshire Boulevard 
Garfield 1-7946 Dunkirk 5-3557 
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DAILY 
BULLETIN 


Total Suburban Readers: 
542,000 


Exclusive Suburban Readers 
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duplicated readers 113,000 





*Sindlinger & Co., market-research spe- 
cialists, interview over 1,000 persons a day 
throughout the nation, in a continuing 
survey. The information presented here 
is current. It’s based on Sindlinger’s latest 
tabulations of 20,701 completed interviews, 
revealing: ‘““Who read what yesterday in 
Delaware Valley, U.S.A.?” 





he lee 2 cod 


3 Fee reba a. Sper 


Ma Peta tee 


between a car salesman and the 





116 


AUTOMOTIVE NEWS, FEBRUARY 1, 1960 


NADA Speaker Urges Overhaul. . . 





New Approach to Selling Service 


(Continued from Page 114) 


these programs as just another fac- 
tory dictate. 


* * * 


Factory Plans Good, but— 


TO THIS point I have gone 
along 100 percent with the fac- 
tory programs for service. Now, 
let me say this, all of their pro- 
grams are fine, They are pointed 
in the right direction for your serv- 
ice improvement, but they do not 
begin to get the job done. 

As a matter of fact, the millions 
of dollars being spent telling the 
public about these programs is 
being wasted in a considerable de- 
gree, yet it is worthy of note that 
General Motors will shortly an- 
nounce a substantial increase in its 
1960 Guardian Maintenance Budget 
with four times as many news- 
papers to be hit, so as to reach 
more GM owners. 

Other manufacturers will un- 
doubtedly follow suit, if they have 
not already done so, I am in com- 
plete accord with the idea of fac- 
tory help in appealing to the 
public te do business with the 
franchised dealer’s service depart- 
ment, but I am far from con- 


Therefore, you are at liberty to 
quote me as saying that these fine 
factory programs will only partially 
serve their purpose in their present 
form. I know of no factory that has 
yet recognized the necessity of a 
tie-in whereby car salesmen actu- 
ally begin their exploration of car 
sales by means of offering service 
to the owner. 

Until your factory has seen fit 
to approve and sponsor this type of 
a local tie-in, neither you nor the 
factory will succeed, in any satis- 
factory measure, in getting the car 
owner back into your service de- 
partment. It is my firm belief that 
your factory owes it to you—to 
itself as well—to approve and spon- 
sor such a program in your behalf. 

= 


Tie-In Program Needed 


I WOULD like to pose this ques- 
tion to both you and the factory 
people—Who does sell service to 
the public today? Ill try to give 
you the answer—approximately 70 
percent of the total service re- 
quirements of the public are being 
sold by the chain filling stations 
and independent garages. This 
meang that franchised dealers are 
only getting 25 or 30 percent of 
their real potential of the available 
service business. 

Through a planning partnership 
between you and your factory, a 
way must be found, to get this 
business back into your service de- 
partment. You both have an ex- 
tremely large stake in doing so, 
and it is time to get on with the 
job in a program of full coopera- 
tion of both. 

The “Quality Service Program”— 
“Certified Car Care”—and “Guard- 
ian Maintenance” are good, but 
they bypass what is probably the 
strongest service selling factor of 
all—I mean the personal relation 
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he can control. 

Visualize a dealership with four 
or five salesmen tying in with 
the “Quality Service Program,” 
the “Certified Car Care Program” 
or the “Guardian Maintenance 
Program” in their daily work. 
You then not only have a power- 
ful merchandising program that 
is designed to pave the way for 
local personal and telephone so- 
licitation, but you also have men 
who are actually following 
through, offering better service to 
the people they contact, so that 
they can be the first one the cus- 
tomer will bring into the picture 
when he is ready to buy that 
new car. 


To the best of my knowledge, no 
way has yet been devised that will 
provide for automation in the sale 
of service, nor in selling automo- 
biles. It still requires two individ- 
uals face to face to close the deal 
for regular customer service pa- 
tronage and the sale of a new or 
used automobile. 

I have spoken quite frankly up 
to this point in order to try and 
convince you that there is urgent 
need for the franchised dealer to 
do three things: 

They are: (1) Open his mind to 
the urgency of the need for better 
service; (2) Convince him that the 
service pattern of 30 years ago is 
outmoded and must be discarded, 
and (3) Convince him that it is 
urgent that he modernize, stream- 
line and adopt more scientific meth- 
ods of serving his owners, 

These things require the first- 
hand attention of the owner of the 
business. Only he can make his 
service manager a good one, when 
it comes to such major policy 
changes, because they also reach 
into and affect all. other depart- 
ments—particularly the car sales 
departments. 

+ + * 
Modernizing, Streamlining 
oes are two widely separated 

concepts of dealership operation 
today. They are: 

1. The old concept of five sepa- 
rate departments, each almost a 
separate business within itself. This 
long has been the pattern and, 
frankly, it is the one that is caus- 
ing so much loss of confidence on 
the part of the public. 

2. Then there is the single-unit 
concept, which is the new and 
modern approach to successful 
dealership management and opera- 
tion. Under this concept, the func- 
tions of the dealership are allotted 
to those best qualified to perform 
them, irrespective of department 
lines. 

Here I will have to digress 
briefly, in order to help you vis- 
ualize what is meant by modern- 
izing and streamlining. First, let 
me say that in the modern con- 
cept of selling and servicing auto- 
mobiles, there is no clearly de- 
fined line of separation between 
the function of selling and that 
of servicing. 

Actually, the rendering of serv- 
ice to the owner is a selling func- 
tion, and without good performance 
in this respect, there will be no 
worthwhile sales volume, Until 
service responsibility is pinned on 
your sales department, you are 
stuck with a dwindling service and 
parts volume, which in turn will 
continue to force you to give your 
automobiles away without benefit 
of a fair profit. 

” - > 


Halt Outmoded Functions 


OW let me offer some construc- 

tive suggestions as to the man- 
ner in which you can modernize 
and streamline your service opera- 
tion: First, we will need to discard 
some outmoded functions and poli- 
cies that can no longer be afforded 
because of their cost and lack of 
purpose: 

1. Discontinue the use of all cus- 
tomer followup and solicitation 
procedures in the service depart- 
ment. Pretty radical, isn’t it? But 
this is a costly and ineffective way 
to get service business. 

Furthermore, it is a function that 
does not belong under the jurisdic- 
tion of service people. Relieve them 
of it and permit a- much greater 
concentration of their important 
time to matters that will actually 




















five or six hundred car owners that{ show up in the customer’s mind in 


a better grade of customer treat- 
ment. Later on, Ill suggest the 
modern method for customer fol- 
lowup and solicitation. 

2. Discontinue the recording of 
specific functions and services 
performed on the vehicles of car 
and truck owners, Many dealers 
have continued to post items ap- 
pearing on all repair orders to a 
customer record for future refer- 
ence, and for the benefit of the 
customer. This is a costly opera- 
tion that can no longer be af- 
forded at present high overhead 
costa, 

3. Stop hoarding scrap and used 
parts. This is a practice that breeds 
loss of confidence by the public. 
Any service department that is 
loaded down with old used parts 
under benches, in corners and 
stored in the rafters is always sus- 
pected of installing them instead of 
new ones. 

For every used part hoarded out 
in the back end, there’s a new one 
in the bins in the parts department 


that will become obsolete and cost 
you money. Go through the entire 
service and parts areas and get rid 
of every single used part and every 
new one that is obsolete. 

4. Discontinue hoarding the hard 
copies of repair orders, You can no 
longer afford the luxury of filing 
them in customer files and pulling 
them out again at some dubious 
time in the future. The original is 
much more complete and readable 
and is always on file in the ac- 
counting department for the rare 
occasion when a dispute cannot be 
settled without it. 

It is a waste of filing equipment, 
and clerical time to be filing and 
pulling hard copies. 

* « * 


Discontinue Control Tower 


5 DISCONTINUE correspondence 
* files in the parts and service 
departments. Most of the corres- 
pondence should be carried on in 
the accounting office where the 
general correspondence file should 
be. Relieve the service manager of 
the job of correspondence and dic- 
tation so he may devote more time 
to his real job of rendering good 
service, 

6. Discontinue the luxury of a 
control-tower operation, if you have 
it, Replace it with a job register 


on which each repair order ig 
listed. Wherever it is located, have 
a master station of an intercom 
system, with a substation box for 
every two or three mechanics. 

Require workmen to come up and 
get the next job, in the order it 
appears on the job sheet, and ini- 
tial it to show he has taken the 
job. In the small dealership no 
intercom equipment will be neces. 
sary. The service manager can con- 
trol the work. 

7. Eliminate all service sales- 
men, as such, You can no longer 
afford the luxury of exclusive 
personnel for this purpose, Em- 
ploy the use of this “Self-Service 
Menu.” Give each customer one 
when he comes in, and let him 
check off the items he wants to 
have done. 

It will save tempers, and he will 
buy more service. You'll be pleas- 
antly surprised to find that he will 
select items that no service sales- 
man could ever possibly remember 
to suggest. Then he can slip it 
under the windshield wiper and be 
on his way, after having a word 
with the service manager. 

8 Do not permit mechanical 
workers to stand idly around wait- 
ing for someone to write repair 
orders for jobs on which they can 

(Continued on Page 117, Col. 1) 
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New Approach Urged 
In Selling Service 


(Continued from Page 116) 


go to work, Require all shop per- 
sonnel to meet customers, whenever 
they are not on a job. 

In the medium and large shops, 
employ one or possibly two low-cost 
porters to direct customers as they 
come in, hand them a menu and 
then juggle cars and see that cus- 
tomers are not required to stand 


waiting. 
ok cd oa 


Clean Up, Paint Up 


9 DISCARD everything in the 
¢ shop and parts departments 
that is not serving a useful and 
profit-making purpose. Clean every- 
thing out of every nook and corner 
—clean up and paint up—make 
each shop man responsible for 
cleaning up his work area after 
every single job, and then again at 
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can you begin to visualize how | attention. Others he will want to 


the end of the day, put everything 
away in its place and lock it up. 


Have a clean-up and paint-up 
period once each month, Modern- 
izing and streamlining requires that 
every single area in the shop and 
parts departments be spic and span 
and in battleship condition. 

10. Give serious consideration to 
abolishing the use of costly multi- 
copy repair order forms, and adopt 
in their place the single hard copy 
“Self-Service Menu” with provision 
on the reverse side for recording 
parts, accessories, and materials 
used on the job. 

Register each menu on the job 
sheet and give it a number for 
followup purposes, then let it fol- 
low the job. There are numerous 
costly and time-consuming opera- 
tions that can be eliminated with 
the single copy Menu, such as 


copying and recopying parts and 
materials drawn, etc. 

Make no pretense of giving the 
customer a copy of his repair order, 
or if that is necessary have a mod- 
ern copying machine with which to 
produce a copy for him on the spot. 
It will serve other purposes, too. 

11. Transfer every possible cleri- 
cal function to the accounting de- 
partment where by doubling in 
brass, one clerk can perform a ser- 
ies of functions that would require 
a special employe if left in the serv- 
ice department. 

Relieve the service department of 
all paper work, even including 
making up of factory claims. These 
also can be done by accounting 
people who are more adept at doing 
paper work. 

While we're talking about paper 
work, never let an employe go home 
at night with unfinished paper work 
in his desk, or elsewhere. Modern, 
streamlined operation requires that 
every single piece of work for the 
day be finished at the end of the 
day. Procrastination is the source 
of all evil and troubles in an auto- 
mobile dealership. 

x * 


* 


Service Manager’s Guide 


No: having cleared the decks 
for a new kind of operation, 


much you have reduced overhead 
by doing so? When you begin to 
really look for them, you'll find 
many other functions that can be 
done away with in modernizing and 
streamlining. 

Furthermore, they are the dis- 
tasteful jobs that seldom are ever 
kept current and have outlived 
their usefulness. Perhaps we can 
now afford to give the service man- 
ager just one or two new ones that 
will really serve a more important 
purpose under the rapidly changed 
conditions. 

No service manager can possibly 
remember all the things that he 
would like to keep a close check on, 
including his own responsibilities. 
Therefore, let us provide him with 
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do something about. 

For example, since it covers a 
whole year of operation, he will 
start, let us say, Jan. 1 to check 
himself and his operation on the 
first few items in the January 
column. Each day he will check 
a few more. When the end of the 
month has rolled around, he will 
have completed his consideration 
of all the items on the guide list. 
He will then start over again the 
following month. This is one of 
two new functions he will pick 
in place of the many discarded. 

The next step in the modernizing 
and streamlining plan is the second 
new function to be assumed in 
place of those discarded. It is the 
installation and use of a very sim- 


the means of maintaining a very|Ple control book and guide, where 
close control on the functions of| all the functions of service manage- 


his department. Use this “Service 
Manager’s Guide.” 
This is the kind of streamlined 


ment can be concentrated into one 
single unit of control for the de- 
partment, giving instant finger-tip 


control that I have been talking} access to operational data. 


about, that is so essential to mod- 
ern operation. It is just not prac- 
tical any longer to “play it by ear.” 
The “Service Manager’s Guide” is 
a time saver. The service manager 
merely spends a few minutes a day 
browsing through the items on the 


No longer is it practical for the 
service manager to have a whole 
desk and office full of nonrelated 
methods for knowing what he is 
accomplishing. There is no time for 
that sort of confusion. His man- 
agement must now be so simple 


guide. Many of them will need no|and highly concentrated that he 
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EQUIPMENT SELECTION HELP—Your Sun rep- 
resentative will analyze your business and 
your present equipment to heip you determine 


which models best suit your needs. 
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fJ-kocram ... sets you up as 


never before to cash in on Engine Service 


Now...only Sun gives you a program 
that enables you to cash in on the magic 
selling words of “Satisfaction Guaran- 
teed.” Your customers get it with the 
Expert Engine Service you perform 
with Sun precision equipment. 

Model 510 Scope Motor Tester (left), 
for instance, enables you to perform al/ 
the approved tests recommended by the 
A.E.A. Just one package contains all the 


units you need to spot trouble faster. 
You'll stop comebacks, increase your 
volume —and you'll be able to guar- 
antee customer satisfaction. 


You'll get “Satisfaction Guaranteed,” 
too, with your Sun equipment purchase 
...from your Sun representative and 
his 5-point plan below. Only Sun can 
give you these extras—and only Sun 
gives you “Satisfaction Guaranteed.” 
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EQUIPMENT TRAINING — He'll train you and 
your men so that you can IMMEDIATELY getthe 
full value from your equipment. He'll provide 
you with all the “know-how” and technical infor- 
mation that will make you a real expert. 


A eal 


Get the details now on why 
you're way ahead... with Sun! > 


ELECTRIC CORP. | 


6327 N. Avondale Avenue « Chicago 31, Iilinois 


EASY PAYMENT PLAN—Your Sun man has a 
tailor-made purchase plan for you. He'll be able 
to set you up in profitable business that will 
actually pay for your equipment as you use it. 


MERCHANDISING and SALES AIDS — And you 
get more than just equipment! Your Sun repre- 
sentative has exciting new merchandising pro- 
grams for you. The sign pictured (at right) will 
be seen by millions in a full-page ad in Popular 
Mechanics...and soon in the POST. 





won Guaranteed.” 





DELIVERY and INSTALLATION—The same Sun 
man from whom you buy the equipment will 
expedite the delivery...then organize the instal- 
lation in your shop so it’s right! 





This colortul poster. ..and national consumer 
advertising sells you and your services to the 
motoring public... tells them you're the man to 
see for “Expert Engine Service” with “Satisfac- 


And new Sun magazine, “Sunrays,” helps you 


build your business with profit-making tips. 
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[ ean. THIS COUPON 

| Yes sir, I’d like to learn more about Sun's | 
new “Satisfaction Guaranteed” program, and 
how it can benefit me. Send me the details. | 
(please write name and address in margin below) 


can carry it with him wherever he 
goes. It will be his new “Design for 
Service” so to speak. 

* * +” 


‘Design for Service’ 


N IT will be: 

1. A complete outline of his 
duties and responsibilities — which 
in essence is a very simple service 
operations manual. 

2. An alphabetically indexed “Cus- 
tomer Attendance List,” which is 
nothing more or less than a list of 
owners and customers of the deal- 
ership, with provision for checking 
daily repair orders against it each 
day to show regularity of patron- 
age. That’s all there is to it. 

3. A list of pending complaints 
to serve as a reminder each day 
that something must be done 
about them. 

4. A list of lost customers to be 
referred to the sales department, so 
a salesman may be given an assign- 
ment to find out whether or not 
he has lost a customer, and why. 
A great opportunity for sales peo- 
ple to increase their scope of cov- 
erage. 

5. A monthly sales and expense 
forecast and daily operating con- 
trol. 

6. A shop inventory and mainte- 
nance control for shop equipment, 
etc. 

7. A list of factory claims that 
are Over 30 days old. 

8. A service personnel Productiv- 
ity Record and Analysis which, for 
the first time in the history of the 
business, provides a control on ex- 
actly how productive each me- 
chanic is. 

That is all there is to the mod- 
ernization program. Just two new 
steps which will take the place 
of the 10 outmoded functions that 
have been recommended for dis- 
card. In thousands of dealerships, 
the service manager is so badly 
bogged down with things that he 
is asked to do, that he has built 
up a mental wall of impossibility. 

He has all but thrown up his 
hands and said to himself, “Well, 
if that’s what the boss wants, Ill 
do the best I can with it, but a 
guy can do only so much.” His 
enthusiasm for accomplishment 
is gone, and the dealership has 
somewhat of a figurehead for a 
service manager. 

The modern way is to throw out 
all superfluous paper work and de- 
tail, and concentrate the control 
into a streamlined, scientific, yet 
very simple function which then 
gives the service manager much 
more time to devote to the real job 
of actually looking after the wel- 
fare of the customers of the deal- 
ership with respect to providing a 
more pleasing grade of transporta- 
tion at the lowest possible cost in 
money and time of the owner. 

The objective must always be to 
convince the automobile owners in 
the community that when they buy 
at your dealership they are always 
well taken care of and assured of 
the best possible value in transpor- 


tation cost. 
oe * * 


Let Sales Sell Service 

New you are going to ask, “Well, 
if we relieve the service depart- 

ment of the job of service selling 
(Continued on Page 118, Col. 1) 
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mobile business, with a choice of| written contact report after every 


New Approach Urged 
In Selling Service 


(Continued from Page 117) 


and solicitation, just how are we 
going to get it done?” Well, the 
answer to that one is so simple 
that it will shock you at first. You 
won't believe that it can be done 
until you open your mind and an- 
alyze it. 

We are simply going to turn this 
job over to the sales department 
where it belongs—where it will be 
in the hands of sales specialists— 
leaving the service job to be done 
by service specialists, unhampered 
with the time-killing solicitation 
work about which they know little 
and frequently couldn’t care less. 

I am going to have to digress 
into the functions of the sales 
department temporarily in order 
to illustrate how this new and 
modern plan will operate. Let us 
visualize the need to hire and 
train one or more new car Ssales- 


. men. As dealers, we have been 


saying for years that there just 
“ain’t” any to be had. I agree— 
therefore, it is necessary to start 
from scratch and build some new 
ones. 


But let’s not follow the old worn- 
out pattern. Suppose we do it a new 
way. When a dealer or sales man- 
ager goes out’to hire salesmen 
today, he looks around for enter- 
prising young men, who are looking 
for a good future, 

He visualizes finding that rare 
type who will work for nothing but 
a straight commission—who will 
not fraternize with the hardened 
old salesmen and acquire their 
habits—and who will end each 
month in a blaze of glory, outsell- 
ing all the old salesmen. 

This would be wonderful, if it 
were possible. But you and I both 
know that it just doesn’t work out 
that way. Some dealers do go out 


on the limb a bit by giving a 
monthly guarantee or a small base 
salary for the first few months, 
until the new boy learns how to 
sell. All too frequently what hap- 
pens is that the dealer gets little 
or nothing for his salary invest- 
ment in the new man, regardless 
of the method of compensation, and 
the man falls into the ways of time- 


hardened commission salesmen. 
- + * 


The New Salesman 


a. we back up now and 
take a new approach to the 
whole problem of both selling auto- 
mobiles and servicing them. Let us 
suppose that you have found a 
young man of 27 or 28 years—and 
please go along with me with an 
open mind—he is married, with a 
small family, and seems to have 
most of the characteristics of a 
good automobile man. 

He must have responsibility on 
his shoulders that will make him 
want to build a secure future for 
himself and his family. He will 
want to make good in the com- 
munity and bear the respect of 
its people. 

Now— instead of saying to him, 
“You ought to try selling automo- 
biles,” you say, “Look, if you are 
made of the right stuff, we can 
guarantee you a future in the auto- 


(1) owning your own dealership 
eventually, or (2) becoming an ex- 
ecutive of one of the automobile 
factory corporations, or (3) if you 
prefer lifelong hometown employ- 
ment, you can work up to the top 
of our own dealership.” 

Now, instead of throwing this 
promising young man in among the 
wolves, as is most frequently the 
practice, try doing this: 

1. Give him a list of 300 or 400 
customers and potential customers 
in the community. Tell him, “It will 


call. This report will be a very sim- 
ple one which can be accomplished 
by checking off just one or two 
of the items shown on the form, 
signing his name and turning it in, 

It will also be used to organize 
his work for each day by simply 
filling in the top section with the 
names, etc., of the people he plans 
to call on during the day. This 
is the organization of his work, 
and it further reduces the final 
job of completing the report. 

3. The $350 that you pay him— 


be your job for the first month to|°r the $1 per contact—will be his 


contact every person on this list, 
and find out all about them—why 
they are not doing business with 
us—or if they are, if they are satis- 
fied with our treatment—then get 
around to discussing their present 
car and what kind of service it 
is giving them, Make them your 
friends, and our friends.” 

2. Then tell him you pay him a 
flat $350 (or any appropriate figure) 
for that month’s work, plus an 
extra bonus of say $25 or $30 for 
every car sale that he digs out in 
the course of his contacting work. 

Or, if you like the idea better, tell 
him that you will pay him say $1 
for each of the contacts he makes 
on the list, provided he will con- 
sistently complete and turn in a 
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Ditzler’s ACRYLIC COLOR MIXING SERVICE 
gives you true acrylic colors, not modified lacquers. 


ormore than a 


year, refinishing shops all over 


the country have been using Ditzler’s Acrylic 
Color Mixing Service to match the acrylic colors 
featured on many of today’s new cars. 


e With this color system they have been able to 
duplicate easily and quickly these brilliant new 
hues with true acrylic colors, not modified lacquers. 


e Ditzler’s Acrylic 


Mixing Service provides you 


with a complete new series of DuRAcRYL base 
colors and hundreds of laboratory-tested formulas. 
With it you can duplicate precisely the beauty 


and depth of color, high gloss and outstanding 
durability of these modern finishes. And you can 
prepare the exact amount you need for a repair 
or a complete refinishing job, without waiting 


or waste. 


e Why not take advantage of the opportunities 
for added profitable business on millions of new 
cars finished with acrylics? Ask your nearest 
Ditzler jobber for more information about this 


Ditzler color mixing service which 
has proved so satisfactory in so 


many shops the country over. 
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base salary—and since he is solicit- 
ing business for all departments, it 
will be prorated as an expense to 
all of the productive departments 
of the dealership, in proportion to 
the total expense of each, thus 
spreading out the expense burden, 
rather than loading it all into the 
sales department. The $25 or $30 
flat fee per car sale will be charged 
to the sale of the vehicle. 
* * * 


No More ‘Horse Trading’ 


WOULD like to make an ob- 

servation here that I sincerely 
hope automobile dealers are now 
prepared to agree with. It is this: 
The automobile business is no 
longer a “horse-trading” business. 
It has grown up into a legitimate 
merchandising business. Good serv- 
ice—and good service salesmanship 
by sales specialists, are the key to 
the future profits in this business, 

It can no longer be operated on 
a “hit-and-miss” basis. Automobile 
dealers must be willing to pay new 
men a base income for doing their 
jobs—they must also demand ap- 
propriate results for what they risk 
as beginning compensation to these 
men. They must also demand the 
expenditure of a full measure of 
effort from new men, with definite 
work assignments and consistent 
daily written reports on accomp- 
lishments. 

This is the only way in which 
the dealer of the future can build 
a strong smoothly functioning or- 
ganization. It is the same way in 
which the competitors who have 
been so successful in stealing 70 
percent of the auto dealer’s busi- 
ness, have done it. 

Hire and train your future 
sales, service and management 
people by first requiring them to 
learn the fundamentals of good 
customer service and good public 
relations, in the solicitation of 
service patronage as a means of 
finding vehicle prospects. It 
doesn’t take a seven-day wonder 
to do this, and it is the easiest 
means I know of giving them 
their initial training. And at the 
same time they will learn the 
fine art of selling vehicles more 
easily. 

Above all, they will get the habit 
of hard work and learn the value 
of making the best use of their 
time, by seeing the maximum num- 
ber of people possible every day. 

You will be surprised to find that 
the new man will dive into his job 
with considerable enthusiasm, for 
there are a large number of ag- 
gressive men in the new generation 
coming up who are just itching for 


a chance to sink their teeth into 


the argument that is going on—pro 
and con—relative to the sincerity of 
the present-day automobile dealer. 

You will also find that they will 
do a surprisingly good job of in- 
creasing your service and parts 
volume—yet at the same time they 
are doing this for you, and earn- 
ing their starting base pay, they 
will be contacting many more peo- 
ple than your old type commission 
salesman, a substantial number of 
whom will openly declare them- 
selves to be in the market for new 
cars—chiefly because they will like 
this “sincere young man.” 

For many of these people, it will 
be the first time in years that any 
automobile man has called on them 
for the purpose of being of service, 
rather than to “get their money.” 

* * ok 


Advertising, Merchandising 


yes new type of dealership rep- 
resentative will work directly 
under the sales manager—not the 
service manager—so that while he 
is producing and earning his salary 
as a service representative, he can 
also be trained in the techniques 
of selling automobiles, 

Eventually you may make him 
a full-time car salesman, to be re- 
placed with another recruit. How- 
ever, I’m willing to wager that you 

(Continued on Page 119, Col. 1) 
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NADA Speaker Urges Overhaul . . . 
New Approach to Selling Service 


(Continued from Page 118) 


will not, for you will find that a 
general sales representative 
will keep the sales volume in all 
departments humming, yet sell 
more vehicles at greater profits. 
You will need to pave the way 
for this new sales and service con- 
cept with a personally planned ad- 
yertising and merchandising pro- 
that will be permanent and 
continuous. This should not be dele- 
gated, but you should require the 
cooperation of both the sales and 
service managers in planning it 
weekly. It will need to be both in- 
stitutional and product merchandis- 
ing, and should be designed to tie- 
in with the programs of the factory. 
Advertising and merchandising 
are essential at all times, but they 
can only soften the way for sales 
people. So, make the job of the 
men you are holding responsible 
for patronage and goodwill easier 
by softening their way with good 
advertising and merchandising. 
Your service manager will be a 
much better one when he is given 
this kind of cooperation and assist- 
ance. This goes a long way toward 
making a good service manager. 
To go back to my statement in 
the beginning, the only thing in the} 
world that will make a good service 
manager, is a good dealer. I hope 
that you, as dealers, are now in 
agreement with the idea that this 
is a critical time for you to step 
in and firmly demonstrate that you 
can make a good service manager 
—make him a good one by relieving 
him of all the old outmoded func- 
tions, so as to give him a fair 
chance to really do his job. 
Reapportion the functions of the 


Auto Groups Deny 
Misuse of N.Y. 


Inspection Law 


BINGHAMTON, N. Y.— Opera- 
tors of State vehicle-inspection sta- 
tions in this area denied that the 
inspection law is misused to in- 
crease car-repair business in the 
area. 

“I don’t think any inspector is 
trying maliciously to take the pub- 
lic,” said Hyman Gilinsky, presi- 
dent of the Retail Automobile 
Dealers Council of the Binghamton 
Chamber of Commerce and opera- 
tor of a garage licensed as an 
inspection station. 

“We're so busy that we don’t 
need the extra work,” according to 
Edward Stolarcyk, secretary of the 
Broome County Independent Auto 
Dealers Assn. and also a licensed 
inspector. 

Both said that mechanics’ errors 
or honest differences in judgment 
—the latter made possible by lee- 
way allowed in the inspection law 
—could account for varying inspec- 
-_ findings on the same automo- 

le. 

The industry representatives 
were asked for comment on find- 
ings of a newspaper survey in 
which a single car was inspected 
Seven times. In the initial inspec- 
tion, the only work required was 
adjustment of headlights. 

Five of the other six inspections 
resulted in station operators’ find- 
ing that additional work was re- 
quired before an inspection sticker 
could be issued. 


Kelly New Chief 
Of Maryland Assn. 


BALTIMORE.— The Automobile 
Trade Assn, of Maryland has elect- 
ed Charles B. Kelly jr. (Pontiac) 
as president. Other officers elected 
were Jack G. Kiefer, vice-president, 
and Thomas J, O’Donnell, secre- 
tary-treasurer. 

J. Cavendish Darrell will remain 
as general manager of the ATAM, 
with Edward J. McNeal again as- 
peant manager of the organiza- 

on. 


Chrysler Honors Welle 
ALBANY, Minn. — Leo Welle, 
head of Welle, Inc., has been pre- 
sented a Quality Dealer Award by 
Chrysler Corp. 




























































service department by putting cus- 
tomer responsibility and public 
goodwill where it belongs—in the 
hands of sales-minded people of the 
sales department. 

Just a word about the compensa- 
tion of your service manager, be- 
fore closing. You don’t make a good 
service manager by paying him un- 
necessarily high compensation — 
neither do you make him good by 
not paying him enough. 

Dealers who have gone through 
the wringer in modernizing and 
streamlining their merchandising 
and selling programs are coming 
more and more to the idea that 
the service manager must be a 
man who cannot afford to quit. 

This means that he should be 
on a base pay—roughly a secure 
living in your community—so that 
when economic conditions are bad, 
you are not saddled with an im- 
possible salary burden. Then on top 
of his base salary, he should be 
given an opportunity to make hay 
while the sun shines. One dealer 
pays 5 percent of the operating 


profit plus one-third of all operat- 


ing profit earned above the 100 per- 
cent absorption point. 


* * * 


Ease the Pressure 

Y OBSERVATIONS tell me 

that practically all dealers to- 
day are under extreme pressure. So 
much so that few of them have any 
time for the personal diversions 
that are so essential, both to busi- 
ness progress, and a rewarding per- 
sonal life. This tends to generate a 
feeling of frustration and hopeless- 
ness that should and can be 
avoided. 

You dealers owe it to yourselves 
and your families to get out from 
under this extreme pressure, with 
greater stability in your businesses. 
You can do it only by spreading 
the responsibility for public good- 
will among more well-trained 
younger men under the direction 
of your department managers, who 
will in turn have more time for 
training and directing, analyzing 
and planning, thus relieving you to 
a much greater extent. 

Only then will you have the 


time necessary for careful plan- 
ning and administration, that will 
also permit you a much more bal- 
anced business and home life, 
rather than continually plugging 
holes that refuse to plug. 

In closing let me say that the 
thing that makes a good service 
manager is building more and more 
young men into all-around good 
automobile men—starting them in 
the fundamentals of service to the 
public—then graduating them into 
more advanced positions. 

What I am really saying, of 
course, is that unless your present 
service manager can be made into 
a good one through modernization 
and streamlining, then you must 
build one from scratch. Most of the 
present crop of service managers 
will welcome this type of program 
however, and can be readily con- 
verted into the kind of men that 
modern merchandising of service 
requires. 

It is important however, that they 
be relieved of the sales functions 
for the service department, and 
that it be reassigned to sales peo- 
ple who have a real stake in build- 
ing customer patronage for the 
dealership. 

Also in closing, let me say that 
the automobile retailing field has 
almost exhausted the “soil” of serv- 
ice salesmanship. There is little or 
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In 1946 retail sales of mobilehomes amounted to $114 mil- 
lion. This year the figure is expected to exceed $700 million. 
At last report, 14 mobilehomes and travel trailers were being 
built for every 100 housing starts. Without question, it’s one 
of the fastest growing industries in America. 


And it’s a business automobile dealers can get into with an 
absolute minimum investment. In virtually every case, no addi- 
tional personnel, facilities or financing arrangements are 


required. 


NASHUA, a pioneer of cost-cutting assembly line production 


NASHUA MANUFACTURING COMPANY 
e Kansas City 16, Mo., 610 E. 76th St. N., GL 2-5800 

e Macon, Ga., 1205 Hightower Rd., 2-7344 

e Wichita Falls, Tex., 1020 Vermont, 322-7839 


e Boise, Idaho, 200 N. Maple Grove Rd.—Rt. 4, Phone 2-5651 


e Montoursville, Pa., 304 Streibeigh, Williamsport 8-8672 
e Tulare, Calif., 20170 Road 140, MU 6-3437 


e Elkhart, Ind., 2204 Cassopolis Rd., JAckson 4-1647 
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none of it in far too many dealer- 
ships. 

Therefore, it is urgent that 
dealers start revitalizing this 
“soil” with new and more invig- 
orating methods—namely con- 
structive modern merchandising 
and advertising methods — along 
with and in support of aggressive 
person-to-person efforts of ag- 
gressive young sales specialists, 
who under this new and modern 
concept, will build up large 
“blood-banks” of customers and 
clients, for whom they will accept 
permanent responsibility. 

In turn the dealership will then 
have built up, through these young 
specialists, a very large bank of 
repeat customers for service and 
parts operations who will auto- 
matically become repeat buyers of 
new and used vehicles—willing also 
to pay more for them because of 
the highly improved type of service 
to be had and being rendered—not 
only by an enlightened service 
manager and his people, but also 
through a sincere confidence in peo- 
ple of the sales department who 
serve them constantly, regardless of 
their immediate need to purchase 
new and used vehicles. 

This is what makes a good serv- 
ice manager and, it is also the mod- 
ern concept of service salesman- 
ship, that is much needed. 


methods in the industry, today is one offf the world’s largest 


producers of mobilehomes. You'll 


find that in almost every 


case Nashua mobilehomes are priced hundreds of dollars less 


than competitive models. 


Why not fill out and mail the coupon below. Let us send 
you full details. Also, if you are a dealer in a territory where 
we are not represented at this time, we'll be glad to arrange 
for you to see a new Nashua on your lot. No cost or obliga- 
tion. We deliver mobilehomes in all sections of the country and 
it’s easy for a driver to stop and show you a new Nashua 


while making a delivery. 


FILL OUT AND MAIL THIS COUPON TODAY 


cost or obligation. * 


STREET. 
CITY. 


( Please arrange for me to see a Nashua at-my dealership, without 


C0 Please send literature and other details only at this time. 


RE lh el the coven haw hace osndenieticeiatshciitine siete nlieeeloremmciael 


*An offer to dealers in territories where we are not represented at this time. 
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‘Fast Action, Fixup 
Boost Tradein Profits’ 


Relationship of Proper 
Reconditioning to Fast 


Used-Car Turnover 
By Arthur S. Hawkes 


General Sales Manager 
Chaplin Motor Co., Portland, Me, 


WO thousand years ago, Roman 

standard time, a citizen by the 
name of Ben Hur was in the mid- 
dle of a thrilling chariot race, The 
four-horsepower model that Ben 
was driving had slammed together 
with another chariot and Ben had 
lost a wheel, 

History does not record who 
caused the accident or who won 
the race, but the mixup left a 
sad spectacle of broken ehariots 
and unhappy drivers. 

Ben Hur’s chariot was badly 
wrecked, his wheel was gone, his 
center pole had snapped and the 
scrolled dashboard was curled like 
a pretzel. 

Before this one, Ben had several 
smashups, but this was the worst 
and after the race, as he rubbed oil 
on his aching body at home, he 
gloomily surveyed the backyard full 
of miscellaneous banged-up char- 
iots. 

Ben gave the matter a lot of 
thought that night and next morn- 
ing, after breakfast, he took a walk 
over to a local paint shop and re- 
turned home with a five-foot sign 
which he tacked to a tree in front 
of his house. 

The sign read “Ben’s Used Cars” 
and so began the business of used- 
chariot reconditioning and resale 
that is still going on today, People 
still wear them out-—-bust up the 
fenders, and trade them in. Then 
you and I have the problem of their 


disposal. 
* * * 


Feed Bill Can Kill You 


| Y jpn cars are like a king-sized 
crop of country cousins. They 
come visiting with a pretty good 
appetite and they never seem to be 
in a hurry to leave. If you don’t 
watch the feed bill, they'll eat you 
out of house and home, 

I believe it is true that most of 
the dealers making money today 
retail the biggest part of their 
tradeins. 


The dealers who used to whole- 
sale all or the biggest part of their 
tradeins found two real good rea- 
sons to stop operating that way. 

One, they found it was getting to 
be an unusual deal when they could 
buy a tradein at a price where they 
could wholesale it and not lose 
money. 

Two, those dealers began to see 
that some of the used-car dealers 
they were wholesaling their used 
cars to were making more money 
handling the used cars than they 
did on the new car. 

So I think it’s pretty reasonable 
to believe that retailing most of 
your tradeins is the way to operate 
your business for the most profit. 

* + * 


‘Facelift? Is a Must 


i YOU like my arithmetic this 
far, then it’s easy to see that get- 
ting the faces lifted and the nuts 
tightened on the used cars that are 
going to help your statement get 
blacker is something you ought to 
attend to just about ahead of any- 
thing else in your business. 

The day you made your bet 
that you’d make money, and 
traded cars with a customer, is 
the day you ought to start trying 
to get your money, and some of 
his, back by making a decision 
about this tradein. Is the car 
going wholesale or retail? 

Now right here is where a feller 
should close up his wishful-think- 
ing department. If that car is 
worth $1,000 and you own it for 
$1.50, you’re either a liar or you 
ought to ask for a raise, Or, if you 
own if for $1,500, which would prob- 
ably be nearer the case, anyway, 
either way you own it, that car is 
still worth just about $1,000, and if 
you gold-plate the muffler and 

lace curtains in the windows, 
that’s all it is going to put in the 
bank. What I'm getting at is I 
think it’s kind of poor thinking to 





spend $500 on a car you own for 
$1,500 that’s going to bring $1,000. 

The shopper that’s. going to buy 
that car is going to look it over 
with that $1,000 look in his eye and 
he isn’t going to give a damn 
whether you own it for $1,500 and 
spent $500 to try to make him love 
it better or not. He’s positive that 
it’s worth just what you really 
knew it was.all the time—$1,000. 
The only difference is you were 
dreaming and he was buying. 

K * of 


Speedy Action Essential 


HHAT’S quite a lot of conversa- 

tion to put out when I only 
wanted to say just this. I don’t fig- 
ure you should ever let what a car 
stands you have any bearing on the 
way you dispose of it. Take your 
licking, or your profit, but do it 
just as quick as you can. Don’t let 
sundown find you still wondering 


what you’re going to do with that 
tradein. Start spending what you 
have to on her, or if she’s iron, 
don’t disturb the rust. 


Except for real, honest every- 
day junk iron, I believe in spend- 
ing a short dollar on some of 
those high mileage later models 
that some salesman got 15 cents 
a mile to operate, and saved 10 
cents of that by never changing 
the oil or greasing it. 

You know, the kind that the cus- 
tomer says about ’em—‘“Yes, sir, 
she’s in perfect shape. I drove her 
80,000 miles and never spent a cent 
on her.” You know he wasn’t lying 
about the spending when you try 
to drive her into the shop, 


I wholesale most of this type and 
a wholesale buyer, being just an- 
other human being, he likes to see 
that you spent a little money on 
some recap whites, a set of cheap 
covers, a motor wash and a polish. 
Seems to be a well spent hundred 
bucks to me. I’ve seen it win a cou- 
ple hundred more for the spending. 


When a used car goes into a 
mechanic’s stall for a valve job, it’s 
left right there until the mechanic 
finishes it up and that mechanic 
can’t be taken off that job for any- 


Your own experience and skill in repairing sheet 


metal qualifies you to repair any unitized car! Your 


skill and BLAACKHAWK’S DAMAGE-DOZER set up 
another BIG money-making opportunity! 


REPAIR 
UNITIZED CARS 


Here’s proof! with 1960 unitized design 


RO RNS ER RES. 


... beat competition on any bid — 
unitized or frame construction! 


$869%* portasie DAMAGE-DOZER 


gives you profits you 


To repair unitized cars 


couldn’t have before 


you use the same techniques 


you’ve used hundreds of times in sheet metal work. 


® Damage-Dozer gives 10 tons 

of controlled hydraulic pow- 

er. You can pull light sheet 
sec- 
tions into position at the ° 


metal and reinforced 


same time! 


® Fully adjustable in 
and height. 


hookups. 


® Compact, portable! Get into 
the business without tying 


length 
Anchors any- 
where on car for fast, easy 


up two valuable stalls with 
fixed equipment. Takes only 
2' x 12’ storage, wheels to 
the job. 


Your complete system! No 
hidden extras. Includes Porto- 
Power hydraulic unit, gages, 
diamond detector, safety 
stands, supports, twist beam, 
12-ton hand jack, chains, 
load binder, pull plate and 
operating manual. 











One Tool — Damage-Dozer — 
equips you for all frame 
straightening profits — for all 
of today’s repair problems 
whether of unitized or conven- 
tional construction! Your 
Porto-Power jobber can ar- 
range a demonstration in your 
shop. Blackhawk’s pay-as-you- 
earn profit plan puts Damage- 
Dozer in your shop for as little 
as $35.29* per month! 


*f.0.b. factory. 















“Want something with lots of 
visibility ... or don’t you always 
wear that hat?” 





thing short of appendicitis or his 
wife having a baby. 
oe * * 


Used Car Big ‘Customer’ 


— most important customer 
our service station has is the 
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FRONT-END DAMAGE 


— 


used car department. Oh, we take 
our turn—we make appointments 
just like the dentist and the doc. 
tors do, But when it’s our turn we 
claim it and no Johnny-come-lately 
customer’ is going to get in front 
and pay the service department a 
$20 profit for a valve job when [I 
can make maybe $500 by getting 
that used car ready and running 
and sold before I lose the market 
for it. 

First things are supposed to be 
first, and I haven’t seen anything 
yet in running a garage that’s 
more important than having a 
used car ready to be looked at 
and driven when a man wants to 
buy it. 

Did you ever make a new-car 
deal, set up the allowance, take the 
deposit and then invite your buyer 
to have a look at the color and up- 
holstery book? Well, there’s prob- 
ably only 30 or 40 choices there, 
so that only takes an hour or sg0, 
but then he gets into the acces- 
sories and that kind of gives him 
a real chance to pick anything from 
the size of his windshield wipers to 
the rear-end ratio. 

After he’s had a couple of di- 
rectors’ meetings with his family 
and friends, who change his mind 

(Continued on Page 121, Col. 1) 





A head-on collision — and severe front-end damage. Lid, fen- 
ders, bumper and buckled wheelhouse inner panel. 





Struck from the side — quarter panel, pillar, rear door and 


Maa my hc 


also smashed. 


Write for free step by step illustrated book. 
let, “How to Repair the Unitized Body.” 


rocker severely damaged. And look at the bent wheel. 





























Here the damage appears slight, but rear cross rail was pushed 
into engine. Sagged, of course. 


Bumper and compartment lid 
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To restore cross rail, engine was removed. Damage-Dozer's 
Pivot arm inside compartment easily pulls out the sag. 


BLACKHAWK: 





First Damage-Dozer pull corrected 
squares up area ahead of lid and prevents return to dam- 
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At NADA Service Clinic... 


Fast Action, Fixup Urged for U. C. 


(Continued from Page 120) 


about 20 times, he finally gets the 
order boiled down to something 
that your stock of 50 or 60 cars is 
not even close to—royal purple with 
pink interior, and you finally order | 
one from the factory. 

Well, the car’s a little out of| 
standard all right and you're not 
too mad when the factory takes 
two months to ship it. It finally ar- 
rives and only when you set it up 
for delivery do you discover it has 
the wrong upholstery. Well, the cus- 
tomer won’t take it and probably 
nobody else will, so you grit your 
teeth and reorder. 





Zoom! In two more months the 
right car is in and you deliver. 
+ * * 


Rechecking the Appraisal 


OW, let’s look at what has hap- 
pened to that used car you ap- 
praised four months ago, Sixteen- 
year-old Junior never could drive 
it until Dad traded her in, and 
Junior’s made up for lost time— 









Outer panel cut away for accessibility. 
roughs-out tough inner wheelhouse panel. Power does it easy. 


ged position. 


— aa 
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center 





6,000 miles of lost time, But he’s 
made some time, too, the motor 
sounds it. 

After he ordered the new car, 
Dad never worried about the 
muffler getting noisy or the radio 
quitting. And when Junior busted 
up the front grille, oh well, Dad 
just knew that you had men 
hanging around your shop who 
could replace that for a dollar or 
two. 

The chances are that you’ve had 
a $300 market drop in this four- 
month period, your reconditioning 
cost on the car is up another $200, 
and you now own another new pur- 
ple model that neither you, nor no- 
body else, seems to need. 

So, you’re about $500 the wrong 
side of this deal, If you were ap- 
praising the car at actual delivery 
date, you would have passed it up 
as poor business. 

None of us would let a used car 
stay in inventory four months with 
no attempt to condition it, realizing 


Damage-Dozer pull 


section. Second 





Finished job ready for trim. 
used with Damage-Dozer for clean-line accuracy. 


the eventual loss we would be ob- 
liged to take, 

But with this example of what 
happens, whether the car is in 
stock or in the customer’s hands, 
and using a shorter or a longer 
time and with more or less atten- 
tion to the used car during that 
period, you can multiply, divide, 
subtract or add to your profits in 
exactly the same ratio as you apply 
conditioning and sales effort to 
turning your cars into cash. 

That rule of thumb is a rule in 
fact. It applies to all makes and 
models, to all sizes of used-car op- 
erations, and on how you use it de- 
pends your profit. 

* * 


Need Right Salesman 


* 


OOD, fast used-car turnover 

after proper conditioning is a 
natural if you have conditioned 
cars, properly displayed, and priced, 
reasonably guaranteed, with the de- 
cent demand market we have been 
operating 


in, you need only one 


New panels installed and the fit is excellent. 
aligned and the body ready for refinishing. Damage-Dozer’s 


flexibility does it. 


Dept. P-4020 





thing to insure your turnover—the| you on any ordinary basis, 


right kind of salesman. 

I realize I am perhaps digres- 
sing somewhat from the main 
topic I have been assigned, but 
the right kind of salesman is so 
very important for the whole pro- 
ject. I would like to tell you the 
way the company I represent 
feels about obtaining, utilizing 
and keeping what we feel is a 
first class sales force. 


To begin with, you have to have 
an owner, if you’re a sales manager 
as I am, who feels there is no par- 
ticular limit to what you pay a 
salesman as long as he makes 
money for you. I think our top man 
made around $18,000 last year—and 
we don’t operate in New York City 
—plus fringe benefits, new-car dem- 
onstrator use, and about all the 
time he wanted for the fishing and 
hunting that he enjoys. 

If you pay a man $18,000 and he 
makes a lot more than $18,000 for 
you, is that bad percentage? If you 
multiply that in a smaller way eight 
or 10 times, you’re staying out of 
red ink pretty well and you've got 
a group of hunting dogs that are 
sharp on point, salesmen who have 
every right to feel their earnings 
are commensurate with their abil- 
ity and can’t be hired away from 





Blackhawk’'s Porto-Power also 


Bent wheel 





A shift of anchor points and Porto-Power inside the compart- 
ment returned cross rail to original position with hydraulic power. 


BLACKHAWK AUTOMOTIVE DIVISION 
Milwaukee 46, Wisconsin 


cer- 
tainly, 

The same man who earns $18,000 
a year costs you less by two-thirds 
to have around than three $6,000- 
a-year men, takes better care of 
your owners and is as much a part 
of your outfit as though he owned 
stock. We go in heavily for bonuses 
—on new and used cars—and try to 
provide as much selling incentive 
as possible within the confines of 
making a profit, of course. 

+ * * 


Staff Helps Out in Pinch 


Awe advantage of having 
a sales staff that feels it is 
adequately repaid for its efforts; 
they are a sort of protection crew 
for the profitable well-being of your 
business. If a slowup of new or 
used-car sales is apparent, the staff 
have a common desire to lick the 
situation, 

They realize that only by the 
company maintaining a profitable 
volume of sales is it possible for 
them to participate in this profit, 
and any threat to the financial 
structure of the house is a threat 
to what they are accustomed to 
taking home, and they are, not 
unnaturally, very concerned about 
that. 

Their position on the staff must 
be backed up by producing, which 
they realize, and we do not keep it 
a secret that we have a waiting list 

of replacements for them should 
they fail to deliver. 

We have little staff turnover. 
Presently, four men on the sales 
staff have been with the company 
25 years or over, and seven have 
been with the company six years or 
longer. We try to select the best, 
pay them well, and keep them 
happy. 

This may not be the best way, 
and certainly there are thousands 
of other successful sales agencies 
with entirely different methods, but 
this way has worked to the com- 
pany’s and to our men’s financial 
satisfaction and that’s as good a 
reason as we need to continue its 
use. If you’re interested, gentlemen, 
we pay 6 percent on the cash dif- 
ference, 

+ ok * 


Factories Lend a Hand 


AM passenger-car and truck 
manufacturers are fully aware 
of the importance of proper used- 
ear and truck conditioning and sale 
for the financial well-being of their 
retail outlets. In recent years, teams 
of experts have been sent out by 
many manufacturers to demon- 
strate up-to-date methods and short 
cuts in reconditioning used mer- 
chandise. 


I believe it is well worth the 
expense to send key members of 
your used-car or truck depart- 
ments to any of these clinics, 
even if it involves a travel ex- 
pense of a hundred miles, They 
learn new short cuts and see new 
materials that are available for 
helping to speed up, and give 
your conditioning department a 
better finished job. 


A story that illustrates the high 
degree of importance that manu- 
facturers realize should be placed 
on the used car was quoted in 
Newsweek or Time magazines a 
while ago. During labor-manage- 
ment negotiations at the time Mr. 
Knudsen was president of General 
Motors Corp., the strike settlement 
talks were long drawn out and Mr. 
Knudsen had ample opportunity to 
talk, and quite possibly argue, with 
Mr. Reuther of the CIO. 

At the final settlement of the 
union-management differences, Mr. 
Knudsen shook hands with Mr. 
Reuther and said: “Young man, I’d 
like to hire you to sell cars for me.” 
Reuther laughed and replied: “I’m 
not sure I'd be a good new-car 
salesman.” 

Mr. Knudsen proved he had a 
sure knowledge of the car-retailing 
business when he said: “Oh, I mean 
used cars, Mr. Reuther. Anyone can 
sell new cars.” 

* a * 


Parting Words 


N CONCLUSION, and those two 

words form a welcome part to 
the listeners of many a speech — 
I doubt if what I’ve said has done 
much more than possibly reempha- 
size in your minds the importance 
of never forgetting that pile of iron 
that we often pay too much for, a 
fact we more fully realize after we 
have sold it. 

Forget your wife’s birthday, 

(Continued on Page 122, Col. 1) 
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Fast Action, Fixup Urged for U. C. 


(Continued from Page 121) 


forget your anniversary, forget 
to renew your bank notes—that’s 
all right. Your wife can probably 
get a new husband, and the bank 
will undoubtedly remind you of 
the note. But, my friends, the day 
you forget about that pile of 
tradeins on the used car lot is the 
day you let Mr. Big Trouble know 
you haven’t forgotten him, 

You’re asking him in, and ole 
Mr, Trouble’s right in the parlor, 
smoking your cigars, and if you 
don’t get rid of that pile of iron he’s 
going to own your parlor and your 
cigars and your business, 

I’ve got a 10-foot square office in 
one corner of the used-car lot and 
that’s where I spend 75 percent of 
my time—right in the middle of the 
most important part of the busi- 
ness—the used cars. I never forget 
them. I had one 60-day disaster, a 
big out-make rag-top. We acquired 
it in November and it celebrated 
New Year’s with us, I used to say 
“Hello” to the monster in the morn- 
ing and “So Long” when I left at 
night. 

Well, I took a licking finally and 
she left home, but that car and 
others like it are constant remind- 
ers to me of the money they cost 
to keep around, and force me into 
real thinking on how to effect their 
sale. Being close to them never al- 
lows me to forget the importance of 
their removal. 

* * * 


Keep Morale High 


AND as a final postscript to these 
pearls of wisdom, there is one 
paramount factor without which 
you cannot do the job, and that is 
a@ personal and constant awareness 
that the morale of your personnel 
must be kept at its maximum, 

To obtain this you have to pay 
—it costs more—but there is a 
great deal more to it than that, 
which is the personal handling of 


$195 BUYS THIS COMPLETE PACKAGE 
TO HANDLE THE CORVAIR POWER TRAIN 


$195.00 Complete 
Packages Includes: 


No. 700C Wudel 


The No, 700C WUDEL JACK and No. 57 Corvair Adapter shown is a Lo-Jack for Corvair 
Power Train handling. IT FEATURES: (1) 1,000 pound handling capacity. Hydraulic unit 
rated to handle 3,000 pounds. (The Hein-Werner O'Boy.) (2) Lifting range from 7!/2"' low to 
32" high. (3) Pump handle rotates 360 degrees. May be used in any desired position. (4) 
Carrier tilts forward to 80 degrees, backwards 20 degrees, sideways, both sides 22 degrees. 


No. 58 WUDEL STAND is specifically designed for the Corvair Power Train, Move stand 
underneath power train when on the jack and then lower it on the stand. Remove jack for 
handling the Transaxle. The rugged welded table insures genuine stability. It provides a 30 
inch working height. The skeleton stand makes accessibility easy anywhere around the en- 
gine. Portable arm on side of frame may be locked into a horizontal position on either end 
This makes it possible to remove either the timing gear cover or the 
fly wheel housing. PAN OF ENGINE MAY ALSO BE REMOVED. All repairs can be made 


of engine pan. 


each individual, from the foreman | have a united, cooperative and ef- 


of your reconditioning depart- 
ment to each member of the sales 
force. 
Knowledge of their problems, both 
business and domestic, and the 
human relationship between each 


ficient team, Teamwork, assuming 


that compensation is adequate, is 
the final solution to the success of 
any business. 


Lastly, I’d like to pay my respects 
to the men in this retail automobile 


one and the man who gives them | industry. We get told by our fac- 


their orders makes it possible to 


‘Protect-O-Plate’ 
Personalizes 


Service, Olds Says 


LANSING.—A new “Protect-O- 
Plate” system of identification as- 
sures personalized service for 
Oldsmobile owners across the na- 
tion, according to Jack F. Wolf- 
ram, general manager. 


Inaugurated with the 1960 model, 
the “Protect-O-Plate” is a metal 
imprinting tag, similar to the 
charge-a-plate used by department 
stores, The “Protect-O-Plate” con- 
tains the name and address of the 
owner plus complete identification 
numbers of his 1960 model. 


Shortly after the customer takes 
delivery of his car, he receives his 
“Protect-O-Plate” from the factory. 
He is told to attach the adhesive- 
backed plate to the back cover of 
his owner protection policy and 
keep it in the glove-box slot pro- 
vided for the purpose. 

When visiting a dealer service 
department to receive, for example, 
the free 1,000-mile inspection, the 
driver produces his owner protec- 
tion policy. 

The. “Protect-O-Plate” is imprint- 
ed on the shop order and the serv- 
ice man takes the appropriate serv- 
ice coupon from the policy. The 
plate is similarly used for the 2,000- 
mile interval service, according to 
the GM Guardian Maintenance 
Plan. 


Jack 


No. 57 Corvair 


Adapter 


| No. 58 Wudel Stand 


on stand, except complete dismantling. 


THE FINAL CHECK MAY BE MADE BY STARTING AND RUNNING THE ENGINE WHILE 
ON STAND BY HOOKING UP THE BATTERY AND GAS LINE, Stand is also available for 


No. 711 Wudel Jack. 


No. 50 UNIVERSAL ADAPTER for handling all automatic transmission except Powerglide. 
No. 60 Powerglide adapter for all Powerglides. No, 63 Truck Cradle for handling all four 


and five speed truck transmissions. 


tories that our price-class perform- 
ance is down, we get criticized be- 
cause we have a 90-day supply of 
used cars on hand, Our customers 
hold us personally responsible for 
any styling or engineering mistakes 
that the factories make, 


We are pressured by our factor- 
ies, by our salesmen and the public 
to accept deals that should more 
honestly be called disasters, 


We get called at two in the morn- 
ing by some irate customer to ex- 
plain why his fuel pump let go. 
We probably absorb more abuse 
and unjustified criticism than most 
businessmen do in a week, 


But at the end of the year we 
take a pill for our ulcers, roll up 
our sleeves, and dive in for more 
because, miracle of miracles, and 
in spite of it all, we’ve made a 
profit, 

I salute you, you battle-scarred 
veterans of a million appraisals. 
You’re good, you’ve got to be good 
or you couldn’t afford to stay in 
this business. You stand on your 
feet and roll with the punches and 
earn what you get. There’s no 2,000 
percent mark-up in this business! 


Fleet Adds 53 IH Units 


TERRE HAUTE, Ind.—Best Way 
of Indiana, Inc., a common carrier, 
has taken delivery of 53 Interna- 
tional trucks as fleet replacements 
and additions. They include 31 
heavy-duty cab-over-engine road 
tractors and 20 170-Series straight 
trucks with 14-foot aluminum van 
bodies for city pickup and delivery 
service, 








ness and versatility of steel. 


‘Steelmark? ‘Called 
Selling Aid for 


Auto Supplies 


NEW YORK.—A selling aid for 
auto supplies, part of a merchan- 
dising program for steel at the con- 
sumer level—the first such program 
ever undertaken by the industry— 
was announced by American Iron 
and Steel Institute. 

The program, coordinated 
through the institute, is being built 
around a symbol adopted by the 
industry—the Steelmark. 

This insignia is intended to sug- 
gest the lightness, smartness and 
versatility of steel and products 
made from it. The Steelmark will 
be made available to auto supply 
manufacturers by their steel sup- 
pliers for attachment to their prod- 
ucts. 

In its simplest form the Steel- 
mark symbol features three four- 
pointed, starlike figures within a 
circle which also embraces the 


Steel Symbol to Help Retailers— 

The American Iron and Steel Institute's new Steelmark symbol adopted for industry. 
wide use at the consumer level is discussed by Benjamin F. Fairless, left, president of 
the institute, and Norman W. Foy, chairman of the institute's committee to promote 
the use of steel. The symbol is designed to be representative of the lightness, smart- 


@— 









word “steel.” Its design permits 
variations of the insignia to iden- 
tify special kinds of steel such as 
stainless or galvanized. 

The Steelmark symbol, imprinted 
in four colors, is being made avail- 
able in three sizes of hang tags, 
gummed labels and _ pressure- 
sensitive stickers to be attached to 
consumer products made from 
steel. 

It will also be available for use 
in company advertisements, cata- 
logs and sales literature, stationery, 
postage cancellation advertising 
and a host of other applications. 
None of the Steelmark applications 
carries a brand identification, 


GMC Uses ArmaSteel Shaft 


SAGINAW, Mich. — ArmaSteel 
crankshafts cast by General Mo- 
tors’ Central Foundry division are 
incorporated in a new V-6 engine 
developed by GMC Truck & Coach 
for its 1960 trucks, according to 
James H. Smith, Central general 
manager. 


$275 BUYS THIS COMPLETE PACKAGE 
TO HANDLE THE CORVAIR POWER TRAIN 


COMPLETE PACKAGE FOR $275.00 includes: No. 711 WUDEL 
JACK with No. 57 CORVAIR ADAPTER pictured at left. IT 


FEATURES: 


(1) 100 pound handling capacity. 

(2) Two-stage lift—low position 32", high position 72''—with 
@ total lifting range of 40"'. 

(3) Lifting ram rotates a full 360 degrees, and can be locked 
when in low position to prevent rotation. 

(4) Rotating pump handle, operates with ease in any desired 


position. 


(5) awe P.T. on jack does not interfere with pump han- 


(6) Full 40°’ lift within 65 strokes of pump handle, 

(7) Four wheel base with 4"' creeper wheels maximum maneu- 
verability of the loaded jack. 

(8) Carrier tilts forward to 80 degrees, backwards 20 de- 
grees, sideways, both sides 22 degrees. 


Upper lift 15/16'"' diameter solid steel. Ground for 
smooth finish and close tolerance. 

Two "U"' cup seals one inch apart to insure positioning 
of the loaded jack, Brass washer on top and bottom of 


each seal. 


Lock nut is on top of the outside 4'' tube into the solid 
base casting for stability and rugged use. 


loaded jack, 
tom, 


base. 


- 7 


. 58-1 


No. 50 
No. 60 
No. 63 


VISIT BOOTHS 3024-3022 1.A.S.I. SHOW, New York; 397-398 PACIFIC AUTOMOTIVE SHOW, Denver 


EDMUND J. WUDEL MFG. COMPANY — 6082 Ferguson Drive, Los Angeles 22, California 





Tubing threaded into base casting. Honed inside for 
smoothness and close tolerance to insure positioning of 


One "'U" cup seal with brass washer on top and bot- 


Four inch tubing with '/"' wall, fitted inside of cast 
Its rugged construction handles 
SPECIAL BRACES NOT REQUIRED. 
Maleable casting precision machined and finished for 
years of service. 


1,000 pounds. 


PRICES AS FOLLOWS: 
. 700C Wudel Hydraulic Transmission Jack... .$123.00 | 


Wudel Two-Stage Hydraulic 
Transmission Jack 


. 56 K. M. Adaptor Plate to Fit 
Kent-Moore No. J7894 ................ 


. 57 Corvair Engine Adapter 


. 58 Corvair Engine Stand, 
for No, 700C, 30 Inches 


Corvair Engine Stand, 
for No, 711, 35 Inches 


Universal Adapter 
Powerglide Adapter 
WOME GIN ns Sidi can tcadecs 


Above prices include full shipping charges on $150.00 
orders, SEE YOUR JOBBER or write us for further details. 


TRANSMISSION JACK 
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Stability Is Texas Dealer’s Goal... 





Building Morale of Salesmen 


By C. Thomas 
Staff Correspondent 

EL PASO, Tex.—A $1,000 loan 
program that results in a “forced 
saving” plan is helping General 
Manager Ken Imus build a stable 
gales force at El Paso Ford. 

Imus worked out the program 
in conjunction with Sam Young 
ir. vice-president, El Paso Na- 
tional Bank. It enables a sales- 
man to borrow $1,000 at 4 percent 
and pay it back in 12 monthly 
installments. 

When the loan is negotiated, $960 
is deposited to the salesman’s sav- 
ings account, and the salesman 
pledges his passbook to secure the 
loan. 

Pledging the passbook makes 
this an obligation secured by cash 
and entitles the borrower to a rate 
lower than the regular 6 percent 
charge for persona] loans. 

The salesman makes 11 monthly 
payments of $84 and a final pay- 
ment of $76. At the end of 12 
months, he has a balance of $980 
including interest. 

Thus, he has paid out $1,000 and 
winds up with $980. For the extra 
$20, he has forced himself to save 
a tidy sum; he has established 
credit at the bank, and he has 
made personal contact with the 
bank’s officers and department 
heads. 

The bank also has profited. 
“We have gained a customer and 


Shop Laundry Bill 
For 44 Dealers 
Put at $1,500 a Year 


INDIANAPOLIS. —A survey on 
shop laundry costs showed that a 
total of about $66,000 is spent an- 
nually in 44 responding dealerships, 
according to the Automobile Deal- 
ers Assn. of Indiana. 

Thirty-three of the dealers said 
they pay half the laundry costs and 
the employes half, ADAI reported, 
while four declared they paid all 
costs, three said they paid none and 
one each said they took care of 10, 
25, 60 and 75 percent of the costs. 

Uniforms are changed daily in 
only four of the dealerships, the 
study showed, while 17 reported a 
change every other day and 23 said 
it was left to the “discretion of the 
men.” 

The dealership’s average annual 
laundry bill was placed at about 
$1,500. 

Nineteen dealers said they own 
plastic fender and seat covers, 22 
reported they rented them and 
three said they own the fender cov- 
ers and rent the seat covers, 

ADATI said the study indicated 
that the 19 dealers who own their 
covers had a laundry bill about $15 
less per uniformed: employe than 
the 22 who rent the covers. 


Seat Belts Tested 
Only Nine of 41 Brands 


Meet U. S. Specs 


MOUNT VERNON, N. Y.—Im- 
partial tests of 41 brands of auto 
Seat belts revealed that only nine 
met Federal specifications for Gov- 
ernment purchase of passenger-car 
Seat belts, Consumers Union has 
reported. 

Consumers U nion, independent, 
nonprofit testing organization, said 
14 of the 41 belts were judged not 
acceptable by its engineers because 
their webbing broke before meeting 
Federal tensile strength standards. 

Eighteen other belts failed to 
Pass simulated crash tests, in which 
each belt was installed in a car 
according to manufacturers’ 
instructions and subjected to some 
of the stresses present in an actual 
auto crash, the firm said. 

Emphasizing that properly made 
and installed seat belts can save 
lives, Consumers Union repeated its 
endorsement of belt use by every 
Car occupant, on short errands as 
Well as long trips. 





Dominion Chevrolet Building 

RICHMOND, Va.— Dominion 
Chevrolet, now in the 1300 block of 
West Broad St., is putting up a 
New building near Staples Mill Rd. 
and Broad St. 








we have acquainted him with one 
of our services,” Young ex- 
plained, 

“If we make that salesman 
happy, he will probably use our 
other services. He may open a 
checking account or another sav- 
ings account. And once he has es- 
tablished credit with us, he may 
come to us to finance a new home 
Or some other major purchase.” 

If the salesman defaults on this 
obligation, it will reflect upon his 
credit, and Young makes this clear 
to him when the loan is negotiated. 

Imus has five salesmen who have 
subscribed to the loan program, 





Stepman Motor to Expand 


ST. LOUIS.—Ben Stepman Motor 
Co. (Dodge), has announced expan- 
sion plans for its facilities at 6915 
Page. A new showroom, 50 by 50 
feet, will be built and two service 
buildings will be remodeled to pro- 
vide 18 individual work stalls. Each 
stall will have a door to the street 
and motorists can drive in without 
waiting in line. 





and all are happy with it. He said 
he has several other salesmen who 
are anxious to join. 

The loan plan is part of Imus’ 
campaign to raise the prestige of 
the auto salesman and to build 
himself a sales force of men who 
are respected in the community. 

Imus has observed that the man 
who sells cars usually does not 
have the prestige of the man who 
sells securities, insurance or real 
estate. 

“And it’s not because they don’t 
make as much money or can’t 
make that kind of money,” Imus 
declared. 

He believes that salesmen drift 
from dealership to dealership be- 
cause they lack stability—because 
their responsibilities are, for the 
most part, “immediate, transient 
and impulsive.” 

Imus has salesmen who earn 
$1,000 to $1,500 per month selling 
cars on commission. He wants 
more men like them—men who 
have developed roots in the com- 
munity. 
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Applying for a Loan— 

Ken Imus, center, general manager of El Paso Ford, El Paso, Tex., introduces Sales- 
man Bob Neilson, right, to Sam Young jr., vice-president, El Paso National Bank. 
Imus and Young have developed a plan whereby avto salesmen can borrow $1,000 
from the bank at 4 percent interest. Imus believes the “forced-saving” program is 
helping him build a stable sales force. 
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. Perfect pulling power, because both engine and 
drive wheels are up front for maximum stability, 


traction and efficiency. 





There are several interesting papers available on the design of the SAAB automobile. We will 
be pleased to send you copies. Write to Saab Motors Inc., 405 Park Avenue, New York 22, N.Y. 
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New Unit at MJ&A... 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

With the production of literature, 
sales promotion and direct mail 
now running into the millions of 
dollars, MacManus, John & Adams 
has established a separate depart- 
ment to provide more complete 
client service in these fields, accord- 
ing to E. A. Jones, president. 

Kenneth H. MacQueen, vice-pres- 
ident and veteran MJ&A production 
management executive, has been 
put in charge of this department. 

Carl B. Wheeler has been ap- 
pointed manager for all media pro- 
duction in addition to his former 
duties as traffic manager of the 
agency; Jack K. Stuart, who con- 
tinues his supervision of all sales 
aid activities, takes on additional 
duties as direct mail account execu- 
tive for Pontiac; William G. Bishop 
(Cadillac), Robert L. Saffell (Dow) 
and Richard deSpelder (General) 
were appointed as direct mail ac- 
count executives. 

William K. Rankin has been 
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10.5 percent, 


named director of the copy-creative 
group serving automotive literature 
and direct mail accounts; Philip E. 
Mason is copy-creative director on 
collateral material for all consumer 
and commercial accounts, and Ed- 
ward G. Kucera is director of the 
art and design group. Earl Gove, 
S. P. LaFontaine, Howard Barch 
and Robert Chekaluk are included 
in the production group for the new 
department. 


said. 
ad * * 


Boise Dodge Group 

Robert Putnam, of Dufresne 
Auto Co., Boise, Id., has been 
named chairman of the newly 
formed Dodge Dealers Retail 


Increase for TV in °60 Selling Assn. there. Seven dealers 
10% f in the Boise Valley comprise the 


Television revenues, net time and group 
talent, will increase by more than Fi — 
10 percent in 1960, spurring overall ° . 
sseseneee in advertising expendi- Ford’s Kennedy Retires 
tures, according to Norman E. 
Cash, president of the Television 
Bureau of Advertising. 

Largest expenditures will be in 
network television, he said, where 
some $846-million, an increase of 
8 percent over 1959, will be 
spent, National and regional spot 
billings will total $520-million this 


* * * 


an overseas publications project. 








Nnivertal IN ACTION... 





Chicago, Illinois 
Columbus, Ohio 
Dallas, Texas 
Jacksonville, Florida 


UALITY in UNIVERSAL UNDERWRITERS 


at the lowest possible cost. 


IN THIS GROUP you will find over 167 years of experience in pro- 
viding insurance for the franchised dealers. Specialized knowledge is 
essential in providing the best possible coverage at the lowest possible 
cost. That is why the experience of these men makes it possible to 
provide you with the highest quality in insurance coverage. 


WRITE OR CALL your nearest office today for 
complete information. You will find that there 
is no better insurance in all the world! 





BRANCH OFFICES 


Los Angeles, California 
Portland, Oregon 

Salt Lake City, Utah 

San Francisco, California 
Westfield, New Jersey 


William D. Kennedy, director of 
publications and editor-in-chief of 
|the Ford Times, has retired, but 
| has been retained by Ford’s Inter- 
national division as a consultant on 





Kennedy joined Ford in 1945. 
Under his direction, the Ford 


year, rising about 12 percent | lication, was converted to a maga- 
while local television advertising 
will total $322-million, up 15 per- 
cent, Cash said. Total expendi- 
tures will total $1,688,000,000, up 


zine of general public interest. 
Distributed through Ford dealers, 
this travel magazine now has a 
circulation of 1,300,000. 


Kennedy also supervised the 


Television’s share of all advertis-| preparation of a dozen dealer pub- 
ing, Cash said, also will increase. 
“Whereas in 1959, our medium ob- 
tained about 14 percent of dollars 
invested, in 1960, our share should 
near 15 percent, reflecting the con-| for farmers and gardeners. 
tinually growing confidence by ad- 
vertisers in the medium,” Cash 


lications and a half-dozen books. 
For the past six years, he has di- 
rected the annual publication of the 
Ford Almanac, a popular handbook 


* * * 


ANPA Appoints Rich 


Louis M. Rich, national advertis- 
ing manager of the Des Moines 
Register & Tribune, has been ap- 
pointed automo- 
tive sales vice- 
president of the 
Bureau of Adver- 
tising of the 
American N ew s- 
paper Publishers 
Assn., succeeding 
Roland R. Postel, 
who has resigned. 

Rich will report 
to John P. Kauff- 
man, vic e-presi- 

L. M. Rich dent in charge of 
sales and marketing. The appoint- 
ment is effective Feb. 15. He will 
headquarter in Detroit. 





Times, originally an employe pub- 


BEGINS AT THIS TABLE. 


These are the executives who put quality first in the administra- 
tion of their insurance company. Here is where ideas are being con- 
stantly worked on to provide you with the greatest amount of coverage 
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Before becoming national adver- 


— 


tising manager in Des Moines, Rich 
served as assistant national aciver. 
tising manager and manager of 
the automotive department. H» hag 
worked for the Des Moines news. 
papers since 1932. 

x * * 


Arvin Realigns Ad Setup 


A shift in emphasis from trade 
journals to general circulation mag. 
azines, co-ordination of all division. 
al programs and a 35 percent bud. 
get increase marks the “new” look 
in advertising at Arvin Industries 
Inc., for 1960. 

During the coming year, Arvin 
will more than double its adver- 
tising expenditures in the gen- 
eral circulation magazines, ac- 
cording to Theodore R. Jones, 
advertising manager, Much of 

this increase will go into four- 
color “corporate image” and spe- 
cific product advertising in such 
magazines as the Saturday Eve- 
ning Post, Life, Look and the 
women’s magazines. 


Increased use of color in trade 
journal ads and special programs 
for key cities and for market de- 
velopment also are scheduled, ac- 
cording to Jones. 

* * * 


100 Greatest Ads Retold 


. With the auto industry facing an 
important market re-alignment in 
the introduction of compact cars 
and cars. of revolutionary design, a 
newly revised book shows the im- 
portant role played by advertising 
at other points in automotive his- 
tory. 

Eleven car ads, including three 
of the most successful campaigns 
of the past few years, make up the 
largest industry group in the new 
edition of Julian Watkins’ “The 100 
Greatest Advertisements.” 

The book 
stores or from Dover Publications, 
Inc., 180 Varick St., New York 14, 
N. Y. 


* * x 


Pavone Opens VW Deal 


Peter Pavone jr., most recently 
affiliated with Communications 
Counselors, the McCann-Erickson 
public relations subsidiary, and 
onetime head of institutional serv- 
ices for Chrysler Corp., has opened 














Northampton Motors (Volkswagen), 
Northampton, Mass. 
* * * 


Agency for Transporters 


An advertising and public rela- 
tions firm for the motor transpor- 
tation industry has been formed 
in Cleveland. 

Known as Creative Services, the 
firm is headed by James C, Toedt- 
man, former vice-president of 
D’Arcy Advertising Co., Cleveland, 
and Samuel A, Jaeger, former part- 
ner of Montgomery, Fessnmeyer 
and Ward, also of Cleveland. Offices 
are in the Berea News Building, 52 
East Bridge St., Berea, a Cleveland 
suburb. 

* x * 


Shakeup in Norton Setup 


Norton Co.’s publicity department 
at Worcester, Mass., has changed 
its name to advertising department 
and new appointments and title 
changes have been made. 


David B. Tyler has been appoint- 
ed assistant advertising manager, 
refractories and electro-chemicals; 
Charles B. Warren is assistant ad- 
vertising manager, machine tools; 
Milton W. Sebring is supervisor of 
audio-visual services, and Enfried 
T. Larson continues as editor of 
technical publications. 


Because of the change in depart- 
ment name, Russel A, Reed is now 
designated as assistant advertising 
manager, abrasives and grinding 
wheels, instead of assistant public- 
ity manager. C. Leonard Shaw will 
continue to have overall supervi- 
sion of the department with his title 
changed from publicity manager to 
advertising manager. 


Calendar 


(Continued from Page 10) 


General 


Feb. 7-9—Automotive Affiliated Represe 
tatives meeting, Manhattan Hotel, Ne 
York, 

. 10-13—Automotive Service Industrie 
Assn. Show, Coliseum, New York, 
March 14-16—Canadian Automotive Whole 
salers' & Manufacturers' Assn., Quee 

Elizabeth Hotel, Montreal. 

March 21-25—National Assn. of Fleet A 
ministrators, Inc, annual conventior 
Sheraton-Cadillac Hotel, Detroit. 

May 10-12— Eighth Highway Transporta 
tion Congress, Washington, D. C. 

Sept. 616, | Production 
Show, Navy Pier, Chicago. 

Sept. 6-16, 1960—Machine Fool Exposition 
International Amphitheatre, Chicago. 


Engineerin< 


is available at book- | 
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Organized Salesmen Called a Thorn... 


N.Y. Dealers Weigh Union Burden 


By Ed Brown 
Staff Correspondent 

NEW YORK.—Dealer reaction to 
the problem of a salesmen’s union 
assumes various forms in the New 
York City area, 

There is one school of thought 
among dealers, operating with- 
out a salesman’s union, that if a 
wide enough area is unionized, it 
will tend to have a stabilizing ef- 
fect upon the business. 

However, the usual reaction from 
dealers bound with a union can be 
summed up: “Ask the man who 

owns one!” 

In discussions with unionized 
dealers and some of their salesmen, 
a picture of resignation to an un- 
controllable force emerges. 

There is no doubt that nine out 
of 10 dealers whose salesmen are 
unionized are extremely unhappy 
bout the situation. Their reasons 
are founded in experience, and if no 
other subject stirs them to com- 
ment, this one will, 

That tenth dealer is usually silent 
about his union relationships, ap- 
parently feeling that the less said 
the better. In several cases, the 
“tenth dealer’ admits that his sit- 
uation is just fine, although he will 
not detail why or how, and he 
usually ends the conversation with 
a “cat-that-ate-the-mouse” grin. 

In instances where dealers be- 
come articulate, the core of their 
conversation usually is: “Someone 
should warn other dealers of the 
danger, so that they won't get 
caught this way, too.” 


Most important in the sight of | 


almost every dealer is the fact 


that incentive to work, build for | 
the future and grow in the job | 
leaves most salesmen the mom- | 


ent a union gains hold. 
As one dealer explains: “Here we 
are, with a complete establishment, 


furnishing heat, light, desk space, | 


an office, equipment, a commodity 


to sell. The salesman is actually a) 
man in business for himself, at no| 
expense to himself, and his profit is| 


directly proportional to the amount 
of energy, work and resourceful- 
ness he puts forth on the job. This 
is all he really has to bring to the 
job. In most cases, we will even 
supply him with a prospect list. 

“We expect him to produce. If he 
doesn’t, we want to know why and 
are willing to help him in his en- 
deavor, so long as he shows prom- 
ise and, most important of all, en- 
terprise. 

“Yet, once a union steps into the 


picture, men slow down, They work | 
only a 40 hour week. That much} 
isn’t too bad, if they apply them-| 


selves, but in addition to ‘grievance 
meetings,’ which take a consider- 
able slice out of every week, a 
thousand and one other time-wast- 


ing techniques come into practice.” | 


Dealers complain that the slow- 
er, less productive salesman actu- 
ally slows down the. top producers. 

“After all, a good man makes 
the rest of the group look like 
slackers, and ‘the group’ doesn’t 
want this to happen,” the dealer 
said. “What actually happens after 
awhile is that the good men pro- 


duce more slowly, thus making jobs | 


for the poor salesmen.” 

Most dealers say that it is the 
Salesman who doesn’t really know 
his job, or can’t perform his job, 
who is the first to seek out union 
_— in an effort to secure his 


Several salesmen in off-the-cuff 
moments have wondered what 
they are getting out of their 
union membership. Some are 
aware that they have had to slow 
down, 

In several instances, men said 
they got out of retail selling be- 
Cause they wouldn’t put up with| 
the regimentation involved in union 
membership. 

These men say they are unable to| 
understand the philosophy of un-| 
‘onization for a salesman whose! 


Monarch Appoints 2 
DURHAM, N. C.—Homa Free- 
man, secretary, has been named 
general manager of Monarch Mo- 
tors (Chrysler-Imperial-Plymouth), 
616 W. Chapel Hill St. John H. Me- 
has joined the company as 
Seneral sales manager. Norman W. 
sey heads the firm which also 


| 





handles Austin, Austin-Healey, MG 
and Morris. 


prime object is to compete as hard 
as he can to make sales. These men 
left their old jobs because, they 
say, the incentive to work hard was 
removed. As a matter of fact, they 
felt that their efforts to produce 
were scorned by their fellow sales- 
men, 


In some cases, good salesmen 
have allowed themselves to slow 
down since the union arrived, be- 
cause they felt they had been 
“making too much money’—that is, 
they were faced with a tax prob- 
lem, 


In another area, dealers claim 
that the actual management of the 
business passes from their hands 
once a union gains sway over the 
men. Some say they find it is im- 
possible to request that a salesman 
do the everyday chores that any 
good salesman must expect if he is 
to succeed, 

One dealer said that since the 
union arrived in his showroom, 
it hag been necessary for him to 
double his advertising in order to 


bring enough people into the 
showroom to keep his sales up. 
His salesmen expect him to bring 
prospects to them, he said, charg- 
ing that they refuse to do any 
outside prospecting. 

Another complaint among dealers 
is that they no longer have the 
choice of hiring or firing at will. 
One dealer said: “It is virtually im- 
possible for me to get rid of an 
incompetent man, I shiver every 


time I think about hiring a new} 


salesman, for fear that he will turn 
out to be a lemon and that I'll be 
stuck with him forever, or until 
I can work things out properly, 
which is time consuming, discour- 
aging and often very expensive to 
me.” 

Most unionized dealerships find 
that their pay plan is a little more 
expensive for them than their non- 
unionized competitors. This doesn’t 
mean that the non-unionized dealer 


is paying his men less, but it does | 


mean that the guarantees the un- 
ionized dealer must give prohibit 








him from dealing at the going mar- 
ket level. 

Some dealers say they would like 
to sell out, but find that because 
their deal is unionized their attrac- 
tion for the average buyer is re- 
duced considerably. 

One dealer said: “I’m very 
much afraid that, in addition to 
my dealership losing its market 
value, as the years go on, we will 
find ourselves with a bigger sales- 
manship problem then we have 
today, 


“The last place on earth for a} 





Larks Ride Piggyback 


Into Atlanta Region 


ATLANTA.—Piggyback service 
has come to Atlanta, Ten Stude- 
baker Larks were the first cars to 
be shipped into this region on 
trailers aboard an 85-foot rail- 
road flatcar. 

The new service will daily 
bring two piggyback carriers 
loaded with Larks for distribu- 
tion in the Southeast. The serv- 
ice was launched here by the 
Louisville & Nashville Railroad 
Co., Studebaker-Packard Corp., 
Dixie Transport Co. and McDow- 
all Transport Co. 
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union to become active should be 
among salesmen, As time goes on, 
I am certain that we are going to 
attract less and less likely men to 
|our establishments because of the 
confining effect of unions. I for one 
would never buy a dealership in 
which the salesmen were unionized. 
I’d have two strikes against me 
even before I opened my doors.” 

Many non-unionized dealers feel 
that it’s like a bad disease: “If I 
don’t talk about it, maybe it will go 
away.” Unionized dealers would 
like to shout from the garage tops 
that this is a blind attitude, “Learn 
from our experience,” they say. 

In still another area of thought, 
dealers feel that the union might 
have a stabilizing effect upon the 
dealer body. 

It is not unknown for a non- 
union dealer to say, “If they or- 
| ganized every dealership in this 
|}area, we’d all have the same pay 
plans, and we’d all have to stick to 
the same grosses, so we'd all be 
forced to make a little money, in 
spite of ourselves.” 

Again, unionized dealers merely 
| state: “Take a leaf from our note- 
books, and don’t get caught. It just 
| won’t work that way.” 





General Motors Reliability in Action... 





G. 


Cool. Air in Arizona ! 


Compact, efficient, performance-proved — 
Harrison Cool-Pack “under-the-dash” Air 
Conditioner is another reliable GM product. 













HARRISON AIR CONDITIONERS ARE PERFORMANCE 
PROVED IN TORTUROUS TEMPERATURE TESTS AT 
GENERAL MOTORS DESERT PROVING GROUND! 


Blazing heat and desert dust make the Sonora country in Arizona ideal 

for testing car air conditioning. Here is where Harrison Air Conditioned 
cars are put through their paces . . . hour-after-hour on the high-speed 
track—mile-after-mile over rugged roads. Grueling performance tests 

like this are standard procedure at Harrison—and it pays off for today’s 
drivers in maximum product efficiency and reliability on the road. The 
Arizona Proving Ground is typical of GM-Harrison engineering and testing 
facilities—the most modern and complete in the automotive heat transfer 
industry. Reliability through research is one reason why Harrison has 

been the leader in product performance, value and dependability for a 
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AUTOMOTIVE RADIATORS © OfL COOLERS + THERMOSTATS © AIR CONDITIONERS + HEATERS « DEFROSTERS 


half century. If you have temperature problems . . . passenger comfort or 
vehicle efficiency . . . look to the leader. Look to Harrison for the answers! 


! 


HARRISON RADIATOR DIVISION, GENERAL MOTORS CORPORATION, LOCKPORT, NEW YORK 
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Jeep in 'N 
Merle Kelly, Kansas City Jeep dealer, drives a four-wheel-drive F-170 two-ton AUTOMoTiIvE News travelling corre- 
job down a hill during a test over his torturous test track through a mountainous Spondent. 





area across from his dealership. The rough test proves the versatility of the vehicle 
and has sold every prospect who has accompanied him on the run, Kelly says. 


Johnnie & Mack, Inc., Miami, Florida... 





By L. H. Houck 
Travelling Correspondent 

KANSAS CITY.—Nothing will 
replace the performance demon- 
stration for the retail dealer, ac- 
cording to Merle Kelly, president 
of Merle Kelly Jeep and Equip- 
ment, Inc., here. 

He can make this statement with 
good reason because just across the 
street he has his own Jeep test 
track and torture road. 


Merle’s “test drives” will scare 
a conventional motorist out of a 
month’s growth. His salesmen 
won’t go. Nobody but an experi- 
enced Jeep owner or driver will 
believe it until they see it. 

A little narrow gravel road 
climbs rather sedately 100 feet to 
a peaceful level place. The un- 
suspecting prospect thinks this is 
the end of the road, as did the 


From the flat spot there was a 
break in the brush. Kelly nosed 








refinish up to 150 cars a day 
using STEADI-GRIP outfits 


‘We refinish up to 150 cars a day 
during the peak season . . . 65 to 
70 at other times,” reports Bill 
Winkleman, General Manager of 
Johnnie & Mack, Inc., Miami, 
Fla. “Our paint jobs carry 18- 
and 24-month guarantees at 
prices 40% to 50% below compe- 
tition. Binks new STEADI- 
GRIP painting outfits contribute 
greatly to our success.” 


Paint car in 6 minutes 


Binks STEADI-GRIP outfits 
help J&M painters work effi- 
ciently. The separate 2-quart 
pressure paint oe. eliminates 
constant refilling. The hose at- 


tached spray gun handles easily. 
With no cup in the way to drip 
or hinder movement, painting 
goes quickly and without the 
usual fatigue. 


Bill Winkelman (right) and J&M Finishing 








Foreman, Roger Cox, inspect the glisten- 
ing finish produced by Binks spraying 
equipment and infra-red AUTO-BAKE 


drying ovens. 


Send for free bulletin 
Get the details today. 
Ask your jobber, or 
write direct, for Bul- 
letin A81-1. Better 

et, see and test the 

inks STEADI- 
GRIP and judge for 
yourself the benefits 
J&M already know. 


Ask about our spray painting school 


Open to all...NO TUITION...covers all phases 


EVERYTHING 














NATIONWIDE 
SERVICE 





Binks Menufacturing Company 
3124-34 West Carroll, Chicago 12, Illinois 


REPRESENTATIVES IN PRINCIPAL U.S, & CANADIAN CITIES « SEE YOUR CLASSIFIED ae DIRECTORY 
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Mountainous Course Proves Vehicle’s Versatility .. . 


It’s Torture, But Test Sells Jeeps 


the Jeep into this break. It was a 
rocky crevice going up at a 35- 
degree angle, obviously impassable 
because of big boulders strewn 
around the center. But it wasn’t 
impassable to Kelly. 

He drove up to the summit, a 
one-acre area covered with small 
trees. and tall grass. The climb is 
easy if we are to believe the quiet- 
ness of the engine and the easy 
way the four-wheel drive low pull- 
ed. This climb is one in which nine 
of 10 experienced car drivers would 
consider impossible even for a 
burro. 

At the top Kelly said he has 
everything a prospective buyer 
could ask for, even to hub-deep 
mud. He headed for the mud hole 
and to reach it we stood on our 
nose in a ditch. In the soft mud 
and a big puddle of water, the 
Jeep sank down to the hubs but 
in coming out it didn’t falter, 
slip or spin. 

“Suppose this prospect wants to 
go exploring somewhere and there 


aren’t any roads,” Kelly said. “If|: 


he’s interested I just swing off and 
up through the trees like this.” 

He swung right into what seem- 
ed to be a two-foot bank The Jeep 
wormed its way way over the top 
and made its own clearance 
through the trees. 


Starting down, Kelly spotted a 
jack rabbit. 

“Let’s chase him!” he shouted. 
I shouted “No” as loud as I 
could, but he evidently didn’t 
hear me for we went chasing the 
rabbit on top of a rocky ledge. 
He threw the rules to the winds 
—where the rabbit went he went. 

Several times we were right on 
the jack. Kelly slowed to give him 
a break and finally when we were 
almost ready to call it a win for 
the Jeep, we nosed head first 
through a bunch of brush and 
landed on the flat place again. The 
rabbit scampered away all of 10 
feet, and sat down to look at us. 

What has all this done to sales? 
Kelly said he has sold every pros- 
pect who has been brought up on 
this mountain. A Jeep prospect 
couldn’t ask for a better demon- 
stration. 

He used imagination and prod- 
uct knowledge to sell Delight Ice 
Cream Co. on use of Jeeps. He 
thought such a concern ought to 
use Jeeps for its ice-cream vending 
in the city. He put on a Jeep dem- 
onstration and sold the company 





one unit in 1957. 

In 1958 he sold them 13 more, 
and early this year he sold them 
19. The Jeeps have shown such a 
satisfactory performance record 
that the fleet will be increased sub- 
stantially by next year’s ice-cream 
season, Kelly said. 

“Who buys Jeeps?” we asked 
Kelly. 

“That's the surprising part,” he 
said, “the most likely candidates 
don’t. You know we have a full 
line of Jeep trucks that starts 
with the conventional Jeep, also 
vans and station wagons. These 
come in four-wheel and two- 
wheel drive. 

“We sell a lot of them to farm- 





Finance Company 
Goes to Court 
In Status Dispute 


NASHVILLE. — A newly formed 
finance company is suing two Ten- 
nessee officials to upset rulings 
which bring finance companies 
under terms of a law governing 
Morris Plan banks and similar or- 
ganizations. 

The suit was filed by State-Wide 
Sales Finance Corp. against John 
R. Long, commissioner of insurance 
and banking, and George F, Mc- 
Canless, attorney general. 

George W. Omacht, South Bend 
attorney who is representing the 
finance company, said the company 
could not finance such items as 
heavy-duty trucks, tractors and 
mobile homes if it is governed by 
Industrial Loan and Thrift Act. 

The act prohibits financing pur- 
chases for periods of more than 
three years. 





ers, firms which have to deliver 
merchandise in gravel-and-dirt- 
road areas, rural carriers. One in- 
dustry that should use them, | 
think, is one in which we have 
made but a few four-wheel drive 
sales, and that is the furnace in. 
dustry. When the furnace is deliy- 
ered and installed in a new home, 
the grounds are usually impassable, 
particularly in wet weather, and 
yet this industry has been hard to 
sell. 

“We sell a few units to Jeep 
clubs,” Kelly said. “We have a Jeep 
club in Kansas City. They tour 
areas that are impassable to regu. 
lar cars and trucks, usually go in 
groups and have a big time. A 
bunch of our members recently 
went to Denver to participate in a 
Rocky Mountain climb with the 
Denver Jeep Club. 

“With a Jeep you can recapture 
some of the oldtime thrills of mo- 
toring,” Kelly said. 
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IMMEDIATELY 
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announce weekly 


seminars 
inthe SUN! 


growth of new car 
dealer enrollment 
demands 52 rather 
than former schedule 
of 24 annual seminars 





Requests from new car dealers, to 
schedule attendance at CARS Rental 
System’s Seminars in the Sun, have 
outpaced expected interest. To adjust 
to this rapidly expanding enthusiasm 
for CARS method of renting, leasing 
and financing, the System’s Educa- 
tional Board is more than doubling 
the number of annual sessions. This 
move insures that the enrollment at 
each Seminar can be small enough to 
permit individual attention to the 
problems of each new car dealer in 
attendance. 


With the Seminars conducted weekly; 


—on Tuesday, Wednesday and 
Thursday—it is the hope of the 
Board that attendance can be limited 
to twenty persons. Each dealer can 
thus be a more active participant and 
leave with a more intimate under- 
standing of leasing and financing as 
it relates to his own local area. Being 
graduated from a small class, he will 
also have a closer relationship with 
CARS members from other areas 
and gain a quick understanding of 
the benefits available through this 
nationwide organization. 


The Seminars are under the joint 
sponsorship of the University of 


Miami and CARS Rental System.§ 


Sessions are held at the Galt Ocean 
Mile Hotel, Fort Lauderdale. 


Phone LOgan 6-4321 
or write for reservation 


Lar 


RENTAL SYSTEM 


Lease Leaders of the World 
Drawer 7126 Sunrise Station 
Ft. Lauderdale, Florida 
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At TTMA Convention... 


Aluminum Touted 
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CORONADO, Calif—A spokes- 
man for the steel industry advised 
truck-trailer manufacturers to util- 
jze new high-strength alloys as a 
means of building vehicles with 
greater durability, more cargo 
space and, in some instances, re- 
duced weight. 

A spokesman for the aluminum 
industry outlined the advances 
in his industry. 

The steel spokesman was Stanley 
C. Lore, assistant manager, High 
Strength Steel Products, U. S. Steel 
Corp., Pittsburgh. He was among 
speakers in a session on “What's 
New in Trailer Manufacturing” 
during the 19th annual convention 
of the Truck-Trailer Manufactur- 
ers Assn. 

Contrary to some beliefs, he said, 
“steel is not simply ‘steel.’” The 
familiar carbon steel, he explained, 
is a lower member of a family of 
metals with higher yield points, 
greater resistance to corrosion, 
greater resistance to denting or im- 
pacts, longer paint life and increas- 
ed resistance to shearing. 

Turning to metals which, he said, 
are especially suited to the truck- 
trailer industry, he named such 
products of his company as “Man- 
Ten,” “Tri-Ten,” “Cor-Ten,” and 
“T-1,” all with special properties. 
Such steels, he said, “have higher 
yield points (than conventional 
carbon steel) and are therefore a 
minimum of 50 percent stronger, 
have from two to six times the 
atmospheric corrosion resistance, 
50 percent greater resistance to 
denting or impacts, offer longer 
paint life and have many other de- 
sirable features.” 


With proper design, he added, 
“their increased strength allows 
for a reduction in weight up to 
one-third, at no sacrifice in 


License Fee Hike 


Cancelled After 


Dealers Protest 


SPARTANBURG, S. C. — Fran- 
chised car dealers here, voicing op- 
position to a proposed raise in li- 
cense fees, appeared before City 
Council and asserted that Spartan- 
burg is missing revenue by not 
policing businesses which fail to 
purchase proper City licenses, The 
proposed raise then was rescinded. 

As noted, licenses of franchised 
dealers currently cost them $100 for 
the first $50,000 in gross sales plus 
65 cents for each additional $1,000 
gross sales. Council wanted to hike 
the levy to 75 cents for each addi- 
tional $1,000, 

New license fees were to go into 
effect Jan. 1. The original esti- 
mate called for a $40,000 increase 
in revenue, 

A spokesman for franchised deal- 

ers present at the city council 
meeting said lost city income comes 
because some service stations often 
Sell used cars from their lots, but 
don’t purchase a dealer’s license. 
; Further, it was pointed out, serv- 
ice stations with mechanics some- 
times don’t pay the proper license. 
If these businesses were properly 
policed by the license inspector, the 
City would more than make up for 
the revenue planned in the propos- 
ed increases, the dealers argued. 





Dealers Approve 


City’s Extension 


SAVANNAH, Ga.—The Savannah 
Automobile Dealers Assn. has voted 
to Support extension of the city’s 
limits despite the fact that some 
Members will pay higher taxes if 


; annexation becomes a fact. 


The group also endorsed a Georgia 
House bill which would make writ- 
ing of “hot checks” a misdemeanor 
and provide for prosecution after 
five days following a bank’s notice 
that such checks were uncollectable. 

The group also voted to continue 
Study of a dealers’ code of ethics, 

nainly relating to advertising. The 
study was urged by the Savannah 
Better Business Bureau. 

Melvin Karp, Dodge-Renault-Peu- 
Seot dealer, was named to the as- 
Sociation’s board of directors. 





strength.” He reminded his audi- 
ence that “much emphasis is 
being placed on lightweight 
equipment today.” 

The aluminum industry is putting 
its best foot forward with improved 
alloys and better techniques for 
adoption by trailer makers, said 
E. P. White, manager, automotive 
section, sales development, Alu- 
minum Co, of America, New Ken- 
sington, Penn. 

Much of White’s discussion dealt 
with weldability of aluminums, par- 
ticularly the aluminum-magnesium 
alloys. Excellent results in welding 
have been obtained, he said. He 
conceded that joining with rivets 
never will be entirely replaced, but 
asserted that various welding meth- 
ods can be used and that results 
will meet the high quality required 
for aircraft. 

White warned against assuming 
that one alloy is best for all ap- 
plications. The objectives of a de- 
sign, he declared, must be laid 
down and then each possible alloy 
evaluated on its merits. Some of 
these merits, he said, will show 
up in strengths or costs, while 
others require judgment and ex- 
perience for evaluation. 

“Increased strength across the 
weld—increased weld ductility—are 

possible through use of the latest 
alloys and newest welding tech- 
niques,” White said. 

“In addition, many of the already 
well known structural alloys can 
be reconsidered for special applica- 
tions when the welded joint is 
properly placed in relation to the 
structure’s load characteristics and 
when the welding is properly han- 
dled with latest inert gas shielded 
methods.” 

The truck-trailer manufacturers 
received from a banker assurance 
that their customers will receive 
sympathetic consideration for the 
financing of the vehicles they ac- 
quire. 

John C. Rowe, supervisor of 
truck, trailer and industrial 
equipment financing, Bank of 
America, told the convention that 
“the banking fraternity will con- 
tinue to finance sound expansion 
in the motor carrier industry.” 
Rowe outlined at least six sources 

of trailer financing—banks, public 
offerings of shares by motor car- 
riers, the federal Small Business 





Safety Council 
Tests Compacts 


On Ice, Snow 


CLINTONVILLE, Wis. — Engi- 
neers from the five major auto com- 
panies took part in the annual win- 
ter tests of the National Safety 
Council’s Committee on Winter 
Driving Hazards. 

The project tested the perform- 
ance of the compact cars—Falcon, 
Corvair, Valiant, Rambler and 
Lark. Tests covered cornering, 
stopping and traction characteris- 
tics on snow and ice. 

Other tests were run on school 
and big intercity buses, the latter 
provided by the National Assn. of 
Motor Bus Operators, and the ef- 
fects of windshield wiper arm pres- 
sure on Visibility under varying 
weather conditions. 

The purpose of the tests was to 
gather the facts to help make the 
motorist’s job of driving on ice and 
snow easier—and safer, 

Ford sent four representatives to 
Clintonville. They are: William Mc- 
Connell, Erving Nielsen, Charles A. 
Freeman and Joseph Connor, all 
from Ford’s vehicles testing labora- 
tories. McConnell is manager. 

General Motors had five men as- 
signed to the tests. They are A. H. 
Kelly, head engineer at General 
Motors Proving Ground, and his as- 
sistant, Thomas E. Miller; R. A. 
LaFever, test engineer for Chevro- 
let; Leo Sprague, special tester for 
General Motors, and Ralph Baker, 
experimental engineer for GMC 
Truck and Coach, 

Chrysler was represented by Roy 
Haeusler, automotive safety engi- 
neer, and test driver Peter Denison. 

American Motors sent A, E, Berg, 
director of the AMC proving 
ground. 








Administration, financing institu- 
tions set up under the Small Busi- 
ness Investment Act of 1958, trailer 
manufacturers or their distributor- 
ships, and leasing instead of pur- 
chasing of vehicles. 

At the outset, he cautioned that 
“considerable strain has developed 
in the money market” and “interest 
rates are higher,” but he pointed 
to the trucking industry as a fast- 
growing form of enterprise and in- 
dicated that loan sources, once shy 
of financing motor carriers, have 
more recently looked with favor on 
supplying credit to the trucking 
field. 

Among factors influencing 
money sources to be disposed 
favorably toward purchasers of 
trucking equipment Rowe point- 
ed to the fact that the motor car- 
rier share of freight haulage has 
“zoomed” since World War II 
from 9 percent to more than 20 
percent. 

Revenues have climbed even fast- 

er than ton-miles—from $1 billion 
to more than $6 billion, he noted. 





Milestone Engine— 


An automobile engine of historical im- 
portance—the 4-millionth Rocket engine— 
was built in Lansing by Oldsmobile. The 
firm produced the first high compression 
V-8 engine in 1948. Pictured with the mile- 
stone engine is J. F. Wolfram, Oldsmobile 
general manager. It was during Wolfram's 
tenure as Oldsmobile's chief engineer that 
the Rocket engine was designed and in- 
troduced. 
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Compacts Getting 
Initial Tryout 
In Home Town 


MILWAUKEE. — Milwaukee 
County, home town of the compact 
Rambler’s body plants, is trying out 
compact cars for the first time. 
Four Rambler Americans have been 
purchased from Hartung Motors Co. 
for $6,357.60. 

The cars will be used by welfare 
workers as an experiment, accord- 
ing to Wesley J. Budziszewski, 
county purchasing director. 

Additional small cars may be 
purchased for process servers in 
the sheriff’s department and for the 
park department, he added. 

Detailed records will be kept to 
determine whether the compact 
cars are more economical to op- 
erate than conventional models, 
Budziszewski said. 

The county also bought two lim- 
ousines for $13,000 from Metropoli- 
tan Cadillac, Inc., he said. The price 
was less than anticipated, he added. 
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| want to know more about this new car from Ger- 
many. Please rush information about ( 
( ) distributorship. | understand there is no obliga- 
tion and my request is confidential. 
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427. Super Six—4-dr. sed., $2,268; 
2-seat stat. wag., $2,562; 4-dr. 3-sea: stat 
wag., $2,687. Custom Six—4-dr. sed . $2. 
383; 4-dr. hardtop, $2,458; 4-dr. 2-seq 
stat. wag., $2,677; 4-dr, 3-seat stat. wag. 
$2,802. Rebel Super V-8—4-dr. sed. §2. 
387; 4-dr, 2-seat stat. wag., $2,681; 4-dr 


Current Prices on U. S. Cars 





taxes portation charges and 
tional equipment. a 3-seat stat. —* gh tea; ca - stom 
y V-8 — 4-dr. sed., ,502; 4-dr. ardt 
(Copyright, 1960, by Automotive News) | . ation charge.) 038; cpe., $1,984. 700 Serles—4-dr. sed.,| Park Lane —4-dr. hardtop, $3,858; 2-dr.| $2,577; 4-dr. 2-seat stat. wag., $2,796, 
BUICK — LeSabre — 4-dr. sed., $2,870; CHEVROLET—(Prices are for six-cylin- | $2,103; cpe., $2,049. hardtop, $3,794; conv., $4,018. Station|4-dr. 3-seat stat. wag., $2,921. Ambassg. 
2-dr, sed., $2,756; 4-dr. hardtop, $2,991;| der models. For V-8s, add $107). Biscayne DeSOTO—Firefiite — 4-dr. sed. $3,017; Wagons—4-dr. 2-seat Commuter, $3,127:|dor Super V-8—4-dr. sed., $2,587; 4-dr, 
2-dr. hardtop, $2,915; conv., $3,145; 4-dr.| Fleetmaster—4-dr. sed., $2,284; 2-dr. sed.,/4-ar. hardtop, $3,167; 2-dr, hardtop, $3,-| 4-4r. 2-seat Colony Park, $3,837. (Mere-O-|sed., $2,587; 4-dr. 2-seat stat. wag., $2, 
2-seat stat. wag., $3,386; 4-dr. 3-seat stat. | $2,230. Biseayne—4-dr. sed., $2,316; 2-dr.| 192. Adventurer—4-dr. sed., $3,579; 4-dr.|Matie standard on Montclair and Colony| 881; 4-dr. 3-seat stat. wag., $3,006. Am. 
wag., $3,493. Invicta—4-dr. sed., $3,357; | sed., $2,262; utility sed., $2,175. Bel Air— hardtop, $3,727; 2-dr. hardtop, $3,663. Park. Dual range Merc-O0-Matic, power | bassador Custom V 8—4-dr. sed., $2,732, 
4-dr. hardtop, $3,515; 2-dr, hardtop, $3,-/4-dr. sed., $2,438; 2-dr. sed., $2,384; 4-dr.| (TorqueFlite standard on Adventurer.) steering, power brakes standard on Park/4-dr, hardtop, $2,822; 4-dr, 2-seat stat 
447; conv., $3,620; 4-dr. 2-seat stat. wag.,| hardtop, $2,554; 2-dr. hardtop, $2,489. Im- DODGE—D (Dart pri t ‘ Lane.) wag., $3,026; 4-dr. 2-seat hardtop stat. 
$3,841; 4-dr. 3-seat stat. wag., $3,945. -dr. sed., $2,590; 4-dr. hardtop, $2,- Snaee dual _—, ri vite. sad S11 or Six-| OLDSMOBILE—Series 88 -—4-dr. sed.,| wag., $3,116; 4-dr. 3-seat stat. wag., $3,. 
Electra—4-dr. sed., $3,856; 4-dr. hardtop, | 6g2; 2-dr. hardtop, $2,597; conv., $2,847. Fleet Se aa s. 7 4. gr Ay 4 Dart | $2,900; 2-dr. sed., $2,835; 4-dr, hardtop, | 151. 
$3,963; 2-dr. hardtop, $3,818, Electra 225| station Wagons—2-dr. 2-seat Brookwood, one. = o r. se * , . os $3,034; 2-dr. hardtop, $2,956; conv., $3,- STUDEBAKER—Lark Deluxe Six—-4-dr. 
—4-dr, hardtop (flat roof or sloping roof), $2,586; 4-dr. 2-seat. Brookwood, $2,653; $2, ’ Seneca—4-dr. sed., $2,330; 284; 4-dr. 2-seat stat. wag., $3,363; 4-dr.| sed., $2,046; 2-dr. sed., $1,976; 2-dr. 2-seat 


2-dr, sed., $2,278; 4-dr, 2-seat stat, wag., stat. wag., $2,366; 4-dr. 2-seat stat. wag, 





$4,300; conv., $4,192. (Turbine Drive trans-| 4-dr, 2-seat Parkwood, $2,747; 4-dr. 3-seat 3-seat' stat. wag., $3,471. Super 88—4-dr. 
mission standard on Invicta, Electra and Kingswood, $2,850; tds 2-seat Nomad, | $2,695. Dart Ploneer—4-dr. sed., $2,459; | seq $3,176; 4-dr. yo $3,402; 2-dr.| $2,441. Lark Deluxe V-8—4-dr. sed., $2. 
Electra 225. Power steering and power! $9 389. Corvette—hardtop cpe. or conv. — a pg _—. see, om hardtop, $3,325; conv., $3,592; 4-dr, 2-seat|j8i: 2-dr. sed., $2,111; 2-dr, 2-seat stat 
— standard on Electra and Electra| ¢y-g standard), $3.872. " ona’ an oes een” bast asia stat, wag., $3,665; 4-dr. 3-seat stat, = wag., $2,501; 4-dr. 2-seat stat. wag.. $2. 
B2 pms.ac—taty-twe — str, natop| ig Mts nee Wane St, M00. 88-bit ard, GearT, Sar | LTTE, See, get. med ABUT, Ae |e a ena ain ar. eed 
(flat roof or sloping roof), $5,080; 2-dr.|§3 979. conv., $3,623; 4-dr, 2-seat stat.| hardtop, $2,618; conv., $2,868. Dodge) ony. $4,362. (Hydra-Matic, power steer-| 2 oan sat 2 $2'591, Lark Regal V4 
san 4 Se ace tas . a ier wag., ’ $3,733; 4-dr, 3-seat ‘stat. wag., pa sf 30.095; Nae hinee eon: ing, ‘power brakes standard on Series 98.) —4-dr, sed., $2,331; 2-dr, hardtop, $2,431; 
-dr. hardto at roof or s cf + 4-dr. , 4075; 2-dr, , 996; et ae x 
ret, So Coun te ae sararaon | Rrap SUT, a, "oattay vas | ar ant gia, MBE yaar Py | age ares ySenuee Tie Rp $21. Maw v-~S-rasener sort 
.252; Eldorado Seville 2-dr, hardtop, | » orker —  4-dr. ., $4,409; 4-dr. . -» $3,354. -dr. ; . ‘ = a 
$7401; Eldorado Biarritz conv., $7,401. on, i a8: Soe i he 461, |8¢4., $3,141; 4-dr, hardtop, $3,275; 2-dr. | Six—4-dr. sed., $2,277; 2-dr. sed., $2,227. | $2,650. : 
Sixty S -dr. hardtop, $6,233. Seven-| cony., $4,874.50; 4-dr, 2-seat stat, wag., | ardtop, $3,196; conv., $3,416; 4-dr. 2-seat Savoy Six—4-dr. sed., $2,310; 2dr. sed., VALIANT — V-100 — 4-dr. sed., $2,053; 
ty-Five — 8-pass. sed., $9,533; limousine: | ¢5 992. 4-dr, 3-seat stat, wag., $5,130.50. | St@t. wag., $3,506; 4-dr, 3-seat stat, wag., $2,260. Belvedere Six—4-dr. sed., $2,439; | 4-dr. 2-seat stat. wag., $2,365; 4-dr. 3-seat 
$9,748. Eldorado Brougham—4-dr. hardtop, | 399-F--2-dr. hardtop, $5,411; conv., $5,-| $3,621. 2-dr. sed., $2,389; 2-dr. pepten, =. stat. wag., $2,488. V-200—4-dr. sed., §2,- 
$13,075. (Hydra-Matic, power steering,| 341, (TorqueFlite, power steering, power| FALCON—4-dr. sed., $1,974; 2-dr. sed., cn” ae Bae bab an th Sa entien 390; 4-ér. a cat. was, $2,443; 4-dr, 
power brakes standard on all models.) brakes standard on Saratoga, New Yorker | $1,912. Ween Gie-b-dr, Scent Deleme Seberben, . +» $2,566. 





FORD—(Prices are for six-cylinder mod- 
$2,-/els. For V-8s, add $113.) Custom 300 
(Fleet)—4-dr. sed., $2,284; 2-dr.  sed., 
$2,230. Fairlane—4-dr. sed., $2,311; 2-dr. 
sed., $2,257; business 2-dr., $2,170. Fair- 
lane 500—4-dr. sed., $2,388; 2-dr. sed., 
$2,334. Galaxie—4-dr. sed., $2,603; 2-dr. 
sed., $2,549; 4-dr. hardtop, $2,675. Star- 
Mner—2-dr. hardtop, $2,610. Sunliner — 
conv., $2,800. Station Wagons—2-dr. 2- 
seat Ranch Wagon, $2,586; 4-dr. 2-seat 
Ranch Wagon, $2,656; 4-dr. 2-seat Country 
Sedan, $2,752; 4-dr. 3-seat Country Sedan, 
$2,837; 4-dr. 3-seat Country Squire, $2,967. 
Thunderbird—(V-8 standard)—2-dr. hard- 
top, $3,755; conv., $4,222. 


IMPERIAL—Custom—4-dr. sed., $5,029; 


$2,602; 4-dr. 2-seat Deluxe Suburban, §2,- 
668; 4-dr. 2-seat Custom Suburban, $2,761. 
Plymouth V-8 (On the following models, a 
V-8 engine is standard and a six-cylinder 
engine is not available.—Fury V-8—conv., 
$2,967. Station Wagon V-8—4-dr. 3-seat 
Custom Suburban, $2,990; 4-dr, 2-seat 
Sport Suburban, $3,024; 4-dr. 3-seat Sport 
Suburban, $3,134. 
PONTIAC—Catalina—4-dr. sed., $2,702; 
2-dr. sed., $2,631; 4-dr, hardtop, $2,842; 
2-dr, hardtop, $2,766; conv., $3,078; 4-dr. 
2-seat stat. wag., $3,099; 4-dr. 3-seat stat. 
wag., $3,207. Ventura—4-dr. hardtop, $3,- 
047; 2-dr. hardtop, $2,971. Star Chief— 
4-dr. sed., $3,003; 2-dr. sed., $2,932; 4-dr. 
hardtop, $3,136. Bonneville—4-dr. hardtop, 


and 300-F.) 


CHECKER—Superba — 4-dr. sed., §2,- 
CORVAIR—500 Series—4-dr. 


542.42. (Price does not include dealer prep- sed., 


Panks Replies 
To Jurist Who 
Slapped Imports 


NEW YORK.—Chief Magistrate 
John M. Murtagh stirred up a small 
tempest in a recent television inter- 
view when he asserted that import- 
ed economy cars are more danger- 
ous than conventional cars, and 








TRIMOBILE 
from $986 P.O.&. 


Distributors To Be Appointed 


by exclusive U. S. importer of TRIMOBILE, ver- .- a : 2. : .» $3,- 
Y ; oa 4-dr. hardtop, $5,020; 2-dr. hardtop, $4,-| $3,331; 2-dr. hardtop, gen. betee. $3.-| should be banned from the U. §&. 
satile new utility wagon especially designed 922.50. Crown — 4-dr. sed., $5,647; 4-dr. , a ee een ee : 

hardtop, $5,647; 2-dr. hardtop, $5,403; RAMBLER — American Deluxe — 4-dr, | highways. 


John T. Panks, managing direc- 


conv., $5,773.50. LeBaron—4-dr. sed., $6,-| sed., $1,844; 2-dr. sed., $1,795; 2-dr. 2-seat 



















for commercial and industrial use. A product of Daihatsu 


. 8; 4-dr. . ’ Lb ite, 
Kogyo, world's largest manufacturer of three-wheel com- en oa. Ce 


power steering, power brakes standard on 
all models.) 


LINCOLN—Lincoin—4-dr. sed., $5,441; 
4-dr. hardtop, $5,441; 2-dr, hardtop, $5.- 
253. Premiere—4-dr. sed., $5,945; 4-dr. 
hardtop, $5,945; 2-dr. hardtop, $5,698. 
Continental—4-dr. sed., $6,845.30; 4-dr. 
hardtop, $6,845.36; 2-dr. hardtop, §$6,- 
598.30; conv., $7,056.20; town car, $9,208; 
limousine, $10,230. (Automatic transmis- 
sion, power steering, power brakes, radio, 
| heater standard on all models.) 


mercial vehicles. 


Requirements small, potential large. Interviews arranged in your area. Write 


or phone. 


D. K. International Sales Corporation 





120 El Camino Drive Beverly Hills, California gMERCURY. Monterey —4-dr." sed. $2. 
3 -dr. sed., 2,631; 4-dr. hardtop, 

CRestview 6-7061 $2,845: 2-dr. hardtop, $2,781, conv., $3,- 

077. Montclair—4-dr. sed., $3,280; 4-dr. 

hardtop, $3,394; 2-dr. hardtop, $3,331. 


ELAN AUTOMOTIVE INDUSTRIE 


IMMEDIATE DELIVERY ON GMC, DODGE, 
FORD and CHEVROLET TRUCKS 


AUTOMOTIVE ENGINEERED AND FACTORY -FIN- 
ISHED INSIDE AND OUT! The standard or C. O. E. 
cab is extended just 22” for the installation of 
the sleeping compartment directly back of the 
driver's seat. The berth is easy to enter or leave 
while the truck is in motion. Seven inches C to A 
required. 


The smooth flowing cab lines blend into the rear 
structure, making one integral unit of solid 
welded steel. Welded steel risers and roof bows 
give maximum strength and prevent rattles. 














Generous ventilation, broad windows and in- 
sulation from sound and outside temperature 
assure maximum comfort. Automotive Industries 
cabs meet all |. C. C. Regulations. 





Puliman-type berth with one piece in- 
ner spri mattress provides 75” of 
solid comfort. The interior is completely 


A large locked storage 
space (under the berth) 23" 


stat. wag., $2,020. American Super—4-dr. 
sed., $1,929; 2-dr. sed., $1,880; 2-dr. 
2-seat stat. wag., $2,105. Deluxe Six—4-dr. 


sed., $2,098; 4-dr. 2-seat stat, wag., $2,- 


Grand Jury Calls 
On Georgia to 


Adopt Title Law 


ATLANTA.—The Fulton County 
(Atlanta) grand jury has recom- 
mended to the state legislature that 
a vehicle title registration law be 
adopted at the current session. 

A title law, the grand jury con- 
tends, would reduce auto thefts in 
Georgia, improve tracing, identifi- 
cation and recovery of stolen autos, 
and would reduce interstate traffic 
into Georgia of stolen auto parts 
and vehicles. 

Law enforcement officers agree 
with the grand jury, citing the fact 
that auto thefts in Georgia now are 
200 percent higher than those in 
neighboring states having a title 
law. 

Georgia and Alabama are the 
only southern states without such 
a law. Thirty-eight states, including 
Alaska, have one. 

Georgia automobile dealers are 
opposed to a title law, and for 
many years have been able to keep 
the legislature from acting on such 
a bill. 

The position dealers take is that 
“complicated laws do not prevent 
or slow the theft of automobiles.” 
They point out that some cities 
in states without title laws actually 
have fewer auto thefts than some 
cities in states with them, 

Under the present system, a deal- 
er takes a tradein without any 
investigation or proof as to whether 
or not the owner has clear title to 
the vehicle. 

Dealers are also opposed to the 
extra bookkeeping and red tape 
that would be involved for them 
were such a title law passed. 


Tax Ruling Costs 
U..C. Dealer $33,000 


PHOENIX, Ariz—Roman Sar- 
wark, used-car dealer here, official- 
ly has lost claim to $33,069.05. 

In September, 1958, Federal 
Judge Dave W. Ling had ruled 
Sarwark could collect from the 
Internal Revenue Service that 


tor of Rootes Motors, Inc., said in 
rebuttal that available evidence 
does not indicate that the standard 
cars are safer than imports. 

Panks cited a recent study by a 
Cornell University team of auto 
injury research experts which 
showed no significant difference in 
the degree of injury suffered by 
passengers in small cars as com- 
pared to larger cars. 

Panks said the National Safety 
Council also could give no con- 
clusive evidence in support of any 
statement which would indicate 
that small cars are less safe than 
large cars. 

Panks also noted that Allstate 
Insurance Co. is giving a discount 
on insurance rates to owners of 
small cars in 32 states. Allstate 
President J. R. Branch has said 
small cars cause less damage in 
accidents because of lower acceler- 
ation, smaller size and weight, bet- 
ter maneuverability and other re- 
lated factors, Panks added. 


Ford, Minn. Dealer 
Convicted, Fined 
In Truck Fatality 


MINNEAPOLIS, — A Hennepin 
County district court jury return- 
ed a verdict of $15,000 damages 
against Ford and Boyer-Gilfillan 
(Ford) here. The firms were found 
negligent in the death of Eileen 
Hopkins, 49, in a car-truck colli- 
sion Sept. 24, 1957, in suburban St. 
Louis Park. 

Evidence presented during the 
trial before Judge John A, Weeks 
indicated the brakes on the truck 
failed because of a leak in the hy- 
draulic brake line. 

The truck was owned by the 
Model Stone Co. and was purchased 
new from Boyer-Gilfillan just be- 
fore the accident. It had been driv- 
en about 50 miles before the acci- 
dent, witnesses testified. 

The jury found the truck manu- 
facturer, Ford and Boyer-Gilfillan 
negligent in the manufacture and 
inspection of the vehicle. 

All defendants denied negligence 
in the wrongful death action 
brought by the victim’s husband, 


Former Employe 


Admits Theft 


BRIDGEPORT, Conn.—Richard 
A. Parilla, 38, former used-car 
manager for Baldwin Motors 
(Ford), has admitted embezzling 
funds from the dealership, police 
reported. 

The loss was put at $50,000 or 
more, pending an audit of dealer- 
ship records. 

Police said Parilla has already 
been arrested in Fairfield, Conn. 
on a charge of obtaining money 
under false pretenses in a car 
transaction. 


x 19" x 75" for tools, lug- 
lined and finished to match the cab. gage and packages ’ 
Roof grille ventilator, or side ventila- r through flush doors 
tors if desired. Two rear windows and on either side. Not avail- 
dome light are standard equipment. able on C. O. E. models. 


AUTOMOTIVE INDUSTRIES INCORPORATED 
OWENDALE, MICHIGAN 


amount he maintained IRS had 
overcollected from him for the year 
1955. 

But after Judge Ling had given 
his decision, the U. S. Supreme 
Court ruled specifically that the 
dealer’s reserve fund was taxable, 
the crux of Sarwark’s case against 
IRS. 

On the basis of the Supreme 
Court ruling, the U. S. Court of 
Appeals for the Ninth Circuit then 
reversed Judge Ling and Sarwark 
no longer was able to lay claim to 
the sum. 





Order direct from 
Owendale Industries, Inc. 
Owendale, Michigan 
Phone ORange 8-2211 
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stat, 
= 
d., $2. 

1; . 
$2,796: 
mi : 

‘de CHICAGO.—A new approach to 
. & automotive tuneup problems has 
$2,732. 4 been made by three manufacturers 
t stat of electric systems and fuel sys- 
; _ tems. Electric Autolite Co., Carter 

"3 Carburetor division, ACF Indus- 

-4-dr,§ tries, Inc., and Holley Carburetor 
wag § CO. announced a joint automotive 
.. $2.8 tuneup program to more than 80 
t stat.§ eentral distributors at a meeting in 
$5 m Chicago’s Edgewater Beach Hotel. 

4-dr Called the A-C-H (Autolite- 
al V8— Carter-Holley) tuneup program, 
. it will make available to inde- 
t cp) pendent repair shops and service 

stations electrical and fuel sys- 
52,053; § tem replacement parts through a 
“combined catalog, supplemented 
‘4-48 with a single price list, contain- 


ing part numbers and prices for 
all three manufacturers. 

A basic part of the A-C-H plan 
is a cabinet designed to hold ade- 
quate stocks of Autolite, Carter and 


Olds Dealers Told 
Competition Rises 


From Outsiders 


BUFFALO.—Buffalo zone Olds- 
mobile dealers were told that they 
now are competing with boats, 
swimming pools, new homes, dia- 
mond rings, a 
trip to Europe or 
a mink coat, in 
addition to the 
auto dealer down 
the street. 

The word came 
from Oldsmobile 
General Sales 
Manager §&. F. 
Mehring, who was 
here with a fac- 
‘n tory sales team 
8. F. Mehrin to address dealer 
personnel at the GM Training Cen- 
ter. 

Mehring said the degree of suc- 
cess of each dealer will be meas- 
ured by his effectiveness in meet- 
intensive free-for-all 















of ing “an 
ate competition for the consumer’s dol- 
aid lar.” 


in The nation’s economy is entering 
the greatest mass-growth period in 
a history, Mehring declared, adding: 
~ “Forces for economic expansion 
re- § are so great that overall business 
is bound to grow. 
“The middle-income families 
r earning from $6,000 to $15,000 a 
year are showing the most dynamic 
growth. Never have so many people 
had the financial means to buy the 
things they want—the better things 
of quality.” 


“| 40 Dealers Form 


28 


"! Trade Group in 


:} North Kentucky 
t CINCINNATI.—So me 40 North- 
ern Kentucky dealers have joined 
together to form the Northern Ken- 
tucky Automobile Dealers Assn. 

Dick Ehlen, Dick Ehlen Motor 
Sales, is president of the new as- 
sociation. Other officers are Al Wel- 
len, Wellen Ford, vice-president, 
and Kenneth Hornbeck, Beechwood 
Motors, secretary-treasurer. 

Directors of the NKADA are Ed- 
ward Weber, Campbell County Mo- 
tors; Albert Hackman, Kuchle & 
Son Ford Co.; Ray Smith, Smitty’s 
Auto Sales, and John Parks, Dixie 
Auto Sales. 


Black Oldsmobile Quits; 
Blames Population Shift 


MILWAUKEE.—Bob Black Olds- 
mobile will go out of business here 
today (Feb. 1) after 20 years of 
operation on N, Prospect Ave, The 
city’s population shift, parking 
problems and conversion of Pros- 
pect into a one-way street were 
blamed by President Robert R. 
Black, 

“This is not good Oldsmobile 
territory anymore,” said Black, who 
said he will look for another Olds 
dealership after winding up the 
Prospect Ave. business. 

Black’s father, Fred S. Black, ran 
the deal from 1939 until 1953, be- 
fore selling to another firm, Bob 
Biack took over in 1954 after op- 
erating a deal in Delavan, Wis. 


aA a2e 
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Autolite, Carter, Holley Set It Up see 
Joint Tuneup Program 


Holley tuneup parts for both fuel 
and electrical systems, 

The program recommends dealer 
stocking of only fast-moving parts 
for the most popular domestic cars 
and light trucks. Slower-moving 
items are available from the local 
service distributor, who also is 
responsible for keeping independ- 
ent repair shops and service sta- 


3 Lines for Hemphill 
SANFORD, Fla.— Bill Hemphill 
Motors, Inc. (Buick-Pontiac-Ram- 
bler) has succeeded Willis Pontiac 
here. The dealership is operated by 
William B. Hemphill. 








tions abreast of current technical 
developments, new parts and price 
changes. 

The program also includes a 
training course in tuneup, conduct- 
ed locally under factory trained in- 
structors. The “how” of specific 
tuneup operations are taught, 
rather than test equipment and 


procedures, which may vary|# 


greatly. 

For out-of-the-ordinary situa- 
tions, the individual shop is urged 
to call on the expert assistance 
available through his service dis- 
tributor, who has a factory-train- 
ed technician for such purposes. 

Top executives from the three 
companies attended the Chicago 
meeting. Heading the Autolite rep- 
resentatives was President Robert 
Davies. Henry Correa, marketing 
vice-president for ACF Industries, 
headed the Carter contingent, and 
Milton Kittler, vice-president, led 
the Holley group. 





Green Builds New Headquarters— 


This is the architect's drawing of Jerry Green Union Chevrolet's new building in 
Kansas City. Features include off-street parking, customer reception to the service 
department, specialized sales areas for all sizes of cars and service facilities for all 
types of trucks. Each service stall is accessible from the parking lot. The new structure 
will contain more than 35,000 square feet of enclosed area and will provide 30,000 
square feet of roof parking. The dealership is operated by Jerry Green. 


EQUIPMENT THAT SPEAKS FOR ITSELF 
BUILDS PROFITABLE NEW BUSINESS! 










BEAR. 


--- the most famous name 
in car safety service 
brings you the world’s 
most complete line 


Come in and SEE US 


at N.A.D.A. 
CONVENTION 


Booths 30-31-32 


R-713N 


Drive-Over Tester says, 
“YOUR CAR NEEDS 
WHEEL ALINEMENT” 


the 


On-A-Car Balancer “Jiggler” says, 
“YOUR WHEELS 
: NEED BALANCING” 
























PROMS END SCRwscE 


dint fei Telaliner says, 


“THE ALINEMENT JOB 
IS BEING 
DONE RIGHT” 













Debuse Sewive 


does the SELLING... 







customers SEE the need for alinement and balancing 


Bear’s new DELUXE Service is a special selection of precision 


equipment that sells its service om sight! The new “FREE TEST” Sign 
on the 240 Drive-Over Tester invites customers to make their own test of 
alinement ... and it sells them. The balance-prover “Jiggler” on the 


On-A-Car Balancer lets customers see for themselves that wheels 


are in need of balancing... it also lets them see that the job is done right. 
The big, T-V like screen of the Bear Telaliner lets them see alinement 


corrections as they are being made... and finally... when they 
drive out of your shop over the 240 Tester, they see, and 
you see, that the job is done right! 


The Bear DeLuxe Service is just one of the new business-building, 


profit-making services shown in the new Bear Idea Book. 
MAIL THE COUPON TODAY FOR YOUR FREE COPY! 





BEAR MFG. CO., Dept. A-10, Rock isiand, WMineis : 
Without cost or obligation, have your 2 
representative call to present my FREE ® 
copy of the new “Bear Profit Idea Book.” . 
Bich isa ppc classical tecaeiiabinscclge s 

a 
a i le a : 
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By Ed Brown 
Staff Correspondent 

NEW YORK.—“Because of rising 
materials and labor costs, it is nec- 
essary for us to find more efficient 
ways of conducting our business in 
order to make any profit at all.” 

Sounds like an automobile deal- 
er discussing his current profit 
potential. In reality, it is a parts 
distributor discussing factors 
which have entered the business 
in the last 40 years and made 

profits elusive, unless carefully 
sought after. 

Earnest A. Wildermuth, president 
of the company which bears his 
name, is celebrating his 40th year 
in the parts distribution business 
in Brooklyn. 

Most of the problems Wilder- 
muth enumerates would have a 
familiar ring for auto dealers—the 
squeeze of labor and material on 
profits, proper inventories, the dif- 
ficulties of finding experienced 





"Big Bonus’ Winner— 

Ralph Tichenor, second from right, sales representative, Walker Marketing Corp., 
Racine, Wis., presents a $1,500 check to Ed Cole, Grand Rapids, Mich., winner of the 
Walker “Big Bonus” slogan contest. Looking on are Joe Cullin, left, and Don Pomeroy, 
right, of Ridge-Grand Rapids Co., distributor for W-D Duocron oil filter replacement 
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In Parts and Accessories Distribution .. . 


Profit Hints Shared 
a by 40-Year Veteran 


salesmen, material handling, paper 
work and others. 

Because Wildermuth handles 
fundamental parts such as carbure- 
tors, small engines and brakes, he 
finds his operation is highly diver- 
sified, This diversification leads to 
compartmentalization of work, and 
this in itself can be highly ineffici- 
ent. 

However, specialists are hired in 
each category to handle sales and 
paper work is held to a minimum 
through extensive use of IBM ma- 
chines. He also sets forms, follow- 
ing the suggestions of subdistribu- 
tors, and then coordinating these 
with the actual needs of the man- 
ufacturer who supplies the parts 
in question. 

The IBM machines, by compar- 
ing present stocks with past ex- 
periences, can give a quick ac- 
counting of the kind of inventory 
a subdistributor should have on 
hand at all times. This analyza- 


“AGGRESSIVE DEALERS 
GET the BRAKES! 


— yadda 


Fan $e, 7 ee 


Fed "4 "> (Ligl® 4 Fs ee 


B-6A ILLUSTRATED 


BRAKE WORK IS A PROFITABLE “FAST SERVICE" 
OPERATION 

@Equip your Service Department to do precision brake work on a volume 
basis with a Barrett BRAKE-MOBILE. 

@The original mobile brake shop for complete drum machining and shoe 
fitting. 

@Every service bay available for brake work with a BRAKE-MOBILE. 
Move it to the job indoors—outdoors. 


@ Recommended for servicing Domestic, Imported and Compact Cars. 


CAN YOU HANDLE VOLUME BRAKE SERVICE? 


Barrett will survey your facilities . . . analyze your shop requirements 
. train your mechanics in proper use of brake equipment. 


WRITE FOR DETAILS A-2 


BARRETT EQUIPMENT CO. 


ST. 
aA] 


Toronto, Edmonton 


2101 
Calif. 


Canada 


CASS AVE 


Fla Los Philadelphia 


ey od ingfield at 


Miami 
Export 


Branch Operations Angeles 





Cleveland 
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See the Original Brake-Mobile! 
Booths No. 106-107 
1960 NADA Exhibit 


LOUIS 6, MO 
Ohio 
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tion helps eliminate future inv «n- 
tory problems. 


As one of the largest of the 91 


major parts distributors in the 
country, Wildermuth has take: an 
active interest in the Automotive 


Electric Assn., and particularly in 
its business Management commit- 
tee, through which improved busi- 
ness techniques have been evo'ved, 

As one example, Wildermuth 
cited the problem of handling bhat- 
teries. By the utilization of fork 
lifts and pallets, he said, it is possi- 
ble to unload 1,000 batteries in 20 
minutes—a job that could have 
taken half a day and a small army 
of men in the past. This is the kind 
of useful information developed by 
the business Management commit- 
tee of AEA, according to Wilder- 
muth, 

As a central distributor, Wilder- 
muth stands between the manufac- 
turer and the subdistributor. It is 
up to him to promote the necessary 
service schools for his distributors 
(a big part of his total activity) 
and to help his subdistributors with 
inventory controls, merchandising 
activities, sales promotions, ac- 
counting procedures and the like. 

In his 40 years in the business, 
Wildermuth says, about the only 
difference he notices is the fact 
it has been necessary to diversify. 
However, he says, long establish- 
ed methods of sales and mer- 
chandising techniques remain un- 
changed. 

Apparently good salesmen are 
scarce in every line of the automo- 
tive industry, Wildermuth says it is 
impossible to train adequately a 
salesman in the parts distribution 
business in less than three years. 
The amount of knowledge required | 
is voluminous and a poorly trained 
man can do great harm. 

Today Wildermuth employs 160 
persons, of whom 28 are salesmen. 


Bill-Paying Habits 
Turn for Worse 
During Quarter 


MINNEAPOLIS. Consum- 
ers’ bill-paying habits took a sharp 
turn for the worse in the fourth 
quarter of 1959, according to a sur- 
vey by the American Collectors 
Assn, 

The steel strike got most of the 
blame, 

The association’s measure of the 
consumer’s ability to meet his ob- 
ligations dropped to its lowest level 
in 1959 during the fourth quarter. 
However, the situation was not as 
bad as it was in the third-quarter 
- 1958 when the recession was end- 
ng. 

The average collection agency 
had 3.09 repossessions in the fourth 
quarter of 1959, compared with 2.59 
in the like period of the preceding 
year, 

The typical agency received fewer 
past-due bills for collection in the 
last three months of 1959 than in 
the like period of 1958. However, 
the dollar volume of bills referred 
and the size of the average bill re- 
ferred were higher. 


Maher Elected Head 
Of Undercoating Group 


The Automotive Undercoating 
Manufacturers Assn., Pleasant 
Ridge, Mich., have elected new 
officers for the 
1960 fiscal year. 
Elected were: 

President, D. W. 
Maher, merchan- 
dising manager, 
adhesives, coat- 
ings and sealers 
division, Minne- 
sota Mining and 
Mfg. Co., St. Paul; 
vice-president, G. 
R. Widger, presi- 
dent, Tuff-Kote 





D. W. 
Asphalt Products, Inc., 


Maher 


Warren, 
Mich.; secretary, M. Jelin, presi- 
dent, Lewis Asphalt Engineering 
Corp., New York, and treasurer, 
H. E. Hutson, president, Gibson- 
Homans Co., Cleveland. 


Alaska Dealership Sold 


ANCHORAGE, Alaska.—Herh 
Johnston is the new owner of Im- 
port Motors on the Seward High- 
way here. Included in the sale by 
Ralph Connely were the Anchorage 
dealership franchise for Volvo and 
= Alaska distributorship for Go- 
iath. 
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Success Is A Journey...Not A Destination 


In 1959, the end of a decade, advertisers again invested more money in America’s Big 3 Show- 
case Magazines—Look, Life and The Saturday Evening Post—than in any others. Reported in 
the tables below is the growth in circulation, advertising revenue and advertising pages of each 
of these three great magazines during the 1950’s. 


As marketers look forward to the soaring opportunities and competition of the 1960’s, a glance 
backward at this record of the past decade can be of tremendous value in media planning. For 
in it are solid clues to the trends that are developing . .. that will determine future performance. 


In the past 10 years, in the past five years, in the past year—throughout the 1950’s—Look has 
achieved a unique record of consistent gains in every yardstick of media measurement. LOOK’s 
continuing growth is a tribute to the purpose and power of its editorial accent on the exciting 
story of people .. . its cogent appeal to every member of the American family. Here is further 
evidence that, in publishing too, success is a journey, not a destination. 





PEOPLE ARE THE PURPOSE —PEOPLE ARE THE POWER 


Growth Record of the Big 3 Magazines (Gains or Losses in the Past Decade) 





LOOK 





ADVERTISING ADVERTISING 
CIRCULATION REVENUE PAGES 
1YEAR (1959 VS.1958).......... + 93,801 +$ 4,586,654 + 69 
5S YEARS (1959 VS. 1954).......... + 1,868,367 + 21,005,659 + 3 
10 YEARS (1959 VS. 1949).......... + 2,684,791 + 32,615,988 + 114 


LIFE 





ADVERTISING ADVERTISING 
CIRCULATION REVENUE PAGES 
1YEAR (1959 VS.1958).......... + 111,090 + $ 11,813,263 + 252 
5 YEARS (1959 VS. 1954).......... + 588,878 + 20,405,721 - 533 
10 YEARS (1959 VS. 1949).......... + 836,464 + 58,094,741 + 115 


POST 





ADVERTISING ADVERTISING 
CIRCULATION REVENUE PAGES 
1YEAR (1959 VS. 1958).......... + 346,682 +$ 9,992,061 - 78 
5 YEARS (1959 VS. 1954).......... + 1,484,873 + 19,657,842 - 871 
10 YEARS (1959 VS.1949).......... + 2,049,640 + 38,339,433 -1,307 





Sources for circulation, 1st 9 months, A.B.C.; for advertising revenue and pages, full year, P.1.B. 
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Burns Elected Louisville President 


LOUISVILLE.—William Burns 
(Ford) has been elected president 
of the Greater Louisville Automo- 
bile Dealers Assn., succeeding Carl 
F. O’Daniel (Dodge), who was 
named board chairman. 

Other officers include George 
Whipple (Chevrolet), vice-presi- 


dent; Charles H. Dishman (Olds- 
mobile), secretary-treasurer; Claude 
Boone (Chrysler), director, and 
Clifford Byerly (Ford), director. 
The association announced that 
its automobile show will be held 
March 30 to April 3 at the Ken- 
tucky Fair and Exposition Center. 


Dow Chemical Study Shows... 


Owners Expect to Get 
Advice on Service 
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TO SELL MORE 


ARS... TELL 
MORE PEOPLE 


: RS 
ABOUT YOUR DEALERSHIP AND '60 CA 













EQUIP YOUR DEMONSTRATORS WITH 
BUMPA-TEL SIGNS 


DESIGNED BY AN AUTO DEALER TO FIT YOUR NEEDS! 
e NO HOLES TO DRILL! 


(Does not mar or scar your car in any way.) 
@ ON OR OFF IN 5 SECONDS WITHOUT TOOLS! 
(After original 30 minute installation.) 


@ LARGE 40”x12” AREA FOR YOUR SALES MESSAGE! 


Signs may be changed to new model cars each year with only the purchase 
of correct mounting brackets at $4.00 per set. The frame is constructed of 
heavy polished aluminum tubing, sign panel of 20 gauge sheet steel: All 
bolts and fittings are plated to avoid rust. 


SEMI-UNIVERSAL 40” x12” Turned-edge Panel 


Lettered on enamel ..... =. . . $26.50 
$36.50 


Lettered on Scotchlite . ...... 
Complete with One Set of Mounting Brackets 





Give make and model of car ALL PRICES DELIVERED IN U. S. A. 


sR 201 NORTH FRONT 
MOUNDS, ILLINOIS 


U, S. Pat. No. 2,816,377 Can. Pat. No. 549499 
LEE C. BARRETT, Representative 
Haddonfield, New Jersey 


205 Haddon Avenue 














FOR ALL 4-WHEEL DRIVE TRUCKS 
WITH DUALMATIC HUBS 
SELECTIVE DRIVE - FREE WHEELING 


Gives 4-wheel drive trucks the . speed, performance 
and ease of handling of a 2-wheel drive 4 Simple to install 
(average less than 30 minutes) 4 Simple to operate (one 
minute without tools to change for drive conditions) * Easy 
to sell (a tic demonstrator given with first order that 
will sell it for you) 
DEALERS COST: Any 3 sets $37.50 for Willys * $42.50 for 
Chevrolet, Ford, G.M.C., 1.H.C. or Dodge to 9 tons + 
Warehoused in 60 ipal cities « Order from your fa- 
vorite Automotive or truck equipment distri 4 
Manufacturer of World's largest, most complete line + 40 
ao 4 Write for free catalogue and 
ff. : 


DUALMATIC PRODUCTS CO. 


VISIT OUR DISPLAYS AT THESE SHOWS . 
A.S.A.1. Show Booth No. 5042 © Pacific Automotive Show, Denver, Colorado 
Southwest Automotive Show, Dallas, Texas 











COLORADO SPRINGS.—‘“Per-|seller of proven products, In the 


sonality plays a part in the attitude 
of car owners toward their cars 
and toward their service dealers,” 
Parker Frisselle, manager of mar- 
ket research for Dow Chemical Co., 
told members of the marketing re- 
search committee of the American 
Petroleum Institute. 

“There are two basic types of 
car owners—the ‘caretaker’ type 
and the ‘user’ type — and the 
service dealer needs to under- 
stand each type if he is to serv- 
ice and sell them successfully,” 
said Frisselle. 

Frisselle presented a report on 
the latest of a series of studies on 
the service-station customer. 

The study is a followup of a serv- 
ice-station-dealer st ud y presented 
last year which created wide 
spread comment in the petroleum 
industry. 

This new study was conducted 
over a two-year period by Now- 
land and Co., market research spe- 
cialists, among the nation’s car 
owners, The interviews on which 
the study is based were conducted 
in all parts of the country, 

The study analyzes the service- 
station customer, his attitude to- 
ward the service station, what 
the customer knows about his 
car and the way it operates and 
what anxieties and concerns he 
has about the cooling system, 
“We know from previous studies 
that there is an entire spectrum 
of service station customers,” Fris- 
selle explained. “We have extremes 
on each end and a transitional 
group in the middle, 

“At one extreme we have a group 
who consider their cars as valued 
possessions, give it protective care, 
give it preventive maintenance 
and entrust it to a knowledgeable 


Ainsworth Name 
Is Restored 


DETROIT. — The original name 
of Ainsworth Mfg. Co, has been 
restored and the company has a 
complete new set of officers as the 





G..M, Rice 


first moves in a “revitalization pro- 
gram” for the 43-year-old automo- 
tive parts manufacturer. 
Ainsworth was acquired a few 
weeks ago by Fulton Cotton Mills, 
Atlanta, after operating for the 
past few years as the Ainsworth- 
Precision Castings Co., a division of 
Harsco Corp, Ainsworth Mfg. now 
becomes a division of Fulton’s 
wholly owned subsidiary, Precasco 
Corp. 

Frank J. Komerska becomes ex- 
ecutive vice-president. He has been 
with Ainsworth for 14 years, most 
recently as manufacturing man- 
ager. 

George M. Rice is sales vice- 
president. Currently with Ains- 
worth, he has spent 24 years in the 
automotive field. 

Sales offices of Ainsworth have 
been moved from the Guardian 
Building in Detroit to 7635 E. 
Davison. 


F. J. Komerska 


Chicago Chevy Dealers 


Elect New Officers 


CHICAGO.—Tom Todd has been 
elected president of the Chicago 
Metropolitan Dealers Chevrolet 
Club, Inc. 

Other officers elected were Max 
Cohen, vice-president, and James 
R. Kozel, secretary-treasurer. Di- 
rectors include Del Townsend, 
Peter Medick, George Pavlicek, 
Walter Heiden, James Jennings 
and David Brigance, 














study we refer to the car owner 
as the ‘caretaker’ owner. 

“At the other end of the spect- 
rum we have a group who see their 
cars as a means to an end, are 
tinkerers and fixers, seek main- 
tenance only after failure and often 
are more interested in performance 
at a price than in value. The study 
refers to this group as the ‘user’ 
type. 

“In between these two ex- 


Michigan Bans 
7 Warranty Firms 


After Complaints 


LANSING.—Seven auto warranty 
companies have been ordered to 
stop doing business in Michigan by 
Insurance Commissioner Frank 
Blackford. 

They are Gold Cross Car Care 
Co., Detroit; American Sure Car 
Corp., Sea Cliff, N. Y.; National 
Bonded Cars, Inc., New York; Auto 
Warranty Co., Augusta, Ga.; Certi- 
fied Cars Corp., Chicago; General 
Motor Automobile Assn. and At- 
lantic Automobile Associates, Inc., 
both of Tampa, Fla. 

Blackford said his office had re- 
ceived hundreds of complaints that 
the companies had failed to pay 
claims. He asked for a ruling from 
the state attorney general on 
whether the companies were in the 
insurance business, 

He said the companies had not 
registered with the Michigan Cor- 
poration and Securities Commis- 
sion. 


SERIES 22 
single gear, 
medium duty 





SERIES 24 
high speed, two 
gear, heavy duty 9 xD 

; ge a 

SERIES 25 

high speed, 


two gear with aha 


hydraulic pump . 









SERIES 26 
medium speed, two 
gear, heavy duty 


SERIES 28 x ine 
low speed, two » 
gear, heavy duty ° 


SERIES 32 


full torque for 
transfer cases 
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tremes, lie many variations of the 
‘caretaker’ and ‘user.’ ” 

Frisselle said the survey shows 
the caretaker type to represent 
25-30 percent of car owners; the 
user type represents 35-40 percent, 
and the in between group makes up 
another 30-40 percent. 

The caretaker is loyal to brands, 
to the people around him and to 
his service dealer. He believes in 
preventive maintenance and relies 
heavily on the dealer for advice. 

The user type is a switcher. He 
has no brand loyalty, regards his 
car as something he uses, relies 
on his own judgment and is inter- 
ested only in economy in the main- 
tenance of his car. 

While these two types of cus- 
tomers have different points of 
view toward their cars and what 
they expect of the dealer, they 
also have some attitudes in com- 
mon, Frisselle said. 

“Both types consider the service 

station dealer to be knowledgeable 
about the car and its needs, They 
expect him to speak up when he 
sees a need and suggest a replace- 
ment or proper maintenance, al- 
though the ‘user’ will probably put 
off any maintenance unless the car 
has already quit. 
._ “The dealer on the other hand, 
is reluctant to ‘sell’ and herein lies 
the great gap,” Frisselle told his 
audience, 

“In the past many companies 
have encouraged the service sta- | 
tion dealer to sell, sell, sell. This 
has not been an overly effective 
means of converting him from the 
passive friendly dealer to the more 
effective watchdog of the car. 

“Perhaps greater progress 
could be made in this direction 
if we convince the dealer that 
his suggestions are expected.” : 

Conclusions of the study point 
out the need “for the dealer to | 
know about service and promote — 
it, and for the dealer to offer 
his judgment and advice, which 
will give the customer security of 
feeling that his car is being prop- 
erly serviced and maintained.” 


SERIES 37 
forward and reverse, 
heavy duty 





SERIES 38 
| forward and reverse, 
plus extra shaft 


SERIES 39 
two speeds forward, 
one reverse, 


heavy duty 
‘ SERIES 41 
two speeds forward, 
‘ one reverse, 
heavy duty 
SERIES 50 


two speeds forward, 
one reverse, 
extra heavy duty 


Complete line 
of QUALITY 
power take-offs 


Also PTO universal joints, shafting, power dividers and trans- 
missions. For complete information write for Bulletin SB PTO-60. 








TULSA WINCH 


DIVISION OF VICKERS INCORPORATED 
TULSA, OKLAHOMA 
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Perma Research and 
Development Corporation 


ANNOUNCES AT evolutionar or 


AUTOMATIC ANTI-SKID 
BRAKE for Automobiles 


Tested and approved by Motor Vehicle 


Research of New Hampshire 


No Brake Pedal Required 
— Automatic Skid Control 


@ Automobiles skidding out of control while braking on dry, wet or 
icy roads has been a major cause of serious and injury-producing 
accidents. Control of such accidents is now made possible with 
the “Perma Anti-Skid Control" and “Automatic Brake System.” 


@ No larger than a “pop" bottle and weighing less than 2'2 pounds, 
the ingenious anti-skid device senses the road conditions and auto- 
matically applies just the right amount of braking to bring a 
vehicle to a safe straight stop under all conditions. 


@ At the same time, it allows steering control of the vehicle for the 
operator, a condition not available in the normal systems in locked- 


wheel emergency stopping. 


@ It is adaptable to any existing car or truck using power brakes and 
automatic transmissions with practically no modifications. 


The "Perma Automatic Braking System" eliminates 
the conventional foot brake pedal and parking 
brake altogether and could be the braking system 
of tomorrow. 


Run-away accidents occurring on hills and drive- 
ways when cars are parked are no longer possible 
as the system locks all wheel brakes and holds the 
car securely. 


Driving without a brake pedal is the modern way 
of controlling a vehicle during stopping. Adapt- 
ability by old or young people has been tested 
and proven. Hundreds of teen-age girls, boys, men 
and women from ages 16 to 60 have driven cars 
equipped with the "Perma Automatic Brake Sys- 
tem." The average time of adaptability is less 
than 5 minutes. 


Human reaction time is eliminated, thus saving 
¥% of a second in stopping time. This means a car 
can be stopped under control in approximately 66 
feet sooner from 60 miles per hour. Even one foot 
will many times prevent an accident. 

U. S. Patents have been issued to cover this new revolutionary system and exhaustive tests 
have proved its reliability under the severest. driving conditions in over 100,000 miles. 


The system has been tested and approved by America's most respected testing and devel- 
opment organization, Motor Vehicle Research of New Hampshire. (Copy of test report 
available.) 


The system will be available for existing vehicles through franchised distributors in each 
State in the near future. Aside from the after-market, several car and brake manufacturers 


PERMA RESEARCH 


and 
Development Corporation 





P. O. BOX NO. 31 PAWTUCKET, RHODE ISLAND 





The Perma Automatic Anti-Skid Braking System has been awarded the coveted MVR Certi- 
fied Test Award. This award was made after extensive tests reported in the MYR Report 
No. 9. Copies available to parties interested in a Perma Franchise. Reply on company 


letterhead. 
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are now considering the system as original equipment. The car of the future will contain 
this automatic Anti-Skid Braking System similar to those now used on all airplanes. 


The aircraft industry recognized the vital need for such a system and have adopted it. 
Airplane passengers owe their lives to such farsightedness of the industry. 


The “Perma Single Pedal System" is a major advance in automobile control design and 
will bring more safety to highway users. With over 70,000,000 vehicles on our roads and 
growing in number, Perma can reduce the useless accidents that cause loss of manpower 
and money. 


For additional information, write 
Chief Engineer, Perma Research and 
Development Corporation, 

Box No. 31, 

Pawtucket, 

Rhode Island. 


For after-market State Franchise 
information, write F. Perrino, 
President, Perma Research and 
Development Corporation, 

Box No. 31, 

Pawtucket, Rhode Island. 
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With Civic Groups, Projects ... 


Dealer Shares Showroom 


— 


30-60-90 Day 





CORPUS CHRISTI, Tex.—Gilles- 
pie Buick Co. is building good will 
and creating car sales indirectly 
by allowing community club and 
social projects to use its showroom. 

When the City Recreation De- 
partment was unable to find 
enough facilities in which to con- 
duct all its programs, Gillespie 
Buick offered the use of its 2,500- 
square-foot salesroom, Recreation 
officials were quick to accept. 

Every Tuesday evening a com- 
munity bridge club meets in the 
Gillespie salesroom. Newcomers 
and tourists particularly are intro- 
duced to the company through 
these meetings, and are inclined to 
look upon the company with favor 
when they are ready for new cars 
or service, according to Wayne A. 
Lundquist, sales manager. 

Not only does the company pro- 
vide space, but it also furnishes 
other facilities such as 75 folding 
chairs and nearly a score of bridge 
tables. 

The display area provides 


a a ral 
Ee r ta 3 | ; 


Miller Opens "Shopping Center’— 


Miller Chevrolet Co. has opened its new Down Town Auto Shopping Center in St. 
Joseph, Mo. All the electrical wiring at the $150,000 outlet is buried underground. 
According to Don L. Miller, president, the lighting system is “so effective it has 
literally turned night into day." The center is accessible on all sides and features 
three separate closing rooms. A separate truck sales facility is located to the left of 
the main building. 
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TIREFLATORS’ 


for Accurate Inflation—Automatically 









Remote control Tireflators put air where it’s needed — at the 
mechanic’s finger tips. Fast, one-step inflation saves shop time, 
improves service standards and gives balanced pressures 

required for car roadability and comfort. Precision-built Tireflators 
deliver the exact pressure needed for accurate wheel alignments. 


Ask your Bennett representative to show you how little it 
costs to install automatic, accurate Tireflators. Increased shop 
profits will more than pay for it. 


JOHN WOOD COMPANY 
BENNETT PUMP DIVISION » MUSKEGON, MICHIGAN 


IN CANADA: JOHN WOOD COMPANY LIMITED 
Toronto * Montreal + Winnipeg * Vancouver 





Follow-Up 
ls Obsolete! 


ample space for 11 autos, When 
the room is to be used for some 
community activity, enough cars 
are removed to provide ample 







space for the event. The number Dealers are 
of persons involved governs the spending lar 

number of cars to be moved out. P owe 
“It certainly does no harm for us amounts of 


to have two to five new autos dis-| 
played alongside the bridge tables} 
or whatever other activity may be 
involved,” said Lundquist. 

For a long time, a square-dance 
club sponsored by the City used the 
salesroom once a week, Then the! 
membership grew too large for the 
salesroom, 

Periodically the local garden club 
holds a flower show in the sales-; 
room, Recently the City sponsored 
an antique show on the Gillespie 
facilities. 

Such activities as flower and 
antique shows utilize the sales- 
room day and night and limit 
the company’s use of its facilities 
for displaying cars, But the two 
or three models that remain on 
the floor share the spotlight with 
the antiques and flowers. 

But the events bring into the 
Gillespie showroom hundreds of 
people, especially women, who have 

never been in before. 

Even a Shetland-pony show spon- 
sored by the City was held in the 
Gillespie showroom. 

Lundquist said he cannot defin- 
itely say that the company has sold 
a car as a direct result of this 
goodwill effort. 

“That is, nobody has ever come 
in and said he attended a bridge 
club here or borrowed our chairs 
and now wants to buy a new car, 
but we are convinced that the pro- 
motion has had a bearing on num- ty ee a ip Plan 
erous decisions to buy from us. REPRESENTATIVES IN PRINCIPAL CITIES 
Logically, the program has contri- 
buted to the growth of our service 
department, too.” 


money and still 
lose 50% of their 
owners within a 
12 month period, 
Can follow-up 
be working? 


If you are looking ahead to the 
new model and to 1960 sales... 
you must plan on having the 
good will of your owners, and 
equally important, the present 
service business of the owners 
in your area. 


MUST BE RE-WON! 





LONG ISLAND CITY 1 


“NADA-BOOTH 70” 


NEW YORK 








Safety Experts See 
Device to Halt 


Braking Failures 


WASHINGTON.—M ore than 35 
safety and engineering representa- 
tives of military and civilian gov- 
ernment agencies witnessed the 
demonstration of a newly patented 
device designed to eliminate fail- 
ures in hydraulic braking systems 
in automobiles and trucks. 

The unit, called the Brake Safety 
Device, was attached to the master 
cylinder of a 1952 Ford panel truck 
driven by Alex Feibush, inventor. 
Cutting the line carrying hydraulic 
fluid to the front wheels, which 
causes complete loss of entire brak- 
ing system, Feibush demonstrated 
the ability of his invention to divide 
the brakes into a two-brake system 
by driving the panel truck through 
a complete series of tests, including 
normal and emergency stops. Fei- 
bush then drained the hydraulic 
fluid from the rear wheels and per- 
formed the same tests. 

Safety experts said the demon- 
stration was “very impressive” and 
were amazed at the simplicity of 
the unit. 

Sol M. Schusheim, president of 
Alex Mfg. Co., holder of the pat- 
ented rights to the Brake Safety 
Device, said it divides the normal 
hydraulic-brake system into a dual- 
brake system with separate lines 
leading to the front and rear wheel 
brakes, 

The unit itself consists of a cyl- 
inder body, a floating piston (the 
only moving part of the unit), and 
a cylinder plug. It will also cause a 
warning light on the dashboard | =} ws 
(optional) to flash in the event of a 
system failure, informing the driver 
that the device is in operation. 


FARBER’S 
GENUINE 
CARPET 


By the Makers of Famous 


Farber Seat Covers 





it has the custom-fit, ——a- 
the fabric, the colors 
of original equipment 


@ Fine curl loop weave 

@ 7 manufacturers colers 

@ One-piece construction 

@ For front and rear compartments 
Write for swatched Display and Size Chart 


FARBER BROS., INC. 


821-41 Linden Ave., Memphis, Tenn. 


NEW PORTABLE 
AUTO TURNTABLE 
LOWEST PRICE 
Only $349 f.o.b. Chicago 
FASTEST ASSEMBLY 
Takes one man 5 minutes 


Porter Buys BPS Firm 


PITTSBURGH. — H. K. Porter 
Co., Inc., has purchased over 90 
percent of the stock of Patterson- 
Sargent Co., Cleveland, manufac- 
turer of “BPS” paint. Patterson- LIGHTEST WEIGHT 


Sargent has plants at Cleveland | USE INDOORS OR OUT 
and Long Island City, N. ¥. || @ WRITE FOR FREE FOLDER 


» ie ENGINEERING 
PEPCO propucts corp 


162nd and Vincennes, Harvey, Ill. 


Toyopet Dealer Named 
SAN ANTONIO. — Coffey’s Cars, 
247 Highway 90, West, has been 
appointed a dealer for Toyopet. 





YOUR LOST OWNERS | 
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Plaques Awarded to 15-to-50-Year Outlets... 
I eens eneanee neta RS 


S-P Honors 85 Veteran Dealers 


SOUTH BEND.—HEight-five Stu- 
Sicxer-Packard Corp. dealers who 
have completed from 15 to 50 years 
of association with the corporation 
have been presented plaques, ac- 
cording to S. A. Skillman, general 
sales Manager. 

The dealers are: 

Fifty years: A. J. Atran, Ar- 
puckle, Calif. 

Forty years: Paul Matter, Hones- 
dale, Pa., and Hassinger Brothers 
Garage, Milton, Pa. 

Thirty-five years: 
Motor Co., Clinton, Ia.; W. Scott 
Fox Motor Co., Fulton, Mo.; Cosen- 
tino Motors, Inc., Seneca Falls, 
N. Y., and Brazos Motor Co., Byran, 
Tex, 

Thirty years: Phyne Motor Co., 
Brazil, Ind.; McAllen Motor Co., 
McAllen, Tex.; Maffe Bros., Inc., 
Bellaire, O.; Luther Dennis, Hones- 
dale, Pa., and Leonard N, Rhodes, 
Jamestown, N. Y. 

Twenty-five years: Aldrich 
Motor Sales, Kenton, O.; Kramer 
Bros. Garage, Wausau, Wis.; 
Glenn R. Wagner, Franklin 
Grove, Ill.; DeWald Motor Co., 
Nampa, Id.; Hodak Motor Sales, 
Inc., Kankakee, IIL; Conwell 
Motor Sales, Rock Island, IIL; 
Empire Motors, Inc., Billings, 
Mont.; E. W. Robbins Sons, 
Bloomsburg, Pa., and Hartsock 
Motor Service, Warsaw, Ind. 
Fisher’s Service, Inc., Ely, Nev.; 
F, W. Lute, Hammond, Ind.; Maxey 
& Donnelly Motor Co., Inc., Nash- 
ville; Bush Motor Co., Pocatello, 
Id., and Pearson & Knowles, New- 
berg, Ore. 

Twenty years: Frank J. Bolan 
Sales, Inc., New York Mills, N. Y.; 
Twin Motor Sales, Inc., North 
Weymouth, Mass.; George A. Nest- 
ler, Plummer, Id.; Stanley Nicker- 
son Service, Truman, Minn.; Hoppe 


New Antifreeze 
Is Noncorrosive, 
Mathieson Says 


NEW YORK.—Olin Mathieson 


Chemical Corp. said last week that) 


it has developed a new antifreeze 


that will not corrode aluminum or | 


other metal engine parts. 
F, W. Fitchen, 
manager of the corporation’s auto- 


motive products department, said ' 
development work on the new for- | 


mula antifreeze was completed 
more than a year ago in Olin Math- 
ieson’s laboratories in Niagara 
Falls, and the product has been un- 
dergoing rigid tests ever since. 

He said it was developed in anti- 
cipation of wider use of aluminum 
in automobile engines. 

Dr. Chester M. White, who heads 
Olin Mathieson’s antifreeze testing 
laboratories, said one of the prob- 
lems involved the development of 
a better corrosion inhibitor system. 
This in turn involved a correctly 
balanced formula. 

The correct balance of the new 
formula, White said, results in an 
improved ethylene glycol antifreeze 
harmless to nonmetallic parts and 
noncorrosive to all metals. 

The company said the new anti- 
freeze is nonevaporating and suit- 
able for any type engine that uses a 
liquid coolant. It will carry the 
corporation’s antifreeze trade name 
of Permanent Pyro and will be 
packaged in quart and gallon sizes, 


New Book Tells 
Story of Romney 


; NEW YORK.—Students of Amer- 
ican Motors and the man who 
brought it back from the brink will 
find most of the details wrapped 
up neatly in “The Story of George 
Romney,” by Tom Mahoney. 


The illustrated, annotated, 275- 
page book is published at $4 by 
Harper & Brothers, 49 E. 33rd St., 
New York 16, 


It is interesting to note that the 
book appears at a time when Rom- 
ney is being mentioned as a possi- 
bility for Michigan Governor or 
Senator, And then, too, the author 
notes early in the volume, “.. CXe 
perts on constitutional law believe 
his birth in Mexico is no bar to 
George Romney becoming a candi- 
date for president . 

Ropert M. LIENERT 


Bickelhaupt | 


national brands | 





Motor Co., Schuyler, Neb.; DiSun- 
no Motors, Amagansett, Me By} 
Zellner & Howard, Inc., Forsyth, 
Ga.; Crestodina Motor Sales, Wav- 
erly, Ia.; Ratcliffe Motor Co., 
Beardstown, IIll.; Pittard Motor 
Service, Warrenton, N. C., and 


| Associated Motors, Inc., Canton, Ill. 


Fleming Motors, Emerald, 
Wis.; Wiysel Auto Service, 
Plattsmouth, Neb.; George F. 





Asheville (N. C.) Dealers 


Name Perkins President 


ASHEVILLE, N. C.— (UTPS) — 
Robert Perkins, vice-president and 
general manager of Glover Motors, 
Inc, (Ply mouth-Dodge-Chrysler- 
Imperial-DeSoto), has been elected 
president of the Asheville Automo- 
bile & Truck Dealers Assn. He suc- 
ceeds Robert Hunter, Parkland 
Chevrolet Co., Inc. 

Fred Tron, Skyland Motors, Inc. 
(Oldsmobile), is vice-president, and 


Ernest Ogle, Deal Buick, Inc., is 


secretary-treasurer, 


Erickson, Kelliher, Minn.; Sim- 
ons Motor Co., Tonasket, Wash. ; 
Sivak Sales & Service, United, 
Pa.; Reynolds Motor Sales, Inc., 
Clinton, N. C.; Valley Service 
Station & Garage, Aztec, N. M.; 
D. D. Gross, Moline, O.; C, L. 
Roby, DeGraff, O.; Rossi-Crab- 
tree Motor Co., Trinidad, Colo.; 
French Motors, Inc., Sacramento, 
Calif., and Beach Motors, Temple, 
Tex. 

H. B. Gustafson, Gustafson Ga- 
rage, Alma, Wis.; John Kohler, 
Hillside Motor Co., Emmaus, Pa; 
Oral L. Jones, Jones Motor Service, 
Ina, Ill.; Plentywood Implement 
Co., Plentywood, Mont.; R. B. Hed- 
rick, Hedrick Motor Co., Wythe- 
ville, Va. 

Carl L. Mayers, Kuhnsville Ga- 
rage, Kuhnsville, Pa.; W. Cregar 
jr., Milford, N. J.; Dawson Sales & 
Service, Dawson, Minn.; Oliver Cin- 
nater, Crescent City Motors, New 
Orleans; J, K. Williamson, William- 
son Motor Sales, Nashville, Il; 
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The 1942-43 “Baby Jeep.” 





Hofstetter Motor Sales, Inc., Gen- 
eva, Ind. 


Hestand Motor Co., Fort Smith, 
Ark.; C. L. Collins, Collins Ga- 
rage, Cumberland, Md.; J. W. 
Powell, Powell Motor Sales, War- 
renton, Mo.; Chester Palmer, 
Roseville, Calif.; I, Paul Wilson, 
Wilson Motors Sales, Greenville, 


O.; E. A, Strouse, E. A. Strouse, 
Perkasie, Pa, 

Baxter Motors, Inc., Quincy, IL; 
Speed’s Sales & Service, North 
Providence, R, L; Fieleke Imple- 
ment Co., Momence, IIl.; H. P. Rei- 
gert, Madison Garage, Madison, O.; 
Brooks Brothers Garage, Pineville, 
Ky.; Brookhaven Garage, Brook- 
haven, N. Y.; E. A, Ware, Ware 
Motors, Alva, Okla.; Al Matlaw, 
Long Branch, N. J.; Anderson 
Motor Co., Garnett, Kans. and 
Moncure Motor Co., Inc., Moncure, 
N. C. 

Fifteen years: Gene’s Auto Serv- 
ice, Fairbanks, Alaska; R, E. B. 
Blanton, Inc., Richmond, Va.; Was- 
saic Sales, Wassaic, Ete. Bey Victory 
Motors, Savannah, Ga.; ym Paul 
Haskins, Galliopolis, O.; Bevan 
Motor Co., Hutchinson, Kans.; 
Pitcher Motors, Poughkeepsie, 
N. Y., and Buckley Bros. Motors, 
Inc., Denver, 





Service Motors Moves 


FOND du LAC, Wis.—Service 
Motors, Inc, (Ford), has moved 
into its new quarters at E, Scott 
and Main. Howard R, Alexander 
heads the company, and his son, 
H. Robert Alexander, is general 
manager. 
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At last—a radio that brings to owners of imported cars the 
same kind of pride of ownership as the cars themselves! 

This universal model is a de luxe manual receiver with 
transistorized audio driver and audio output, plus a self- 
contained de luxe Alnico speaker. Fits most imports and 
American-made trucks as well. Look at a few of the typical 


quality features: 


e 7 tuned circuits, including RF stage 


e Full 2 watts of audio power 


e Easy polarity change-over to positive or negative ground 





¢ Illuminated full-view dial that lights with on-off control 


¢ Hand-wired point-to-point circuitry 


© Convenient socket for simple plug-in of an external 


speaker 


¢ Compact custom design for easiest installation 


A complete line of transistorized custom-designed auto 
radios for American-made cars also available. 

There’s more profit for you when you sell the Strom- 
berg-Carlson line! For full details and the name of the dis- 
tributor in your area, fill out and mail the coupon below. 


“There is nothing finer than a Stromberg-Carlson” 


STROMBERG -CARLSON 
a oivision or GENERAL DYNAMICS 


1485-02 NORTH GOODMAN STREET, ROCHESTER 3, NEW YORK 


Please rush full details on your 1960 auto radio line. No 


obligation on my part. | am interested in domestic 


import models. 
NAME 

NAME OF FIRM 
ADDRESS........... 


CITY & STATE.. 


So WO Rieti cscitamansesiea»> 
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Marine Products Called Ideal Second Line... 
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Boat Boom Lures Auto Dealer 


CHICAGO.—Why are some auto 
dealers picking boats and marine 
products when seeking new busi- 
ness ventures? 

“The marine line is a natural 
for the dealer who hag the nec- 
essary capital,” according to 


Willys Aero 
To Live Again 


TOLEDOW—Willys-Overland do 
Brasil, S. A., has started producing 
the Aero Willys passenger car, last 
turned out in the U. S. in 1955, 


The old tools and dies are being 
used, according to W, M. Pearce, 
managing director of the Brazilian 
firm in Sao Paulo, although some 
engineering changes have been 
made. 

The first Aeros will go on sale 
this month, with 500 scheduled for 
production in the first half of this 
year. The price is expected to be 
about $4,000. The plant also turns 
out Jeeps and Renault Dauphines. 








NEW JOYCE QUICK SPOT LIFT 
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Norman C, Owen, vice-president 
of McCullough Corp.'s Marine 
Products division, manufacturer 
of small boats and motors. 

“And it’s a growing business now 
that boats are more economical] and 
people have more leisure time,” he 
added. “The boat business is now 
a $2 billion market annually.” 

He called boats an ideal sideline 
for the dealer who is unable to get 
or doesn’t want to handle another 
auto line. 

“So there he is with enough capi- 
tal to invest in some profitable but 
related business venture and no- 
where to go,” he said. “He has 
ample floor space for marine dis- 
play purposes and often the money 
to build more. 

“He has a service facility ac- 
customed to handling large, 
bulky items. He has a sales staff 
not adverse to quoting multi- 
thousand-dollar figures and a 
knowledge of big-ticket financ- 
ing. 

“When he discovers that the 


66% OF ALL 


26% OF ALL 


and brake work. 


ices were performed. 





216,759,000 JOBS 


PERFORMED ON FRONT AREAS 
OF CARS...completely unob- 
structed by QUICK SPOT.* 


27,748,000 JOBS 


ONLY 8% OF ALL SERVICES ARE 
PERFORMED IN MIDDLE AREAS 
OF CARS...QUICK SPOT 
moveable arms do not ob- 
struct any of these services.* 


85,463,000 JOBS 


PERFORMED ON REAR AREAS 
OF CARS...completely un- 
obstructed by QUICK SPOT.* 


Quick Spot provides relaxed wheel suspensions 
allowing wheels to drop below fender wells for 
fast removal, tire and brake work. 


Axle engaging type lifts crowd wheels under 
fender wells. This makes it necessary to use 
additional, expensive equipment for wheel, tire? 


*Percentages computed from 1958 Service Job Analysis pub- 
lished by Motor Service Magazine. The percentages allow for 
type of service as well as the total number of times the serv- 


gross on the list on boats, motors 
is approximately 30 


and trailers 
percent, with accessories as high 
as 40 percent, he usually gives the 
matter some consideration,” said 
Owen, 

But he warned that it would be 
foolish for a dealer to consider a 
marine line unless he had at least 
$25,000 to invest and sufficient space 
to display his products. 

“We don’t expect the dealer to 
share his auto salesmen with us,” 
he said, “Our line is a good profit 
maker and it’s worth while for 
the dealer to consider hiring ma- 

rine salesmen. 

“When a dealer takes on a ma- 
rine line, it’s already been deter- 
mined that he’s big enough to 
handle both autos and boats,” he 
added. 

Some dealers have set up separ- 
ate divisions to handle autos and 
boats, Owen said. 

There is no problem with trade- 
ins, either, he continued. The num- 
ber of used boats sold each year is 





Typical Auto-Boat Deal— 


* * * 


A combination auto-and-boat dealership is operated by “Cec” Lane Motor Sales, 
Salt Lake City. The operation is typical of many springing up across the country, 
These boats are on display at Lane's marine headquarters. 










* * * 


about one-half the total of new-| primarily in the dealer who like 


boat sales, he said. 

Discussing the growing popu- 
larity of boats, Owen said many 
persons are considering a boat 
instead of a second car. 

He said his firm is interested 





SERVICES ARE 


SERVICES ARE 


Designers and buliders of lifting equipment since 1873 


U.S.A.: 2027 &. 


FIRST 


STREET, 





Undercar Comparison Proves 
JOVCO Beccd Spod Litt 
— Frees More Profit Areas! 


See Us at Booths 17, 18, 19 
N.A.D.A. Convention 


FORE AND AFT TYPE 
TWO-POST LIFT 


DON’T SAY “TWO-POST,” SAY JOYCE “QUICK SPOT”! 
write for descriptive literature Bul. 155-L 
THE JOYCE-CRIDLAND COMPANY 


DAYTON 3, OHIO 


Canada: Midiand Foundry & Machine Co., Ltd., Midland, Ont. 





boating himself. 

“It helps when the boss hag 
private interest in the matter,” he 
continued. “Another important fac. 
tor is that we can provide the deal. 
er with figures telling him exactly 
what he can expect to make in his 
particular market the first year in 
the business.” 

He said a Ford dealer in Spo 
kane reported a profit of- $10,00 
for his first 60 days of selling a 
full line of marine products. 

Package deals also are becoming 
popular, Owen said. 

“We've had cases where an auto, | 
boat, motor and the trailer were™ 
sold as a unit,” he said. i 


VW, Willys Units | 
In Washington Get 
2-Way Tax Boost 


OLYMPIA, Wash.—Owners of 
Volkswagens and some Willys mod- 
els have been given a two-way hike 
in their automobile taxes this year. 

The first hike came when the '59 
Legislature boosted the taxes on all 
automobiles from 1% to 2 percent 
of value. Then the Washington Tax 
Commission increased the value 
placed on the cars for tax purposes. 

The two makes noted were an 
exception to the rule. Instead of 
depreciating in value, they in- 
creased. 

A ’58 Volkswagen deluxe - sedan 
was valued at $1,323 for tax pur- 
poses in ’59. It was increased to 
$1,508 this year to bring it up to 
the actual Blue Book value. 

The increased value coupled with 
the higher tax rate hiked the excise 
tax on the vehicle from $19.80 last 
year to $30.20 this year. Another 
$7.10 was added each year to cover 
the basic fee of $6.60 and the filing 
fee of 50 cents. 


Book Pictures 


World’s Autos 


DETROIT.—The 1960 edition of 
“International Automobile Parade” 
is the first published by an Ameri- 
can firm and it suffers in compari- 
son with the two previous editions, 
published by a foreign firm. 


Earlier editions used full-color’ 


illustrations throughout and listed | 
specifications in six languages. The f 
1960 edition finds color plates far 
outnumbered by black-and-white 
illustrations and has cut back to 
four languages, Paid advertise- 
ments have been inserted in the 
1960 edition (and listed in the edi- 
torial index). 

Publisher this year is Chilton 
Co., Book Division, Fifty-sixth and 
Chestnut Sts., Philadelphia 39, Pa. 
Price of the 308-page volume is $10 

—Rosert M. LigENERT 





You Can’t Go to Town 


On a Loaf of Bread 

GREENSBORO, N. C.—North 
Carolina residents spent more 
money on cars in 1958 than they 
spent for food, according to a re- 
port just issued by the Greens- 
boro field office of the U. S, De- 
partment of Commerce. 

Joel B. New, business analyst 
in charge of the field office, said 
that out of each dollar spent on 
consumer goods, North Carolini- 
ans spent 25.1 cents for buying 
and operating cars, This com- 
pares with 22.6 cents they spent 
for food. 
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In ‘Home’ 


UTO shows will open this week- 
end in two of the industry’s 
major manufacturing centers—De- 
troit and Milwaukee. 
: The 47th Detroit exposition, 
biggest ever staged by the Detroit 
Auto Dealers Assn., gets under 
way Saturday (Feb. 6) in the Ar- 
tilery Armory for a nine-day 
run. 
The Milwaukee County Automo- 
bile Dealers Assn. also will open its 
annual show Saturday in the 





Sales, Arena. Officials have their fingers 
unity.) crossed, hoping for good weather. 

The winter’s worst weather cut the 

59 turnout sharply. 
likes * * * 

ISPLAY space for the Detroit 
is y show has been increased 16,500 
an square feet to 181,500, according to 
fac} Boyce Tope, show manager. A spe- 
leal. cial preview for industry officials, 
tly exhibitors, special guests and the 
_his press will be held Friday night. 
r in} two imports, DKW and Saab, 
Spo- will be exhibited for the first time 
000 at a Detroit show. Other imports 
g al to be shown include: 
Austin, Austin-Healey, Borg- 

Ling ward, English Ford, Fiat, Hill- 

man, Jaguar, Lancia, Lotus, Mer- 
uto, cedes-Benz, Metropolitan, MG, 
rere Morris, Opel, Peerless, Peugeot, 


' Porsche, Renault, Riley, Rolls- 
Royce, Simca, Sunbeam, Taunus, 






Plymouth Users 
Average 23 MPG 


In Economy Test 






[In Detroit and Milwaukee . 


\Auto Shows to Open 


Towns 


Triumph, Vauxhall, Volkswagen 
and Volvo. 

All of the domestic makes, plus 
the new compacts and Ford, Chev- 
rolet and Dodge trucks will round 
out the vehicle exhibits, There also 
will be a number of displays by 
manufacturers of accessories. 

+ * * 


a” ESSAY contest for grade and 
high school students will be 
held in connection with the show 
this year, with two winners receiv- 
ing $1,200 scholarships to the col- 
leges of their choice. 

Kendrick B. Brown, chairman 
of the show committee, said the 
topics will be: “Why I Like Com- 
pact Cars” or “Why I Like Stand- 
ard Cars.” A panel of educators 
will select the winners, he added. 

“The purpose of the contest is to 
create more interest in cars among 
young people and to stimulate in- 
terest in the auto industry,” he 
said. 

* * * 
AvTeS will be awarded to eight 
winners in a jingle contest de- 
signed to spur attendance at the 
Milwaukee show, according to Ed- 
ward C. Wehe, general chairman. 

Cars to be awarded winners on 
each of the show’s eight days are 
a Rambler American, Studebaker 
Lark, Valiant, Corvair, Dodge 
Dart, Plymouth, Chevrolet and 
Falcon. 

Wehe said only ticket buyers are 
eligible. They must complete a 
jingle which is part of the admis- 
sion ticket. Advance tickets are 
being sold for 75 cents, he said, 
while those at the Arena will be $1. 

+ a cs 


OOD turnouts were reported for 
shows in Fort Wayne, Ind., and 
Rochester, N. Y. 

A number of factory exhibits 
from the Chicago show were 
shipped to Fort Wayne for the 
largest auto show ever held in the 
area, A variety revue featuring top 
entertainers was staged daily. 

“The Old and the New” is the 
theme of the Rochester show, 
which winds up an eight-day run 
Saturday. Antique cars are dis- 
played with the ’60 models, with 
the exhibitors sporting walrus 
mustaches, derby hats and canes. 

All domestic cars and a record 
24 foreign makes are on display, 
according to Edward C. Schoen, 
show manager. 

Sid Carroll, vice-president of the 
sponsoring Memphis Automobile 
Dealers Assn., said the nine-day 
Memphis show drew 62,500 visitors. 


Nevada Clarifies 





of 
od- 3 
ike) DETROIT.—An overall economy 
ar.) average of 23.358 miles per gallon 
| was claimed by Plymouth last week 
all) after a two-week “prove-it-your- 
nt& self” economy test by six owners of 
ax§ new ’60 Plymouth cars in their nor- 
ue—® mal every-day driving. 
es, The six participants were select- 
an§ ed from among owners of ’60 Plym- 
of outh cars equipped with the new 
N-— 30-D Economy Six Plymouth engine 
and standard transmission. 
: Each recorded more than 1,000 
to miles of travel during the period, 
to and all marked up economy aver- 
ages of better than 22 miles per 
th gallon of fuel, said Plymouth. The 
ef average for all six cars combined 
st of 23.358 miles per gallon was based 
re On total travel of 7,656.8 miles, 
or Individually, the results were as 
gp follows: 

Ernest A. McKenna, New Orleans, 
1,102.9 miles, 25.829 mpg; John 
Ihnacik, Haddonfield, N. J., 1,126 
miles, 25.533 mpg; Richard F. Per- 
kins, Ashland,. Mass., 1,323 miles, 
23.049 mpg; Martin Everett jr., Dal- 

f— las, 1,679 miles, 22.628 mpg; Charles 


R, Lewis, Santa Ana, Calif., 1,383.5 
miles, 22.279 mpg, and Andrew 
Roskavich, Parma, O., 1,042.4 miles, 
22.038 mpg. 

McKenna, 54, former theater 
Owner now associated with a com- 
mercial barbecue machine firm as 
its New Orleans distributor, had 
only 513 miles on his ’60 Plymouth 
Savoy four-door sedan when he 
began the two-week economy test 
on Jan. 4. 





Closing In 


Suspicious Salesman 


Traps Thieves 


JERSEY CITY, N. J.—When 
George Kelly, a salesman for AC 
Chevrolet here, saw five boys drive 
past in a new Mercury with dealer 
plates, he became suspicious, 

He tailed the car to a service sta- 
tion, where the boys drove away 
ae Kelly started asking ques- 

ons. 


Kelly followed for approximate- 
ly 10 miles before he maneuvered 
in front of their car at a diner. 
Men from the diner helped detain 
two of the boys, but three escaped. 

The car had been stolen from 
King Mercury, Jersey City. 

Larry Ambrosino, Kelly’s boss, 
Said, “By being alert, we can ren- 
der worthwhile service to our fel- 
low dealers and to the public.” 







Tax Status on 
Outstate Sales 


RENO, Nev.—Nevada dealers can 
still sell cars to out-of-state buyers 
without collecting sales tax if they 
make delivery across the state line, 
according to State Tax Administra- 
tor Jack W. Williams. 

Williams said a recent letter sent 
to dealers merely put them on 
notice there was no legal provision 
to make tax-free delivery in the 
state on the basis of affidavits 
claiming out-of-state residence. 

However, Nevada Highway Patrol 
Superintendent Robert Stenovich 
said there may be no legal way to 
deliver a new car to the state line 
without buying a license. 

A dealer presumably could take 
the car to the border with dealers’ 
plates on the car to be delivered, 
and the purchaser could meet him 
with California plates to put on it. 

But, if the license transfer took 
Place on the Nevada side of the 
line, Nevada sales tax would tech- 
nically have to be collected because 
delivery took place within the state. 

If the licenses were switched in 
California, the car would have il- 
legally crossed the state line. 


Gilbert L-M Deal Opens 

FARMINGTON, N. M.— Gilbert 
Motor Co. (Lincoln-Mercury-Eng- 
lish Ford) has opened at 737 E. 
Main. Sam Gilbert heads the deal- 
ership and Vernon Ayers is man- 
ager. 
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Auctioneers Speak Their Minds— 

Top auction operators took part in a panel discussion at the Miami Beach convention 
of the National Independent Automobile Dealers Assn. From left are John Kinnaird, 
new NIADA president; R. G. Moseley, president of the Georgia Independent Automobile 
Dealers Assn.; Jacob Ruhl, of the Manheim (Pa.) auction; Tom Beasley, Nashville 
(Tenn.) auction, and Harold C. Henry, of Los Angeles, president of the National Auto 
Auction Assn. Panel moderator was Carl E. Marker, of West Palm Beach, Fla., former 

































and valve-checking equipment, 
Beasley replied that every auction 


thing that’s wrong with a car.” 


ers make good on lemons,” Beasley 
said. “We just haven’t the time to 
do it. It’s not right for the auction 








president of NIADA. 
* * 





Panel Tells NIADA: 





the 13th annual convention of the 
National 
Dealers Assn. 

Harold C. Henry, Los Angeles, 
president of the National Auto Auc- 
tion Assn., reported that top auc- 
tions are losing between $40,000 and 
$75,000 a year on title and bad- 
check guarantees that go sour. But 
he said, this has become a neces- 
sary auction expense because “you 
dealers would rather go to nice 
places than back-alley, no-service 
auctions.” 

“Losses on bum titles are really 
increasing,” chimed in Nashville’s 
Tom Beasley. “I’m afraid rates 
will have to go up sooner or 
later.” 

Henry, Beasley and Manheim’s 
Jacob Ruhl were answering what 
appeared to be contradictory ex- 
pressions of sentiment by a dealer 
panelist and questioners from 
among the 275 independents in the 
audience, 

While an audience questioner said 
auction fees of up to $50 on certain 
units squeezed dealer profits, vari- 
ous auction “services” were chal- 
lenged by R. G. Moseley, Atlanta, 
president of Georgia’s IADA. 

Moseley was critical of buy-bid- 
ding, favoritism in registering 
“buddy” cars, unequal treatment for 
retail dealers as opposed to whole- 
salers, uncertain sale timing for 
various model groups and postal- 
card mailing of prices to “barber 
shops and pool halls.” 

Ruhl and Henry said their auc- 
tions keep wholesale prices out 
of the public’s hands as much as 
Possible. Henry said he runs un- 
padded prices on his mailings 
and uses first-class strictly. 

To a dealer who asked why auc- 
tions did not install dynamometers 


operator’s dream is to have an 
“electronic machine that will tell 
both the buyer and the seller every- 


“Auctioneers must make the sell- 


Politicos Prod Romney 
To Seek Mich. Office 


DETROIT.—Pressure on Amer- 
ican Motors President George 
Romney to run for political of- 
fice rose here last week. Detroit 
newspapers and Republican poli- 
ticians called on Romney to enter 
Michigan’s U. S. Senate race, and 
the Detroit News included Rom- 
ney and Henry Ford II in a poll 
of GOP gubernatorial choices, 

As organizer of the Citizens 
For Michigan organization, Rom- 
ney formally denied candidacy 
for “any political office.” But in- 
terviewers reported the AMC 
chief would be inclined to seek 
U. S. Senator Pat McNamara’s 
Democratic seat if a grass-roots 
“draft” developed. 


MIAMI BEACH.—Dealer de- 
mands for better service at auctions 
probably will result in further rate 
increases, auction operators agreed 
here at a panel discussion before 


Independent Automobile 


Better Auctions, Higher Fees 


man to be put in the middle of 
every deal where big repairs are 





























needed.” 


Colorado’s delegation raised a 
rumpus over auctions which per- 
mit sales to individuals. The auc- 
tion panelists retorted that deal- 
ers themselves often promote this 
practice by bringing attorneys 
and brothers-in-law to auction 
sales and demanding that the 
outsiders be allowed to engage 
in bidding. 

Another tempest was stirred up 
by Carl E. Marker, former NIADA 
president and panel moderator. 
Marker, who operates an auction 
now at nearby West Palm Beach, 
asked why Florida “encourages” 
dealers to jump titles. 

A quick ans wer—to the effect 
that title-jumping is an impossibil- 
ity in Florida—was given by Arch 
Livingston, former state vehicle 
commissioner and executive secre- 
tary of the Florida IADA. 

“Why can’t all auctions make 
it a rule to close all titles?” a 
Colorado delegate asked. “This 
would eliminate a lot of bootieg- 
ging, clip the curbstoners, uphold 
licensed dealers and stop income- 
tax evasion.” 

Henry said auctions played a 
foolish game when they left titles 
open, primarily because it was dif- 
ficult to know when private parties 
were present. He suggested that 
every state work for a reassign- 
ment blank or form, such as Michi- 
gan titles contain, Washington 
State, it was pointed out, stops title 
jumping with dealer-to-dealer re- 
port forms, 

Moseley reported that Georgia’s 
new used-car licensing law, design- 
ed to wipe out curbstoners, has been 
upheld by the Richmond County 
Circuit Court. 

A similar law was ruled uncon- 
stitutional in Tennessee, which 
prompted Beasley to ask, “Who 
would buy all the junkers if there 
were no unlicensed dealers?” 
—Maynarp M. Gorpon 





Vermont House 
OK’s 2 Pet. Tax 
On Car Purchases 


MONTPELIER, Vt.—A 2 percent 
automobile excise tax bill has been 
approved by the Vermont House of 
Representatives. The legislation was 
strongly supported by Gov. Robert 
T. Stafford as a means of raising 
$1 million to finance the state’s 
highway construction program. 

The bill provides for a tax to be 
imposed on the full purchase price 
of all new and used cars where no 
other vehicle is traded in. 

When there is a tradein, the pro- 
posed levy would be imposed on the 
difference between the tradein al- 
lowance and the cost of the new or 
used car. A $150 tax ceiling is fixed 
on any one purchase. 

One of the leading opponents of 
the bill was Rep. Drysdale, of Benn- 
ington, who denounced the éxcise 
tax plan as “a disturbing measure” 
that resulted from a “swapping and 
trading” concept of taxation. 
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License Restored 
To Dayton Dealer 


Judge Reverses 
State Suspension 


DAYTON, O.—Judge Neal Zim- 
mers has reversed a decision im- 
posing a 15-day license suspension 


-|and a $200 fine against Park Mo- 


tors, Inc., until recently a Plymouth 
dealer. 

The ruling reversed a decision by 
the Ohio Motor Vehicle Dealer’s and 
Salesman’s Licensing Board. 

Two customers had complained 
that they had signed incompleted 
sales agreements when they bought 
cars at Park Motors. The customers 
also charged that after they re- 
ceived the agreements monthly 
payments were higher than sales- 
men had told them they would be. 

The penalties against Park Mo- 
tors were assessed after a Decem- 
ber, 1958, hearing before the licens- 
ing board. The state administrative 
board’s finding was that the firm 
had violated a rule requiring that 
purchasers of autos be given a 
completely filled-out sales agree- 
ment when the sale is made. 

The appeal was heard by Judge 
Zimmers last August, and he reach- 
ed the decision before resigning 
from the Common Pleas Court to 
become County probate judge. 

Zimmers ruled that the board’s 
finding was “not supported by re- 
liable, probative and _ substantial 
evidence.” He wrote: 

“In each case the instrument re- 
quired by ... (the licensing board 
rule) . . . was given to both (cus- 
tomers) prior to the sale of the 
motor vehicles.” 

Park Motors now is exclusively a 
used-car dealership. 


L-M App 


oints 
Marketing Chief; 
3 Others Shifted 


DEARBORN.—Chase Morsey jr. 
has been named manager of the 
Lincoln-Mercury general marketing 





Chase Morsey R, J Fisher 
office, according to Ben D. Mills, 
L-M general manager. 

Also appointed were R, J. Fisher, 
advertising and sales promotion 





R, E. Donley J. E. Judge 


manager, R, E. Donley, sales analy- 
sis manager,-and J. E, Judge, prod- 
uct planning manager. 

C. E. Bowie continues as L-M 
general sales manager and G, S. 
Coats remains assistant general 
sales manager. 

Morsey’s previous assignments 
with the company include central 
staff finance followed by service as 
Ford division’s product planning 
manager and car marketing man- 
ager. 

Fisher formerly was Lincoln- 
Continental marketing manager 
and Judge, Mercury marketing 
manager. 





S. D. Accuses Dealer 


Of ’60 Sales Fraud 


PIERRE, S. D.—A Bridgewater 
dealer, Raymond Leiferman, was 
accused of improper sale of new 
cars to a Rapid City used-car 
dealer, using mythical middle- 
men. The action was brought by 
Motor Vehicle Commissioner 
Jesse Schnider. 
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Cheers NADA Conventioners .. . 





Keynoter Sees Record Boom 


(Continued from Page 1) 
clinic on economy cars will be held 
today (Monday). 

The clinic is for branches of the 
U. S. Government—both military 

and civilian—charged with the re- 
sponsibility of automotive opera- 
tion. 

NADA said engineering staffs of 
major U. S. manufacturers of econ- 
omy cars will present a program 
that will incorporate the economic 
and engineering values of their 
product and other pertinent product 
information. 

Following is a list of other busi- 
ness and entertainment events on 
the convention agenda. 


ad * * 
MERICAN MOTORS dealers 
and their wives attended a 


Landers Buys Pennick Deal 


HURRICANE, W. Va. — Pennick 
Chevrolet Co., Inc., has been pur- 
chased by Landers Chevrolet Co. 
The latter will continue to operate 
the dealership in the building used 
by Pennick on US-60. Manager of 





breakfast in the Main Ballroom of|the Statler-Hilton, will be open 
the Shoreham at 7:30 a.m. today.|from 9 a.m. to 5 p.m. each day. 

At 9:30 a.m, Monday, the scene Monday’s afternoon session will 

will shift to Sheraton Hall in the} begin at 2:30 p.m. in Sheraton 
Sheraton-Park as Chairman A.| Half and will be devoted to a 
Leftwich Sinclair welcomes the| panel presentation titled “Mer- 
delegates to the 43rd annual NADA| chandising Trucks for Profit in 
convention, 1960.” 

Outgoing President H. L. Gal- W. M. McCune, NADA Truck 
les jr. will introduce his 1959 | Committee chairman, will preside, 
committee chairmen and then | and the panelists will be Harold D. 
will present the president’s re- | Draper sr. (Chevrolet), Saginaw, 
port. Mich., and four factory executives. 
Upgren will be the only other They are: Wilbur Chase jr., Ford 

speaker at the opening session. division truck ae ree: 
The Auto Industries Highway|W. ©. Hanway jr., Dodge truc 
Safety Committee has scheduled a| s@les manager; H. P. Sattler, Chev- 
luncheon Monday in the Blue Room| rolet assistant general sales man- 
of the Shoreham. The Hon. Tom C.| ager—trucks, and Duane Kuntz, In- 
Clark, associate justice of the U. S.| ternational Harvester assistant 
Supreme Court, will speak. sales manager. 
EN, SI. Open-house receptions through- 
, the ladies, there will be a| out the city will occupy dealers 
tour of the White House at noon| and their wives Monday evening. 
Monday and a fashion show at 2:30} In addition, Universal Underwriters 
p.m. in Constitution Hall. The show] has slated a “Plantation Party” for 
will be staged by Julius Garfinckel| § p.m. in the Presidential and Con- 











& Co. 
The Ladies Information Center, 


gressional ballrooms of the Statler- 
Hilton, and Plymouth- DeSoto-Val- 


located in the New York Room of|jiant dealers and their wives will 


the new firm is Okey Landers jr. 
nl! 
lig y 


1 
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To make a truly outstanding quality oil, 
Wotr’s Heap starts with the best—100% 
Pure Pennsylvania, nature’s richest crude. 
Then Wo tr’s HEap is Tri-Ex refined three 
important extra steps for truly superior per- 


are: 


THOROUGH DEWAXING 


- . . to remove wax impurities but 
preserve all of the essential lubricat- 
ing properties often eliminated by 
excessive or improper dewaxing. 


DOUBLE DISTILLING 


. . . by close fractionation in special 
reducing stills that expertly remove 
all unstable, inferior and non-lubri- 
cating fractions that cause high oil 
consumption, sludge and varnish 
deposits, excessive wear, corrosion 
and other harmful conditions. 


TRIPLE FILTERING 


. . . through a special and costly 
“filtering medium’’ under the most 
rigidly controlled conditions to re- 
move undesirable carbon, resins 
and heavy residual materials .. . 
without removing the natural oxida- 
tion and corrosion inhibitors that are 
removed with less costly methods. 


formance. 


There is no finer motor oil. Give your customers 
the best ... Wo.r’s Heap, Tri-Ex refined, 100% 
Pure Pennsylvania, scientifically fortified. 


GouSuead 


WOLF’S HEAD OIL REFINING CO., INC. 


OIL CITY, PA. 






meet at 6:30 p.m. for cocktails and 
dinner in Sheraton Hall of the 
Sheraton-Park. 


* * * 

HE NADA 30-Year Club will 

honor William L, Mallon at its 
breakfast at 7:45 a.m, Tuesday 
(Feb. 2) in the Sheraton Room of 
the Sheraton-Park, 

Mallon, a Pontiac dealer in New- 
ark, N. J., was NADA president in 
1945-46. He has been a director 
since 1938 and a member of the 
association since 1920, 

The Tuesday morning business 
session will get under way at 9:30 
a.m. in Sheraton Hall and will 

feature an address by the Hon. 
Carl S. Oechsle, assistant Secre- 
tary of Commerce. His topic will 
be “Competing in Tomorrow’s 
Market.” 

Oechsle will be followed by Phil 
de Beaubien, publisher of the De- 

troit Times, who will discuss “The 
Impact of Compact Cars on New 
and Used-Car Selling,” and Stanley 
Pressler, Bloomington (Ind.) Olds- 
mobile dealer and president of his 
state association. Pressler’s talk is 
titled “Planning for Profit.” 

The Automotive Old Timers will 
hold their 20th anniversary lunch- 
eon at 12.30 p.m. in the Continental 
Room of the Sheraton-Park. 

+ * a 

'UESDAY afternoon, the dele- 

gates will see a one-hour play, 
“Profit Is Not a Naughty Word.” 
It was written by William C. Ham- 
ilton, NADA membership director, 
and produced by Music Corp. of 
America. 

At 4:30 p.m. Tuesday, newsmen 
covering the convention will ad- 
journ to the Washington Golf and 
Country Club, Arlington, Va., for 
the national press review of the 
Comet, the new compact car that 
will be merchandised by Lincoln- 
Mercury division. 

Ben D. Mills, L-M general man- 
ager, will conduct a press confer- 
ence, and Henry Ford II will join 
Mills and his staff as hosts at a 
cocktail party and dinner. 

The ladies’ program Tuesday 
afternoon will feature a lecture 
by Bennett Cerf, publisher and 
TV panelist. It is slated for 2:30 
p.m. at Constitution Hall. Cerf’s 
topic will be “Modern Trends in 
Literature and Humor.” 

Studebaker-Packard will enter- 
tain Studebaker, Mercedes-Benz 
and Auto Union-DKW dealers and 
their wives at a reception and buf- 
fet dinner Tuesday. The party will 
begin at 5:30 p.m. in the Chinese 


" 
Eaton and AMP 
Discuss Merger 

NEW YORK.—Eaton Mfg. Co. 
and American Metal Products Co., 
two suppliers of automotive parts, 
are holding merger discussions, the 
companies announced last week. 

About a month is expected to 
elapse before the current prelimi- 
nary talks reach the stage where 
directors can take action on any 
decision. Another month would be 


needed to submit any merger deci- 
sion to stockholders for final action. 





Room and Grand Ballroom of the 
Mayflower. 

The NADA Convention Dance 
will be held Tuesday evening in 
Sheraton Hall of the Sheraton- 
Park. It begins at 9 p.m. 


* * * 


DVERTISING will be the sub- 
ject of the opening address 
Wednesday (Feb. 3) M. Belmont 
VerStandig, Washington agency 





Dealer Problems Aired 


At NADA Line Meetings 


ASHINGTON, — Manufactur. 

ers’ distribution policies, sales 
contests, cleanup bonuses, and digs. 
counts and holdbacks were among 
the items discussed yesterday (Jap, 
31) at line meetings conducted by 
members of NADA’s Industry Rela- 


owner, will talk on “Today’s Big-| tions Committee. 


gest Sales Killer—The Borax in 
Your Ads.” 

James C. Moore, NADA ex- 
ecutive vice-president, has 
chosen “Why Don’t We Follow 
Through?” as his topic. Moore 
also will introduce the associa- 
tion’s 1960 officers Wednesday 
morning. 

News Commentator Richard 
Harkness will address the conven- 
tion Wednesday afternoon, His sub- 
ject will be “The Washington Beat.” 
The final session will be climaxed 
by the appearance of Vice-Presi- 
dent Richard M. Nixon. 

The final event on the convention 
program will be the NADA Revue 
at 8:40 p.m. Wednesday in the 
Capitol Theater. It will be staged 
by Ford Motor Co. and will feature 


Other items on the agenda in- 
cluded factory advertising, import 
franchises, delivery and handling 
charges and manufacturers’ di- 
rect sales of trucks to states. 
Chairmen of the meetings were: 
Buick—Ray S. Darwin, Albuquer. 

que, N. M.; Cadillac—Carl E. F rib. 
ley, Norwich, N. Y.; Chevrolet— 
Arthur H. Kennedy, Vallejo, Calif,; 
Chrysler — A. W. Bartlett, Ogden, 
Utah; DeSoto— Charles C, Freed, 
Salt Lake City; Dodge—Paul E, 
Ruch, Clearfield, Pa. 
Ford—Robert F. Pulliam, Colum- 
bia, S. C.; imported cars—James C. 
Downing, Atlanta; Lincoln-Mercury 
—J. P. Morrow, Lincoln, Neb; 
Oldsmobile—Samuel H. White 
Houston; Pontiac—M. H. Yager, 
Albany; Rambler—Bill Hermann, 
Detroit, and Studebaker—R. E. 


Tennessee Ernie Ford and Georgia| Bickelhaupt, Clinton, Ia. 


Gibbs. 


WHEN WILL 
BLAKE'S CAR 
BE READY? 


Here’s how you can help increase 








SERVICE JOBS UP TO 50% 


with your present setup! 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 


GOING TO WASHINGTON? 


Be sure to see... hear... try 


Executone at the N.A.D.A. 
Convention, Booths 82 & 83 





Lecilone 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


Name. 


Address. 





EXECUTONE, INC., 
415 Lexington Ave., New York 17, N. Y. 

Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 





a a a a a 


In Canada—331 Bartlett Ave., Toronto 
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ham, N. C. He had suffered a heart con- 


ce ba I and one of the area’s first 
= e arnstorming pilots. 
Obituaries * ¢ @ SAVE EXPENSIVE GRILLE REPLACEMENT AND BODY 
Al Marcell SHOP TIME. USE OUR CHROME PLATED REPAIR CAPS 
« e QUINCY, Ill.—Al Marcell, 65, Chevrolet FOR RENEWING CHEV. 1954 AND FORD 1953 GRILLES. 
Che ~ Power Dies at 63 oi Dane  Sanvendi ae a oo INSTALLED INSTANTLY WITHOUT REMOVING ORIGINAL 
: z a = > GRILLE. EASILY AND NEATLY COVERS RUSTED-OUT PART. 


DETROIT. — William G. (Bill) 
Power, 63, retired Chevrolet adver- 
tising manager and one of the 
industry's most colorful speakers, 
died of pneumonia Jan. 23 in a 
Detroit hospital. 

An articulate apostle of sales- 
manship, Mr, Power retired Jan. 1 
because of a heart ailment. He 
had signed with the General 
Motors Speakers Bureau and had 
planned to continue speaking. 

Thousands of auto salesmen were 
inspired to work a little harder by 
the gifted orator, who used bells, 
whistles, silver dollars and golf 
balls as props in getting his mes- 
sage across to an audience. 

In talking to salesmen, Mr. 
Power preached the doctrine of 
“self interest.” 

“Don’t sell the car for the dealer, 
Chevrolet or General Motors,” he 
would say. “Sell it for yourself, to 
give yourself the good things of 


» life.” 


Mr. Power, a native of Indian- 
apolis, joined Chevrolet in 1928 
and was appointed advertising 
manager in 1950. In between he 
headed the division’s mass-selling 
department, supervised auto show 

ms and managed the Jack- 
sonville (Fla.) zone before taking 
over the metropolitan city de- 
partment. 

As Chevrolet’s ad chief, he was 
one of the biggest buyers of adver- 
tising space and was a friend of 
thousands of auto dealers. 

During World War II, Mr. Power 
devoted his speaking talents to the 
war effort. He spoke in behalf of 
Red Cross appeals and on bond- 
selling crusades. 

He also was a tireless worker 
for the All-American Soap Box 
Derby, which is sponsored annually 
by Chevrolet. 


George M. Berry, 
NADA Pioneer 


WASHINGTON. — George M. 
Berry, 79, a pioneer for NADA in 
the field of employe relations, died 
Jan. 22 of a cerebral hemorrhage. 


Mr. Berry served on the Em- 


ployer-Employe Relations Commit- | 


tee, forerunner of the Personnel 
Relations Committee, for many 
years from the time 
ganized. 

His first experience in the auto 
industry came at the turn of the 
century, when he worked at the 
Stanley plant. He next handled Lo- 
comobile and later sold Ramblers 
by direct mail. In 1914, he joined 
Willys-Overland and in 1923 be- 
came Packard distributor for the 
St. Louis area. 

+ + + 


Earle S. MacPherson, 69, 
Retired Ford Vice-Pres. 


DETROIT. — Services were held 
ere last week 
for Earle S. Mac- 
69, re- 
tired engineering 
Vice - president of 
Ford Motor Co. 
Mr. MacPherson 
suffered a heart 
attack and died 
Jan. 26, 

Mr. MacPher- 
Son, who started 
with the old Chal- 
mers Motor Co., 
Was chief engineer of Chevrolet’s 
light car division when he left to 


ome Ford’s chief engineer in 
1947, 





E. 8. MacPherson 


* oe + 
North Carolina Pioneer, 


Lee A. Folger, 74 


CHARLOTTE, N. C. — Lee A. 
Folger, 74, founder of Folger Buick 

. here and possessor of the long- 
est continuous length of service in 
the auto business of any dealer in 
North Carolina, died Jan. 19 after 
nh illness of one month. 

He entered the auto business at 
Teensboro, N. C., in 1907 with 
Buick division. Later he was vice- 
President of C. C. Coddington Co., 
Inc., Charlotte, and founded Folger 
Buick in 1937. He was a past presi- 


it was or-| d 
|1960 automobile market of 25 per- 








dent of the North Carolina Auto- 


mobile Dealers Assn. 
* * * 
Walter R. McFarland 
ZILLAH, Wash.—Walter R. McFarland, 
65, operator of McFarland Motor Co., 
Yakima, Wash., until 1958, died Jan. 20. 
He also owned a dealership in Pasco, 
Wash. 
* * * 
Herbert J. Gardner 
CINCINNATI.—Herbert J. Gardner, 70, 
operator of the oldest Ford dealership in 
the Cincinnati area, died Jan. 20 at his 
winter home in Tampa, Fla. Mr. Gardner 
and his father, Ellis M. Gardner, opened 
the Reading Garage, Reading, O., in 1912. 
Four years later they received the Ford 
franchise. 
* a * 
Chief Joseph Big Bear 
INDIANAPOLIS.—Chief Joseph Big 
Bear, 78, whose profile was the model for 
the Pontiac car’s emblem, died here re- 
cently. General 
Motors’ 


He became famous as 


“Chief Pontiac.’’ 

. * * 
Lawrence V. Hazen 
HERMON, N. Y.-— Lawrence Vernon 
Hazen, 49, operator of the Ford dealership 


at Norwood, died at his home Jan. 11. He 
had been ill since October. 
+ * 


Leonard Schaap 

ALBANY, N. Y.—Leonard Schaap, 67, 
an Albany auto dealer for many years, 
died unexpectedly Jan. 12 following surgery 
at St. Petersburg, Fla. He held dealerships 
on Central Ave. and in Rensselaer for 
several manufacturers of automobiles be- 
tween 1928 and 1942. When he retired in 
1942, he was a Chrysler-Plymouth dealer 
at the site of the present Airway Motors 
in Rensselaer. 

7 7 * 
G. B. Means Jr. 

CALVERT, Tex.—G. B. Means jr., 53, 
automobile dealer here, died Jan. 10 after 
a short illness. 

* * 
Antonio Costanzo 

ROCHESTER, N. Y.—Antonio Costanzo, 
a used-car dealer here for 27 years, died 
Jan. 19. 

* * * 
Chester B. Martin 

DURHAM, N. C.—Chester B. Martin, 
61, vice-president and treasurer of Mon- 
arch Motor Co., died Jan. 14. 

* * * 
James Dishman Lawson 

MIAMI, Okla.—James Dishman Lawson, 


31, Glendale (Calif.) auto dealer, was 
killed Jan. 22 when his car crashed after 
leaving a turnpike near here. He was re- 


turning to California from Ohio. 
* * * 


Henry Earl Nemyer 
DECATUR, Ill.—Henry Earl Nemyer, 66, 
salesman for a Rambler dealership here for 
32 years, died Jan. 22 in a local hospital 
after a long illness. He was a veteran of 





dition for many years with death being 
attributed to heart failure. Since selling 
his dealership, he had been active in the 
Southern Illinois oil industry. 

- * * 


Ed Hager 
CHARLESTON, W. Va.—aA retired auto 
dealer, Ed Hager died Jan, 24 at the age 
of 82. 
* * * 


Charles C. Bassett 
DEMING, N. M.—Charles C,. Bassett, 
74, a retired Ford dealer here, died Jan. 
22. He was prominent in Shrine, Rotary 
and Republican Party work, 
* * * 


B. B. Coston 
HAGERSTOWN, Md.—B. B. Coston, a 
former director of the Maryland Automo- 
bile Trade Assn., died Jan, 13, He op- 
erated a Packard agency until his retire- 
ment in 1956, 
* * * 


George W. Covington 
CLARKSVILLE, Tenn.—George W. 
Covington jr., 39, automobile dealer here, 
died Jan. 19 in a local hospital, 
* * * 
Albert J. Bass 


BUFFALO.—Albert J. Bass, 65, service 
manager for 40 years for the W. A, Kel- 


ver Studebaker agency in East Aurora, 
N. Y., died Jan. 24. 
* * * 
Mel Carrow 
GLOBE, Ariz.—Mel Carrow, 69, co- 


owner and founder of Carrow Motor Co. 
here, died Jan. 15 after a long illness. He 
established the motor firm in 1935. 

* * * 


Eugene A. Monast 
COLUMBUS, Tex.—Eugene A. Monast, 
84, dealer in New Orleans in the early 
1930s, died Jan. 23 after a lengthy illness. 
* * * 
George E. Whetman 
DRAPER, Utah.—George Edgar Whet- 


man, 63, owner of Whetman Motor Co. 
(Ford) here, died in a Salt Lake hospital 


Jan. 15 following a lingering illness. He 
was an auto dealer since 1923, 
* * * 
Cecil L. Hershey 
GARDEN CITY, Mich.—Cecil L, Her- 


shey, 50, owner of Hershey Chevrolet Co., 
died Jan, 24. 
* * * 


John W. Witten 
OKLAHOMA CITY.—John W. Witten, 
70, retired auto dealer, died Jan 25 in 
a hospital here after a lengthy illness. 
* * * 


Jesse L. Bouk 
ROCHESTER, N. Y.—Jesse L. Bouk, 65, 
a retired automobile dealer in this city, 
died Jan. 24 after a long illness. He for- 
merly was a partner in the Bouk-Neilson 
Dodge dealership. 


Churchill Sees Compacts 
Taking 25% of Sales 


NEW YORK.—A share of the 


cent or more for compact cars was 
forecast by Harold E. Churchill, 
president of Studebaker-Packard 
Corp. 

Addressing a session of the Na- 
tional Industrial Conference 
Board here, Churchill said, “In- 
dications that this is the year of 
the compact car are already 
clear. 

“The percentage of compact-car 
retail deliveries has continually 
risen in the new-model year. In 
October, they were 15.3 percent of 
the total industry output. By De- 
cember, they had reached 24 per- 
cent.” 

With the availability of steel, 
Churchill said, an even sharper 
rate of increase is possible during 


16 Who Won Right 
To Popovic Cars 
Can’t Get Plates 


CLEVELAND. —Sixteen auto 
owners who have won a court fight 
for their cars are now in danger of 
losing the use of the vehicles, 

The 16 bought cars from a deal- 
ership owned by N., J, Popovic last 
February and March, Popovic went 
out of business, after being paid 
for the cars with the titles for the 
cars in the hands of Mutual Fi- 
nance Co. 

The owners won a court fight for 
delivery of the titles but Mutual 
appealed. The titles remain in the 
hands of the finance company dur- 
ing the year or more needed for 
the appeal, 

Meanwhile, the owners need the 
titles to obtain 1960 license plates. 
The court is expected to make a 
journal entry which will give the 
owners sufficient evidence of title 
in time to get their new plates. 





the immediate months ahead. He 
added that a 16 percent increase 
in total automobile production dur- 
ing the current year seems likely. 

“The entry of the Big Three into 
the compact-car field,” Churchill 
continued, “has only served to in- 
crease public interest in the Lark- 
size car. 

“Many forecasters are estimat- 
ing that this heightened interest, 
combined with rising income and 
the trend toward suburban liv- 
ing, will boost new-car sales in 
1960 to the second highest level 
on record.” 

Discussing the 1960 automobile 
market, Churchill said, “Today we 
have a buyers’ market and intense 
competition in selling an _  indis- 
pensable product. The success of 
the automobile dealer today—and 
tomorrow—will be measured by the 
service he offers, 

“I believe the future success of 
brand names in automobiles will de- 
pend to a very great extent on the 
quality of service offered by deal- 
ers.” 

Churchill predicted continued 
automotive industry profit growth 
in 1960 based, on buyer interest 
in new models record payrolls, ris- 
ing employment and more families 
free of auto debts and thus in a 
position to buy a new car. 





2 Charged with Larceny 


In Obtaining Bank Loan 


DANSVILLE, N. Y.—Walter J. 
Murphy and Joseph B., Sullivan, op- 
erators of Murphy-Sullivan Pon- 
tiac, have been charged with grand 
larceny in obtaining a bank loan 
for $57,000. 

The pair was arrested shortly 
after the dealership went out of 
business and its movable assets 
seized by other creditors. The bank 
complaint said a false financial 
statement was used in obtaining 
the loan. 
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Shaded Portions Show Where Our Repair Caps Fit 
Dealers Net. CHEV., 1954, $6.45 Pr.; FORD, 1953, $7.65 Pr. 
DETROIT GRILLE MFG., 258 E. Vernor, DETROIT 1, MICH. 











SELLING CORVAIR? 


Here's a quick EXTRA! 
STAINLESS Grill e 


STEEL 









By 


bi ee ’ oy MOORE 
The “‘bare-front (\ Jf PeaelitOalies 
look’’ overcome ‘= ~~ 
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net a quick, 
trouble-free profit. 
Pre-assembled, ready 
for fast mounting. 

A MUST for each car. 
Economically priced for volume sales. 


Available through your distributor or write for details to: 



















STOP LOSING PLATES! 
FASTEN THEM QUICKLY, 
SECURELY with the world’s finest 


DEALER PLATE HOLDERS 


e Fits any bumper 
e Hardened aluminum end clips. 
Will not spread open or rust. 

e H.D. steel wire springs, 
tempered for long life. 

e Simple and easy to attach 
...to remove 
Zinc plated for rust protection. 

e Immediate 
delivery 


eS eS eS ee 


SANDEE PRODUCTS CO. 
P.O. BOX 455 
| DERBY, CONN. 












Please rush me PLATE HOLDERS 





ORDER NOW! 








CHECK/M.O. for $ enclosed. 
! Name 
Jobbers : 
Agents inquiries Address 
invited. od Zone State 
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Top °59 Performances Earn Tri 








37 Rantblor fhilieomen Feted 


CHICAGO.—Thirty-seven of the; plant in Kenosha first and then 
nation’s top Rambler salesmen | travelled to Chicago for a round of 
were honored last week by Ameri- | entertainment, banquets and an 
can Motors officials for their sales| awards breakfast hosted by Roy 
performances in 1959. | Abernethy, vice-president of auto- 

The group visited the Rambler! motive distribution and marketing; 














































DOOR-TO-DOOR MAT PROTECTORS 
FROM 


WEL eee 


signin DESIGNED FOR COMPACT CARS 


complete line for standard cars, too. 


b ACE, 
Be te bm 


Brilliant Gold Medallions 
Sell these richest looking, will not scuff or rub off. 
"most for your money" mats. Olympian mats, for front 
Made of quality “live” rub- and rear, are matchless in 


ber, in five colors. Elegance, Quality, Service. 
At Better Jobbers Everywhere 


CLEAN LINES! QUALITY! 





ACE RUBBER PRODUCTS, INC. 


100 Beech St. Akron 8, Ohio 


MARK IW backs 
you witha 
national service 
Organization. 


MARK IW backs 
Vol 0 mn anaamee| 

soundly engineered, 
dependably built unit 


MARK IWZ backs 


you with the most 
complete set of sales 
aids in the industry. 


iV DIVISION 


MARK 


SEE IT AT THE NADA CONVENTION...BOOTHS 60-62 


V. E. Boyd, field sales manager, and 
Fred W. Adams, director of auto- 
motive advertising and merchan- 
dising. 

Making the trip were the honor- 
ary presidents and vice-presidents 
of the zone chapters of the Ameri- 
can Motors sales honor club, The 
club has a total of 42 honorary 
officers—the top two ranking sales- 
men in each of the 21 zones—but 
five were unable to make the trip. 

Heading the group was Harry 
Pascal, of Mendel Motors, Chel- 
sea, Mass., who is national presi- 
dent of the club for posting the 
best sales performance in 1959. 
Fred Emanuel, of Towne Ram- 
bler, Cicero, DL, was vice-presi- 
dent for turning in the second 
best performance. 

The 37 salesmen making the trip 


sold a total of 9,000 new Ramblers | — 


Seven Million Unionists Get c 
Nine-Cent Raise in Year \ 


and 6,000 used cars during the year, 
Abernethy said. He presented each 
salesman with an engraved gold 
pen and pencil set. 

The honor club, formed 10 years 
ago, now has a total membership 
of 2,487 persons, The 100-car chap- 
ter has 1,249 members and the 50- 
car chapter has 1,238. 

Last year there were 1,382 
members—584 in the top chapter 
and 798 in the other. 

Honorary officers are: Boston 
zone—Pascal and Norman Kelsey, 
Norwood, Mass.; Buffalo—Warren 
Reese and Floyd E. Benner, Buf- 
falo; New York—Murray Goodman, 
Brooklyn, and Francis Magee, 
Glen Cove, N. Y.; Philadelphia— 
William Farrow, Oaklyn, N. J., and 
Phil Hoffman, Philadelphia. 

Washington—Dean Pavey, Beth- 
esda, Md., and Floyd Kirby, Arling- 
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Hit-Run Driver Smashes 


Into Conn. Chevy Deal 


POQUONOCK, Conn. — A hit- 
and-run driver smashed into Ar- 
dery Chevrolet’s building, shat- 
tering plate glass windows and 
damaging the interior of the dis- 
play room. 

Police said the driver apparent- 
ly backed into the building with 
a medium heavy truck with an 
overhanging tailgate. 





ton, Va.; Atlanta—Lewis A. Welch, 
East Point, Ga., and James T. Dill, 
Greenville, S. C. 
Cincinnati—Herbert H, Hill, New- 
port, Ky., and P. M. Woolfolk, 
Huntington, W. Va.; Cleveland— 
Paul Niederlander, Cleveland, and 
George Marshall, Lorain, O.; De- 
troit—Elmer Johnson, River Rouge, 
Mich., and Walter Corbett, Detroit. 
Pittsburgh—E dwin L, Sable, 
Carrick, Pa., and Lawrence L. 





Cassidy, Dormont, Pa.; Chicago 
— Fred Emanuel, Cicero, Ill, ang 
Joseph Whiting, Chicago; Kan. 
sas City—Dale Williams, Kansas 
City, Kans., and Myron St 
Kansas City; Memphis—Ralph ©, 
Parker, Hot Springs, Ark., and 
Edward W. England, Fort Smith, | 
Ark. . 
Milwaukee—John K. Downs 
West Allis, Wis., and Tony Mulley, 
Milwaukee; Minneapolis — Johy 
Herzuck and Thonas Hencir, both 
Minneapolis; St. Louis—William 4 
Gordon, Maplewood, Mo., and Me}. CHI 
vin D. Altepeter, LeMay, Mo. > 
D 
In 
PI 


AM) 
R: 
CHI 


Dallas — George Gardner, Hous. : 
ton, and Warren Ashby, Amarillo} 
Tex.; Denver—Michael J. Riley ang 
Ed Leiker, both Albuquerque; Los 
Angeles—Don Gardner, Pasadena, 
Calif., and Donald Williamson, Los _¥' 
Angeles; Portland—Waive M. Gif. | FO! 
ford, Auburn, Wash., and Donald) F 
J. Ivory, Puyallup, Wash.; Sanj 
Francisco—Bill Wilson, Richmond} 
Calif., and Ralph Monoogan, = 


« 








Valley, Calif. 





By Frank Gawronski 
Staff Writer 
AGE rates of more than seven 
million members of major 
unions increased an average of 9 
cents in 1959, according to the De- 
partment of Labor. 
Last year’s average pay increase 
is 3 cents below the 
12-cent hikes of 1958 
and 1959, the depart- 
ment said. 
According to the 
report, raises for 
more than three million union 
members were negotiated during 
1959. Another 2.25 members pocket- 
ed automatic increases under wage 
settlements of prior years, and an 
additional 1.9 million collected other 
pay boosts under cost-of-living es- 
calator clauses, 

Increases under escalator provi- 
sions of union contracts were com- 
paratively few in the first half of 
1959, accounting for part of the dif- 
ference between average negotiated 
wage gains then and in earlier 
years. 

Steady improvement in wages 
occurred during the last half of 

1959 right through December, ac- 
cording to the report by the 
Labor Department, 

The average gross hourly and 
weekly earnings of Ford Motor Co. 
employes during 1959 were the 
highest in the company’s history, 
according to Kenneth D, Cassidy, 
industrial relations director. 

Cassidy said the company’s total 
nationwide payroll last year—more 
than $1,151,585,000—-was the second 
highest in Ford’s 56-year-history. 

cs ok * 


7s average gross hourly earn- 
ings of Ford hourly employes in 
1959 was $2.888, compared with the 
1958 record of $2.739 per hour. 
Average weekly gross earnings to- 
talled $122.27, compared with the 
old mark of $108.88, also set in 1958. 

Last year, the average hours 
worked by Ford hourly employes 
totalled 42.33 per week, compared 
with 39.75 in 1958, 

Ford’s 1959 payroll] was exceeded 
only by the $1,204,644,000 paid to 
hourly and salaried employes in 
1957. The firm’s total payroll in 1958 
was $954,524,000, Cassidy said. 

Cassidy said total average em- 
ployment during 1959 was 159,541 
hourly and salaried employes. 
Ford's total employment at year’s 


Dealer Association 


Renamed in Dayton 


DAYTON, O.—New-car dealers of 
Greater Dayton have bestowed on 
their organization a new name — 
the Dayton Area Auto Dealers 
Assn, The dealers voted in favor of 
discarding the old appellation, the 
Montgomery County Automotive 
Dealers Assn. 

Explained Ralph E, Caverlee, 
secretary-manager of the new- 
named association: “Many of our 
members have felt for a long time 
that our name was a pretty big 
mouthful and that we needed a 


end reached 169,717 working from 
a low of 144,270 in August. Ss 
In the Detroit area, average total 

employment for 1959 was 84801 T 
hourly and salaried men and 
women, compared with 75,909 in 
1958. The total payroll was $630- 
818,000, compared with $530,424,00 
in 1958, Cassidy said. 

ok * * 


ON THE dealership front, Eugene) 
E. Dixon, National Labor Re. 
lations Board trial examiner, has 
recommended that Spielman Motor 
Sales, Inc., New York, cease dis- 
couraging membership in United 
Auto Workers Local 259. 
Dixon also recommended that 
the company cease threatening or 
interrogating employes concern- 
ing their membership or activities 
on behalf of the union; curtailing | 
or prohibiting the wearing by its | 
employes of union caps or buttons | 
or other insignia indicating their } 
union affiliations; or in any other 
manner interfering with, restrain- 
ing or coercing employes in their 
rights to engage in or refrain 
from concerted activities. 

Dixon also recommended that the 
company offer reinstatement and 
back pay to four employes, and to 
post compliance notices for 60 days. 
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CUT YOUR SERVICE COSTS! | 


New Improved 
E-Z CAR SPOTTER 


fmm ee | 


Locate any car in seconds! 
Durable rubberized black 
plastic spotter! ; 
Contrasting giant yellow Fi 
numbers! ( 
indestructible ! br 
Life-time, grip-tight mag- 
nets hold spotter fast... 
will not mar finish of car! m 


Practically 


Colored flags to speed tic 
your job scheduling! 


Call or Write Today! 
EDMILL PRODUCTS 


97-34 146th St., Jamaica 35,.N.Y. 
AXtel 7-5160 











name more descriptive of where 
we're located.” 

Caverlee said dealers outside 
Montgomery County may be in- 
vited to join the Dayton area group. 


MOTOR | 
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DEFIANCE: OHIO 
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h ©, PASSENGER CARS 
= (U. S. PRODUCTION ONLY) 
th, Week Week dan. 1 dan. 1 
Ended Same Ended Total To To 
wns, Jan. 30, Week, dan. 23, Output, Jan.31, Jan. 30, 
allen, 1960 1959* 1960* dan. 1959* 1960 
oh,}| AMERICAN MOTORS 
bots] Rambler ........................ 10,500 8484 9,785 40,879 34,232 40,879 
m 4} CHECKER MOTORS .. 350 ae 350 564 350 
Me.) CHRYSLER CORP. .... 26,925 1,925 26,281 106,635 51,285 106,635 
Chrysler 2,300 924 2,268 9,646 5,736 9,646 
fous. DeSoto 530 «61,379 =: 5,627 4,327 5,627 
rille Dodge .......... 48 8,417 34,491 11,362 34,491 
“ang | Umperial 293 711 =—-2,890 1,620 2,890 
Lon Plymouth Total ...... 13,800 130 13,506 53,981 28,240 53,981 
jena Plymouth cece 9,000 130 8,842 36,414 28,240 36,414 
Logh Valliant on onsnsnveseeneen Ce ass 4,664 17,567 .......... 17,567 
Gi, FORD MOTOR*+ ........ 49,710 39,585 50,017 200,867 160,309 200,867 
nald Ford Division 174,443 136,392 174,643 
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GENERAL MOTORS .. 84,587 65,825 85,768 328,939 283,823 328,939 
a a scaaitereds 8,858 7,135 9,087 34,365 35,584 34,365 
I i ccsmeposan css 4,250 3,799 3,961 16,529 16,404 16,529 
Chevrolet Division .... 50,800 36,180 50,894 195,207 152,018 195,207 
COrvair oon... eee 9,250 33,051 .......... 33,051 
Chevrolet (Std.) .... 42,800 36,180 41,644 162,156 152,018 162,156 
Oldsmobile .................... 10,579 9,172 10,869 41,431 40,651 41,431 
BAI, sesitinicinornwsoereehensn 10,100 9,539 10,957 41,407 39,166 41,407 
rom, S-P CORP. 
Studebaker .................. 3,260 3,859 3,209 13,059 15,898 13,059 
‘ silliest 
801. Total Cars, U. S.**......175,332 119,848 175,060 690,729 546,111 690,729 
and| ~*Revised. 
) in} **Totals for 1959 include Edsel production. 
30,-F 
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ene Week Week dan. 1 dan. 1 
Re. Ended Same Ended Total To To 
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has 1960 1959* 1960* Jan. 1959* 1960 
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dis’ DIAMOND T. .................. "5 136 73 301 526 301 
a 80 15 64 342 230 342 
ees asc 2,000 1,891 1,997 7,697 7,279 7,697 
Te csentninsijnas 9,290 7,019 9,204 36,783 28,423 36,783 
 - a 2,480 ° 1,746 2,295 9,124 8,294 9,124 
n- | INTERNATIONAL. ...... 3,009 2,848 2,940 11,433 4,608 11,433 
ON MN, sth casecincinnscsasnescnececns 350 359 353 «1,349 «1,498 ~—s1,849 
| STUDEBAKER |... 160 376 160 633 «1,343 633 
ts eects 400 382 400 1,598 «= «1,428 ~—S—«i:, 598 
. I © cisscscessseosescsscsovsce 2,325 2,155 2,615 9,354 9,187 9,354 
1 | MISCELLANEOUS ..... 85 70 85 329 304 329 
: Total Trucks, U. S..... 32,554 24,940 31,821 122,290 97,013 122,290 
n Total Cars, Trucks, 
eee ticdet 207,886 144,788 206,881 813,019 643,124 813,019 
he Total Cars, Trucks, 
nd EE <0)... sosscsdevvatie 10,258 7,641 10,754 41,601 35,923 41,601 
to} Grand Total, 
ys. Cars and Trucks, 
= U. S. and Canada....218,144 152,429 217,635 854,620 679,047 854,620 
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| Projects in Six Fields 
Unveiled by Firestone 


(Continued from Page 6) 


Dr. Nathan Ostich, a Los Angeles 
physician, and Ray Brock, a mag- 
azine editor, is being designed for | 
speeds of more than 500 miles an 
hour. It’s powered by a GE turbo- | 
jet, now used in B-36 bombers. 

The special high-speed tires have 
a diameter of 48 inches and a cross- 
section of nine inches. They’re con- 
structed with 10-ply nylon cord and 
are said to be capable of 600 miles 

an hour. The large wheels were fab- 
ticated from aluminum forgings at 
Firestone Steel Products Co. 

One of the most interesting new 
products shown was a single truck 
tire that will replace dual tires on 
tractor-trailer rigs. 

This tire, as yet unnamed, is al- 
Most twice as wide as the conven- 
tional truck tire, has a load-carry- 
ing capacity in excess of the two 
tires it replaces, although together 
with its rim it will weigh only 286 





pounds, compared to 410 pounds for 
the dual assembly. 

Advantages claimed for the new 
tire are less unsprung weight, 
lower spring rate, softer ride, less 
space required, fewer parts, great- 
er safety and greater off-the-road 
mobility. An important advantage 
is that it will eliminate sidewall 
damage caused by rocks wedged 
between duals. 

The new tire, which will be made 
in both tubed and tubeless construc- 
tion, is now being used by commer- 
cial fleets for evaluation. 

Firestone’s half century of devel- 
oping racing tires has paved the 
way for the development of its new 
“500 patrol” tire for highway patrol 
and police interception work. 

Constructed so that the nylon 
cord body and the special high- 
speed treads are one inseparable 
unit, this tire was designed to 
withstand great acceleration, 
panic stops, sharp turns and 
many miles of sustained high 
speeds. : 

In the area of car tires, one of 
Firestone’s latest developments is 
the Tempa Spare—a temporary 
spare tire whose outside diameter 
is four inches less than a regular 
tire. 

Designed to be used for 100 miles 
or less until the regular tire is re- 
paired, the Tempa Spare’s principal 
advantage would be to car design- 
ers who want more trunk space. It 
dairy products, furniture and weighs only seven pounds and 
Srocers, would cost about half as much as 
NL regular tire. 








Truck Tips 


More vocations come into their 
Peak truck buying month for the 
Rext three months than during 
any other similar period during 
the year. For instance, vocational 
Users normally buying in Febru- 
ary cover bottlers, concrete prod- 
ucts, cooperative associations, 






















Janu Record Falls .. . 





New Production Peak 
Slated This Month 


(Continued from Page 1) 


commercial-car makers an estimat- 


ed 122,290 assemblies for the month, 


and the highest January output 
Since 1951, when 126,396 units were 


built. 
January was also the best output 
month for the truck makers since 


May, 1955, when 129,852 units were 


assembled. 

The combined total of 813,019 ve- 
hicles built in January marked an 
alltime high for the month, and 


was the highest car-truck output 


since November, 1955, when 866,052 

vehicles were built. The previous 

high for January was in 1955, when 

751,575 cars and trucks were built. 
a * ok 

NDIVIDUAL marks set in car 

and total vehicle output in Jan- 

uary included: 

1, Alltime high of 238,554 cars 
and trucks built by Chevrolet. For- 
mer peak was 226,725 vehicles built 
during December, 1958. 

2. New high of 195,207 cars 
built by Chevrolet. Old peak was 
188,406 cars assembled during De- 
cember, 1958. 

3. Monthly high of 33,051 Corvairs 
produced by Chevrolet. Former 
high was 22,465 assemblies in De- 
cember, 1959. However, Corvair’s 
weekly rate was trimmed 1,250 
units last week, 

4. Alltime record of 211,426 cars 
and trucks built by Ford division, 
topping the former high of 198,829 
vehicles built during November, 
1955. 

* * * 
5 NEW high of 174,643 cars built 

* by Ford division. Previous peak 
was 163,245 assemblies in Novem- 
ber, 1955. 

6, Alltime high of 45,114 Fal- 
cons built by Ford division, top- 
ping the previous high of 37,923 
Falcons in December, 1959. 

7. Monthly peak of 17,567 Val- 
iants built by Chrysler Corp. A 
total of 11,236 Valiants was built 
in December, 1959. 

8. The 149,670 compacts built in 
January exceeded the previous high 
of 125,805 Ramblers, Larks, Cor- 
vairs, Falcons and Valiants pro- 
duced in December. 

* * od 
AOtees highlight of last 
week’s assembly operations 
was the compacts’ surpassing of 
the entire model-run total for the 
cars in 1959. 

Total compact-car output for 
the 1960 model run through last 
Saturday stood at an estimated 
538,842 units, or 24.2 percent of 
the 2,224,838 cars built by the en- 
tire industry thus far in the cur- 
rent model run. 

Rambler and Lark turned out a 
combined total of 505,617 compacts 
during the entire 1959 model run. 

Total 1960 model output through 
last Saturday was running about 8 
percent ahead of a year ago—2,224,- 
838 to 2,060,098 cars. 


* * * 


Chevy, Ford Records 

NDIVIDUAL records set last 

week included: 

1. Alltime high of 63,100 cars and 
trucks by Chevrolet, topping the 
previous high of 62,529 assemblies 
a week earlier. 

2. New peak of 43,600 cars built 
by Ford division in six days, top- 
ping the previous high of 43,370 
assemblies a week earlier. 

3. Alltime high of 37,795 cars 
built by Ford division in five days, 
topping the previous high of 37,640 
assemblies the previous week. 

4. Combined total of 52,890 ve- 
hicles assembled by Ford division 
in six days, topping the former 
high of 52,574 cars and trucks a 
week earlier. 

5. New high of 45,985 cars and 
trucks built by Ford division in five 
days, topping the former high of 
45,718 vehicles produced a week 


earlier. 
of ok * 


6 ALLTIME high of 11,585 Fal- 
* cons scheduled last week by 
Ford division. Previous high was 
11,218 assemblies a week earlier. 

7. New record of 9,290 trucks 
built by Ford division, topping 
the former high of 9,223 assem- 
























blies during the week ended Jan. 
16, 1960. 


Jan, 22, 


Jan, 25, exceeding the previous high 
of 9,172 vehicles built Jan. 22. 
* * . 


Chevy Leads Again 


LTHOUGH Ford continued to 
break records, Chevrolet again 
last week led the industry in car 


assemblies. 
Chevy turned out an estimated 
50,800 cars last week to approach 


its alltime high of 50,894 units a 
week earlier. The previous week’s 
output topped the former high of 


50,664 car assemblies during the 
week ended Jan. 16, 

Corvair output declined to 8,000 
units last week after having es- 
tablished an alltime high of 9,250 
assemblies a week earlier. The 
record achievement the previous 
week topped the former high of 
8,532 Corvair assemblies in the 
week ended Jan, 16. 

Elsewhere throughout the GM 
assembly setup, Buick, although 
working six days, declined from 
9,087 to 8,858 assemblies; Cadillac, 
on 5% days, climbed from 3,961 to 
4,250; Oldsmobile, on six days, de- 
clined from 10,869 to 10,579, and 
Pontiac dipped from 10,957 to 
10,100, 

Pontiac is the only GM unit that 
has not been working Saturdays. 

* ok A 

HRYSLER CORP. jumped its 

output from 26,281 to 26,925 
units as all divisions scheduled in- 

creased assemblies. 

A breakdown of Chrysler Corp. 
operations showed Plymouth up 
from 8,842 to 9,000; Valiant up from 
4,664 to 4,800; Dodge up from 8,417 


10 Percent, at Least... 















8. Daily high of 7,665 cars built 
by Ford division on Jan, 25, Previ- 
ous high was 7,605 assemblies on 


9. Daily high of 9,293 cars and 
trucks built by Ford division on 
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to 8,600 cars; Chrysler up from 
2,268 to 2,300; DeSoto from 1,379 to 
1,500, and Imperial from 711 to 725. 

Ford Motor Co, output fell 
from 50,017 units a week earlier 
to an estimated 49,710 assemblies 
last week despite the record- 
breaking operations at Ford divi- 
sion. 

The decline came at Mercury, 
which worked only one plant Sat- 
urday, and dropped from 5,789 to 
5,240 assemblies. 

The independent makers also 
showed increases in output last 
week, Rambler climbing from 9,785 
units a week earlier to an estimat- 
ed 10,500 assemblies last week, and 
Lark from 3,209 to 3,260, Stude- 
baker revealed it would start "60 
Hawk production Feb. 8. 

+ & ok 


Ford-Canada Cuts Back 


AN ADJUSTMENT in production 
schedules at Ford—due to high 
inventories—was the big factor in 
dropping Canadian output from 
10,754 assemblies a week earlier to 
an estimated 10,258 units last week. 

A breakdown of Canadian opera- 
tions showed the makers turning 
out 8,400 cars and 1,858 trucks last 
week, compared with 8,900 cars and 
1,854 trucks the week before. 

Despite the decline, Canadian 
output for January stood at 41,601 
units, compared with 28,209 car and 
truck assemblies in December. 

* * + 


4-Door Hardtop Leads 


In Pontiac Production 


PONTIAC.—Pontiac’s new four- 
door Vista hardtop model led all 
body style preferences in its first 
year of production, according to di- 
vision production totals for the 1959 
model year, 

The Vista headed the Pontiac 
popularity list with a production 
total of 114,397 cars, This was Pon- 
tiac’s top output of four-door hard- 
tops since their introduction in 1956 
and represented a 141 percent in- 
crease over the 1958 model year, 
when 47,287 were built, a spokesman 
said. 

Pontiac’s leading body style in 
1958, the four-door sedan, was sec- 
ond to the Vista in 1959 with a total 
of 100,249. The division produced 
67,552 four-door sedans in 1958. 





Leasing Equity Urged 


(Continued from Page 4) 


agency, the vehicles can be financed 
entirely with no equity held by the 
lessor. 

Some sources of capital include 
banks, insurance companies, cor- 
porate pension funds, private 
philanthropic foundations, small 
business investment companies 
and public sale of the lessor’s 
own stocks and bonds. 

“Before approaching any source 
of money, a dealer-lessor should 
locate an initial lessee whose credit 
is AAA-1 as the finance people will 
consider this favorable to the pro- 


Dealer Is Cited 
Posthumously 


By Cleveland Assn. 


CLEVELAND.—tThe late Walter 
H. Stearns was honored as the 
Cleveland Automobile Dealers 
Assn.’s “man of the year” at its 
annual installation dinner. 

The posthumous award, first in 
the association’s history, was pre- 
sented to Mrs. Stearns and her son, 
Leonard, who now heads the 
Stearns DeSoto-Plymouth dealer- 
ship in East Cleveland. 

Mr. Stearns was voted the award 
before his death last November. He 
was cited for “outstanding contri- 
butions to the automotive industry 
and the association.” 

Chairman of the CADA ethics 
committee, Mr. Stearns was a lead- 
er in raising the industry’s sales 
standards, according to Birkett L. 
Williams, NADA first vice-presi- 
dent, who made the award. . 

Clifford Houser, Birkett L. Wil- 
liams Co. (Ford), was installed as 
president of the CADA, succeeding 
Cc. T. Mack (Oldsmobile). 


posal,” one factory manual on leas- 


ing advises. 
+ * 


== of big leasing sys- 
tems, in wooing dealer-licensees, 
point out they already have money 
sources in line and can save the 
newcomer headaches in obtaining 
financing. 

One big operator, Lee Fleet 
Systems, Inc., claims it “can offer 
the dealer a complete package 
and put him in the leasing busi- 
ness in one day’s time.” 

In support of its claim, Lee Fleet 
says its staff can offer a prospective 
licensee all lease forms, operational 
details and up-to-date counsel on 
licensing and tax laws and possibil- 
ities of tax savings in every state. 

oe * * 
7s price that the dealer-lessor 
must pay for his capita] will be 
determined by his firm’s net worth 
and general financial conditions, or 
the prospective lessee’s credit stand- 
ing. 

And since the lessor must find 
an interest rate that will allow 
competitive lease rates plus a 
proper return, it is imperative 
that he accept only top risks. 

The lessor will be able to get 
more favorable rates if his pros- 
pect has a top credit rating, leasing 
veterans constantly remind the 


newcomer. 
* * 


* 
wat do lending agencies look 
for before approving funds to 
the lessor? One study showed that 
they very likely will require: 

A responsible lessee with a good 
balance sheet. Lessee net worth at 
least two times the cost of the ve- 
hicles sought and Dun & Brad- 
street reports, 

Assignment of rents, title to the 
equipment, endorsement of dealer- 
ship, up to 10 percent equity by 
lessor, deposit of first and last two 
months’ payment, 
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Calif. Suspends 
Dealer’s License 
As Code Violator 


NORTH SACRAMENTO, Calif.— 
The Motor Vehicles Dept. ordered 
a 15-day suspension of the dealer’s 
license of Cameron Pontiac, Inc., 
which had been accused of 96 vio- 
lations of the vehicle and adminis- 


trative code. 


The order, which also called for 


surrender of certificates and special 
dealer plates, placed the firm on 
probation for three years. The order 
was scheduled to take.effect Feb. 4. 

The firm also was directed to pay 
$981 in registration fees due on ve- 
hicles sold and for misuse of re- 


ports of sale, according to Robert 


McCarthy, department director. 
Among the violations laid to the 
firm are: 
Failure to notify the department 


of vehicle sales, failure to transfer 
title in required time, filing false 


certificates of sales and transfers 
and falsifying dates or sales on 
registration and transfer applica- 
tions, 


Nebraska Convention Set 


OMAHA.—The annual convention 
of the Nebraska New Car Dealers 
Assn. is scheduled for March 24-25 
at the Sheraton-Fontanelle Hotel 
here, according to Dale L. Payne, 
association manager. 





HELP WANTED 


FINANCE 
MANAGEMENT 
and 
SALES 
PERSONNEL 


Large national automobile instalment sales 
finance company operating throughout the 
United 
ager Superviso 
Sales Levels. | 


States has openings at the Man- 
and Automotive Finance 
opportunity of advance- 
ment in present job is limited, the posi- 
tion will present a challenge to a man 
with managerial ability. 


Applicants must have proven records as 
Managers or supervisors, or experience in 
the automotive finance field which would 
qualify them for these positions. Can offer 
choice of locations from Midwest to West 
Coast. Compensation commensurate with 
experience; excellent fringe benefits. Sub- 
mit resume of your education and experi- 
ence with complete details of present posi- 
tion. All replies confidential. Box 1138, 
c/o Automotive News, Detroit 7. 





USED CAR MANAGER—Aggressive per- 


son with knowledge of the value of used 
cars and ability to handle sales person- 
nel, Ford dealership handling 250 to 300 
used cars monthly. Located in the Phil- 
adeiphia area. Salary plus percentage of 
profit. Send complete resume and recent 
Photo. Box 1124, c/o Automotive News, 
Detroit 7. 

RVICE MANAGER—Assume full re- 
sponsibility in dealership selling 1,600 
new and used units annually, Philadel- 
Phia vicinity. Present customer labor 
about $5,000 per month, Are you the 
man to build this up to a highly profit- 
able service department? Top salary if 
you can do the job. Box 1125, c/o Auto- 
motive News, Detroit 7. 


CONTROLLER—Man with General Motors 


experience to operate the largest account- 
ing office in the retail field. Dealership 
established 1925. This is a permanent 
Management position with management 
salary, Chicago area resident, Box 1126, 
c/o Automotive News, Detroit 7. 


NEEDED—Two parts countermen in Flor- 


ida. Must have MoPar parts experience. 
$2.00 per hour plus commission. Box 
1130, c/o Automotive News, Detroit 7. 





ONE OF LARGEST DEALERS 





HELP WANTED 


ood 


SAAB 


Factory Service 


Representative 


Now with SAAB’s expanding market 
there is an immediate opportunity with 
the direct factory subsidiary as Service 
Representative within the following 
areas: Southeast, Central States, Mid- 
west, and The Great Lakes. 


Write, giving full particulars on qualifi- 
cations, salary requirements and area 
of assignment desired, including brief 
resume of formal education and employ- 
ment, enclose a picture. 


SAAB MOTORS INC. 
349 Lincoln Street 
Hingham, Massachusetts 


ATTN: JOHN B. GOFF 
Director Parts & Service 





WANT EXPERIENCED SALES MAN- 


AGER for volume General Motors deal- 
ership located in metropolitan Denver, 
Colorado. A challenging opportunity for 
a man with a proven sales manager 
producing record. Good salary and profit 
sharing plan, limited only by your capa- 
bility. Only deeply interested, experienced 
sales managers reply with complete 
qualifications: Age, education, experience, 
references, a recent photograph, Replies 
handied in strictest confidence. Material 
returned. Box 1146, c/o Automotive 
News, Detroit 7. 





GENERAL MANAGER wanted by Chevro- 


let-Oldsmobile dual dealership located in 
west central Indiana. Annual sales vol- 
ume 300-400 units. Applicant must be 
experienced in all phases of dealership 
operation. Attractive salary and percent- 
age arrangement, Send complete resume 
and photo if available, Replies treated 
in strictest confidence. P, O, Box 844, 
Terre Haute, Indiana. 


in San 
Francisco Bay area requires top man as 
office manager. Must be excellent ac- 
countant and able to supervise installa- 
tion of machine accounting system. Cali- 
fornia man, familiar with various state 
tax reports preferred. Responsible and 
permanent position with attractive salary 
for qualified individual. In replying, en- 
close recent photo and resume, Also state 
availability and anticipated salary. Our 
employes know of this ad. Box 1128, 
c/o Automotive News, Detroit 7. 


WANTED—GENERAL MANAGER, GMC 


truck agency in heavy duty truck area 
of midwest. Present sales over two mil- 
lion. Need person who is familiar with 
all phases of dealer operations, capable 
of coordinating office details, sales, parts 
and service. Salary plus commission 
based on results. Also buy-in opportunity. 
Box 1129, c/o Automotive News, De- 
troit 7. 





BUSINESS MANAGER — CONTROLLER. 


Experienced man to set up machine ac- 


counting for large GM dealership, and 
take permanent charge of office, This 
position is for the man who can stand 


responsibility and wants to be paid for 
it, Box 1127, c/o Automotive News, 


Detroit 7. 


EXPERIENCED AUTOMOBILE FIELD 


REPRESENTATIVE, preferably 25 to 
40 years old, to represent Renault dis- 
tributor in Virginia, West Virginia and 
the Carolinas. Excellent future for ag- 
gressive man. Liberal salary, Send res- 
ume to Box 1131, c/o Automotive News, 
Detroit 7. 





HELP WANTED 


Bob Rockwell, Successful Car Dealer, Makes 
$1,100 Commission from One Week's Sales to 
Pennsylvania Dealers 


If you are a top salesman now earning $10,000 . . . or if you 
have been a successful car dealer . . . you can earn $15,000 
or more the first year as exclusive agent selling Childers Carports 
to car dealers. National advertising and direct mail support. No 
investment. 400 car dealers already using. Agents will be ap- 
pointed in these key territories immediately: 


CALIFORNIA PHILADELPHIA KENTUCKY NEW YORK 
TENNESSEE 


FLORIDA GEORGIA 


INDIANA 
LOUISIANA OHIO 


Airmail your business background with references. We will send 
you complete information immediately with names of recently 
appointed agents who are already proving what can be earned 
by men who can qualify. Bob Childers, Childers Mfg. Co., 
P. O. Box 7467, Houston 8, Texas. Our references: First City 
National, Houston; Dun & Bradstreet rating B + 1. 





PARTSMEN — General Motors’ 


MEXICO-SOUTH AMERICA, young 


12 YEARS’ 











































HELP WANTED 





I Want a 
NEW CAR SALES MANAGER 


for an Oldsmobile dealership, who has the 
desire and ability to (|) Direct the ettorts ot 


his salesmen. (2) Develop new salesmen. (3) 


Be an administrator. (4) Arouse sales enthus- 
iasm. A man who is not too busy to bother 


with sales training, re-training, establishing 


effective prospecting programs; one who has 


creative selling ideas that are not all directed 
to profitiess volume. | want a sales leader with 
vision and imagination who likes to work and 
will do almost anything to reach his goal. 
Our dealership is located in a metropolitan 
area in the Great Northwest (exclusive Olds- 


mobile), Opportunity to earn and do a top 


job based on planning potential minimum 
for 1960 of new 
plus new Oldsmobiles 


registered in 1959; 


555 in 1955. Dealership has all the necessary 


requirements for outstanding success: A top 
service and parts operation, good used car 
marketing facilities, Dealership well financed, 


a place where the right man can go full biast 
the day he starts. |, the dealer, am currently 
managing both the dealership and the sales 


department with one used car manager, and 
it ; more than | can handle alone. It is a 
rea 
his own goal in both current earnings and 
for future security. You need not be an 
automobile man if you have what it takes. 
| can soon train you. All you need know is, 
"No one can achieve success without effort." 
Write to me giving your age, experience and 
references, (a snapshot would be helpful). 
Pay would be a top salary, insurance, vaca- 
tion, transportation, plus an agreed perform- 
ance bonus. All replies will be held con- 
fidential, so feel free to inquire. | worked 
for over 25 years to get where | am today. 
| know this is a real chance for the right 
person. Population area in excess of 350,000, 
has two schools of higher education. It is 


a wonderful recreation area located on salt 
water—and 


a good place to raise a family. 


Box 1147, c/o Automotive News, Detroit 7. 





WANTED: SALES MANAGER—Y oung, 
capable taking complete charge sales 
force. Small Chevrolet dealership in fast 
growing New England town. Privilege of 
buying in, Send complete resume, photo, 
recent references. Write Box 1068, c/o 
Automotive News, Detroit 7. 


experience 
necessary. Write Cashman’s in warm, 
sunny Las Vegas, Nevada, Established 


50 years—Nevada’s oldest automobile 


dealer. Buick, Cadillac, Oldsmobile, 
GMC. 
VOLKSWAGEN SERVICE SALESMAN 


WANTED: Product familiarization de- 
sirable. Good customer relations. Apply 
in writing to: Autobahn Motors Co., 28 
Arctic Parkway, Trenton, New Jersey or 
call OW 5-8548, 





GENERAL MANAGER—Assistant to own- 


er: For dealer seeking ambitious, com- 
petent, trustworthy man, I would like 
to move up to a challenging position and 
possibly buy-in out of earnings, plus ad- 
ditional investment, Associated 15 years 
with two quality volume GM operations 
in the east. Can assume complete charge 
without upsetting your organization. 
Outstanding record, trained in all de- 
partments, references obtainable from 
industry executives. Age 37, married, col- 
lege graduate, sober, conservative, but 
promotional and profit minded, Can train 
and organize all departments and get re- 
sults. Expect salary equal to ability, plus 
incentive. Stand all investigation, guar- 
antee mutual satisfaction, Prefer east 
coast. Replies confidential. Box 1110, c/o 
Automotive News, Detroit 7. 


(34) 
sales executive wishes position above 
areas, Fully experienced wholesale and 
retail automobile fields. Married with 
small family. Presently earning $15,000 
p. a. as manager large wholesale opera- 
tion, although position and prospects 
more important than initial earnings. 
Write Box 1115, c/o Automotive News, 
Detroit 7. 


EXPERIENCE as new and 
used car manager selling Ford products, 
37, married, two children, With present 
Lincoln-Mercury dealer seven years as 
sales manager. Would like similar posi- 
tion with aggressive Ford or Chevrolet 
dealer, Prefer Rocky Mountain region 
or western states. Excellent references, 
including present employer. Fred E. 
Sperry, 3100 Whitecombe Way, Casper, 
Wyoming. 


GENERAL MANAGER—18 years’ success- 


ful experience retailing 500-800 new, 700- 
1,000 used. Can supervise all depart- 
ments profitably, understand daily con- 
trol and budget forecasts. Currently gen- 
eral manager dealership with two new 
and two used locations in large city, De- 
sire change with eventual buy-in, if pos- 
sible. Best relations with present em- 
ployer. Box 1141, c/o Automotive News, 
Detroit 7. 


Oldsmobile cars; 350 


opportunity for the right man to set 
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DEALERSHIPS AVAILABLE 







EARLY BIRDS! 
Make the Money! 


open for VESPA automobiles in 
CONNECTICUT, NEW YORK, 
NEW JERSEY, PENNSYLVANIA, 
MARYLAND, DELAWARE AND 
WASHINGTON, D. C. 


Finest performing, most comforta 
economy car on the road. Up to 


with the largest dealer profit! 





GENERAL MANAGER, age 46, married, 
with 25 years’ management experience 
in all phases of dealer operation, Pres- 
ently employed in 400 car dealership. 
Willing to relocate anywhere with solid 
GM or Chrysler deal. Box 1133, c/o Au- 
tomotive News, Detroit 7. 

SALES MANAGER—Or buy-in deal, Well 
qualified, best references, 18 years’ ex- 
perience as manager passenger cars and 
trucks (including Cadillac), Metropolitan 
New York area only. Box 1095, c/o Au- 
tomotive News, Detroit 7. 


CARS, TRUCKS DELIVERED. Anywhere. 


GMC truck in Michigan city of 30,000 
Finest service and sales building in cit 
available for lease. Must have necessa 
capital to purchase inventories and ma. 
chinery and equipment. All replies con 
fidential, Write Box 1134, c/o 
tive News, Detroit 7. 





DEALERSHIP WANTED 





CHEVROLET DEALERSHIP 


Delaware Valley Area 
DEALERSHIPS AVAILABLE 


AGENCY HANDLING RAMBLER for 
sale, long established, excellent service 
business. Located in resort city in New 
Jersey. Box 1142, c/o Automotive News, 
Detroit 7. 


HANDLING FORD NEAR DETROIT — 
Large, modern facilities leased—-360 po- 
tential, Would sell half interest. Box 
1143, c/o Automotive News, Detroit 7. 


DUAL HANDLING CHEVROLET, Olds- 
mobile and Cadillac—handling 250 new 
car sales per year in southwest, For 
information write Box 1144, c/o Auto- 
motive News, Detroit 7. 


SMALL TOWN—Deal handling Ford in 
rapidly expanding deep South town with 
unusual development prospects, Will sell 
all or substantial interest to man capable 





Factory approval assured. Will pay all 
cash and take over your productive 
personnel. Write us in strictest confi- 
dence. We are principals, not agents. 
We will deal only with principals. Can 
take over immediately. 


Reply to Box 1098, c/o Automotive 
News, Detroit 7. 


FLORIDA ONLY—100 to 300 new units. 
Cash—cConfidential, Box 1122, c/o Auto 
motive News, Detroit 7. 





ship, with privilege of increasing hold- 
ings over a period. Have capital, experi- 
ence, health and youth to add to present 
assets of a going dealership, Box 1137, 


TEXAS—HANDLING CHEVROLET — 150 
car dealership for immediate sale—Well 
located in small city in oil area—Excel- 


lent lease facilities, equipment, parts 
stock and personnel — Approximately c/o Automotive News, Detroit 7. 
$40,000—Retiring owner will consider DEALER SERVICES 


financing small portion—Please send par- 
ticulars of yourself and your current 
financial standing. Village Hotel, Suite 
210, Eastland, Texas. 


NORTHERN ILLINOIS—close to Chicago, 
handling Ford motor product and popu- 
lar independent. Ideal setup for live! 
wire. Money back in one year, Corres- 
pondence in confidence. Box 1135, c/o 
Automotive News, Detroit 7. 





Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


Military Acceptance Corporation will help 
you make more auto sales to Military per 
sonnel . . , because: 

|. We finance up to 36 months. 

2. Cars may be taken overseas without 
refinancing. 
We make auto loans, finance, or re 
finance, anywhere in the world, at low, 
money-saving rates, for officers and non- 
commissioned officers of pay grades & 
and above . . . on a simplified, non 
recourse basis. 


MILITARY ACCEPTANCE CORP. 
Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—Telephone CApitol 5-675 
“Worldwide Financing for Military Personnel” 
(USAA Insurance available 
to qualified officers) 





DEALERSHIP FOR SALE—Imported auto 
agency eastern Ohio, multiple line deal- 
ership, Handling Triumph, Hillman, Sun- 3. 
beam, Austin, Austin-Healey, Austin 
Sprite, Riley, Jaguar, Borgward, Alfa 
Romeo and Lancia. Box 1136, c/o Auto- 
motive News, Detroit 7. 





Dealership Handling 
Studebaker and 
Rootes Line 
FOR SALE 


Old established business. Excellent location 
in town of 12,000, San Joaquin Valley of 
California. Long term lease. About a six- 
man operation. A money-maker if properly 
handled. Principals only—no agents. Write: 
Box 1148, c/o Automotive News, Detroit 7. 








1960 Auto Costs! 


Discover how much your competitors’ car 
really cost. The book, “AUTO COSTS," gives 
you the factory invoice prices of all 1960 
American cars, 25 foreign cars, 4 American 
trucks, and all their equipment, Used by 
dealers and banks nationwide, Order your 
‘60 edition today for only $i0—three year 
subscription $18 (including all supplements). 


AUTO COSTS, Spencer Publishing Company, 
Liberty, N. Y. 





DEALERSHIP AVAILABLE — South Ala- 
bama, handling a ‘‘Big Two’’ line in 
prosperous area, will sell 150-200 units 
this year. Inventory and tools will be 
under $17,000. Write Box 1120, c/o Auto- 
motive News, Detroit 7. 


FOR SALE—Garage, modern 60’ x 70’ 
building, handling Ford franchise within 
25 miles of Fort Wayne, Indiana, Box 
1096, c/o Automotive News, Detroit 7. 


DISTRIBUTORS WANTED 


Distributor Wanted 


Exclusive Franchise for America's Fastest Growing Lawn & Garden Tractor, Mer- 








Buying, selling, trading miscellaneous avto- 
motive items? Get quick results through 
Automotive News’ Want Ads. 














chandising designed to fit the automotive pattern of operation. Nationally 


known manufacturer has run a test program this past year and proven without 
a doubt that the automobile dealer can triple his profits with this franchise. 
Choice Areas Still Available. 


Write or Call Today: Bill O'Rorke, TRACTORS, INC. 


146 Mclean Place, Indianapolis, Indiana. WaAlnut 4-6276 





A few valuable factory franchise; 


miles per gallon. Lowest priced car 


a writ 
ANAG —  MoPar, 13 years’ 

parts and sales experience, managed DAN MARCONI 
profitably two parts departments, Thor- 
oughly experienced wholesale, retail—all or 
phases including inventory control, bal- Come by and see us at: 
anced stock and correspondence, Would 
like position with progressive Chrysler | 1741 Broadway New York 19, N, Y, 
dealership in northeastern states. 41, Circle 7-4455 
family man, references, Box 1132, c/o 
Automotive News, Detroit 7. PLIES 





assuming all responsibility within one | CADILLAC, 
year. Box 1145, c/o Automotive News, dual, Would also purchase interest in a 
Detroit 7. well established and successful dealer- 















| 


FOR SALE — Handling Pontiac-Cadillae © 


Automo- | 


\. 


Buses, ambulance, rubbish, etc. Tow- 
bar, 3-way, Write: Northern, 6381 Ells- q 
worth, Detroit, Michigan, The Metropolitan Philadelphia or 


5 | 


. 


CHEVROLET, FORD or GM 








es ee 6 
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dillae 
50,000, 


units. 
Auto-, 
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aler- 
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1137, 


‘os Dealers! Here’s how to sell the “I-don’t-like-the-color” prospects— 


_|BUY THE CAR YOU NEED 
_|WHEN YOU NEED IT FROM 


car 


‘HERTZ! 


seit 









DEALER SERVICES 
——— 
— 
HAVE CREW, WILL TRAVEL! 


Specially trained ALLIED men give you... 
@ Certified a. inventories of parts, 

accessories and equipment. 

Model year reports for obsolescence 
and return parts plan. 
Bin space for new model parts. 
Reports for dealer terminations, 
Certified reports for tax, insurance and 
bank. 

The Service That Counts 


ALLIED INVENTORY CO., INC. 


7508 So. — Ave. Chicago 49, Illinois 
L.—NOrmal 7-0065 








Improve Your 
Profit Position 


Take advantage of the consultant serv- 
ices of a highly successful senior avuto- 
mobile executive whose merchandising 
experience includes factory distributor 
and all phases of dealer operation. No 
factory, bank or finance connection. 
Results assured or no fee. Pacific states 
only. 

Dealer's Consulting Service, Box 1139, 
c/o Automotive News, Detroit 7. 












TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 
For Buy/Sell Agreements, Annual oot 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland ‘a. 


Detroit 27, Michigan 
3-6445 








FOR QUICK RESULTS 
TRY AUTOMOTIVE NEWS 
CLASSIFIED ADS 
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DEALER SERVICES 


SELLING OUT? Let us show you why 
auction is the best way. Von Reece As- 
sociates, Inc., Box 9121, Austin, Texas. 


CARS FOR SALE 


1960 
VOLKSWAGEN 


SEDANS AND SUNROOFS 


$1,375 


DELIVERED 
Including cost, insurance and freight to 

Any East or Gulf Coast port. Add 
$50 for West Coast deliveries. 
EQUIPPED AS FOLLOWS 
Leatherette interior . . . tool kits 
- « « mile speedometers ... ASI 
windshields, heaters and defrosters 





- « + turn signals . . . bumper rails 


. » » outside mirrors. 
Wired for Sealed Beam Headlights 


ALSO COMMERCIALS 
GHIAS—CONVERTIBLES 


Write, Phone or Wire 
CIRCLE DISCOUNT 
CORPORATION 


4505 Wisconsin Ave., N. W. 
Washington 16, D. C. EMerson 2-7000 


U. S. A. AGENTS FOR 
RUDI-ARONS International 
Agencies GMBH 
HAMBURG, GERMANY 








1960 
VOLKSWAGENS 


Immediate Delivery 
America's Largest 


TOD-0-CAR, INC. 


ALL AMERICANIZED 


& 
On Hand at Two Locations: 

1415 HAINES STREET, PHILADELPHIA 26, PA. 
PHONE: WAverly 7-3500 
DARLINGTON, SOUTH CAROLINA 
CLANTON’S AUTO AUCTION 
PHONE: EXpress 3-2861 








CARS FOR SALE 





277 Clinton Ave. 


Charlotte, N. C., 


VOLKSWAGENS 


1960 
IMMEDIATE DELIVERY 
NEW YORK AND NEW ORLEANS 


FOR BEST PRICES 
Wire, write, phone 


U. N. COMMERCIAL CORP. 
ESsex 1-2880 


In North Carolina call: E. M. il sant Auto Auction, 2615 Wilkinson Ave., 











Newark, New Jersey 






Ask for Jimmy Allison 














wagons... 


heaters... 


OR 
CONTACT: 


Late-model cars are available to used car 
dealers now. A Hertz office near you may 
have the car you’ve been looking for! 











Hertz has Chevrolets, Pontiacs, Fords, 
Oldsmobiles, Plymouths, Buicks, Cadillacs — 
convertibles—all featuring automatic 
transmissions, power steering, radios and 

many with power brakes. 


Low mileage 1958 and 1959 models now available 
at Hertz offices across the country. 


For more information call your local Hertz office 


Mr. I. E. Spatig ; 
Hertz Car Leasing Division 
125 N. 

Tel. DE 2-0420 


Wabash, Chicago 4, III. 


DEALERS ATTENZIONE !! 
BRAND NEW 


1960 MORETTIS 
“Virtually a Legal Steal" 
Present Dealers’ Cost 
$2,217.60 
Your Price 


$1,500.00 
f.o.b. Chicago 


For Tourisimo coupes or 4-door 
sedans. 4-cylinder, 750 c.c. en- 
gine, up to 120 m.p.h. Custom 
body construction, 20 coats 
hand rubbed paint. 


Also Moretti Spyder converts 
at slightly higher prices. 


Delivery arranged anywhere 
in U.S. A. 


CHOICE 
IMPORTS 


3052 N. Cicero Chicago 41, Ill. 
SPring 7-9221 


“BEST BUY" 


USED CABS 


1958 FORDS 
& PLYMOUTHS 


$275 to $450 


For the Ist time: Act Fast 


1959 CHEVS. 


BISCAYNES 





$795 


None of our cars requires body 
work, All in A-1 mech. condition— 


clean inside & out, If you don’t 
agree that these are your TOP 
BUYS, your expenses are on us! 


UNIVERSAL AUTO 
WHOLESALERS 


885 Communipaw Ave. Jersey City 
HEnderson 5-8400 Shandel 
On U.S. Truck Rt. #1, 4 miles 
from Newark Airport, and 2 miles 
from Exit 15, Jersey Turnpike, 





CARS WANTED 

WANTED—ROLLS-ROYCE and BENT- 
LEY motor cars—Any year or type— 
“Largest official retailer in USA.’’ 
Messrs. Schaler & Waters, WA 6-1334, 
Indianapolis, Indiana. 

CADILLAC LIMOUSINES—NEED CLEAN 
'56, '57 and ‘58s. Franz Ridgway, BEI- 
mont 4-6611, 2836 N. E. Sandy, Portland 
12, Oregon. 

FLEETS WANTED 





WANTED 


CAR LEASING 
COMPANIES 


With 100 Cars or More in the New England 
and New York Areas. 


We are interested in buying all or part of 
your business. All replies in strictest confi- 
dence. 


Michael Rose, President 


FLEET TRANSPORTATION, INC. 
573 E, Fordham Rd. Bronx 58, N. Y. 





MAILING LISTS 


DEALERS MAILING LIST—Ford, 
rolet, Plymouth, DeSoto, Chrysler, 
mobile, Pontiac, Buick dealers. Complete 
national list. Feb., 1960 checked, On 
addressed labels, 35M, $14 per M. Box 
1140, c/o Automotive News, Detroit 7. 


PARTS FOR SALE 
RENAULT DAUPHINE PARTS & TOOLS. 
Parts retail at $1,750.00. Substantial dis- 
count on purchase of complete lot. IBA, 
Inc., 1700 North James St., Rome, New 
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Chev- 
Olds- 








AUTOMOTIVE BULB #1034, price $14.00 
per hundred; 67 bulb $7.00 per hundred; 
57 bulb $5.50 per hundred—packed 10 
to box. Postage prepaid. Acme Sales Co., 
Box 949, Camden 5, New Jersey. 





WE HAVE 600 
REAR WINDOWS | 


to fit '57 through ‘59 models of || 
CHRYSLER, DESOTO & PLYMOUTH 
to sell. 
Unit price $2.00 each for complete lot. 
This glass is all in the original factory 
crates and ready for shipment. 





Call or write: 


Downtown Studebaker 


211 Ontario St. Toledo, Ohio 
CHerry 1-3151 





| 
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PARTS FOR SALE 


BALL JOINT REPAIR KITS $18.00 per 
dozen sets (24)—For all late model cars. 
Order now for prepaid shipment, Acme 
Sales Co., Box 949, Camden 5, New 
Jersey. Buick, Chevrolet, Ford are hot. 
100% satisfaction guaranteed, 

LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 

CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 

LLOYD PARTS—complete stock, Prompt 
shipment, Greene County Motors, Cat- 
skill, New York, Phone: 2000, 

TRUCKS FOR SALE 

2%-TON HOLMES WRECKER 1952 
Dodge chassis, complete engine rebuilt 
3,000 miles back, 5-speed transmission. 
Ready to work. Looks good, $1,695.00. 
Elie Lam Motor Company, Wichita Falls, 
Texas, Phone: 767-4391. 


BUSES FOR SALE 


SCHOOL BUSES 


We still have 7 International, 60-passenger 
units, Can be altered to any State specifica- 


tions. 
Frank T. Mee, Jr. 
SAFETY PRODUCTS, INC., 
655 Bridgeport Ave. Milford, Conn. 
TRinity 4-6755 











SHOP EQUIPMENT FOR SALE 

CLAYTON CHASSIS DYNAMOMETER— 
Passenger car type—filush floor model— 
equipped with flywheel, Complete, like 
new—$495.00 f.0.b. New Castle, Indiana. 
Herman J. Redd, Inc. Phone: JA 9-1505. | 

TWENTY BURGER BINS with shelves, 
dividers. Bob Blackford, Charleston, Illi- 
nois. 





AUCTION SCHOOLS 


LEARN AUCTIONEERING, Nationally 
recognized, diploma. Free catalog! Mis- 
souri Auction School, Box 9252P3, Kan- 
sas City, Missouri. 


IDEAS 


HUMAN INTEREST COLUMN in your 
newspaper 52 weeks yearly, With high 
moral tone, sells your firm to public, 
gets tremendous readership, For proof 
and details write: Edward Fiske Co., 2 
Depot Plaza, White Plains, New York. 


MISCELLANEOUS 


1960 PRICEMASTER 


With new model changes and new prices, will 
be ready before long. The encyclopedia of 
dealer cost prices of all large and the new 
small American made cars, three trucks, 25 
foreign cars — plus all optional accessories. 
Shows all standard equipment for all models. 
Yearly subscription price $10.00, 5% discount 
for cash with all orders received before Nov. 
15. All supplements free, with all the addi- 
tional information about the new small Ameri- 
can cars, makes the 1960 PRICEMASTER a 
most valuable asset. Sold only to dealers 
and automotive affiliates. Help us to give 
you the best of service. ORDER YOURS NOW 
—TODAY—DON'T DELAY. K. B. SALES CO., 
INC., DEPT. 3A, 924-lIth St., Rock Island, iil. 


























CONVERTIBLE TOPS—$21.25. Jeep tops, 


$72.20. Headlinings, $12.50. Free cata- 
log. BIG BUCK, 12 Elliott, Beverly, 
Mass. 


1,000 EMBOSSED BUSINESS CARDS, 
$3.49. Free delivery, L-D Press, 534 
State St., Hammond, Indiana. 
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MISCELLANEOUS 


the NEW and 
SUPERIOR 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
LEADS IN SALES... 
VALUE AND... 
PERFORMANCE 


Dealers’ List Price $69.80 
Dealers’ Special Discount 25%. 17.45 









ee ee ee 










Dealers’ Net with 4 Standard 


lus 2 Large Adapter Clamps. $52.35 
. Federal Excise Tax included 


2 
THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 











Action 
Four Clamp Hook-Up 
Cees” Gl FH. ccsccccsees .80 
Dealers’ Special Discount 25%. 14.95 










Dealers’ Net with 4 Standard 


plus 2 Large Adapter Clamps. $44.85 
Federal Excise Tax Included —S_ 


Liberal Quantity Discounts 
To Distributors 
Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 


BATTLE CREEK 9, MICH. 


Phone WO. 2-5257 All Depts 
“Leaders in the Industry 
Since 1939" 

















SEE PAGE 101 
for the nation's 
TOP AUTO AUCTIONS 





PARTS FOR SALE 


LLOYD 


We Have In 


Motors Ignition Clutch 
Short Blocks Trans. Disc. 
Pistons Gears Chassis 
Bearings 
Seals 
Cases 
Shafts 


Cylinders 
Cyl. Heads 
Valves 
Batteries 


Shocks 
Axles 


Bumpers 


PARTS 


Stock . se 


U. Joints 
Frames 
Wheels 
Tires 
Fenders 
Hoods 


Glass (all) 
Tops 

Side Panels 
Grilles 
Mouldings 
Paint 


Quotations by Air Mail. Attention Jim Hope. 


FOREIGN CARS 


CORPORATION 


Authorized Importers of Lloyd Vehicles and Parts. 


1812 S. Andrews 





New Subscri 


JA 2-9942 


Fort Lauderdale, Fila. 
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“Mr. INTERNATIONAL” 


“troubleshoots” dealer problems 


He’s the District Manager helping a dealer in analysis 
of sales personnel to fill a position that requires special- 
ized knowledge and skill in the business of selling trucks 
profitably. 


He’s the District Parts Supervisor, checking a dealer’s 
parts stock and flow of parts from the depot to find ways 
to save space and valuable re-order time. 


He’s the District Service Supervisor, helping a dealer 
plan new service stall and equipment arrangements to 
accommodate increasing truck traffic. 


‘Best deal in the truck business...” 


“Mr. INTERNATIONAL” is many men, really. But what- 
ever the title, his primary job is to help INTERNATIONAL | 
Truck Dealers keep their sales healthy and their cus- 
tomers happy. 


This is INTERNATIONAL HARVESTER’S plan of assist- 
ance. If you’re interested in working with an organiza- 
tion like this, selling the world’s most complete line of 
trucks, an INTERNATIONAL franchise may be available to 
you. Write: Manager of Sales, Motor Truck Division, 
International Harvester Company, 180 North Michigan 
Avenue, Chicago 1, Illinois. 


INTERNATIONAL TRUCKS HH. 








